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‘ . | feel\that we have made many permsan-
_ent friends. Moreover, mdny customers
: {have come to us who have told us that
] e ithy were sent in by other young people
1who had previously bought of us with-
out undue embarrassment.”

Designed to Place

Before Our Read‘:ts the Merchandise, Crafts-
manship and Service Offered by Shops and Specialty Stores

SECOND-HAKD GOODS 53 ia Window T

IN ART EM-
Water Calorss
Pastinells
»Crystol-

LESSONS GIVEN

broidery, Oil Painting,
Pen Painting, - Stencilling,
Work, Transparent Painting,
seum, Hand Worked Irish Linen, Color-
ed Embroidery, Paintings and other
articles suitable for Christmas gifts. Mrs.
Appleton, 43 Broad street.

I

15385—11—16
W
AUTO STORAGE

'WED STALLS, FL.OOR SPACE TO
Let. Cars Washed, Repaired, day and

.ight. Thomson’s 55 Sydney, Main

e ————————eeSTSTTESIESES | DA
| Street, St. John, N. B., Phone Main 4439.

BABY CLOTHING

BEAUTIFUL LONG
daintily made of the finest
thipg required; ten dol-
Send for catalogue, Mrs.
street, Torontr
11-1-1921

‘ BARGAIN

LL GOODS8 AT WET-
rden street.  Hosiery,
Top Shirts, Socks,

BABY'S
Clothes,
materialy every
lars complete.
Woifson, 672 Younge

NEW FA

more’s, Ga
Gloves, Underwear,
Mitts, etc.

663, | cal instruments, jewelry, bicycles, guns,

NOW IS THE TIME TO LINE YOUR
Stove with Fo{;y’shFirel Cl:y.
last for years. e have s
Stove-Pipe, Elbows, 8«-1 tl*lods
Shovels, Damperg, Non Such Polish.

und.
,‘-” Fire'
Lip-

sett’s Variety Stofe,, corner Brussels and |

*Fﬁrnouth streets,
ENGRAVERS
& CO, ARLISIS
59 Water street. Tele-

F. C. WESLEY
and engravers,

Window display may be described
as the art of showing merchandise
through the ~show window in a way
that will exploit its uses and enhance
its value, says a display manager who

or write H. Gi i
2392:‘1!1:3 H. Gilbert. 14 Mil! street. Phone | gi:,gecorated many prize-winning win-

WANTED TO PURCHASE—GEN-| It is the direct means of bringing to-

tlemen’s cast-off clothing, boots, fur gether the passing public—as well as
coats, jewelry, musical instruments, bi- the avowed patrons—and the store.
cycles, guns, revolvers, and tools, etc. Window display creates the desire of
Highest cash prices paid. M. Lampert possession, ecucates for personal adorn-
46, Dock street.  Prane 417¢ ment, and for comfort and refinement

g in the home. It interests people in the

WANTED TO PURCHASE—GEN- merchandise when they are h? front of

tlemen's cadt off clothing, boots, musi- the store, and the invitation and op-
portunity is presented to buy.

A window display should appeal first
to the eye and then to the intent de-
sire in the customer’s mind for some-
thing which vepresents that desire. A
dispfay should express one or more ideas
drawn from the uses and meaning of

WANTE"® TG PURCHASE—GEN-

tlegen’s ‘cast off clothing, fur coats,
jewelry, dia.noads, old gold and silver,
musical instruments, bicycles,, guns, re-
volvers, fools. etc. Best prices paid. Call

rev:olvers, toels, etc. Highest cash prices
id. Call or write 1. Williams, 16 Dock

WANTED TG PURCHASE—LADIES

and gentiemrn’s cast off clothing,
boots: highest cash prices paid. Call or
write Lampert Bros., 555 Main street. |

’Phone Main 2884-11. appearance.

1o advertise, a display must get at-
tention, and the more people are im-
pressed with its appeal the greater is
the publicity gained. It is‘chiefly de-
sign that first attraets attention—or
the design is the means of bringing out
the beauty and usefulness of the mer-
chandise. It is the formation and ar-
rangement of units which make the es-
' sentials of good design. Color, colored

=—_____-—_——_—____—-?.L.—:———- !lights and direction of light for the
coptrol of shades are important elements

SNAPSHOTS FINISHED in attracting and holding attention

iy while the desire to possess the merchan-
SEND ANY ROLL OF FILM AND dise is created.

20 s Wastois 8 Jubn, N, B, Box| T I window disglay 1 4 big
1848 and have a set of very best pic-

subject which cannot be. treated of in a
tures, glossy finish. Work returned few words. Many display men seem to
postpaid. ’

“feel” color and express their ideas by
means of contrasts and harmonies.
STOVES®

In general it can be said that light-

colored merchandise should be display-
STOVES AND FURNITURE
Bought and Sald. J, M. Logan, 18

ed against a darker ground, and dark
Haymarket Square, M, 3773,

——————sEeem————— |

SILVER-PLATERS

GOLD, SILVER, NICKEL, BRASS

and Copper Plating, Automobile parts
made as good as new, 24 Waterloo street,
J. Grouncines. tf

merchandise against a light ground. The
following chart will be found of value
to men who, in their daily work, de not
associate colors:

White by the side of a eolor height-

phone M.988, 14849—12—16
e ens or intensifies the tone of that color,
E—— | T s | g}ack ha:i the ‘()),lpposite effect.-l <
ack is desirable as an agsociate W
HAmDRESSING TAILORING luminous ¢olors:
- ee Black— Black— H;’:;:lk—
., ADIES' HAIRDRESSING MARCEL | A. RIN, HIGH CLASS. CUSTOM Orange Yellow ow
MQVzwing. Manicure and ’Mmase a| ‘Tailor fol'.Ladles and Gents, Pressing,| Red Orange Red
jpecialty. Seven years experience in |alteration and remodelling attended to.| Black— Black —Black—
~ondon, Eng. Phene M. 2107-31, ° Prices reasonable; 50 Germain. ' Yellow Green Orange
v 15389—11—20 15007—12—10| Violet Yellow Green
: White is desirable s an associate with
m E———————s—=== | ; |yminous and a sothbre %3“’."
White— White— hite—
HATS BLOCKED TRUCKING Red Orange Red
- et - e Blue Blue - Violet
LADIES BEAVER, VELOUR AND | GENERAL TRUCKING, ASHES|White— White— White—
felt hats blocked in the latest style,| and all sorts of refuge promptly re- Yellow Orange Green
Mrs. T. R. James, 280 Main street, op- moved. Albert E. Mclnerney, 76 St.| Blue Violet, Blue
posite Adelaide strect. " | Patrick street. Phone M, 2437. White— White—
15097—11-—16| Gween Yellow
M Violet Violet
IRON FOUNDRIES T AL N4
FO N | UPHOLSTERING | oo Vet
YNION FOUNDRY AD v pai o
* Wlork. Omited, George H. Waring,|UPHOLSTERING; ALL KINDS OF BW‘;f“ the L;“" )i"’ge : dst"f;; ‘;f»
manager, West St John, N. B. Engicers fu:;lniture covers for cushions;. AUTO fe‘:’i ‘;;“;‘;;r’i-f oy e ni
and Machinists, Iron and Brass Foundry. | Upholstering, carriages, win®r hoods for fioe customer the Binghampton police

ﬂ
MARRIAGE LICENSES

STORES.. ISSUE
Hours, 8.80 am,

WASSON’S DRUG
Marriage Licenses.
tills 10.30 p.m.

MEN'S CLOTHING

IEN'S CLOTHING, OVERCOATS—
We have in stock some very fine Over-
oats, well made and trimmed and sell-
ng at a low price from $20 up, W. d.
Jiggins & Co,, Custom and Ready-tor
vear Clothing, 183 Union street.

-——ﬁ
MONEY ORDERS

SR OUT-OF-TOWN AC-
counts by Dominion Express Money
Orders. Five dollars costs three egnu.
¢='¢====
PIANO MOVING

PIANOS MOVED BY AUTO. FUR-
- piture moved to the country. C
cartages; reasopable rates. Arthur 8.
Stackhouse. Phone 314-21.

g_—-—__—gs_-——___—
PHOTOGRAPHIC

SWEET SIXTEEN COMES ONCE IN

life. Why not keep that sweet face
always by having your _photoglgph
taken? Victoria Photo Studio, 45 King
Square, St. John, N. B.

PICTURE TAKEN DAY OR NIGHT,

rain or shine while U wait. Films de-
veloped and printed quick- clear, reason-
able price. We enlarge any p}xotographs,
5 King Square, St- John, N. B. Phone
1598,

! . 1

PI‘UMBING

GORDON W. NOBLE, PLUMBER

and Heater, Jobbing given personal at-
tention. Telephone 2000-31, 154 Water-

loo street.
RAINCOATS REPAIRED

YTHING IN

2AY YO

WE REPAIR AN

waterproof clothing; work guaranteed.
Maritime Waterproof Clothing Cus 44
iydney street, St. Malichi’s Hailé .

————
REPAIRING

FURNITURE REPAIRING AND UP-
holstering, 267 Umon. Phone 915-11.

——

SECOND-HAND GOODS

WE PAY HIGHEST CASH PRICES
for Second-Hand Goods. Phone 2584-41
§78 Main str{ep

NOW IS THE TIME, THE WINTER

is coming. Come apd get your soldier
overcoats at bargain prices, Also great
bargains in men’s working boots. Come
and see for yourself. Don’t miss the
bargains. Dominion Secorid Hand Stores

Marsh Road.

General |-

|She is survived by an aged husband.

641 Main strect, St. John, N. B. Phone
M 4573

]

any kind of auto, twelve years experi-
ence. Thomas Cumming, 178 Wentworth
street. Phone 1758-11. 15217—11—18

department will call out the reserves.
The store made the experiment re-
cently to see just what advertising
power a “free offer” had. ‘The manage-
ment found out. Oh, boy, but it found
out! Virtually all of feminine Bingham-
ton was on the job when the hour
grew near for the opening of the store
on the eventful morning. They ans-
wered, among other questions, whai is

———————————

WATCH REPAIRERS

DIAMOND3S BOUGHT AND SOLD,
Watch and Clock Repairing a Special-

ty. G. D. Perkins, 48 Princess street,
: the exaet value of a

RINGS,§ WATCHES, ¢LOCKS FOR|a way that has even the Department of
sale, watch repairing, seven years in | Justice backed off the map.

Waltham factory. G. B.

Peters atreet.

W. BAILEY, THE ENGLISH, AMER-
jcan and Swiss expert watch repairer,
186 Mill street (next Hygienic Bakery.)!

mg

'WELDING

percuts, hits in the clinches, anything
that goes when a crowd of women stam-
pede for gsomething free, were mere
bagatelle to the mob that sought to be
the first five customers to enter the

stope. >

When the lucky five had taken count
the exact value of a $5 pair of shoes
isclosed as $5 plus a number of

-

was
hairpins, broken corset stays hair,
OXY-ACETYLENE WELDING, scr:é)che; and once in a while u'rip. ?

Soldering, Brazing and Re-babiting,
We will weld any part our car and

of* But the store got the business.
guarautee the job, At }{ntchinsq. 60

Movies Keep People at
Home—and Make Them
To draw 400 people a night to a small
neighborhood store is an accomplishment,
but A. C. Allen of Oklahoma City, does
it practically every night.
At the time of establishing his busi-
ness Allen realized that one of his prob-
lems was to keep his people in their
neighborhood at night. They had the
discouraging habit of running into town
of an evening, and while there made
various purchases. Through & unique
idea Allen effectively prevented this.

————————————eeE
RECENT DEATHS
The death of Mrs. Ann McCluskey
oecurred Saturday, Nov. 13, at the home
of her daughter, Mrs, James King, 24
Main street. The late Mrs, MecCluskey
was ninety-four years of age and leaves
six daughters, Mrs. Ann McCrae, Mrs.

Allen Whittaker, Mrs, B, E. Farrell, Mrs.
Hartley Wells, Mrs. Thomas - Maxwell

and Mrs. James King; and four sons, 2 e
i > Allen realized from the beginning that
Joseph: Frederick, Richard and John. his problem was to attract people to his
The death occurred Saturday of Robert store, attract them permanently—not a

process of waiting for them to find him,
but to bring them to him,

His opening, a spectacular affair, at
which he advertised that he would give
away free candy, cigars and ice cream
to all that came to his store, brought
such a volume of trade that four soda
and miscellaneous clerks weTe unable to
cope with the situation. Automobile

]

H. Henderson, son of the late James and
Mary Henderson. The late Mr. Hender-
son was forty-seven years of age and was
well known about the city a few years
ago. He was a plumber, acquiring his
knowledge of the trade with James H.
Doody, and following it in Campbellton.
One brother and four sisters survive:
George H., of Worcester (Mass.); Mrs.
Edward Morton and Mrs. George Carey,
of Rochester (N. Y.); Mrs, William Gor-
don, of Boston, and Mrs, John Splane,
of Bangor. The burial will take place
‘Tuesday.

USE SLOAN'S

The death of John W. Turner, of

Harvey, Albert county, at the age of
ninty-three years, occur last week.
He is survived by three sto)s in the Unit-
ed States and two daughters. -
Mrs, Jacob Schofield of Seal Cove,| You can just tell by its healthy, stimu-

fating odor, that it is going

Grand Manan, an aged resident, died at
to do you good.

her home on Nov. 5, after a long illness,

o
| ¢¢TF I only had some Sloan’s Lini-
{ ment!” How often you've said
Canadian Forestry Branch—So icng as! iatio ttv:liaxf 19 ‘::t?sifil::fin—‘:fl;g? ?:u:;‘ez;
forest products are comparatively cheap, su‘;ferin %u Corsot (41
as they are in Canada at the pre'sentl Don’ts.t;)yit agaign——get a batile todd
time, no extraordinary care will be lak-| =371 oo it handy for possible use toy:
en to protect and develo%them. As the night! % sudden attack may come on—
g:'cc: m(;f l:‘l;ie g;r:d;?rse lpg;%iiel)i’e 1:0w$lcl. sciatica, lumbago, sore muscles, back-
so. The immediate steps necessary are l ache, stiff L;il('l!nts, fncuralgm, the pains ‘“}d
conn?cted with protection from fire, in-| ::2:5 ﬂ;%s wlut;fnthm;:de:g?:iu ';en SIYO' 2[‘:,2
zict‘si,e s‘zlrlgctf::gﬁiﬂ?zl::ﬁ)fs’ "llpl?e L'lflc!;‘l‘ji ! the liniment that penetrates without rub-
tion of cutting, with a view to nnturallg;.g'mf l;il'l‘,o.economical. Thyee sizes
regeneration, is a more valuable means : (Made in Canada.)

of re-establishing forest areas in a new °
1o0at
Liniment

PROTECT THE FORESTS.

country like €anada than any expensive
ssytem of replanting.
«  Enough on That Head,

As you say, Roger,‘the bald trath is
something you can’t split hairs over.

the goods, rather than their price and |

$5 pair of shoes in'

. The store was literally stormed- Up-:

LS

OLLUMN &-.

F. HOUSE, @ormuo!

traffic was tied up in front of his store
| for hours. =

-

The attraction of huge crowds gave
Mr. Allen his most syccessful idea: “A |
free moving picture show ‘for his cus-
tomers.” Allen has his back yard fitted
up as arl open-air theatre with a seating |
capacity of 216 people,

A large sign states that the show is
free to his patrens. The people sit nti
tables, of which there are twelve, Tour
chairs to a table. Twelve benches, with
a seating capacity of fourteen each, also
accommodate 168 persons. Two extra
¢lerks are employed to handle the or-
ders. ;

The performance takes in the better
part of twa hours. Four to six reels of
film are run nightly, and to reduce ex-
penses Allen flashes slides of the vari-
ous merchants in his neighborhood, and
also uses one slide in his own interests,
The cost of putting on the shew runs be-
tween $20 and $25 a week. f

Cohn Smifes, Even When
He Ring up “Paid Out.” -

‘I am disappointed when any period
passes without an opportunity for this
store to make an adjustment, either hy
replacinF a garment or refunding
money.”

i

Samuel J. Cohn, manager and seere-|

tary-treasurer of the Cohn Co., in Qil
City, Pa,, who so crystallizes one of his
guiding merchandise principles, is not
losing any sleep aver the so-called “re-
turned good evil” He really seeks the
“k.icks” on the principle that no enter-
prise of any size possibly can be run |
without some error in service from time |
to time, and that closing one’s eyes to
them merely encourages dissatisfaction i
on the part of customers, which may
always be turned into good-wil by tact-
ful handling and sincere adjustment.

Mr. Cohn attributes the growth of the
business, from virtually nothing to the
leading women’s garment store of the
section in seven years, principally to the
policy of assuming that the customer
never can be wrong. “No person, whe-
ther reaspnable or unreasonable, has
ever been given the oppprtunity to walk |
out of this stere feeling aggrieved,”
says Mr. Cohn.

“There have been times when this po-
licy hag cost us heavily, to be sure. But
this is the kind of cost that I can stand
cheerfully. In fact, I don't count it
as cost at all. I look upon these epi-
sodes as the best auxiligries to our re-
gular advertising campaigns that I ean
find. They have convinced the people
with whom we come in contact that we
think just as much of them after the
sale was made as before,

“We have been imposed, upon, of
eourse, but not nearly to thé extent of
peutralizing the value of the extra good-
will we gain, i

“] firmly believe that many a store
that apparently buys right, has fine win-
dow displays and conducts effective ad-
vertising campaigns, fails to make a go
of its 'policy simply because it cannot
bear to hear the cash register ring ex-,
eept when money is coming in. You've
got to get used to hearing ‘paid out’ rung
up as cheerfully as ‘cash received’ to
lii?fe a success of retail merchandising.

|

Mr. Cohn, who is not yet thirty years
ofdy has increased the business from
820,000 five years ago to more than four
 times_that figure for the present year.
'The Language of F s
Is Valuable to Florists.

To encourage the sending of flowers
to express one’s sympathy, good wishes
or friendliness, a Detroit florist distri-
buted a small card on which was print-
,ed the following:

i “Some thing you Can say Better with
! Rlowers;
'¢] wish you many more happy birth-

8"
“] hope thst you will soon be - wellk

again.” |
“My dear, I'm glad I married you.”
“You're the finest girl in all the
world.”

“Cheer up, old man, the office misses
you” And if you want to put a little
extra emphasis on your sincerity, you'll
see that the box ecarries the name of the
Jones-Russel Co.

Complexions Are Now
Prepared to Match,

Since the gentler aex will insist on
“painting the lily and perfuming the vio-
let,” Dives, Pomeroy & Stewart, Read-
ing, Pa., department store owners, have
started a service to tell them how to
do the job so they can get the best re-
sults.

The firm has a  department which
specializes in toilet goods and clerks have i
been trained to “prescribe” the proper
cosmetics for different complexions The
chestnut_blonde, those with raven tresses,
others with golden locks and the shades
between are all taken care of by the
staff, which picks eut the cqmbinations
that will produce the right effects.

For instance, a chestnut blonde enters
i the store, She is interested in cosmetics.
The girl in charge of the counter ealls in
the elerk trained in this work and the
woman is furnished with shade Naturelle
with touches of Rouge Brunette. '

Or the woman may be a golden hlonde.
“Blanche” is ‘“prescribed” over Rose
:Blonde or Rouge Blondore, as the in-
dividual case may require,

! Instead of hiding the service, the firm
|advertises it and often runs special ar-
ticles in the Reading dailies, telling the

ladies that its service is one that is so

efficient_that it can’t be detected, even in

a rainstorm.

Reading has a large negro population,
and just how to handle this trade if it |
turns up fs a question that the staff has .
not yet solved. The brunette shades
would hardly help out much with those |
of ebony hue. |

New Hats for Ofd Clean
Oyt Dy Mond’s Stock

William R. Du Mond, a haberdasher,
who haberdashes in Newburgh, N. Y.,
while casting about for a new scheme
to stimulate hat selling, happened into
the office of an automobile-dealing
friend; who at the time was engaged ina
telephone conversation with a prospect. |
[The friend motioned Du Mond to a chair
and went on with his conversation. “I
! know you have a Simplex car now, Mr.
Smith, but you should understand I am |
| willing to take it in a trade, allowing|
you 25 per cent on it.” The man must|
'have agreed for the dealer smiled, said
“All right” and hung up the receiver.

Turning to Du Mond, he said: “That’s
the way to get ’em. Take the other fel-
low’s stock in trade when you can strike
a bargain.”.

After commenting on the weather and
the probable out come of the presidential
election Dn Mond left with his hands
in his pockets and his brains in action.

“Why can’t we haberdashers strike
into some such methods as that?” he
asked himself all the way to his store.
By the time he reached there he had it

)

| whv I shouldn’t try te

beither a hardware

NEW YORK STOCK MARKET.

all figured out. In the next two days’

issues of the Newburgh News he carried
a quarter-page advertisement reading:

We'll give you real money for your
old hat. “Cash in on your discarded
headwear. Here’s how you do it
Clip this coupon; send your wife, son
or daughter, or, better, come yourself
to this store on Friday or Saturday.

We will allow you 10 per cent on
vour old hat, no matter how old or
battered it may be.

Did Du Mond stimulate his hat trade?

'If we may be allowed to drop inta the

veracular of the time,
did” He had old lids piled behind and
ahove two counters; he had 'em piled
in his storeroom, and when he closed
shop on Saturday night he had them
piled in front of his counters.

The sale proved such a success that
when the store was opened up on the

‘following Monday he found he hadn’t

enqugh hats left to do business” with, 50
he despatched ene of his clerks ta the
“Kelly” centre in New York with an

_order and instructions to bring back as

many hats as they would allow him to
ride with on the New York Central.
In speaking of his sale. Du Mond said:
“If my automobile friend could talk a
fellow, into trading in a $4000 car, al-
lowing him 25 per eent, I see no reason

(J. M. Robinson & Souns, Mewber:
Montreal Stock Exchonge.)
: wa York, Nov. 15.
é;rev. |
ose. n, Noon.
|Ath' Sumatra ........ 75 O?;vz Ya
jAm Car and Fdry., 125Y% 125 135
Am Locomotive .,.. 86%; 86% 86% !
Am Beet Sugar .... 47 1
Am Can ;0! 5% 2% Wi
Am Steel Fdries .. .... 381 a1
Am Smelters .,..,. 53 53 52
Am Woolens ,..... 64 64% 65 !
Anaconda Mining .. 46% &% 45
f At, Tand R Fe ... 88% .0 ...
gy | Brooklyn R T ,,..¢» Bs
|Balt & Ohia ,..... 8% 40 89%; °
Baldwin Loco ...... 100%, 100% 99%
Butte & Superior .. 103 .... o
Beth Steel “B” .... 59% 59 50V,
Chino Copper ...... 31% 20 21
Ches and Ohio ..,. 62% 62 62%,
Can Pacific ........116%% 116% 117
Crucible Steel ......104%; 108 108
Erie ..., SRt 14 1434
|Gt North Pfd ..... 83 88Y, - 88%
/Gen Motors Certi .. 14 14 14
“Mhspiration (..,..... 383 88 3B
Intl Mar Com ...... 14} 14 14 |
Intl Mar Pfd ...... 6% 54% b4\
{«I"%U“I Agtcol;ol oo 71
¥ idvale Steel .,,... 84% 8, 843
we'll say D€ voywell Motors .... 2% 3312 alf;f,
Mex Petrol ,.......161% 161 160%
North Pacific ...,.. 87% . 89 8874
N Y Central ...... 77% 79 1%
New Haven ........ 25% 25% 26%
Pennsylvania ...... 403 40% 40%
Pierce Arrow ,..... 24% 243 24% !
'Pan-Am Petrol .... 75% T4 T6% |
’Reqdmg erineressae BEYG . SON B9 |
Republic I & S .... 67 67 67
19t Paul ciilciecs BB 85% 853,
'South Pacifie ,......108% 108% 109
Studebaker ...,..... 1% 47% 4T
Studebaker ........ 47% A1% T%|
Union Pacific .,....120% 120% 120% |
U S Steel .....,,... 815 “81% 82Y
U S Rubber .. .. G4 63 62
7%{’“};’ Cp%;l)ert i ..... 53 43 B2V
| Westing Electric .., 48 433, 48'% |
et Newburgh Willys Overland .... 7% LEA 7*;’:

buyers to cash in on their old hats. 1
tried and they did.”

Du Mond turned the old hats over to
the Newburgh Salvation Army outfit.

Speclalizatien Sold 2000
Shirts in Qne Day.

Two thousand silk shirts sold on the
opening day of a week’s sale with re-
turns for the day on this single item
aggregating more than $12,000.

This was the feat in. retail merchan-
dizing recently accomplished by Mac-
Dougall & Southwick’s in Seattle under
the direction of G. V. Hopkins, sales
monager. And it was followed up some
time later by 8 sale of men’s ties that
brought equally remarkable results.

When Sales Manager Hopkins decid-
ed to go out after the men’s trade in a
vigorous manner he realized that there
were many matural adverse circumstances
that he had to face. First, the store
was by no means an establishment that
had catered to men. Seeond, it was
known te the public as a department
store and the average man, Hopkins
appreciated, has a natural- aversion to
shopping in a department store, pre-
ferring to make his purchases in a men’s
specialty shop. 5

“Intensive specialization” was the
plan finally decided upon as the best
way to gain the men’s trade. Hopkins
devoted considerable study to men’s
wear. He studied himself and he stu-
died other men and concluded that
shirts and ties were the chief items
carrying the greatest appedl to the av-
erage man. While he prepared to meet
any demand in men’s furnishings, he
firmly decided to speeialize on men’s
shirts and ties. JFrom the time he
launched his “specialized drive” on: the
male population’ of Seattle the returns
have been consistently swelling, the cli-
max coming on the opening day of the
recent sitk shirt sale when the 2000
shirts were moved. !

About a week before the sale starts
a mail campaign is launched. In send-
ing circular matter to business execu-
tives, Hopkins invariably uses what is
known as “open matter” On the face
of a folder or across the face of an en-
velope, the announcement of the sale
is presented in a manner that catches
the eye easily. Individual letters or
announcements enclosed in plain enve-
lopes are rarely sent out to business ex-
ecutives for the reason that Hopkins
believes by so doing many advantages
are lost. His philosophy in this is that
the mail matter, before reaching the ex-
ecutive, passes through several hands
before it reaches the desk %f ‘the man
to whom it is addressd. First, there are
the employes inm the postoffice. Then
there is the mailman.. The man who re-
ceives the mail at the office of the busi-
ness executive is another important fac-
tor. The person who delivers the mail
in the office is another to be consid-
ered. Then there is the gecretary and
possibly the stenographer to the execu-
tive. All of these people, in the opin-
fon of Hopkins, are prospective pur-
chasers of men’s shirts, either for them-
selves or, in the case of women, for their
husbands, sweethearts or others.

On the day preceding the act%ﬂ op-
ening of the sale, liberal space is" used
in all the daily newspapers and the re-
sults, as already proves, more than jus-
tify the time and trouble expended.
Hats in a Hardware Storel ’

Last summer the Salt Lake Hard-
ware Co., of Salt Lake City, Utah, add-
ed a line’ that might be said to be
line or a hatter’s line
o months 620 of

—Mats. In-the last tw
them were sold.

here was but one style and the
price was thirty-five cents. They were
helmets, such as - wére, the prevailing
style in the A. E. F. Miners bought
some, folks who wished curiosities
bought others, but boys bought the
greatest number, settinge a new style
about the town for juvenile headgear.

Texas Store Lands 20.
Accounts by Novel Method,

The Moore-Mathis Co., Amarillo,
Tex., last year added twenty new ‘fam-
ily” accounts to its books because of the
store’s activities in getting hold of new
people - and learning of their
standing. This is a case where

the

CHAMBERLAINS

Relieves Anxiety
fn cases of whooping cough. The
spasms of coughing are less fre-
quent and less violent when Cham-
perlain’s Cough Remedy is used
and the dan¥cr is greatly lessened,
Chamberlain’s is known to thou-
sands of mothers as a safe and
reliable remedy for children.

35c¢ and 65¢

“COUGH REMEDY

credit !

MONTREAL TRANSACTIONS,
(J: M. Robinspn & Hons, Members Mon-
tregl Stock Exchange.)
Rl Montreal, Nov. 15.
n. Bank- ommerce, 3
—2 at 185, -

Bank of Nova Scotia—1 at 255.
Bank of Montreal—1 at 189, 8 at 1§0.
gra;il-—lﬁ at 85%%.
ridge—5 at 69%, 150 at 69 b5
9%, 5 at 70. i Gl
Brompton—50 at 60, 890 at 61, 100 at
607, 10 at 60%, 75 at 61%, 225 at 62.
Bell—20 at 100. P
Cement—175 at 56.
Dominion Steel—50 at 48.
Detroit, X D 2—85 at 103, 25 at 108%.
Laurentide—2560 at 81, 25 at 90%.
Quebec—125 at 22,
Power—10 at 78, 15 at T7%, 50 at 7.
Riorden—50 at 160, 50 at 159, 75 at
158, 90 at 150, 95 at 152, 50 at 152V, 25
at ng"/%.
Abitibi—160 at 58%, 25 at &8
at 58%, 25 at 58. _ " e s
Shawinigan—50 at 102, 10 at 103.
Penman—385 at 106.
~ Spanish—850 at 83, 25 at 82, 90 at 81,
25 at 81Y%, 50 at 81%;, 25 at 82Y.
Smelters—25 at 20%, 90 at 20%.
Steel Co—80 at 60, 50 at 59%.

'

ﬁ?/ 31:25 L7,t130:yat 16, 110 at 16%, 125 at
1674, at 16%, 50 at 1 a 25
at 18Y. o G i e
Wayagamack, X D 1%—10 at 108, 5
at 106%, 10 at 107, 50 at 105
Lyall—50 at 36.
Brew—50 at 53, 275 at 53.
Spanish Pfd—50 at 87%, 5 at 87, 8
at 865, 25 at 85%, 35 at 83Y%, 656 at &6,
85 at 86%.
Cement Pfd—15 at 91.
Asbestos Pfd—30 at 94%5.

~

credit man, Thomas, manager of the
shoe department of the store, becomes a,
salesmaker,

It is the business of the local credit as-
sociation to ledrn about the former
home of new families, alse to investi-
gate the credit strength of such people
This informatien is then turned over to
the individual stores that are members
of this association, By arrangements
with such companies as transfer con-
eerns, water departments and others, few
are missed, Loy

The Moore-Mathis store follows up
very promptly and closely such namecs
as it gets in this way. he office also
watches the news items for leads; also
the building permits, To these new peo-
}:dé a courteous letter is written, invit-
ng them to come in and make arrange-
ments to open an account with the
store, and from the information thus
‘gotten a record is put on the books that
indicates just how far the party can go
on a credit basis.'

Thomas estimates the average family
' bill for the year at $600—so it can easily
lbe seen that it pays for the credit de-
| partment to reach after sales, as well as
ito devote time to passing on the ac-
counts that come up for consideration,

Bickings Found Out
Why Girls Leave Home.

It is doubtful, even to those with the
utmost faith in publicity, that any sort
of advertising can increase the marriage
rate, but L. L. Bickings, of Norristown,
Pa., feels that simple case in the win-
dow of hiy jewelr store brought many
couple who intended to marry anyhow
to his store for their rings.

The card was small, about two feet
square, with a broad red stripe across
it that could be seen from fhe opposite
of the street, and the words: “Why
girls_leave home.” Inserted in the cen-
fre of the card was an attractive soli-

1taire engagement ring and gold wedding
| ring.
“It is remarkable,” says Bickings,

“what a lot of attention that simple
advertisement created.* Of course, it
was conceived more or less as a joke
and all of us werg surprised when we
saw hew many people stopped to look
at it. Most of them were young cou-
ples and there was nearly always a
 whispered joke from one or the other
land a blush or two before they went
away.

«Of course there is no ‘way* of check-
ing up whether or not the engagements
and marriages have increased in Norris-
town recently—and even if they have
we are not silly enough to think that
our advertisement was the cau$e of it
—but there is no doubt at all that onr
business in wedding and engdgement
rings has grewn materially since that
sign was first put in the window. Also
we have noted a mew air of confidence
on the part of such customers. All
jewelers are familiar with the shame-
faced air with.which the average young
man comes in to buy a wedding or an
engagement ring. There must have been
something in the joking attitude of the
sign in our window that made for more
confidence because the change in their!
lm&nner is quite noticeable. |

“We have met this change with a
pomatslln enltivated air of interest and

convincing display an

Sugar—1 at 20, 230 at 19, 25 at 17%,!

No Salaries Are Paid
To Clerks in This Store.

Two years ago when Charles Prince,
proprietor of the Prince Store, in Alo-
mor(ordo, N. Mex., started the combin-
ation’ drawing account and commission
system to take care of the problem of
adjusting salaries there was some lack
of enthysiasm. Now he would have a
hard time to get the girls of the store to
sell on any other basis. They under-
stand, as they probably did not before,
that salaries 'depend upon sales, not
merely on the generosity of the “boss.”

This store’s payroll is based on a 5

" | per cent selling expense. A girl is given
; la weekly salary as a drawing account.
“Then at the end of the month she is
'given 5 per cent on what she sells over
: ithe amount necessary to give her her

salary on a 5 per cent basis. The mat-
ter was arranged when the requests for
salary increased pointed to that as the
only fair way of dealing.

Since the plan has been in operation
the clerks -are earning more than they
otherwise would and a concrete example
for the benefit to the store is in the fact
that they get more goods on a sales
ticket than formerly. As to the atten-
tion tq the stock “that is up to the
management,” Mr, Prinee said.

That Trench French,

The head of the language department
in one of the biggest London commercial
institutes tells me that some of his most
engaging though, from a strictly aca-
demic point of view, somewhat harras-
sing, students, are ex-service and naively
eager to show off their “trench” French.,
They are extraordinarily fluent, it ap-
pears, and my friend assures me that it
is on]f' when they come to commit their
knowledge to paper that one {zes

how appallingly ungrammatical is this
really amazing fluency. “They are all
quite ’p&thetlcally eager, too, to aeeurg

examination ce
tablish their linguistic 3
the verey mention of the word grampmar
bows their eager spirits in the dust.”
Thus my friend. And, he added, not
without a certaln podagogic chargin: LS 4
some of my crack grammarians had the
blissful sdl{-assuran'ce of my army boys.
we should top the list.”

Here’s a New Way
of Selling Rubbers

M. BE. Kreidler & Sons, of Bethlehem,
Pa., shoe dealers, cashed in for some new
business by capitalizing that instinctive
dislike the average woman has for over-
shoes that get larger when they are
worn and sag around the tops. Te show
that their rubbers are not of that kind,
the window dresser put half a dozen
rubbers on chains in the windows, at-
tached weights to them and let people
see the strength of elastricity that the
Kreidler goods possessed. It was a most
d won mew trade

rtificates in opder to es-
bonafides. t

and new patrons.

s

WOOD AND COAL

Good Soft
~ Coal

Well Screened.

Iy

*Phone
Main 3938

Emmerson Fuel Go.

118 CITY ROAD

Soft Coal
RESERVE AND
SPRINGHILL

We recommend customers us
ing Soft Coal to buy now and in:
sure getting prompt delivery.

R.P. & W. E. STARR,Lid.

49 Smythe Street 157 Union Street,
/

Soft Coal

Broad Cove Coal.

Reserve Sydney.

Promptly Delivered
McGivern Coal Co.

Phone M. 42 3 NIl Street

&

'WELL SCREENED

SOFT COAL

and Dry Soft Wood

A. E. WHELPLEY

226.240 Paradise Row
‘Fhome Main 1227

T:e Colwzli Fuel Co., LAd.

Bituminous and Bunker
Anthracite Coal
"Phones West 90 or 17

NICE DRY KINDLING
In Uniform Bundles.
Best in the City.
WILSON BOX CO.

"Phone West 99.
1 10-20 t.f.




