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Mixed Paints m the General Store.

Pamnts as an article of sale by general
stores, hardware dealers and others, have
come into 1acreasing populanty within the
past ten years. They now afford the
general storekeeper an opportumty for
profit, which years ago was unknown to
him, because the paint manufacturers of
those days did not cater to the gencral
store trade. At the present time al! kinds
of goods are adapted to the general store
trade, which has assumed vast propor-
tions.

No article has grown in popularity more.
rapdly among this class of merchants |
A decade :
or so ago few general storekeepers sold .

than has ready mixed paints.

ready mixed paint or any other kind of
paint. Why? Because at that time the
only pamt they could buy was sald in
rough packages and in soiled barrels that
as often leaked as not. The customer
was not attracted to that class of goods.
They were not put up in convenient form
for him to use. No wonder the sale of
mixed paints was hmited.

Now, all 1s different. The advancement
made 1n the manufacture and marketing
of pants within recent years has been
notable. In fact, the ready mixed paint
that the retailer now buys is on a par
with the cleanest, most showy and most
easily handled goods that he carries on his
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the 1ncrease in general prasperity, people
. are now painting more generally than ever
before, and the consumption of paint ts In-
creasing rapidly, wiich 1s a further en-
couragement to the general dealer to
{ handle ready mixed paints.—Pain/, Ol
and Drug Review.

A. D HOAGG

We are just in receipt of a carload order,
comprising New Era Paint, Rapid Seller
Specialties, New Era Varoishes, $5.00 and
$10.00 Assortments, etc., taken by our Mr.
A. D. Hoagg from our distributers, Sickels,
. Preston & Nutting Co., Davenport, lowa.
! Keep 1t up, beys.

New Era Interior Flat White.

For finishing flat, or without any gloss.
I~ also desirable to use as 2 foundation or
ground for New Era Interior High-Gloss
Winte, or Neal’s Enamel, Snow White.
It is the best paint for this purpose ever
presented. For first, or priming coat on
new work, tt1s desirable to add, say, one
pint of raw linseed oil to each galton.

There 1s a tremendous demand for a Flat
Finishing White for hotels, apartment
hauses, theatres, etc. “ Take Hold and
Lift.”

We wish all our representatives and
our distributers’ representatives the com-
phiments of the season. May they hive
| long and prosper.

]
: [ shelves. For this reason, and because of

Onr Southem Representatives Tn/%e
Nutice.

THE WORST IS OVER.

HENRY CLEWS VIEW OF THE
FINANCIAL SITUATION,

WEST SEEMS TO BE ENJOYING UNIN-
TERRUPTED PROSPERITY.

New York, Dec. 19.—Henry Clews, 1
his weekly review of the stock market,
says:

The upward movement in stocks re-
ceived somewhat of a check this week
from free realizing sales and from un-
settled conditions in the steel trade. No
change, however, could be detected in the
undertone of the market, which has plan-
ly improved owing to the conviction that
the worst of liguidation is over and that
prices must recover from the abnormally
low level induced by that liquidation. A
very fair recovery had already taken place,
but the pace seemed too rapid to last and
was confined to only a few stocks. There
has been in consequence a good deal of
prafit-taking, also a disposition to invest
1n stocks, which thus far have not propor-
tionately shared in the advance,

Affairs 1n the steel trade have been an
important factor, not merely because of
United States steel securities, but largely
because of the great importance of that
material 1n the industnal situation. lron
and steel are still the best business bar-
ometer, this industry more than any other
being influenced by new enterprise and
growth. As the country develops the de-
mand for ron and steel expands also, and
fortunately there are no indications of this
growth being arrested; on the contrary,
there is every indication that that growth
is to continue for some time to come, The
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chief obstacle has teen that in 190z and
1903 we were going ahead too fast.
Nothing could check that record-breaking
pace except prohibitive prices; hence the
extraordinary high levels of prices, pro-
fits and wages. There 1s still a large de-
mand for iron and steel products at a price,
but not at recent figures.

Steel Trade Watang.

There are still many impoartant enter- '

prises projected that will be deferred until

the steel market settles down toa more .

normal basis. In New York city, for in-
stance, many millions of iron and steel
will be used during the next four or five
years for improved transportation facibties.
The same is true also 10 other large cities,
American railroads must, too, continue
heavy purchasers of stee] fortheir modern-
1zation, which ts still incompleted. A new
rallroad across the continent is projected
in Canada, and other great works such as
the Panama and Erie canals must be com-
peted, whichh will impose a continued de-
mand upon our constructive energies.
There is plenty nf business in sight for
the steel trade, provided prices are not too
Ingh, and as soon as values become settled
and nearer normal we are likely to witness
a revival of activity in the steel trade,
without, however, the abnormal and un-
wholesome profits that fostered the boom
culminating a year ago. One reassuring
feature is the evident wilingness of labor
to accept its share of reaction in this im-
portant 1industry. Wages had been un-
usually high, and 1t was impossible to
reduce costs without imposing a share
upon labor, which had enjoyed exceptional
advantages. A moderate dechine in wages
seems hkely to be accepted without the
friction and hindrance that were feared,
which promises well for the future. As
soun as materials and wages in the iron
trade get upon a reasonable level the more
stahle will business conditions be.

General business is fairly active for the
season. Clearing hcuse returns and rail-
road earnings show only slight reactionary
tendenctes, generally explained in the first
case by lessened speculation and in the
latter by smaller iron shipments. The
west seems to be enjoying uninterrupted
prosperity, and the South is particularly
exuberant over the high price of cotton
and the consequent prosperity of planters.
The burden of dear cotton falls with
special severity upen the mills, some of
which may be forced into temporary cur-
tailment, but the South as a whole is
hikely to have more money to spend in
1gog than ever before.

| it 1s up to the salesman to see that same is

Salesmen In Convention.

Being requested by your worthy Sales
Manager, Mr. F. R. Dougall, to write a
short paper on the recent meeting of
salesmen, I shall comply with his request
and make it short,

On Monday and Tuesday, Decemberthe
21st and 22nd, there was held in the
librarv a meeting of about 15 or 20 of the
well groomed and good natured represen-
tatives of the Acme White Lead and Color
Works, besides 5 or 6 new representatives,
The main object of the meeting was to
give the new men some idea of Acme
Quality goods and Acme Quality ways
and means of doing business.

Mr. Davies opened with an address of
welcome, and in the course of some well-
directed remarks, laid especial stress en
the importance of representatives having
not only a thorough knowledge of our
various lines of goods, but the prices, both
list and net, on the tongue’s end. This
in my mind being one of the greatest fac-
tors in the work of a salesman, as it gives
the customer, whether he be old or new,

the confidence that he 1s dealing with a
man who s up-to-date and representing a
concern whose products are in constant
demand. To look up your catalog for
every item would seem to imply a poor
market.

Mr. Neal gave a lengthy address on our
facilities for doing business, giving a his-
tory of the concern from its birth, 20 years
ago, until today, and setting forth the
detatls of each department 1n such a man-
ner as to impress not only the novice, but
old timer, with the magnitude of the Acme |
White Lead and Calor Works.

Mr. A. M. Woodward gave in his
usual fluent style 2 minute account of the
ways and means adopted by the Acmein
advertising and promoting the salesof Acme
Quality goods. This address called for a
good many talks by the representatives
on the importance of seeing that adver-
tising matter is properly distributed and
displayed. Herein lies a wide field in
which a salesman has ample opportunities
to display intelligence and judgment, as
advertising, judiciously used, not only
adds to the reputation and knowledge of
the goods, but also creates such a demand
for same that half the battle is fought for
our representative and his usefulness to
his firm enhanced. In connection with
shipping adveruising matter to a customer

displayed and not committed, as a great
deal of it is, to some place where the
public fail to seeit, or else toits last resting
place under the counter, doing no good
whatever.

Making promises to either old or pros-
pective customers was another itéem

which commanded attention. Always
realize that promises made by representa-
tives are practically made by the firm, as
they depend on their traveling representa-
tives to act for them, placing them as it
were in the position of limited partners,
consequently it behooves the salesman to
be careful in his promises, and once a
promuse is made be sure that same (s ful-
filled in a thoroughly satisfactory manner.

Tuesday was given over to practical
demonstrations of Acme goods by Mr.
Frank Neal, superintendent of the Expen-
meotal department, during the course of
which many items of nterest were ex-
plained, especially facts, etc., in connection
with our fine and up-to-date varnish de-
partment,

Commencing with a display of the var-
jous gums used in the manufacture of
New Era varnishes, their origin, composi-
tion and uses, Mr. Neal led his listeners
right down the line, explaining the manu-
facture and use to which each varnish
should be put, treating the subject in such
a masterly manner as torecerve the thanks
of old and new alike,

A tour of the plant under the guidance
of Mr. F. R. Dougall and Mr. F. Neal,
who were thus enabled to show the new
men how our products were handled, com-

© mencing at the crude material until the

finished article was ready for the con-

. sumer, was the concluding part of the

program, and each and al) felt that
going out all over the country pushing the
line that they were selling goods which
were without doubt ‘* Acine Quality.”

S L. McC

Troy, N. Y., December 24, 1903.
It becomes our sad task to announce to
our friends the sudden death of our es-
teemed salesman, HORACE G. VELSEY,

; which occurred on the morning of Wed-

nesday, December the twenty-third.

For more than twenty years he has rep-
resented our house as traveling salesman
in northern New York and Vermont, and
during these years of faithful service be
has, by his integrity of character and dili-
gent attention to his work, won the re-
spect and confidence of all those with
whom he came in contact, as has many
times been made evident by the Kkind
words spoken of him that have come to us
from all sides.

Through his death we feel keenly the
loss of 2 man whom we regarded as a
friend, as well as a trusted employee, and
we wish in these few lines, to show our
appreciation of his worth, and pay a
tribute of respect to his memory.

JOUN L. THOMPSON, SONS & CO.

ED. NOTE —The White Cuty Inoses a very good
frend , one who bas shown his friendly feeling to-
wards the Acme White Lead and Color Works upon
more than one occasion
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I D. WILSON
We are 1n receipt of a large car-load
order of paint sent in by our Mr. I. D-
Wiison, from our distributers, Burhans
& Black Co., of Syracuse N. Y.

In looking for new fields vyou

- might be able to interest some of the
wholesale carpet and curtain houses in
Davies’ Varno-Floor-Stain.  While the
matter was taken up with the leading
carpet house here without any success,
there are, however, a goodly number of the
= retail stores that carry oil cloth and floor
varnishes, and there are no doubt a

number of the wholesale houses that could

be made to see the possibilities of trade in

this hine. In connection with this Maz-

olene would work in very nicely.
. M.
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ALF R. KELLY
Alf. has just sent us in another large
order from our distributers, the W, E.

Little Paint Co., of Los Angeles, Cal. |
The W. E. Little Paint Co. never orders |

in less than car-load Jots. This order
looks as though it may take a couple of
cars to hold it.

To Qur Representatives,

We have just perfected a zew red for
our line of Wagon and Implement Paints.
It is the handsomest red you ever saw.
The tone is very brilliant.  You can safely

test these goods against any line of com- |
petitive carriage paint and win out every |

time.  Those of our boys who have been
in Detroit during the holidays have pro-
nounced it A A 1. Those of you who
have not as yet seen the goods had better
send 1n for a demonstrating can of the
goods af orce and be prepared to give the
trade a practical demonstration of the de-

{ sirability of Acme Wagoh and Implement

Red.

Orland Ind., Dec. 24, 1903.
Acme White Lead and Cnlor Works,
Detroit, Mich.

We considered our paint department a
dead letter until two years agu, when we
were persuaded to put in the New Era
Paint. Now we have the paint trade of
the town. Our experience has proven
that it is a pant that can be sold year
after year with satisfaction to the con-
sumer and profit to the dealer. Our past
season’s business has been very satisfac-
tory, and we expect a good one next yeat.
We hope you are in similar circumstances.,

Very truly yours,
W. J. CASE.

|
|

E. R HOAG
Another car-load order from Ed. This
one 1s to be shipped our distnbuters, the

Bard Hardware Co., of Reading, Pa. The
! Bard Hardware Co. is among our mast
enthusiastic distributers and is building
up a fine business on New Era.

Bad Axe, Mich., Dec. 24, 1903.
Acme White Lead and Color Works.
Detroit, Mich.

Gentlemen :—In wishing you the com-
pliments of the season we wish to thank
you kindly for the attentions given us the
past year, which have helped us to so
materaily buitd up a nice paint trade.

Very truly yours,
THE WRIGHT-FREMONT CO , Lt

0007-SWP-000128337
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[ wish 1o say a few words in reference
to the two-day convention held last week
at the factory. In my opinion some very
good points were brought out at this meet-
ing. |believe that we got in closer touch
with each other and talked more real
practical methods than at the larger con-
vention held a year age. One reason for
thus, the talks were made upon the spur
of the moment 1n answer to questions
brought up from time to time by the new,
as well as the old salasmen. Mr. Davies,
1 think, brought out a very important
point, viz,, do notuse your catalog, and
advised each and every man to get the
contents of our catalog at his tongue’s end,
and when asked for quotations not to be
compelled to refer to the catalog at all in
quoting a customer. It certainly shows
that you are not fanuliar with your line,
or are not selling much of the goods in
question when you have to refer to a
catalog to find out a price. In fact, it is
hardly necessary, if you know your line
as you ought to, to refer to your catalog
at all, except when by yourself, to note
any change in price, size of package, etc.

Another important point was discussed
in reference to placing on the jobbers’
shelves goods that there is but a limited
demand for. Be careful in stocking them
up with goods for which you know there
would be but little or no sale, as these
goods only increase the stock to be carned
by the jobbers, which go to make up some
of the goods which are not readily turned
over.

1t was also brought out that itis not a '
good plan to solicit business frem the :

retail dealer for goods that you know not
to be in stock with the distributer, as the
order will be what is termed ‘' back
ordered,”’ and is sometimes never shipped
at all. Consequently the retail dealer
only gets half of the goods he actually
buys. Of course every salesman should
use his best efforts to have the distributer
carry as complete a stock as possible, to

from some of the office aggregation, the
bilhng clerk, stock-keeper or some person
in touch with the business enough to know
what goods are being shipped out.

1 was very much pleased with the test
of Acme Paint and Varnish Remover,
This piece of goods is certainly a “top-
notcher,” as the test proved it to be in
every sense of the word what its name
implies—Paint and Varnish Remover—
from the fact that we took a board with
three coats of New Era that had been
painted a year or so, and one application
of the remover, left on for one minute,
put the paint in condition to be easily
removed, and with putty knife or scraper
clean down to the woad, leaving same in
perfect condition for repainting, and did
not burn up or soak the wood or leave it
n an unfit state for repainting, as some of
the removers which | have seen tested
have dupe. If the boys carry a can of
thesc goods with a brush (it does not in-
jure the brush or hands) to apply on some
painted surface in a dealer’s store, the re-
sults ought to be an order for the goods.
OQur Davies’ Varno-Floor-Stain was the
next thing shown up to be the real thing
for floors, and is not affected by hot water.
Mr. Frank Neal bad a pail of boiling
water in which he dipped the pieces of
wood fimshed with the floor stain, and
after bemg submerged five or six minutes
were taken aut, looking bright and new.
These goods beara very favorable com-
parisan with any line of similar goods on
the market, and show to be much clearer
1n color aind tene than any samples 1 have
seen.

You will no doubt hear from some of
the other boys on the points brought out

. at this convention and from the talks

be able to fill all orders promptly in gnods .

for which there 1s a good demand. In a
great many cases our distributers are not
prepwred to fill orders as promptly as we
would hke, but if the same amount of
money was tied up in salable goods, -
stead of goods for which there was httle
or no demand, the results would be much
more satisfactory to all parties concerned.
It is a good plan, every time you get into
a distributer’s office, to check up your
order book against the goods that have
actuatly been shipped out, as per order
sent in to the distributer, to find out
whether any goods are being held up.
This information can always be obtained

made on New Era Paint and our line of
varnishes. We seem to have a very com-
plete line of high-class goods with which
to go out and commence the season of
1904, which should result in very much
ncreased bustness. [, myself, was in-
terested in the several talks made by the
salesmen present, and picked up a good
many points from our little school of in-
struction, as it was called, and | believe
each one present was highly benefited by
the short session of a few of the salesmen
who were got together in such a hurry,
and 1 hope that the new men that are
starting out were profited, which I believe
they were, as there certainly were some
goad putnts brought out in the methods of
placing the goods on the market, and that

we all will go out with increased en- |

thusiasm and blood in our eyes, determined
to get our share of the business for 1904,
H.H H.

Our General Distributers,

Arkansas
Whittow- Witliams Drug Co.,  Fayetteville
California
W E. Little Pant Co , Los Angeles
Tenbroak & Co.. Sacramento
W E Little Paint Ca . San Diego
Florida
The S B Huhbard Co., Jacksonwnille
Tampa Hardwara Co Tampa
Georgia
N L. Wiltet Drug Co , Augusta
Hlinms
Geo E Watson Co, Chicago
Colburn, Birks & Co., Peoria
Indiana
The Evansville Pamnt & Varnish
o., L, Evansville
lowa
Sickels, Preston & Nutuag Co . Davenpart
H Torbert. Dubugque
Jw Ed%‘erly & Co., Ottumwa
Horaick, Hess & More, Stoux City
Kansas
A B Whiting Paint & Glass Co , Topeka
Kentucky
Robinson Bros, & Co , Loalsville
Maryland
Carlin & Fuiton, Ba'timara
Massachuaatts
E &F King & Co, Boston
Minnesota
Hackett, Walther, Gates Hdwe -
Co., St. Paul
Montana
A. M Holter Hdwe Co, Helena
New York
Buffalo Glass Co , Buffalo
Sickles & Nutting Co , New York Ciy
Burhans & Black Co, Syracuse

Jno. L. Thompson, Sons & Co , Troy
North Carolina

Borwelt & Dunn Co Charlotte
Okio
Smith Bros. Hawe. Co , Columbus
Oxlakoma Territory
Alexander Drug Co., Oklahoma City
Oregon
F.E Beach & Co. Portlind
Pennsylvania
H.B Semple & Sons, Easton
Moyer Bros., Bloomsburg
ST - . Hanover
ardware Co .  Pittsburg
Zo.. Reading
Phelps-Straw & Cu , . ‘Wilkesbarre
South Carchna
Murray Drug Co . Columbia
Tenncasce
Fritts & Wieh) Chattanooga
Benedict, Warren & Davidson
. Memphis
Strother Drug Co., Bristol.
Texas
Houston Drug Co., Houston
Grainer-Ketly Drug Co., Sherman
Utah
G F Culmer & Bru., Salt Lake
Virginia
Barker-Jennings Hdwe Co., Lynchburg
Washington
A. S Johnsen & Co., Tacoma
Spokane Drug Co., Spotane
West Virgin
Tne Kanawha Drug Co , Charleston

The Wifllams & Davisson Co., Clarksburg
W. H. Chapman & Sons, Wheehing

~— — -
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The information conlained in this
paper is of a confidential nature.
Please desivoy after reading and do
not leave lying around.

‘That “ Convention.”

Some of our boys may be wondering,
based on reports appearing in recent issues
of the WHITE CITY NEWS, why they
were not invited to attend the ‘“conven-
tion "’ last month.

Just to make 1t plain, we wish to ex-
plain that the convention actually con-
sisted of a comparatively small class of
new salesmen who were, with the assist-
ance of some of our older representatives
hving in or near Detroit, initiated into the
mysteries of the proper way to present an
“ Acme Quality "’ line of goods in Acme
Quality style, in order to enable them to
produce the usual result based upon such
a strong combination,

[t wasn’t one of the same kind of events
that we had last year and in previous
years, No lights on the city hall; no
speeches from Kelly: no recitations from
Frank, with ¢ the smile that won’t come
off > accompaniment; nu straw hat for
Woodward; no wviolin solo frem our
elongated assistant general manager, and
no receptivns at the Cadillac. No speech
of welcome from our president, and no
talkk on timely topics from our general
manager. Hart’s voice failed to Jlead the
refrain in popular songs of Acmeville;
Kelly’s husky tones did not fill the con-
vention hall as he ruled upow knetty
problems of parliamentary law that had

|
' been carefully studied out the previous

night.

The boys didn’t dance with our girls at
the annual reception, and were sorely
missed. We all missed them, We hope
that events will be so shaped that at the
end of 1904 a general convention will be
deemed essential to the best interests of
Acmeville, and that at that time the re-
union will be all the happier and all the
more profitable because it has been de-
ferred. It may be necessary to cut out
some of thefrills that are really unneces-
sary, and lead to *‘that tired feehng.’’
If we have the convention we hope for
such good hard work at our business
sessions that the pleasures of these con-
ventions and the getting togethe: in a
soctal way of those on the road and at
home who are responsible for the progress

- of Acmeville, will be heightened by the

knowledge we have, individually and
collectively, contributed everything pos-
sible to the end of making these re-umons
both profitable and pleasant.

A Happy New Year to you all, and may
we all meet at the end of 1904.

DAN DAVIES

We are in receipt of a car-load order,
comprising New Era Paint and our various
other * Acme Quality ’* lines, taken by
Dan from our distributers, the A. B.

Whitng Paint & Glass Co., Topeka, |

Kansas. Come on, boys.

Couldn’t Land 2 Mao Wﬂh a Boil,

How many of our representatives recall
their first attempt to sell goods? The
event is generally a prized heirloom
brought forth upon occasiens by the old-
stager from its resting place 1n the archives
of memory, for his own and the delecta-
tion of kindred spirits who may be swapp-
ing fairy tales in the hotel corridor.

The following epistle from ane of our
latest fledglings is explanatory, and stamps
him as a man of resource, who will make
his mark in the calling he has chosen,
The offer to apply varnish remover upon
the boll was a master stroke. We can
forgive him for not selling his first
man under such conditions, and inas-
much as he sold the first man he tackled
who was in good physical condition, he
need have no fear of failure:

Altona, Pa , Jan. ro, 1904

Mr.A M Woodward

Sir—Well, [ promised to let you know what | did
with the first man [ called on.  Well, I didn't get an
arder. This first man ] called on had a big boil on
hls neck—a fine start, a man with a Sotl. 1 told alt 1
could think of about New Era, then [ put Floor Stamn
on an axe handle and went all through the hne, then
be et go of his boll long endugh to tell me he had
ordered his stock from Lawrence. Then 1 tried fo get
him to let me put some paint and varnish remover on
Ws boit  He wouldn™t do that. But 1 got the next
mzn, a small one. but 1t was an order—a §5 assort-
ment of Top Dressing 1 didn’t do as well as | hoped
to last week, but 1 am learning to talk and that 1s
sbmething, a2 good deal. }spend all of my spare
time studylng. for [ find | know wvery Inttle, and
that there [s lots to learn about pasnt, and the more }
know the easler it Is to convince and the more confid-
ence | have nmyself, Hopetnis reaches you and the
rest of the Acme enjoying the best of good health
lam, Yours truly,

FE . PEARCE.

Whe are just in receipt of a car-load order
through our Mr. S. L. McCombe, taken
from our distnibuters, Messrs. Colburn,
Birks & Company, Peotia, Ill., compris-
ing New Era Paint and the various other
“ Acme Quality’’ brands handled by them.

It begins to look as if our anticipations
for an exceptionally good season during
1904 will be more than realized.

Who will be next?
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There is no use in talking, boys, but
we have the best paint and varnish re-
mover on the market, and any man who
cannot sell a customer a bill of these goods
after demonstrating to him what the
goods will do, had better get out of the
paint business, for if he can’t sell goods
that will back him up like these goods
will, he has missed his vacation. Now,
the way to sell these goods is to demon-
strate to a customer what the goods will
do. Nothing more, nothing less. Those
of you who do not carry a can of these
goods for demonstrating purposes had
better send in for a can at once and get
busy.

Experiments On White Lead and Ziac
Paints,

Apropos of the proposed substitution of
paints having zinc white or other zinc
compounds as a base, for white lead paints,
M. J. Breton, a French scientist, has

lately made a series of experiments upon '
' managed to secure his object—apparently,

the relative merits of different paiats.
He submitted a series of paints whose
base was white lead or oxide of zinc to
different actions and attacked them by
strong rteactive agents. From these ex-
periments he brings out the following
facts: White lead resists the action of
certain acids better than its substitutes,
but'on the other hand it is quite inferior
under the action of heat, of sudden changes
of temperature, also of hydre-sulphurous
emanations and certain strong oxidizing
agents such as hypochlorite of soda.
Besides, the white lead paints are much
tess adherent to the surfaces to which
they are applied and have a marked tend-
ency to blow up. The addition of sul-
phate of bartum to white lead, while it
diminishes its covering power consider-
ably, does not seem to render the paint
any less resistant. The addition of sicca-
tive to zinc oxide in the proportion needed
to givethese paints a drying quality which
1s equal to that of the white lead paints,
does not diminish the resistance of the
paint andappears, on the contrary, at least
in certain cases, fo increase its solidity.
The white lead forms a simple mixture
with linseed oil, and not a combination,

and the mixture is less homogeneous than
that which is formed by oxide of zinc.

By a series of different methods which
give very concordant results, Mr, Breton
compared the covering power of white
lead and zinc oxide. He found that for
an equal weight the spreading capacity of
the zinc oxide is nearly double that of the
white lead. For equal volumes, the cover-
ing power of zinc oxide is superior ta that
of the white lead, but as for equal quanti-
ties the first of these bodies forms a much
less fluid mixture with the oil, it is neces-
sary in practice to make the zinc paint
thicker in order to obtain the same result.
He shows that fresh white lead paint
gives off emanations contaning lead and
which may in some cases bring about
serious consequences to persons who are
obliged to breathe them. This series of
experiments forms a new argument in
favor of substituting zinc for lead paints,
which 1s so much to be desired from a
hygienic standpoint, and presents so many
advantages from a technical point of view,
—-Stcientific Amevican,

Mixed Paint Prices.
Uncentrolled and unreasonable competi-

tion in the paint trade has always led In- i

evitably to one of twe results—degradation
of product or financial ruin, The buyer
always demands lower prices, and any ex-
cuse or no excuse is sufficlent to furnish a
reason for such demand. Usually he has

that is. We say apparently, because as a
rule, when he gets lower prices, in the end
he gets lower goods. Thiss the explana-
tion of emulsion paints, of goods on which
the manufacturer’s real name does not ap-
pear, and of the oceans of trash which are
sold annually over the counters of country
drug and hardware stores.

This year the argument for lower prices
is based upon the lower price of linseed o,
the petiticners conventently forgetting the
fact that when oil was selling at eighty
cents a gallon prices were not advanced.
They also ignore the fact that practically
everything else that goes into the produe-
ing of paint, from labor to lumber, is higher
than 1t was a year ago.

The leading manufacturers, in view of
the facts with which they are painfully
familiar, bave, we believe, wisely decided
to maintain last year’s prices in their forth-
coming hsts. The real matter for surprise
is that any of them should have contem-
plated doing otherwisc. From thc point
of view of a “‘ mere theorist 7’ there has al-
ways been too intense competition in price
and too little in quality. It hasalways been,
we believe, and always will be possible to

sell high-grade goods on their merit, at a
remunerative price, against anything that
can be simply offered on the ground of low
price.

To illustrate, we know one manufacturer
who makes several grades of paint, but
one in particular which is the final fruit of
long experiment on a large scale and of
applied experlence. This paint is sold at a
price which, we thinl, is in advance of
anything else on the market. It is offered
on its merits, is pushed as ‘““the best and
most economical,’” among the people that
want the worth of their money, but are
willing to pay for value received. And it
sells! That is the significant fact—it sells.
We are convinced that trade can be done
on these lines by the right people with the
nght goods.— Drugs, Oils and FPaints,

A Nice Plum For the Mandfacturing
Trade Department.
La Crosse, Wis,, Dec. 19, 1903.
Mr. M. Taylor, Peoria, llls.

Dear Sir:—The writer is very sotry to
receive letter of the 16th stating you would
not be ableto behere on account of illness.
Hope you will be all right in a short time.

We are running a special train consist.
g of 28 cars of our goods from La
Crosse-to Bloomingten, IIl. They will
reach Peoria on the 23rd about 6 p. m,
The writer will not be with the shipment,
but our Mr. A. Hirshheimer and Mr.
Clarke will be there, and if you feel well
enough to go we will be glad to have you
accompany the train from Peoriato Bloom-

" ington.

Practically all the goods in this train-
load were painted with your Devil’'s Red
and Bull Frog Green,

You can get ali the glory out of this you

can. Yours truly,
A CROSSE PLOW COMPANY

The Manufacturing Trade Department
reports specifications for full car shipments
and contracts for year’s supply received
during the month of December from the
following :

The Walter A. Wood Mowing and
Reaping - Machine Coa., Hossick Falls,
N. Y.

Wilder P, Clarke, Wincheadon, Mass.

Midland Manufacturing Co., Torkio,
Mo.

Rock Island Plow Co., Rock Island, (Il

Moline Plow Co., Moline, IlL

Racine Sattley Co., Springfield, Il

Rhea Theilens Implement Ca., Peoria,

1L,
Jenks & Muir Manufacturing Co., De-
troit, Mich.
Buckeye Churn Co., Sidney, Ohio.
Heineke & Co., Springfield, 11l
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R M BILLINGS.

We are 1n receipt of a car-load order
sent us by Mr. R. M. Bilings from our
distnibuters, Benedict, Warren & David-
son Co., of Memphis, Tenn. They report
that they are going to sell more paints
and varnishes this year than ever,

Ashland, Oho, Dec. 29, 1903.
Acme White Lead and Color Works,
Detroit, Mich.

The pleasant relationship commercially
that exists between us prompts an in-
dividual acknowledgment of your business
methods and the sustaining of your repre-
sentative, and harmonizes with the way
you have filled all specifications with
which we have favored you through him
ot at his instance in contract. ]

Wishing you a glad New Year, | am,

Yours, very truly,
¥ E MYERS. |

A W MARTIN.

We are just in receipt of a car-load
order for New Eraz and Acme Quality
brands taken by our Mr. A. W. Martin
from our distributers, Messrs. F, E. Beach
& Company, Portland, Oregen.

We can handle all the business you can
send us promptly.

The other day | entered Acme Pamt
and Varnish Remover in a race with a
remover called Var-Ni-Go, manufactured
by A. S. Boyle & Co., of Cincinnati. We
applied 1t to the panel of a door with four
coats, two of paint and two of varnish,
about 15 years old. He applied Var-Ni-
Go with a brosh, [ used my hand. To
use race tatk, there was nothing to it, he
hadn't got away from the post when |
was coming down the stretch. Var-Ni-
Go wouldn’t touch the varnish, so |
apphed a coat of Acme and took Var-Ni-
Go, varpish and paint off. 1 took the

purse, an order for two gallons 1p one’s.
EGP

We are in receipt of a car-lead order
from our distributers, E. & F. King & Co.,
of Boston, Mass. This order was sent 1n
by our District Sales Manager, Mr. E. J.
Carlyle. We are hearing complaints from
our Factory Manager to the effect that he
has not quite enough of these kind of
orders.

Come On, Boys,

The business is rolling into us in streams
from all directions. Our men are now
nicely started, and taking their calibre into
consideration, and the number that we
have on the rail, we have a nght to look
for a large volume of business,

Most of our men have made a splendid

i start in the spring campaign of 1904, but

' we arc sorry to state that thereare severa

who are a little slow in striking their gait.

We hope that there wall be no exceptions
to the rule from now on, and that you all
will be getting your full quota of business
SO0N.

CAPT W O NEAL

Qur special marine trade representative
has sent us in an order for a car-load of
marine paints from The Buffalo Ship
Chandlery & Supply Co., of Buffalo, N. Y.

Linseed o1l has advanced quite strongly
the past week. We felt positive that oil
would go up just as soon as the market
felt the demand for spring business. We
feel positive that this is only a preliminary
advance, and that we can laok for a rising
market from now on. Now is the time to
push New Era Paint, We predict the
largest consumption of prepared paints in
the history of the country. and our men
should ‘" Take Hold and Lift,”” in ordcr not
to be left at the postin the struggle for
the prize. We are making the best paint
in the world. Weshould have the largest
volume of business on same. It is up to
our representatives.
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1 D WILSON.

We wish that we could report that all
had made as good a start as Mr. [. D.
Wilson.  Mr. Wilson started off about
the ath day of January, and by the 1ath
he had secured business from the retail
trade amounting to approximately thirty-
five (35) thousand pounds.

This is a very nice start indeed, and we
hope that the balance of our representa-
tives will fall into line, and show us the
biggest season’s business that we ever saw.

Paints,

} take great pleasure in presenting to
you a subject which ! consider of vital im-
portance to all dealers in hardware, and
submit the same to your personal con-
sideration.

Competition 1o the hardware business .

today, we must admit, is very active, and
1 order for us to continue to realize the
same profit we did in the past 1t will
necessitate changing channels and methods
of doing business. This condition bhas no
doubt presented itself to a great many and
has proven a difficult problem to solve, |
have given it considerable thought, and,
In fact, | have made some experiments,
and can see but one way out of the diffi-
culty, and that is, to increase our sales
without materially increasing ourexpenses.
This condttion can be breught about to a
certain extent by adding tuo our stock
kindred Jines, such as mixed paints, varn-
ishes, brushes, etc, These goods, we
may safely say, rightfully belong to the
hardware business, being requirements of
the builder. It seems to me that the retail
hardware stock, tn order to be fully up to
date, should consist of everything used
by the builder that can be conveniently
carried in stock, in which event the con-
tractor or owner who 1s buying hardware
supplies for building can also buy his re-
quirements 1 the paint line without going
elsewhere. The existing circumstances
have not come upon us suddenly, but have
been working in that direction for a num-
ber of years.

Several years ago the question of hand-
ling paints was presented to me, at which

- of other lines which you carry.—fron end

time I felt 1 did not have the room or ex-
perience to handle a line of that kind, but
on the earnest solicitation of a paint sales-
man | decided to giveitatrial, andaddeda
hine of mixed paints to my stock. The
result was that | found I had plenty of
room, as it does not require 2 great deal of
space. The investment was not a large
one, and [ was able to increase my sales
considerably without any material increase
in my expenses, and at the end of the
season, when | come to close my books, |
found that I had made a nice profit in ad-
dition to my usual profit on hardware.

This, no doubt, has been the experience |

of others, and | think 1t worthy of the
consideration of every hardware dealer
who ts not handling a line of paints.
There are, however, a great many paints
on the market today which would not be a
profitable investment for anyone, and a
little precaution is necessary in deciding on
the brand of paint te handle, so that when
you do sell a bill of these goods you know
that the result is going to be perfectly
satisfactory, and the same customer will
return to you when in the market for more
goads, in addition to which, so long as the
building painted with goods bought of you
remains in good condition, it is a constant
advertisement, and inquiries for paints
from new trade will no doubt result in sales

Steel,

&, H. HART.

Mr. Hart has landed a new distnbuter
at Toledo, O., Merrel} & Co. Their first
order consisted of a large car about 50,000
Ibs. Come on, boys.

We are in receipt of a contract from The
Anderson Company, Little Falls, Minn.,
manufacturers of bob-sleds and wagon
boxes, covering year’s supply of goods,
dipping paints, reducers and varnishes;
also specifications for a large arder ta be
shipped immediately. This is the thiued
consecutive year, and their factory is
equipped with Acme Dipping Tanks, track
and trolleys.

An Original Ditty.

Mr. Pettet Robinson, of Robinson Bros.
& Co., Lousville, Ky., composed the
following and delivered it at the December
meeting of Ti1-Ki Club No. 8, held on
December 3oth last. Following the Ti-Ki
meeting Messrs. Robinson Bros. & Co.
tendered their house and traveling staff a
banquet, an annual event of several years
standing, which was thoroughly enionyed
by all :

R. B. & Co.'s Trusty Few.

Our band are few, but true and 1ried,
In R. B, C we are aliied

To make our nouse the very best,

And wili we win?  Well, [ guess, ves'

Our traveling men are alf the show,

They sell the goods and out they go

On raflroad trains, on steambonts few,

For a hnat which will move, it looks preity blue.

Well, l2t us look at the lives of some,
Whose deeds of glory must be sung
There’s McAfee, lllustrous kmght,
{n manty form he §s not slight,

His love for food 11 15 iImmense,

1f soup 1s served he 15 Incensed.

Plummer we have with his slorles bold,

And loud are the laughs when they ara tald.
G N. Rock, that stolid man,

He and Mac are penmen grand.

“*'Tis Saturday night.”” we've heard proclaimed
By Mr. Joz, the “ king” well named.

For svsiem and order he can’s bebeat,

Yet alas, tus desk Is the rats retreat

Now Harry Pfingst, of change sheet fame,

Has trouble enough 10 be insane.

His siull in reading 1s unsurpassed,

In his copy and the original there’s na contrast

When Saturday comes the Massie boys
Bring into tha house so many joys.

As they tell a tale with eycs of tears,
Of goods eft off, don’t draw no fears

But poor Mr Charles and bis pal, Mr Chff,
Think 1t not wise for accounts to drift

So when days of graceare very few,

They call for themoney P D Q

Dedr Davie Wolf we can't forget,

Like him there never ever was yet,

At selling jobs be is 1he best,

And swoears they all will stand the test.
I've heard reports of a string of cars,

So many, they'll reach from earth to Mars
Mr Alec, ‘0s he has done this rash act,
He orders In bunches and that's a fact

To the rest of Ti-Ki's here’s wishing good cheer,
May they not think omitiing thelr names queer
For [’ve said too much now, 1 fear starting a row,
So { bid you good mght with this little bow

Unless you push yourself forward others
will push you back. If you never try to
do more than you have always done, you
will mever know how much you can do.
Success will only smile on him who proves
himself brave.—Saleswmianship.
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A New Baby in the * Acme Quality ”
Family.

‘We have christened it ** Porch Furniture
Enamel’’ because its mission in life 15 to
brighten and beautify articles used for
furmishing the porch. veranda and Jawn.
It s made to bear up bravely under the
severest tests of rain and shine, and will
turn up smiling and happy under conditions
of exposure that
would rain the con-
stitution of ordinary
finishes used iu the
same manner.

The label tells you
what the goods are
for, and when you
stop to reflect upon
the magmtude of
the*“ porch furniture
fad’! that has de-
veloped within the
past vear or so, it
will take you about
two seconds to
make up your mind
that it is *“‘a good
one."*

Put up in quarts,
pints and half-pints
—just the sizes
everyhndy wants to
fix up last year’s fur-
niture, or to trans-
form some old piece

of stow-away woodenware with seating :

capacity into an up-to-date article to dis-
play upon the front veranda next summer;
just what is needed to make the children’s
lawn swing '‘a thing of beauty and a joy

forever,”” and something the houselolder !

can’t get along without when it comes to
fimishing the lawn settee that 1s to repose
invitingly on the shady side of the fence
in the hot and suitry days of July and
August.

The Settee Green imparts a finish that

possnble for the thermometer to hover

the region of 100 degrees, and the Chay ;
Red is such a bright, beautiful, permanent

and attractive color that no one thinks of
connecting it with ‘‘a warm time’'—evij

minded persons whose thoughts might
dnft 1o that direction recognize at a glance
its properties as a counter irritant to the

hottest rays of QOld Sol.

It’s put up in easy-ta-open packages,
with a label that makes everybody want
it, and a show card to reinforce this im-
pression, that simply renders it necessary
for the dealer to display the goods —his

customers will do the rest. Here's the
line, hist prices, and assortment :

Qs Pts. I3 Py, Qs Pl

Chalr Red 75 45 25 P

Scttee Green 75 45 a5 1 + 3

Rasling Black. 75 .45 .23 - z 2

Disconnt to retait trade 40 per cent,
That’s 8 per cent. profit tothe dealer on
his investment. That ought te be good

15 Pis

1s so cool and inviting that you forget it is ; enough to satisfy, and itis.

NoO. 36

TO CAP THE CLIMAX,

We have decided to let you offer this
case as & $5.00 assortment., You know
what that means. The gross amount of
the case i1s $9.00. Forty per cent. dis-
count means $s5.40 to the dealer. You
sell 1t for $5.00 and he gets not far from
10 per cent. extra without charge,

Tell the boys of our jobbing friends that
this line is to be
considered as one
of the items upon
which sales count
in the spring prize
contest, and all they
have to do 1s to
simply write Porch
Furniture Enamel
on the notices they
send us —we will
see that the amount
1s counted to their
credit all nght.

It seems to us
you will have to do
considerable hunt-
ing for the dealer
who will not invest
to the extent of a
$5.00 hil 10 an as-
sortment of this
kind, that he must
recognize at a
glance is a good
thing for him, be-
cause it's good for
his customers, You have only to present
it right to get results. Show your label
and shew card and the colors. The label
itself will sell the goods when they are
displayed—and then that profit of 8o per
cent. on the investment for this assort-
ment. Thelast argument ought to be the
fimshing stroke for any man who was
really trying to hold out against your
arguments. If there s anytlung more you
want to know about these goods, just
ask questions. We are through, except
watching for results, and we don't think
there’s any doubt about them.

0007-SWP-000128343



WHITE CITY NEWS

lPam!m skl

NBI’ 1oy

Acme Paint and Vamish Remover.

I find that in several instances paint
firms are selling a so-called paint and
varnish remover, and [ have satisfied
myself that not a single one of them is
anywhere near equal to ours. [ called on
a large contractor recently, and after talk-
ing lead, colars, etc., I told him I had the
best paint and varmsh remover on the
market. He started to laugh, and when
he got through, stated that every pant
salesman calling on him claimed the same
thing, but that samples submitted and
tested did not substantiate their state-
ments, with but one exception, and that
even 10 that case one of the tests made
had proven too much for the remover he
thought was the best on the market. 1
then took my demonstrating can from my
pocket and told him [ wanted to show him
what ours would do. He directed my
attentionto a board on a wall paper strper,
pointing 1o a very dellcate spot, and said,
“ there 1s where | tried my remover and
it was one of the things it will not touch, as
1t 1s shellac, and is too hard a test for any
remover.”” He was about to get some-
thing for me to demonstrate on when I
asked him to let me try our removeron 1t,
He did, and inside of a minute I had the
bare wood staring him in the face. He
then said, you have told me the truth and
when | get nd of this stuff | will order
your remover. And-in the mean time |
would like to have you send me a catalogue

of your full line of paints and varnishes.
H. P.

A Few Suggestions,

Many men go out on their trips half
ready, haviog relied upon someone else to
supply them with samples, price lists, or
nformation, taking 1t for granted that the
other fellow would do the work right, too
indolent or shortsighted themselves to give
this important matter careful personal
attention.

A man who is continually making mis-
takes when he takes orders causes both |
his house and his customers an endless ‘
amount of trouble and loss. i

Once out on the road a salesman abso-
lutely *“stands on his own bottom.” He

i a poor mechanic with good tools.

" oniy to draw as we need, unhindered,

must be in a position to act independently, E
promptly and correctly,

A salesman may be compared to a me-
chanic who requires certain tools for the
performance of his work. A good me-
chanic with poor tools can do better than

A salesman should take pride in doing
well with the tools and material supplied
him by his house.

His hne of goods and the prices are the
material from which a salesman con-
structs trade, and his genus is displayed
by the excellence of his wark, not by sit-
ting around in a hetel, mourning over n-
adequate equipment.

With » platn old barlow knife as their
only tool, some men can produce most
wonderful and intricate carvings of wood.
The fewer advantages the salesman pos-
sesses in goods and prices the more proud
he may be of successful accomplishment.

In thi> day and age no salesman s re-
stricted to the employment of one method
of accomplishing things; we are surrounded
by an exhaustless ocean of 1deas; we have

limited only by our power or dihigence
Ideas move the world of commerce,

Some salesman never seem to have
‘*jdeas” of their own for advancing busi-
ness; they have ““ideas’’ in abundance of
the kind that retard business, however.
They can always *‘ tell”” when the other
fellow 1s * wrong,” but cannot find or
suggest a practical remedy.

The ideas that employers ‘want are the
practical ideas, the ideas that show profits,
A salesman whose ‘‘ ideas »’ convince him
that he can sell *‘ lots of stuff 77 1f ** goods
and prices are right”’ simply has an idea
which means ‘‘he can sell goods if the
orders are ready and waiting for him to
copy them into his book.””

A salesman who will take time to sit
down and do a little real ‘“thinking” and
planning will sell more goods and make
more money than the man who works like
an automatom.

When a man enters the employ of an.
other as salesman, it is expected that he
will make all honorable efforts to secure
business and that he will earnestly en-
deavor to advance the interests of his
house by the use of his intelligence.

When in the employ of another, absolute
loyalty to one’s employer is demanded.
This means also loyalty to the goods one
sells.

Without employers there could be no
employes ; both are necessary parts to the
productive whole.

A man who quarrels with his bread and
butter is not wise.

Silver Lake, Ind., Jan. 20, 1go4.

I wish to endorse your high grade paint
by giving vou my experience with same
for the past year. | am an old practical
painter and have used many different
kinds of mixed paints, as well as pure
lead. During thepast year 1 have paimnted
some houses with New Era Paint which
I have formerly pamntad with lead, and
have seen the difference in both the
aumber of gallons required and the finish.
I want to say that I can take New Era
White and trim any strictly pure lead job
that was ever spread, and show several
shades difference 1n color. There is no
question but that New Era will cover at
least twenty-five per cent. more surface,
and do it better, than any pure lead paint
or any mixed paint that | have ever used.
Agam, the colors are true to color and are
so strong that they wear and are bright as
long astheyremain on the house. Theeven-
ness with which they are ground and the
purity of tone give them extreme time and
service as well retention of color; in fact
the only objection that 1 have been able to
find is that In using same 1t requires a very
stronyg trestle or ladder to supportthemand
my workmen whom ! employ say thatthey
Lft as though they were nailed to the
ground. You are at liberty to publish this
letter If it wall be of any service i giving
other practical painters the best paint on
carth to use. You can count on me for a
friend of New Era,

Yours respectfully,
JOS WALBURN

S. A. Weller, Zanesville, Ohio, one of
the largest potters in the Zaneswville dis-
trict, has again closed with us for his entire
requirements in Eclipse Potters’ Colors
and Varnish.

We have just closed contract with the
Faitfield Lawn & Swing Co., Brunswick,
Me., for their season’s requirements in
materials of our manufacture, These
people have a full equipment of Acme Dip-
ping Tanks and have long been users of
Acme products.

F. B. Tait Manufacturing Co., Decatur,
1l., has entered into contract with us for
their requirements of paints, etc., for the
ensuing year. They are extensive manu-
facturers of agricultural implements. This
is our third successive season with them.
A large order for immediate shipment
accotnpanied contract.
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Believe in Yourself,

Beheve in yourself. That is the way to
make other people believe in you, and it is

the way to become what you want to be. !

It s the people who have believed thor-
aughly 1n themselves and their missions
who have made the world believe in them.
Napoleon was a great general because it
never occurred to him that he could fose.
Luther changed the thought of Europe and
the history of the world because he be-
lieved so thoroughly that he was right that
nothing could daunt him. Columbus
gained the support of a queen and found a
world because his belief in himself mspired
confidence 1n others.

One of the chief reasons that men fail in
life is not for Jack of talent or apportunity,
but wanting pluck and perseverance, they
halt at critical moments in the journey and
are lost. Those who have reached the
pianacle of fame or who have accomplished
great deeds, have done so by heading for
the unknown shore, and, like Columbus,
**sailing on," with no thought of turning
back or abandoning the pursuit of the
object sought to be attained. -Salesman-
ship.

The evening mail just brought in your
notice regarding Porch Furniture Enamel,
and 1 must say 1 think it is the ‘ real
thing,”” and see no reason why we
shouldo’t have a nice sale on the goods.

Wish you would send me about two dozen
of the labels, and same number of both
the color cards and show cards, such as
you sent me, as [ wish ta write ta my
trade in Northern New York that I have
already seen this year, and will send them
each a set and see if I can’t get orders
from them. LD W

Since Jan. 4th, | have been giving some
attention to Interior Enamels, Paint and
Varnish Remover and Varnishes, and
find that my sales are increasing from the
practical demonstrations which 1 make to
every dealer. [ find that my sales are as
fullows :

Remaver, 10; Varnish, 4; Enamel, 6;
the last named being over 100 gallons.

1 find that by comparing my sales with
the same period of last year they are
more than doubled. 1hope to make this in-
creased ratie for the remainder of the year,

Business 15 A1 1n old [ndiana.
WS,

S A HUNTER.

We are in receipt of another car-load
order for New Era and other ‘‘ Acme

Quality ’ lines from our distributers,
Hackett, Walther, Gates Hardware Co.,
St. Paul, Minn., with which they favored
our Mr. S. A. Hunter. We shipped them
a large car on January 1sth. Qur record
last month on car-load business was 14
cars. We would like to see this month
still better. Come on, boys.

b

Michigan Sul White Lead in Oil.

We claim, with good reason, that our
Michigan Seal brand of white lead cannot
be surpassed, if equalled, by any white
lead on the market as regards opacity, or
body, covering capacity, whiteness, fine-
ness of texture and durabiity—all im-
portant qualifications.

The question has arisen, “ Haw can out
clamms be substantiated »* and the answer
is, ‘“‘by comparative test.”” A test of this
character should be made with great ac-
curacy and care, and vither of the folluw-
ing tests will tell the tale:

TEST NO 1.

Weugh out four ounces ** Michigan Seal”’
in a clean can (weighing the can first),
then add two ounces linseed o1, stirring
thoroughly. Then weigh out four ounces
of any other well known brand of strictly
pure white lead (weighing the can first),
and add two ounces hnseed o, stirring
equally with the other. Paint a space on
black surface with each of the leads, using
a clean brush in each case.

TEST NOQ 2

Add two ounces linseed oil to each of the
cans, stirring thoroughly, and paint two
more spaces alongside the first, and same
dimensions as the above, using the same
brushes for each lead, and applying same
as before.

TEST NO 3

Add two ounces linseed oil to each of the
cans, and apply to same dimensions in the
same manner as above.

We hape that this information will be
of interest and use to you in building busi-
ness In this most excellent lead.

It Can’t Be Beat.
fowa City, [a., Jan. 30th, 1904.
Acme White Lead and Color Works,
Detroit, Mich.

Gentlemen :(—We have carefully tested
your French Crown Tinting Ochre and
can truthfully say 1t is the finest thing of
the kind we have ever seen.

Yours truly,

BYRON STILLWELL
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Are You Ready?

The battle for spring business is right
in sight. We feel that the White City 1>
represented by an army that is well
equipped for the fray from every stand-
point. Their banner is * Acme Quality,”
and it stands for all that should bring
commercial success.

We take a back seat for nobody
Wherever paints, enamels, stains and
varmishes are used there t1s a place for -
* Acme Qualhity”’ goods and they are enti- !
tled to a conspicuous position.

There 1s nothing better and very few
just as good when 1t comes to goods m
our line for general use.

No dealer has ever yet made a mistake
in offering a line backed by the White
City organization. They have no excuses
to offer customers for faiture to fulfill re-
quirements, Quality is right, package is
right, advertising is right, and so is thewr
profit. Tieing up to an Acme Quality
line means that they can assure ther
trade they offer the best obtainable fur
each and every purpose for which the
various lines are offered.

The salesmen of our jobbing friends can
offer the goods with complete confidence
in our ability and willingness to back up
every claim, and without any hesitation i
due to a fear that they may possibly !
“ queer’’ a good customer who depends
largely upon their judgment and recom- ,
mendation for the goods they stock. Itis

to our Interest, as well as the salesmen’s,
to establish and maintain confidence and
good will, which we realize can only be

. done with honest goods, honest treatment,

and a vigorous and belpful business policy.
Are you ready for the spring fray?
Those $5 and $10 assortments mean a lot
to the salesmen who recognize the fact
that the time is here when dealers are
looking for the right line of goods with
which to meet the spring demand for
articles i1n our line that are demanded so
extensively after the winter season, and
especially when house-cleaning time comes.
Tell them that now is the time to place
their order, and have the goods nicely
displayed with pertinent advertising matter
veady for the very first calls that are sure
to come thick and fast in a short time.
What dealer will dehberately refuse to

"stock a $ro assorted case of goods he
. knows are right and are bound to seli—
" especially if we give him the special en-

couragement of an extra quantity without
charge amounting to practically 10 per
' cent. of his order?

it don’t require much talking or urging

. on the salesman’s part—just a statement

of facts.

The contestants among our jobbers’
salesmen in the spring campaign are al-
ready placing orders freely, being well
prepared, and an early start 1s half the
battle. We are awarding special prizes as
fast as they are earned.

Don’t forget the special proposition on
#5 assortments of Porch Furniture Enamel
—good only until March 31st. It is
liberal enough to bring good results, but
so liberal that we could not stand i1t fora
longer period. We are assuming the ex-
pense in the manner explamned in the
special proposition 1n order to get this line
quickly before dealers in all parts of the
country, and In preference to spending the
money in general advertising through or-

. dinary channels.

It 1s an opportunity at an opportune time
that 1s appreciated by all our jobbers' re-

presentatives. It builds proﬁtable busx
ness that must grow.

If there is any salesman who fails to
possess selling outfits for our 5 and $10
assortments, or for the special Porch Fur-
niture Enamel propesition, 1t 1s only
necessary to ask us, and all details will be
sent him 1n care of his house.

§ H. HART

We are justin receipt of a telegram from
our district sales manager, Mr. S. H.
Hart, stating that he had landed a new
concern for a car-load of New Era Paint
and Acme Quality Specialties. We are
glad to note this, because every new
customer is one more step gained in the
right direction. We would be glad to
recerve more telegrams of the same de-
scription.

We have just been honored with a visit
from Mr. E. H. Bowman, secretary of the
A. B. Whuing Pamt & Glass Ce.,
Topeka, Kan. Mr. Bowman was very
enthusiastic over the outlook for the dis-
tribution of Acme Quality goods 1n the
state of Kansas this year. He states the
outlook far business was never better, and
that the A. B. Whiting Paint & Glass
Co. had laid their plans to take care of a
largely 1rcreased volume of business this
year, He expressed himself as beng
highly pleased with what he saw of the
up-to-date factory facilities and organlza
tion of the White City.
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C. H. BETHQE.

Above 15 one of our star representa-
tives, but we had the hardest time getting
a photo from him of any man ever tn our
employ, but we kept after him until we
got it, and here it 1s. [f we were as good
looking we would be having photos taken
all the time.  Mr. Bethge travels in Okla-
homa Territory and manages to place
many stocks of New Era and Acme
Quality goods each season.

Cortrespondence.

The distribution of matl received daily
would be greatly facilitated if our repre-
sentatives would kindly observe the fol-
lowing and be guided accordingly:

You are provided with correspondence
blanks designed for the purpose of keep-
ing us fully advised covenng different
items of interest, coming under your ob-
servation, and for giving us information
pertaining to matters we have occasion to
refer to vour attention. There is a prom-
ment notation on the top of this blank
which provides that a separate sheet
should be used for each subject referred
to. Notwithstanding this fact, the cases
1n which our 1nstructions are caried out
are very rare indeed.

[f mote than one subject is referred to
in the same letter it frequently happens
that the letter concerns morc than one
department, and it either 1s necessary to
mutilate such letters, or entail delay, be-
fore everyone concerned has had an oppor-
tunity of noting your remarks.

It takes but very little fonger to comply
with our wishes, and we know you would
all do so if you only realized whatasaving
of time would be effected.

We would like you to make it a pownt
to always mention on correspondence sent
tu us, whose letter you are responding to,
aod the date of same. The correspond-
ent’s nitials are all that are required. We
are preparing a stock of new blanks and
a space will be proviaded on same for this

WHITE CITY NEWS

purpose, as well as for showing our file
number. The file number enables the file
clerk to locate previous correspondence
at a moment’s notice, and relieves the
mal clerk from the necessity of looking
up and putting file number on the papers.
We hope that the boys will help us out

i I1n this matter all they possibly can.

H. R Tibbett’s Paint Co.

As illustrating what push and energy
may do i the development of a busiess
in a short time, we cite the case of the
career of Mr. W. E. Little. A few years
ago he started to handle Acme products in
a jobbing way at San Diego, and his suc-
cess at this point prompted him to open up
awholesale and retail storeat Los Angeles,
a little over a year ago, still retaining and
operating the business at San Diego as
before. In one year he developed such a
handsome trade on the ‘“ Acme Quality’’
Iine at these two points, as to attract the
attention of the manager of a branch store
of a large eastern paint manufacturer with
the resultthat on February ist the stock
and business of the W. E. Little Paint
Co., at Los Angeles and San Diego, Cal.,
was bimght out by Mr. H. R. Tibbetts
and friends, and with a largely increased
stock of paints, colors and varnishes and
ample capital and busmness experience,
the trade demanding our product, ** Acme
Quality ”’ paints, oils and varnishes will
be served even better than when the busi-
ness was conducted under the progressive
management of Mr. Little and his able
partner, Mr. Wing. It gives us pleasure
to mention the fact that Mr. Tibbetts in a
few vears of conscientious work, rose
from delivery boy to manager of whole-
sale and retail paint store. In his present
position at the head of the H. R, Tibbetts’
Paint Co., and his popularity and stand-
ng with the paint and varnish trade in
Southern California, we predict for his
company a continuance and enlargement
of the success of their predecessors.

They will act as our distributers for
Southern California with two large and
well equipped stores at Los Angeles and
San Diego.

Kempton, Ind., Jan. 27. 1g04.
Acme White Lead and Color Works,
Detroit, Mich.,

In regard to varmsh, I have used differ-
ent varnishes as much or more than any
other painter my age in this country, and
[ think I know what | am deing, and
I recommend your varnish as the best that
| have used at that price,

Yours truly,
JESS M. MERRITT

We wish to impress upon our represen-
tatives that we are still offering our special
offer to dealers on New Era Varnish. Al
of you are familiar with this most liberal
proposition.
pleased at the records our various sales-
men were making in placing this special
offer, but since the turn of the year, we
have been rather disagreeably surprised
at the small number of orders that we are
receiving on this special offer deal. We
should, with good reason, expect fully
double the number of orders in the spring
that we receive in the fall, and we hope
that our men will “take hold and lift”’
and see if we cannot push New Era Var-
nish to the front at a more rapid pace.

A Word to Our Distributers,

The season is athand when the greatest
demand exists for goods of our manufac-
tore. It’s ttme now to commence dis-
tubuting as liberally as possible the ad-
vertising matter with which you have
been provided on our various lines,
Especially is this true of those $35 and $i0
assortment booklets. They explain wn de-
tail a proposition that appeals to your cus-
tomers and by keeping them posted in this
manner you will not only secure consider-
able business as a direct result, but will
educate them to lnok to you for all supplies
of this character.

Spring Advertising of $5.00 and $50.00
Assortments,

During the months of March, April and
May we shall run a full leaf (printed on
bath sides) special insert in the Hardware
Dealers’ Magazine, The insert is so
worded as to direct inquiries for the goods
to the jobber. It is also provided with a
corner coupon to be cut off and mailed to
us, on recept of which we furmish com-
plete information, color cards, etc., and
advise the inquirer of the jobbers nearest
him who are in position to supply the
goods, This is all supplemental to the
special advertising to be done for the
various jobbers who have already favored
us with large stock orders.

We feel that no stone has been left un-
turned in pursuing our policy of assisting
jobbers and distributers who interest them-
selves specially in the Acme Quality line.
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Glad to Have Him With Us,

Mr. John H. Munroe, who recently be-
came a member of 1he White City, has
had a long experience in every branch of
the varnish business. His experience has
been of a most practical character. There
is no part of his calling, from the melting
kettle to the placing of goods with con-
sumers, in which he has not been directly
engaged. It may be truthfully stated of
him that he has been brought up in the
business. For twenty-one years he was
conpected with our neighbors, the Detrort
White Lead Works, and for the most of

MR J H. MUNROE,
Who lias just jotned sur Vanisch Department

that time had complete charge of their
varnish plant.

Mr. Munroe will work particularly in the
varnish sales departiment, but will also
act closely with the factory manager n

DETRAOIT, MICH
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insuring the manufacture of varnishes
that cannot fail to fully meet the varied
requirernents of the many classes of trade
to whom we cater.

We feel that we are to be congratulated
in securing his co-operation, and bespeak
for um the kindly reception from all our
home organization and traveling represen-
tatives, which we have no doubt will be
extended, especially a man whose per-
sonality, as well as ability, win friendship
and respect on very short acquaintance.

Our President’s Valentine,

*la the spring a young man's fancy
Lightly warns 10 thoughts of love

The above guotation was not on Mr.
Dawvies' valentine, and 1t appears only be-
cause for several days past he has been

acting in a manner that would justifyits |

use from the standpoint of appropriate-
ness. The thermometer, which has been
hovertng 1n the region of zero, would
scarcely justify a manner attr:buted to
ardent disciples of cupid, and which 15
popularly supposed to be encouraged by
the advent of the balmy breezes of spring,
with their attendant birds, buds and
blossoms.

The mystery was solved, however, by
the discovery of a valentine addressed to

him—a big bright, beautiful, red, heart-
shaped valentine—with words and senti~
ment as warm and ardent as the brilliant
cover in which they were cncascd, and on
which his name was daintily engrossed tn
the unmistakable script of a lady love.
No wonder he has shown symptoms of
the spimt which envelopes him,  We can
only sigh a sigh of untold envy and sub-
mit the verses which have been his un-
doing :

A valentine [ send to you,
Oh, Wilham, dear,
(Sturds like a breach of promive case)
But do not fear,
This 1> the thing 1o do wmght,
You must recall,
Apnd ] am bound to do It nght.
Or nut at all

Do you wonder why I chose you
From them all*
"Tts hecausa § want come varnish
For my hall.
** Muxtures,” your “ Mixed
Paints " are best—
There's nothing worth the using
‘Mongst the rest
You'll see that | apprecsate you
Every tine,
Sa willt you let me be
Your valentine *

Of alithe

DAN DAVIES.

Dan just sent us 10 an order for a cat-
load of Acme Quahty products, taken by
him from the Tuttle Paint & Glass Co.,
of El Paso, Texas. We can take care of
more of these kind. ‘* Come on, boys.”
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THOMAS NEAL.

Mr. Thos. Neai, our secretary and
general manager, left Detroit this week
for an cxtended trip through the South.
He intends to be gone several weeks and
will visit most of the important cties in
the South. He intends looking over the
field very thoroughly. We are enjoying
a very handsome business from that sec-
tion now, but the South 1s in such a
prosperous condition, and ts expanding so
raptdly, that we feel that our business can
be increased very matenally. Mr. Neal
intends finding out just what is necessary
to accomphsh this result. He will also
pay visits to our various distnbuters,

Troubles of His Own.

A few of the troubles that the practical
varmish fimisher has to contend with and
overcame ; some of his duties and hard-
ships briefly enurmerated. Many of these
would be conspicuous by their absence if

the finisher always used high grade var- ,

nishes such as our New Era hne.

Blistering, Loss of lusire,
i . Materia;.

K . Minate scratches,
5 v . B

Is .-
Brushes, keeping,

Care of Vchules, Perishing,

Causes of troubles Putting,

Cheap Japans and Dryers. Pocking,

~ .. Priming,

' L Proper temperature.
¢ » nvarnishroom, Puckering,

Cold weather. effecss of. 4
Colur coats, hnportance of, '
Color coats, proper cam g

s and sags,

bination of, Roughstuff spreading.
[ uns.
.o, Rus mg,
' “o,
o, ~
1 . -
' ~ v swelling,
' hardaming, ;
. of wood, > 4
Fire checks, b
Blaking, ~
a&“'"ii; - '
Frost checking,

Gram showing, Wewing the floor,

Green, turning, hen to finish,
Insects in varnish room,  Work and working,
Wankling
Many of these terrns are umntelligible
to the ardinary rman, but 1t is safe to
clissify same into th-ee general divisions;
and to state that the troubles 1ncident to

the painting and varnishing department in

+ last summer,

any manufactory are due to one or more
of the following three causes:
1—Poor or nappropriate materals.
2—~—Unskiiled, careless ar hurried work.
3—Agencies of the weather, or atmos:
pheric influences.

Neal’s Interior Enamel.

Every dealer handling a hine of New Era
Paint should also handle Neal’s Interior
Ename! for inside work, Neal’s Intenor
Enamel should ba considered a companion
hoe. Itis deadedly to the advantage of
the dealer to carty a line of these goods,
because they are particularly adapted for
finishing nterior woodwork, walls and
cetlings, when a sanitary, durable and
artistic enamel effect 1s desired.

Furthermore, the margin afforded the
dealer 1s 2 Liberal one, the gonds readily
netiing a profit of at least 40 per cent.

There is no reason why every one of
our New Era agemts should not handle
Neal’s Interior Enamel in connection with

New Era Paint, and the best of reasons !

why they should.

Make it your business to see that befare
close of the season of 1gog this becomes
an assured fact. The field is a goad oune,
the enamel 15 right in every particular,
the price 1s within the reach of all, and if
you make up your minds that you will
do your utmost to make Neal’s Interior
Ename! the most sought enamel, and
equdlly as popular as New Era Pamnt, we
are assured that success will attend your
efforts.

* Take Hold and Lift.”

S S A'Coms

Above 15 a very good cut of Sam. He
joined the forces of Acme representatives
His territory 1s Central
Ithinois. Sam has just sent us in a car-
load order from Brady Bros. Hardware
Co., of Jacksonville, L. He is a capable
salesman and a2 man who will make friends
wherever he gaes, and we predict that he
will bmld up a business on Acme Quality

. goods to be proud of,

ALF R. KELLY.

We are in receipt of an order sent In by
Alf. for three car-loads of Acme Qualty
g00ds that he received from our distribut-
ers at Los Angeles, Cal,, The H. R.
Tibbetts Paint Co. These are the kind
of shipments we like to make, and we can
take care promptly of all you send us.
*“ Take Hold and )Lift.”’

Brown’s Example.
“ There,” said Brown, with a shake of his head,
** ] ve painted the house and the barr and the shed.
The fence has been fixed, and the Jawn’s been mowed,
But [ do wish the town would fix up that road
t's a shome, | ¢all it jusc plam and flat,
That we have to drive over roads hke that,
Il wait no longer, ' siart taday,
And fix my part of 1t, anyway.”
Now, Brown was oune of thase fellows who
Wlhen they start a thing, just ** rush tt through,
And a week ar two after, as Neighbor Jomes

, Was driving home with a pair of roans,

Brown’s raad was dry. while bis awn, nexe door,
Was mud to the depth of a foot or more.

“* By George,”" said Janss, ** I'il 1ot Brown see
That 1 can build roads as well as he ™"

Now, Nerghbor Smith. whe lived below,

Saw Jones repawing s road, and so

He fixed up s, 0 be ** 1n (e game,”’

And Neighbar Rokinson did the same,

And soon every householder i town

Was trymg s best 1o ** beat out Brown.”

 And now when the town Commitiee meets

To talk of rozds, they call them ** streets.”
The moral this tale to the reader brings
Apphes to roads and other things
Ratorms, hke spow-balis, wil. Keap on growing
Jf somebody only sets them going.
~Joe Lincoln, 1w Farmer s Voice

I <old Sherman & Garnelt a $15.00 as-
sortment of New Era varnishes last fall.
Mr. Seinms bought some of the extra No.
1 Coach, and says he was very much sur-
prised when painter said only one coat
was required on some new work filled
with wood filler, and after second coat had
been apphed he said it beat anything
he had ever seen. Mr. Garnelt says he
will not handle anything but New Era
varnshes. ww

Washington, lowa
Acme Whute Lead and Cotor Works,
Detrore, Mich

Gentgmen —{ received twelve and one-half Ibs of
your French Crowa Tinting Ochre and will say that
1 tmink 1t1s the best thang i its bne [ ever tried It
15 Just s you have claimed 1t to b2 It 1s the best
unting that | ever used in strength, bdulliancy and

clearness, Yours truly,
Ben KEVES
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R M RILLINGS

We have justreceived an vrder for three
car-loads of Acme Quahty goods to be
shipped to the Gray-Dudley Hardware
Co., of Birmingham, Ala. This 1s nice |
business, and we can handle more orders
of the same character.

A Good Word for French Crown
Tiating Ochre,

Burlington, N, J | Feb. 1bih, 102,
Acme White Lead and Cotor Works,
Det-ort, Mrch,

Gertlemen -1 received your sample of French
Crown Tinting Ochire and have given it a thorough |
trial, and would say It works finely under the brush, !
and for swength 1s all right, It 15 ground finely, and
my men say 1t Is as nice a yellow to work in as they
have ever used, and soweof them are o, very young
in the business. | would have tet you known sooner
about 1t, but work has been 50 scarce that we have
just opened it within (he past week.

ALGUSTUS CARTER, l
415 South Wood Si.

Co-Operation Between Employer and
Emgloyee.

ALF R KELLY

We herewith print an address delivered

by our Mr. Alf. R Kelly before the Pacific

Coast Commercial Travellers’ Association
at one of their meetings n San Franasco
recently. We imagine we can hear Alf.
with his usual eloquence delivering it

I shall simply treat of one phase of this
subject, namely, the relation existing be-
tween the emplayer and his representative
upon the road.

Mutual gaod-will, esteem and respect is
a necessary essential; without this, all
else 1s a sham, a mere seeming, a super-
ficial glaze or veneer, that may crack and
break through without 2 moment’s warn-

" ing, bringtng te light all that is mean, all

that is low, all that 1s vulgar and coarse
in human nature. With good feeling as
the foundation-stone, many httle trifles,
many httle peculiarities of temper, many
little faults of manner, are overlooked ; al-
lowances are made for mistakes of judg-
ment, and indiscretions not intentional-—a
smile and a laugh cover many otherwise
heart strings, and smooth over any little
rufflings of temper.

How many of us in our experience, have
met with traveling men whose main busi-
ness appears to be continually and con-

- stantly railing at, and reviling their em-

these vapid outpourings within the circle
of therr ntimate friends, their gall and
venom find an outlet with their customers.

Now, how in the name of common-
sense, can they expect to do business, how
hold their positions, under these circum-
stances, under these conditions?

Do they think, do they for a moment in
their own minds, believe that a merchant
is apt to buy or patronize an establish-
ment, where the very men in their employ,
drawing their salanes, their expenses paid
by them, are acting, to use vuigarism, as
““knockers,”

No, this particular species, this par-
ticular style of traveling men (and thank
heaven they are rare), are short hved;
they are continuaily changing from house
to house, continually keeping up the same
“ knocking '? tactics until finally they wind
up in an inglorious end, and are no tonger
heard of, having vanished into ““iunoccu-
ous desuetude.’’

On the contrary, watch the career of
that traveler, whose whole aim, whose
whole object, is thenterest and advance-

. ment of the firm by whom he is employed,

working hard, earnestly and conscientious-
ly, always a good, kind and pleasant ward
for his employers, who 15 ready to resent
as a personal insult, any slur or reflection
upon the honesty orintegrity of his house,
any insinuations as to their methods of
carrying on their business; that man, |
say, is bound te nise, is bound to make his
mark in the commercial world, 15 bound to

have the lave, the honor, the respect and

. the good will of those with whom he
comes in contact, both his customers and
those by whom he is employed.

He warks hand 1o hand with his em-
| ployers, their interests are his interests,
their loss his loss, their gain his gain,

His customers soon learn to appreciate
this trait 1n hischaracter; soon commence
to believe that if the employee is such a
staunch friend, such a staunch defender,

ployer; never a good or kind word to say | such a staunch champion of his employers,

of them? Not content with confining

that they must possess some traits, some
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characteristics, to earn this grateful feel-
ing, to command this respect, and they in @
turn become imbued with this feeling,
mutual good-will reigns between employer,
employee and customer, which resulfs in
inctease of trade, numerous orders, and as
a natural sequence, in an advance of salary
to the representative,

This is the traveling man’s standpoint.
Now let us glance at the other side of the
shield, what do we gaze upon?

The same old human nature, with all its -
faults and frailties; with all its virtues
and Jovable qualities.

The stern, harsh employer, who, having
risen after years of hard work and labor

to a proud and prominent position i the |
commmercial world, and having climbed to *

the pinnacle of wealth and prosperity,
looks down from his high monument, with
scorn and contempt upon his humble em-
ployee, scarcely considering him worthy a :
thought or glance, looking upon himas a |
machine, an automation, his paid serf, his '
emolumented slave, whose whole life,
whose service, whose very thoughts,
whose very soul belongs to him and him

servitude, and brands him with the paltry ;
salary he reluctantly engages him with. |
Cross and severe, with never a kind or
friendly word, overlooking no fault or

mistake, never praising or commending, :

watching every chance, every opportunity
of discovering some little petty wrong, |
some peccadillo, visiting same upon the |
poor unfortunate traveler with terrible !

penalties ; rough, gruff and uncouth to |

those unlucky enough to be in his employ,
making life a burden, and a very hell upon
earth for them. This is the man who
wonders why business has fallen off with .
him, why 1t is not as it formerly was, why .
he cannot retain his traveling men, why
his profits keep dwindling and dwindling,
why new and younger men, with modern !
and more progressive ideas of business, i
pass humn on the road to success, what is -
their secret, why are they constantly ad-
vancing and advancing, whilst he, on the
contrary. 1s continually retrograding ?

Good traveling men will sleer cledr of
him, and if unfortunately they are com-
pelled by carcumstances to remain with
him, their heart is neot in their work, and
they are constantly on the lookout for a
house where conditions and surroundings
are more agreeable.

That merchant, who on the contrary ex-
eraises 2 kind and humane interest in the
welfare of his representatives, is on the
road to success, and the secret of that suc-
cess consists in the fact that he accommo-
dates himself to the spint of the age, that |

]
|
alone, who binds him with the fetters of i
!
I
|
|
b
1

he has push and energy, and recognizes
the fact that he must gain their good will,
their respect, their friendship; that he
must, as 1t were, enter into a pact or
partnership with his employees, treat them
hberally, treat them as men, treat them
as human beings ; confer and discuss with
them as to the business situation, as to
the business conditions; listen respectfully
to any advice or suggestions they may
have to offer, knowing that often they
are in a much better position, coming as

. they do into direct contact with the trade

and customers, to judge of the temper and
will of those with whom they trade, than
the head of the firm, whose whole time is
occupied in Jooking after the details and
management of the business.

This type of employer is eagerly sought
after by the best and most successful men
on the road, he it is who retains his men
and from whom it 15 impossible to take
them away, no matter what flattening
offers they may receive; they are pleased
and satisfied with their positian, recognize
that they are well looked after and located,
and do not care to change.

In conclusion, the traveling man who
has the interest of his firm at heart, who
does not fook at his position ip the mere
sordid light of dollars and cents, is the
man who is bound te climb to the topmost
round of the ladder of success in his pro-
i fession, and, per contra, that traveler who

! merely travels for want of semething w

do, and a salary to draw, is from the very
beginming a faiture; the sooner he recog-
nizes this fact, the better for all concerned.

So, also, that employer who carefully
watches out for the welfare and happiness
of his representatives upon the road, is
sure to attain the highest business pros-
perity, whereas the employer who has no
care, no thought, no 1dea of those under
him, is certain to record a failure,

ALF R KELLY

Please accept my long delayed thanks for Ground
Color and Park Oak Varmo-Floor-Stamn. | wish o
state that Davies’ Varno~Flour-Stain is the best of
its kind that ever happened  After finishing the floor
up with it, my wife decided that it would be best to
paper the rooms so that [ could see after the work.
‘While } was away, down town, the paper-bangercame
and moved the piano out from the wall so he could
work around the walls My wife was very much
distressed, thinkiag the floor was ruined, however, |
am liappy to say that aside from the marks made Ly
the weight of the piano on the rollers, no harm re-
sulted. And this 1s the more to be wondered at as the
flooring was plne wood (hard) [ examined these
marks closely, but found the surface unbroken Am
delighted, 1o say the least, and shall push the same
atal) times. Thanking vou again,  am,

Respectfully,
CLwW

!

A M WOODWARD

The manager of our Promotion and
Publicity Department left here last Tues-
day evening to attend the convention of
the Ohio State Retail Hardwate Dealers’
Association at Cleveland. He returned
Thursday morning looking rather '‘rocky.”’
He had no sooner taken his seat at his
desk when the following telegram was
handed tim :

Cleveland, O , Feb. 25, xg04
Mr. A M, Woodward

Your golashes were foumd at three o’clock thls a
m and delivered to me in presence of Ed Hoag and
Jun Dougall, We refuse 1o say where they were
found ** BUSTER BROWN 7

We wish to caution our representatives
n future how they wire (nto the house
after receiving a visit from our worthy
Manager of Promotion and Publicity,

They Seem to Suit.

The advertising department wishes to
acknowledge the receipt of the following
** kindly commendattons ”” from the ¢ boys
on the road:”’

St Louis, Mo, Feb 23, 1904,

New sample card i1s to hand and } want 1o say that
same s, without a doubt, the finest pamt card [ have
ever seen pul out by a pamt company since 1 have
been pecdling paints, and that 1s quite a while

Yours resgectfully,
DAN DAVIES.

Mr A M Woodward ¢
Altlow me to extend congratulations on our new
cotor card. Consider this type the reaiest ! have
ever seen in the color card ine  In my oplnion "tis
perfect Ithink “atswell Yours, etc,,
P € FRAYSER

Sandwich, Wiis , Feb 23, 1904,
Toae “new’ New Era Paint sample card recerved
tday at Leland, s, and [ must say the generat
style of it 15 most attractive. The reading matter 1s
improved, but } cannot say that ! think the colors
show to as good advantage as i the old card. That
1s. 1 think :hey, as a whale. look much d.rker than
in the ot3 card, but on the whole | ke the new card
very much Very truly yours,
A D. Hoacg
Oklahoma City, Feb. 21, 19a4.
Permit me to congratulate the adverilsing depart-
ment 1n the way, shape, form and coloring our ad-
vertising matter of late 1s goiten out. My cusiomers
expressed themselves that they are fine.
Yours respectfully.
P.H BeTHGE

0007-SWP-000128352

s

1

q



Wi

White City News

Devoted lo Matters of Inlerest lo Our Representatives.

PUBLIEHED BY

F R DOUGALL, SALES MANAGER

The information contained v this
paper 1s of a confidential nalure.
Please destroy after reading and do
not leave lying around,

NEALS
BATH TUB
ENAMEL.S

PR

= Coming evems cast theyr
shadows before them.”
It 15 a part of the duty of the secret
service department of thc WHITE CITY |
NEWS to find out things that will later
develop into interesting news 1tems, and
to post the boys, specially in order that
they may meet such contingencles in the
proper spieit and with unfaltering nerve.
Keep your eye on the sign of the Skate,
108 Fourth street, Troy. We understand
1t 15 to be changed te a pair of Skates.

A Good Word for French Crown
Tiating Ochre.

Burhngton, N J, Feb 16th, rqod.
Acme Whtta Lead and Color Wurks.
Detrott, Mich

Gentlemen -1 received your sample of French
Crown Tintlng Ochre and have given it a thorough
triai, and would say It works finely under the brush,
and for strength 1s all right It s groend finely, and
my men say 11 is as nice A yellow to work 1n as they
have ever used. and snmeof them are not very ycung
1n the business | wauld have let you known sooner
about 1t, but work has been so scarce that we have

just opened it within the past week.

AUGUSTUS CARIER,
4t5 South Wood St.

DLTROIT, MICH

"FEBRUARY 27, 1904.

NO. 40

Co-Operation Between Employer and
Ermployee.

ATF R. KELLY

We herewith print an address delivered
by our Mr. Alt. R Kelly before the Paafic
Coast Commercial Travellers’ Association
at one of their meetings in San Francisco
recently,. We imagine we can hear Alf.
with his usual efoquence delivering it :

1 shall simply treat of one phase of this
subject, namely, the relation existing be-

' tween the employer and his representative

upon the road,

Mutual good-will, esteem and respect is
a pecessary essential; without this, all
else is a sham, a mere seeming, a super-
ficial glaze or veneer, that may crack and
break through without a moment’s warn-
ing, bringing to light all that is mean, all
that is tow, all that is vulgar and coarse
in human nature. With good feeling as
the foundation-stone, many bttle tnfles,
many little peculiarities of temper, many
jittle fauits of manner, are overlooked ; al-
lowances are made for mistakes of judg-
ment, and indiscretions not intentional—a
smile and a laugh cover many otherwise
heart strings, and smooth over any little
rufflings of temper.

How many of usin our experience, have
met with traveling men whose main busi-
ness appears to be continually and con-
stantly railing at, and reviling their em-
ployer; never a good or kind word to say
of them? Not content with confining

e S IERT.) (R PORIPY, QP SE - T - O ST sl it

these vapid outpourtngs within the arcle
of their intimate friends, their ga'l and
venom find an outlet with their customers.

Now, how 1n the name of common-
sense, can they expect to do business, how
hold their positions, under these circum.
stances, under these conditions?

Do they think, do they for 2 moment in
their own minds, believe that a merchant
18 apt to buy or patronize an estabhsh-
ment, where the very men in their employ,
drawing their salaries, their expenses paid
by them, are acting, to use vulgarism, as
“ knockers.”

No, this particular species, this par-
ticular style of traveling men (and thank
heaven they are rare), are short lived;
they are continually changing from house
to house, continually keeping up the same
‘““knocking’’ tactics until finally they wind
up in an inglorious end, and are no longer
heard of, having vanished into **innoccu-
ous desuetude.”’

On the contrary, watch the career of
that traveler, whose whole aim, whose
whole object, is the interest and advance-
ment of the firm by whom he js employed,
working hard, earnestly and conscientious-
ly, always a good, kind and pleasant word
for his employers, who is ready to resent
as a personal insult, any slur or reflection
upon the honesty orintegrity of his house,
any (nsinuations as to their methods of
carrying on their business; that man, |
say, 1s bound to nse, 1s bound to make his
mark in the commercial world, 1s bound to
have the love, the honor, the respect and
the good will of those with whom he
comes in contact, both his customers and
those by whom he is employed.

He works hand in hand with s em-
ployers, their interests are his interests,
their loss his loss, their gain his gan,

His customers soon learn to appreciate
this trait tn his character; soor commence
to believe that if the employee 1s such a
staunch friend, such a staunch defender,
such a staunch champion of his employers,
that they must possess some traits, some
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characteristics, to earn this grateful feel-
ing, to command this respect, and they in
turn become imbued with this feeling,
mutual good-will reigns between employer,
employee and customer, which results in
increase of trade, numerous orders, and as
a natural sequence, in an advance of salary
to the representative.

This is the traveling man’s standpoint.
Now let us glance at the other side of the
shield, what do we gaze upon?

The same old human nature, with all its
faults and frailties; with all its virtues
and lovable qualities.

The stern, harsh employer, who, having
risen after vears of hard work and labor
to a proud and prominent position in the
commercial world, and having climbed to
the pinpacle of wealth and prosperity,
looks down from his high monument, with
scorn and contempt upon his humble em-
ployee, scarcely considering him worthy a
thought or glance, looking upon him as a
machine, an automation, his paid serf, his
emolumented slave, whose whole life,
whose service, whose very thoughts,
whose very soul belongs to him and him
alone, who binds him with the fetters of
servitude, and brands him with the paltry
salary he teluctantly engages him with.
Cross and severe, with never a kind or
friendly word, overlooking no fault or
mistake, never praising or commending,
watching every chance, every opportunity
of discovering some little petty wrong,
some peccadillo, visiting same upon the
poor unforfunate traveler with terrible
penalties; rough, gruff and uncouth to
those unlucky enough to be in his employ,
making life a burden, and a very helt upon
earth for them. This is the man who
wonders why business has fallen off with
him, why it is not as it formerly was, why
he cannot retain his traveling men, why
his profits keep dwindling and dwindling,
why new and younger men, with modern
and more progressive ideas of business,
pass him on the road to success, what is
their secret, why are they constantly ad-
vancing and advancing, whilst he, on the
contrary, is continually retrograding?

Good traveling men will steer clear of
him, and 1f unfortunately they are com-
pelled by circumstances to remain with
him, their heart is not in their work, and
they are constantly on the lookout for a
house where conditions and sutroundings
are more agreeable.

That merchant, who on the contrary ex-
ercises a kind and humane interest in the
welfare of his representatives, is on the
road te success, and the secret of that suc-
cess consists 1n the fact that he accommo-
dates himself to the spirit of the age, that

he has push and energy, and recognizes
the fact that be must gain their good will,
their respect, their friendship; that he
must, as it were, enter into a pact or
partnership with his employees, treat them
liberally, treat them as men, treat them
as human beings ; confer and discuss with
them as to the business situation, as to
the business conditions; listen respectfully
to any advice or suggestions they may
have to offer, knowing that often they
are in a much better position, coming as
they do into direct contact with the trade
and customers, to judge of the temper and
will of those with whom they trade, than
the head of the firm, whose whole time 1s
occupied in looking after the details and
management of the business.

This type of employer 1s eagetly sought
after by the best and most successful men
on the road, he it is who retains his men
and from whom it is impossible to take
them away, no matter what flattering
offers they may receive; they are pleased
and satisfied with their position, recognize
that they are well looked after and located,
and do not care to change.

In conclusion, the traveling man who
has the interest of his firm at heart, who
does not look at his position in the mere
sordid light of dollars and cents, is the
tnan who is bound to climb to the topinust
round of the ladder of success in his pro-
fession, and, per contra, that traveler who
merely travels for want of something to
do, and a salary to draw, is from the very
beginning 2 failure; the sooner he recog-
nizes this fact, the better for all concerned.

So. also, that employer who carefully
watches out for the welfare and happiness
of his representatives upon the road, 1s
sure to attain the highest business pros-
perity, whereas the employer who has neo
care, no thought, no idea of those under
hlm, is certain to record a failure.

ALF. R KELLY.

Please accept my long delayed thanks for Ground
Color and Dark Ozk Varmo-Floor-Stain. [ wish to
state that Davies’ Varno-Floor-Stain is the best of
1ts kind that ever happened. After finishing the floor
up with 1t, my wife decided that it would be best to
paper the rooms so that I could see after the work.
‘White I was away, down town. the paper-hanger came
and moved the ptano out from the wall so he could
work around the walls. My wife was very much
distressed. thinking the ficor was ruined, however, 1
am happy to say that aside from the marks made by
the welght of the plano on the rollers, no harm re-
sulted. And this Is the more to be wondered at as the
flooning was pina wood (hard) I examined these
marks closely, but found the surface unbroken. Am
delighted, to say the least, and shall push the same
at all times. Thanking you again, 1 am,

Respectfully,
CLW

A M. WOODWARD.

The manager of our Promotion and
Publicity Department left here last Tues-
day evening to attend the convention of
the Ohio State Retail Hardware Dealers’
Association at Cleveland. He returned
Thursday morning looking rather *‘rocky.”’
He had no sooner taken his seat at his
desk when the following telegram was
handed him :

Cleveland, O, Feb. 25, 1904,
Mr. A, M. Woodward

Your golashes were found at three o'clock this a
m and deltvered to me in presence of Ed. Hoag and
Jim Dougall. We refuse to say where they were
found. " BUSTER BROWN ™'

We wish to caution our representatives
in future how they wire into the house
after receiving a visit from our worthy
Manager of Promotion and Publicity.

T%Secm to Suit.

The advertising department wishes to
acknowledge the receipt of the following
“ kindly commendations ”’ from the * boys
on the road :

St. Louls, Mo , Feb 23, 1904

New sample card is to hand and | want 10 say that
same 15, without a doubt, the finest paint card | have
ever seen put out by a pamnt company since 1 have
baen peddiing paints, and that is quite 2 while.

Yours respectfully,
DAN Davigs.

Mr. A M. Woodward :

Allow me to extend congratulations on our new
volor card. Consider this.type the neatest [ have
ever seen ju the color card hne. In my opinion ‘tis
perfect. lthink “itswell.’”  Yours, eic,,

P. C. FRAYSER.

Sandwich, Ills., Feb 2z, 1904
Toae “new' New Era Paint sample card received
teday at Leland, s, and I must say the general
style of it I1s most attractive The reading matter 1s
ymproved, but | cannot say that f think the colors
show to as good advantage &s In the old card. That
is, T think they, as a whole, look much darker than
in the old card, but on the whole I like the new <ard

very much. Very truly yours,
A. D. HuAGG

Oklahoma City, Feb. 21, igoa.
Permit mc to congratulate the advertising depart-
ment In the way, shape. form and coloring our ad-
vertising matter of late 1s gotten cut. My customers
expressed themselves that they are fine
Yours respectfully,
P. H. BETHGE.

0007-SWP-000128354

)

'



M3

»
-

DS

WOEODWARNR

Whlte City News

Dwoled lo Matters of Inlervest to Our Represmiaﬁves

ruaLISHEID av

l}
b ; COLORS VARNISHES

BETROIT, MICH

4

MARCH 5, 1904

NO. g1

F R DOUGALL, SALES MANAQER

- The mformn/ton contained in this
papey 1s of n confidential nalure.
Ilease destroy after veading and do

not leave lying avound.,

The Boys Who Sent in Car-
Load Orders This Week:

R. M. BILLINGS,
W. J. CARLYLE,
A, D, HOAG,

P. H. BETHGE,

L D, WILSON.

Mr. Billings landed a new distributer in
New Orleans, La.—David Bernhart. Two
cars.

W. J. Carlyle Janded a new distributer
at Providence, R, 1.—The Unmon Electric
& Supply Co. One car.

A. D. Hoag’s car was from Sickels,
Preston & Nutting Co., of Davenport, la.

P. H. Bethge sent mn a car from the
Alexander Drug Co., of Oklahoma City,
Oklahoma.

I. D. Wilson sent in an order for a car
from John L. Thompson Sons & Co., Troy,
N. Y. This is the second car this year
{rom them.

We also received a mail order fora car
this week from G. F. Culmer & Bro.,
Salt Lake City, IJtah.

This 1s starting out the month of March
fairly well, but we can take care nicely of
all that comes in. Let us make this
month i1 record breaker.

L4

DINNER TO SYRACUSE MEN.
Burhans & Black Company Officers and
Traveling Men Banquet.

The officers and traveling representa-
tives of the Burhans & Black Company
and the Syracuse Hardware & lron Com-
pany, numbering more than twenty, were
tendered a complimentary dinner at the
St. Cloud hotel last evening by J. W.
Carlyle, district sales manager of the
Acme White Lead and Color Works,
Detroit, Mich. After dinner there was
speechmaking and a smoker.

A glance at the menu would give one
the impression that hardware men have
ostrich-like appetites, as each dish was

. given an appellation familiar to the trade.

“Consomme in Cups” was * Davies’
Ligquid PFiller,” *‘Sliced Tematoes’” were

. about his candidacy for department com-

mander of the New York State G. A. R.
He spoke on ‘‘ Expansion'’ and teld a
good army story.

W. W. Plumb spoke on ““ Two Per
Cent. and Credits.””  Other speakers
were: C. C. Saylor, ‘“ Buying*’; W. H.
Judson, * Prices’’; M. J. Reynolds,“}:lve
and Ten-Dollar Assortments,”’ and F. S.
Persing sang a song. After the formal
toasts the men had a good time talking
over business and teling yarns. M.
Carlyle promised that similar occasions
would be common hereafter,

Those present were: Col. H. N. Bur-
hans, J. W. Black, W. W. Plumb, O.
D. Burhans, C. T. Blanchard, M. J. Rey-

i nolds, W. H. Judson, W. J. Cowles,

. .foseph Born, Charles H. Reusseau, A.

“ Devil’s Red 1in Distemper,” * Reman °

Punch”’ was  interolite Finish,'’ *‘Teal
Duck " had ¢ Neal’s Carriage Top Dress-
ing,”’ and so farth. But while the guests
did not eat paint and nails, they talked
them., The responses to the toast list
glistened with wit and humor as well as
with practical business points.

J. Wilham Black acted as toastmaster
and himself talked about ** System,’” pre-
facing his remarks with a story of an un-
welcome visitor who was kicked down
six flights of stairs from the top of a
wholesale house, a different member of
the firm or employe providing the motive
power on each landing.  Mr. Black repre-
sented the victim as saying after he
finally reached terra firma: ‘1 don’t know
how much business this house does, but
the system s perfect.’’

J. W. Carlyle, the host of the evening,
respanded to the toast, ‘* Acme Quality.”
He said that the trade in the East m all
lines is looking for quality rather than
price. Col. H. N. Burhans was the next
speaker, He got more applause than any
of the other speakers. As he rose his
business associates made pleasant remarks

L. Hammond, A. T. Strong, D. Eggle-
ston, Charles Dietel, M. G. Hayes, F. S.
Persing, S. 1. Haynes, Charles F. Diel,
Joseph Black and J. W. Carlyle.

To Our Representatives.

The railroads have never been so con-
gested i their history. Everybody is
complaining about being held up on ac-
count of not being able to receive goods
on time. Ewvery class of business 1s
effected, manufacturers, jobbers, dealers,
are all having their troubles with the
railroads to a greater or less extent. It s
the wise, up-to-date, progressive business
man who recognizes a condition that exists
and takes steps to counteract its effect to
as great an exlent as is possible, and he s
the man who gets the money. Therefore,
we wish our representatives would lay
particular stress upon existing conditions
and use same for an argument why their
customers should place their orders prompt-
ly, and should also anticipate their re-
quirements to as great an extent as
possible until better shipping conditions
prevail.
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Salesmen Who Create Business,

Salesmen who are able to go out into
the world and create business are the
highest types of the men of that profes-
sion, says The Retailers’ Journal.

With such salesmen the central and
ever dominating idea is to make business
—not merely to take orders from old cus-
tomers. How to accomplish therr purpose
15 the thing which they are at work on
constantly. While other salesmen may
be telling stories or having a good time
waiting for a chance to see a customer,
the man with the creative thought upper-
most 1n his mind is trying to study out a
plan whereby he can carry out his purpose.

As a rule, it will be noticed that the best

salesmen of this class make but little '

fuss when talking business with theil
customers, but it will also be noticed that
what they have to say goes right home;
and, 1nstead of arguing with the customers

salesman never knew existed, and he will
tell about these things in such a way as
to command the attention of the customer.
And what is more, he will tell the truth,
and tell it in such a simple. straightfor-
ward way that the customer will be certain
that st is the truth.

The salesman who is able to create
business does not resort to misrepresenta-

tions in order to sell gouds, for he knows .

it1s not profitable. He wants to sell his
customer agamn, and he must retain his
confidence. He must feel certain that the
customer believes mmplicitly all he says,
for this ts necessary to his general plan of
work.

In order to do this creative work, the
salesman must avoid many of the ruts
into which a great many salesmen fall,
He must carve out a course of his own,
and first of all he must inform himself
concerning the goods he offers for sale.
The knowledge which he acquires from
study is his chief stock-in-trade. By
thorough application he will be able to
learn so many little things about the
nature of his goods that he will both
interest and sutprise his hearers when he
talks to them. From a traveling man of
this class the retail merchant will often
get some information concerning the goods
he is handling that he did not possess be-
fore, which enables him to talk intelligent-
ly about the goods with his patrons,
pointing out virtues the customer never
knew the goods possessed. As a result,
a new demand has been created for the
goods. The same rule applies to the store
salesman,

The idea of knowing just a little more
about his goods than the mere order-taker
knows s the key to the true salesman'’s
success, He must first know what he is
talking about when he attempts to sell a
bill of goods. [f he has cultivated along
with his knowledge sume graces of speech
and manner, he will be better able to
present his case. The man of refinement
whe will talk of things whose nature he
thoroughly understands, can always get a
hearing, and sell goods, enlarging all the
time the field they are made to occupy.
Such salesmen are truly creators of busi-
ness,

Nothing Like It.

Coffeaville, Miss , Jan 13, roo4
Acme White Lead and Color Works,
Detroit. Mich.
Dear Sirs-—{ write you to send me color cards
which you putupin smal! boxes. Have lost one you

M P N oo ' sent me lastyear. They are very handy tocarry m
he instructs him —tells him things of in . vest pocket, and are very valuable for selling New Era

terest about the goods under consideration.
He will point out qualities that ancther :

1 have worked hard for the past three years to
knock out the Colller lead, which had the Jead herc
for the past ten or fifteen years, and have about suc-
ceeded. For the past three seasons | have painted 12
good sized houses and one church. Three years ago
1 came here frum St. Lowts to pawnt a house for a
friend of mine, It was his desire for me to put on the
Collier lead | informed hun that he was making a
big mistake 1in using the Collier, and that [ could re-
commend to fum a paint which [s far superior materal
o the Collier, " Well," he sald, “ as you are an old
painter and an old friend I am bound to take your

* word,” so | put on two coats of New Era, pure white,

with green blinds. The house is as fresh as a dalsy
today. and 15 the best advertisement 1 could get for
miles In this country.

The day 1 started this, my tirst house in Coffee-
ville, a painter from Water Valley was second toating
one in the next block to me. That house today
is now ready to be done over again, when mine with
New EraIs good for six years now, and all others
which 1 have Jone since. Of course | have built up
a2 guod reputation, for they say 1 am a good
painter. ‘' Well, that may all be,” I answered, ‘* but,
my dear friends, you must not forget the materjal
which 1 pat on to build up a reputation.””

1 always give them this answer **Jt 15 the New
Era, my friends And another thing. If you find
where any of tha houses | hava painted with the New
Era have cracked or scaled, I will paint your house
for nothing. Now show mea Colller house which
has been painted threa years ago, In as fine 4 condl-
tion as my first house, and [ will give you the price
In cash to patnt your house.™

[ have elght houses to do this summer and every
one of the owners want the New Era.

Bates & Co., at this place, will get all my orders,
which will be supplied by your Memplus branch, by
the way.

Prospects are fine for this season, and ] hope to dip
my brush in many cans of New Era.

Wishing you good prospects, ! remain,

Yours truly,

P. O, Box 72 P J. BERNARD.

Last fall I sold L C. Purdy. of Gagetown, Mich.,
New Era Varnish He says itis ihe best varnish he
ever handled and wilf not handle any otber.

Yours truly,
W WESLEY

Dangerous to Stay at Home,

The following statistics from one of the
oldest and most responsible accident in-
surance companies, covering a period of
forty years, show the accidents that are
liable to happen to all men without regard
to occupation :

Peccent

Accidents to pedestrians < e 2414

At home (indoors). .. ...... .. 18.8
llurses and vehicles - 1816
Athome {outside) . 35.98
Recreation ,.... . €15
Rarlroad trovel. . 477
Bicycle acadents. 406
Street car travel 2.74
173

152

T 20

o

Miscellaneous . .05
00 OO0

Based on the showing over such a long
period 1t would appear that the fellows
who stay at home are taking nearly all
the risk.

Mr. Smith, of Flint, is a practical painter
and he told our Mr. Watson Wesley that
a gallon of New Era Paint would cover
100 square feet more surface than a gallon
of lead and oil, and cover it better. This
is a splendid recommendation for New
Era. We should be selling double the
amount of New Cra we are selling. Let
us all try to double our business this year
on this hae.

Stackion, Cat, Feb 12, 1y04.

Gentlemen —1{ think that the boys now have an
excellent opportunity of disposing of large quantities
of Vul-K-Lac, owing to the very high price of both
alcohol and wood alcohol shellacs

Do not allow your customers to confound same
with turpentine shellac, shellacine, surfacer, etc ,
which are simply 1:quld fillers, and can orly ke used
on soft wood , whereas Vul-K-Lac may be used any-
where, on both hard and soft woods, as a perfect
substiture for shellac

Last summer whilst in Los Angeles [ gave the
finisher for Reschenbach, a maker of fine fancy
designed furniture, a half-pint sample can and asked
him to test same.

He laughed at me, told me that ! did not know what
I was talking about, but good-naturedly promised to
try # anyhow, and that he would ba careful that it did
not do much damage

Well, this trip [ met bim in the store of the W. E
Uitite Paint Co , Los Angeles, Cal . and he informed
me that he was using 1t altogether, not only as a first~
coater, but as a finlshing varntsh as well, and would
not go back 1o shellac

Would advise 1hat you seru thie buys >mall sample
boards, both hard and soft boards, fimshed In one and
two coats

1 eIt you It 15 a strong argument when you can save
the consumer $: oo and upwards per gallon

Respectfully,
AtF R KELLY

Tam justin receipt of new color card showing the
thirty-etght colors, [ want 10 say that the arrangs-
ment of same is very becoming. andl think wi) do
much to nssist in sales Tt appaars almost llke a new
Hine, as the arrangement is much baiter classified.
These helps are appreciated by both the trade and
salesmen. '’ Many thanks."”

Yours respectfully,
WiLL ) SELVAGE.
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‘A New Use.

A new use has been discovered for
Acme Paint and Varnish Remover. It is
Just the thing for softening hard paint
brushes, and thoroughly cleaning same.
The brushes should not, however, be
allowed to remain in the remover for any
great length of time. The fact that our
product is svited for the purpose referred
to is another good talking point when
offering the goods to your trade.

One of our representatives states that
this point in faver of Acme Paint and
Varnish Remover appeals strongly to
painters. Make good use of it at every
opportunity, and it will no doubt aid you
in securing business.

NO. 42

MARCH 12,-1904.

The Varpish Manufacturers’ Problem,

Yarnish manufacturers are confronted

to solve within the near future, if 1tis the
purpose of those engaged in the industry
to do business along legitimate lines in
respect to securing proper and reasonable
returns from their business and on the
money invested. The problem is a neces-
sary readjustment of their prices and terins
in accordance with existing conditions as
regards

CECCCECECCCEECCECCECE

Now Is The Time

A |

to talk $5.00 and $30.00 Assort-
ments of

J/ 'uf

7 QU/AL 7

to dealers. They are ready to
“do business,” and want the
special inducements offered in
these assortruents.

Take Hold and Lith.
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2233333333335 IDIIDIIDIIIID.

»»»»»»»»»»974\

Fe(é(ﬁ

finished products, due to steady and con-
tinuous advances in the cost of raw ma-
terials and operating expenses,

The supply of varnish gums for some
years has been gradually diminishing,
owing to a scarcity of both gum and labor.
The falling off in receipts, coupled with
an increased consumption, has naturally
resulted in continual advances in prices.
Turpentine, owing to combination among

producers whereby the output is materially

. restricted, has advanced to a very high

with a problem which it will be necessary *

figure. Rosins, also benzine, used in
some of the cheaper grades of varnishes

. and dryers, have also advanced in prices

materially advanced costs of -

There has been a very considerable in-
crease in Lhe cust of barrels, tin packages,
packing cases and chemicals. Fuel, labor
and operating expenses generally are
higher than formerly., In fact, without
almost any exception, in every item of
expense necessary to produce the finished
product, advances have occurred, which,
in the aggregate, have resulted in an im-

~ portant increase in the cost, but without

" to reasons stated.

any corresponding
prices.

The volume of business done has been
satisfactory, but unfortunately this cannot
be said of results as regards profits, due
It will therefore be

increase in selling

. necessary, in order to keep this industry

in a healthy and normal condition, for the
manufacturers to so readjust prices that
these heavy increases in cost may, in a
measure at Jeast, be covered, and a reason-
able advance above cost secured. Con-
ditions as regards present and prospective
cost of raw matenals and production are
such that 1t wilt be necessary for manufac-
turers to either advance prices to a reason-
able and proper extent, do business with-

" out profit, or at a loss, or reduce the cost

of manufacture. A reduction in the cost

. would necessitate a cheapening or lower-
, ing of the standard of quality, a course

which it is hoped no manufacturer will
consider. In view of the situation, there-
fore, a readjustment of prices and terms
in accordance with these facts may be
anticipated, and for the general good it
would seem as If buyers and consumers
of varnishes and dryers should be willing
to co-operate with the manufacturers in
thewr endeavors to maintain the present
standards of quality, and also secure a
reasonable return from their business.—
Oil, Paint and Drug Reporier,
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The Logic of Mixed Paints,

{Irom Drugs, O and Pamnis)

Within the memory of living painters.
the wielder of the brush was also a paint
and varnish maanufacturer. Every paint
shop was equipped with its slab and
muller for rubbing up colors in oil, and all
shops of any pretensions also had their
small hand mills for grirding and mixing
tints and bases. In the course of time,
partly because of the prevalence of [ead
poisoning among painters, partly because
of the obvious economy of machine work,
and partly because of the rapid increase of
demand incident upon the growth of the
country, the corroders of lead began to
offer their product ground in oil.  This
was the first step in the progress towards
ready-mixed paints. The advantage, both
in the efficiency and economy of this
practice was so immediately obvious that
the color makers quickly followed suit, and
thus corroders and color makers became
paint manufacturers; a new industry being
thereby created, while shop mixing was
mevitably doomed.

The second step towards the production
of mixed paints came when the corroders,
realizing either the superior results or the
greater profits obtainable from mixtures of
pigments, began to put forth combinations
of lead and barytes, Jead and zinc or of all
three materials, in varying proportions.
These combinations requining only thet
addition of tinting colors, oils, driers and
turpentine. if desired, taught not only the
consuming public, but the painter as well,
several important economic facts; fist (it
15 claimed) that a combination of bases
gives better results than a straight or un-
mixed base; second, that with such com-
pounds more wark can be done for less
money; third, that machinery is not only
more economical, but more efficient than
manual labor ; fourth, that the uniformity
of materials and treatment made possible
by manufacture on a large scale is an
important factor in securing satisfactory
results,

At this point the native alertness of the
Yankee genius caught the logic of thefacts
and quickly carned it to its inevitable con-
clusion. If 1t is advantageous and econ-
nmical to substitute machinery and factory
crganization for hand labor and shop rule
of thumb in the grinding of lead, colors
and paint bascs, why would it not be
sinilarly advantageous to bridge the en- |
tire chasm and bring the paint factory in
immediate countact with the brush? If 1t
1s advantageous and economical to super- l
sede the muller and the hand mill with the |
power chaser and buhr mill, why net also |

supersede the mixing pot, paddle and
strainer with a mechanical mixer?

The recent introduction of zinc white
and its general adoption by corroders in
the preparation of their mixed bases or
““graded leads”’ facilitated tms develop-
ment and made practicable the production
of a ready-mixed paintin which the pig-
ment would remain fairly well suspended
in the oil.

The first ready-mixed paint is believed
to have appeared locally about the middle
of the last century. The advantage of the
proposition was so immediately obvious
that paint factories rapidly multiphed alt
over the country, and where paint was
before somewhat of a luxury, 1t speedily
became a necessity. By 1870 there was a
“paint factory ” in every village, and
many thickly populated regtons 1t was not
uncommon to find an old barn transformed,
with its bench of mills and mixers vigor-
ausly turning out compounds for the deco-
ration of the neighborhood.

The fietce competition that resulted from
this swift multiphcation of enterprises re-
sulted in constant endeavors to secure ad-
vantage by cheapness, and here the emul-

! sion paint found its chance. Linseed oil

was expensive, water was as free as air,
every druggist knew how to make oil and
water mix, and the paint manufacturer
speedily avalled himself of the knowledge
of his friend the druggist.

Even tn the competition of emulsians,
some remarkable results were achieved;
but time, which proves all things, quietly
proceeded with its practical demonstra-
tions, and the emulsion pamt, except in
regions where painti1s stilf a comparative
novelty or luxury, has had its day. Since
1890 the trend has been steadily back to
the pure otl paint, and the competition has
been for absolute economy—the relative
cost divided by the relative duration of
service.

But the introduction of the ready-mixed
pant and the consequent growth of paint
consumption has not only popularized the
knowledge of paint economy, but has
directed upon the subject the attention of
techpicians and investigators to an extent
that could not fail to result in extenslve
enlightenment.  Owing to the competitive
claims and the eager researches of mixed
pant manufacturers, no less than to the
interest aroused by them, we know to-day

! more about pigments, vehicles and paint-

ing conditions thar about most subjects
with which the consuming public is con-
cerned.

(T2 e contirreed 11 nar wexl issne)

The Boys Who Sent in Car-
Load Orders This Week:

A, W. MARTIN,
F. B. SANGSTER,
C. F. ELLIOTT,

H. H. HALLADAY,

A. W. Martin’s was a pooled car, cam-
prising orders placed by three of his
customers.

F. B. Sangster sent in a car from the
Buffalo Glass Co.

C. F. Elliott’s car was from the Warren-
Yarborough Paint & Glass Co., Nash-
ville, Tean.

H. H. Halladay sent n a car from the
Murray Drug Co., Columbia, S. C., and
a car from Burwell & Dunn Co., Char-
lotte, N C.

We also received a mail order for two
cars from the H. R. Tibbetts Paint Co.,
Los Angeles, Cal.

We wish to congratulate the boys on
the showing made thus far during the
month, and hope that for the balance of
the month you will keep us on the jump
in taking care of a liberal number of
similar orders,

Echoes From the Manufacturing Trades,

We have just closed contract with J. 1.
Case Threshing Machine Co., Racine,
Wis., for thelr year's requirements in No.
645 Devil’s Red. This is a very im-
portant deal, as the requirements of this
concern are heavy, and they order in car
lots excluslvely.

We have recently installed our dipping
equipment in the plant of the Safety Fold-
ing Bed Co., Detroit, and have entered
into a contract with them for their year's
requirements m enamels, etc.

The Dent Hardware Manufactoring Co.,
Fullerton, Pa., whoare large manufacturers
of wwon toys and novelties, have again
placed a year’s contract with us for all
supplies in our line. The Dent Co.’s
plant is equipped with our patent agitator
dipping tanks, and their requirements are
very large.

The Specialty Manufacturing Co.,
Thitusville, Pa.,, who are rated as one of
the largest manufacturers of lawn swings
in the country, have decided that Acme
goods are the best, and is shown by the
contract recently entered into with them
for ther coming year’s requirements,

We are pleased to report contracts just
closed with Morton E. Converse & Co.,
New England Block and Hinge Co., and
the New England Baby Carriage Co., all
of Winchenclen, Mass. These concerns
all have Acme dipping equipments and are
large buyers.
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Just 804, on his investment for the
dealer and a prize of $1.00 per case to
distributers' salesmen placing the goods

during the month of March, 1904.

DETROIT, MIOH
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£5.00 Agsortment Porch Furniture Enamel -

LIST PRICES
[323% Py I4-Pty
Chatr Red - . $ars Fo 4y fo 25
Seuwee Greevw . o, o 15 43 25
Rathng Black..... ....... ~ 75 45 as

G 1 of thi t t
Dk FurniTUre B e

Regutrwr Price

Enamel J /1
L -

{
) Goods furnished gratls amount to

store display.

P

.2 COLORS VARNISHES |

Assortment price 10 new Cuslomer .,

ASSORTMINT

Lo
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e
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]8”8 S now

v 8 540
3 00

. ..8 0w

Packed ready for shipment with attractive advertising matter for
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Please destroy after reading end do
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The Boys Who Sent In Car-
Load Orders This Week :

ALF. R. KELLY,
DAN DAVIES,
H. N. TURNER.

Alf. sent in three car-load orders—two
from the Spokane Drug Co.. of Spokane,
Wash., and one¢ from A. M. Holter Hard-
ware Co., of Helena, Mont.
Dan sent us in a car-load from the A,
. R. Whiting Paint & Glass Co., of To-
> - peka, Kansas.
The car-Joad habit seems to be catching.
Our Mr. H. N. Turner, of the Ralway
Sales Department, sent us in a car-load
order this week from the Seaboard Air
Line Railroad.
C -
Davies’ Varmo-Floor Finish.
Calling a few days agu on one of our enthusastic
New Era agents. viz. M C. Sparr. Wyoming. JH..
- he drew my attention to A new counter and glass
«how case. asklng what | consldered she finish on
came 10 be and how i looked, Making severa]
guesses. he then informed yours truly that 'twas ail
Jone with * Daviles’” Varno-Floor-Statn,” transparant
finish, and claimed that for appearance and wearing
yualties he had yet to find )1t6 equal. Hels aboot to
put In some more cases and deciares they shall be
finshed 1n the same way S. L McComee

Your catalog cavering materlals for coach and
«arriage palnung received at Howell, Mich,, in care
of the Hotel Keiogg. Ailll have to say s that 1 am
- froud to carry itaround  Enough sald
Respectfally,

G C. BURNHAN, JR

" warm-hearted,

A Reminiscence of Mr. Neal’s
Southera Trip,
Washington, D. C., Feb. 30, 1904.
Editor WHITE CITY NEWS ;

As you know | left home February 17th
for a trip through the South—by the time
1 reach bome will have traveled about
four thousand miles. 1 regret that my
limited time and urgent engagements
made 1t necessary for me to omit several
important cities from my list. Ata later
date 1 hope to visit them.

The people of the South are certainly
cordial and enterprising
people. Everywhere 1 went | was met
with the ‘“‘glad hand,” and ! enjoyed
every moment of the time; it did not
matter where | went, [n the wild woods

Recent

of Florida I was detained a whole day by ;

a train wreck (fertunately the tram
wrecked was not mine), but the time
passed pleasantly and the ** Florida crack-
ers' gave us ‘“the best they had.”’ At
Tampa they were having summer weathet
and the tropical scenery was beautiful,

and our good fnend Mr, Thomas, manager .

of the Tampa Hardware Co., gave up
much of his time driving me about the
neighborhood. But it remained for that
“ prince of good fellows?®’ and entertainer,
Mr. Robert Dunn, of the Burwell & Dunn
Co., Charlotte, N. C., to cap the climax
with one of the most unique entertain.
ments to a day’s pleasure that ever
happened. On my arrival at Charlotte,
in company with “Uncle Henry’? Halla-
day, we called upon Mr. Dunn. He at
once asked me if there was anything par-
ticularly | wanted to see. [ told him that
1 had often read in the paper that 1t was
almost, if not an every-day occurance in
Southern cities to burn a colored man at
the stake ; that [ had traveled about 3,000
miles through the South so far and up to
then had not had the opportunity to see
anything of the kind. To this he replied :

i ties.

lunch hegave me a carrage ride around
the town 2nd surrounding country, pointed
out numerous cofton mills, old colonial
mansions from one to two hundred years
old, minus the negro guarters long since
destroyed, and finally wound up on the
principat street, where he had very kindly
arranged to show me the one thing I had
expressed a desirc to see. The whole
town had turned out to participate, and
bid me welcome. The crowd was hilar-
j10us, the victim despondent, bul the show
was great. Yours,
THOMAS NEAL
P. S.—1 forgot to say that the above
described event happened 1n front of the
residence of Mrs. Stonewall Jackson and
I was accorded the privilege and honor of
lighting the match. TN

The Successful Salesman,

The head of a large concern was asked,
the other day, as to the quabfications of a
successful salesman, He said:

““Sobriety, a great capacity for work,
physical endurance and keeping everlast-
ing at 1t will make the successful sales-
man of the future, There are many
salesmen to-day who possess those quali-
I think conditions will demand more
of them in the future.

* it is coming to be a difficult problem to
find capable men. Where we find one
man that will wark hard, who will do
everything in his power to make the best
of his possibilities, we find nine who fail
to come up to this standard, The whole
solution of the salesman problem in the
future lies in that word “ work." To-day
there are too many men who are doing
other things when they ought to be selling
goods.”’

Your new coach and carnage catalog received, also
your New Era sample vard, 1 consider them the
handsomest of the kind ever put bdefore the putlic in
my experience since [ tirst became an Acmeite, and
that Is nine years ago Yours truly,

Ira C. JOnes
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The Logic of Mixed Paints. i question : It is the paint-making specialist Our General Distributers,
(4rom Drogy, Os awd Pamis) pitted against the specialist in the applica- Alabama
(Chntinued from fast week,) tion of paint; and should, it strikes vs, Gray & Dudley, Rirmingham
The result of this flood of investigation require no further discussion. But at | Arkansas
: N : e 3 . Whitlow- Wi} Drug Co. Fayettewl}
coutd not fail to be a bettering of materials bottom  the unhtll)n has still another Cal " s ik & ayetente
and methods, a more intelligent selection phase. = Regarding the mere matter of “MNT betts Paint C Los Angel
and ’t hod fge o olati relative merit between a machine-mixed U R Tiboetts Pamt Co., Sovramente
‘m_ more exacl .met 0ds of manipu at-mn. and a hand-mixed pl’OdUCt, it will be ap- H. R Tibbetts Pant Co , San Diegn
Of this the puint consumer has received | parent to all who appreciate modern condi- Fuor_xria S B Hubberd C N
the benefit, and he can to-day, if he S0 | tions of trade that even a simple mixture Tampa Hardwire Co. Tampa ' C
wills, obtain a very intimate knowledge of | of lsaad and o1l will be more satisfactorily | Georgia '
paints, both 1n their technicaland economic | made, with better assurance as to advan- N. L. Willet Drug Co.. Augusta
aspects. ° tage of price and security against adultera- * “""g’s E Watson C. n
- - n N 1CAT0
Anothcr result, contrary to earlier ex- | tion, by the well-equipped factory than by e Fater e Peraage
pectation, yet entirely in accord with the t!u: 5h°gvh",”“‘ llm;‘ted equlpbment anif;cnh- “‘d‘;:: Evanswille Palat & Varmish
n - . . .'. b <V id
logic of things, has been the specialization tiess 'S much may be r.e‘g‘" & a’s: Co., Ld, Evansville
of the industry and the establishment of settled; but the question o straight Towa
‘ry o . N pigment zersus ° combinations 7’ remains Sickels, Preston & Nutting Co., Davenport -
the ready-mixed paint as the inevitable it : W H Torbert, Dubuque
: ! Is a combination of zinc and lead or of T W Edgerly & Co Oitque
raint of the future. It is worthy of note | these with an “inert”’ pigment intrinsical. Hormick. Hesk & More. Stoux City
that nearly all large industrial consumers ly as economical as 2 mixture of simp[g Kansas
of paunt, even those that order by specifi- | white lead and oil?—for practically all A.B Whiung Paint & Glass Co . Topeka
cation and formula, are inchning more and { ready-mixed pajnts are combinations of xen;:c:]::son Bios. & Co Lowsviile .!
more to the purchase of compounds ready | the kind indicated. Maryland -
for the brush, and this tendency is inten- We not only belteve 1t to have been Cariin & Fulton, Balumore
sified every year. Painters also, with fu‘lly established that they are more econo- | Massachusetes
mical ; but we also believe that the great E &F King & Co., Boston
numerous exceptions among those who |, . s - N Minnesata
ull believe 1t possible to maintain the increase in their consumption, contrary to Hackers, Walher. Gaten Hawe
f " N A " the general received opinion, has marvel- Co. o St Paul
competition of hand against machine, are | 51y stimulated the production and cen- | Montana .
rapidly yielding to the logic of facts, and { sumption of white lead, and will continue A M Holter Hiwe Co , Helena
more and more limiting their shop manipu- | to do so until such time as the advance of = New York
) . a al n led hall pl ithin th ch Buffalo Glass Co , Buffalo
ation to exigencies and special require- | knowledge shall place within the reach of Sickies & Nuting Co . New York City
iments. paint manufacturers a white pigment with- Burhans & Black e & Cn . Thaacuse

The objections to this form of paint have | out defects and an oil which shall be all ! ngren carolina

been threefold: the first on the score of : thatlinseed oil ought to be and is not. ! Burwet} & Dunn Co Charlotte
possible, or as it is often asserted, inevit- | ) Ohig tn Bros Hawe G Coumb
able fraud; the second on behalf of the f€‘€<‘<€<<<<<eﬁ«<<e('~‘w | Meren s ca < Toledo
painter, whose sphere of activity is cir- i Oklahoma Terntory
cumscnbed by 1t : the third, the technical i Alexander Drug Co . Okizhoma City
vbjection on the score of quality and Oregon
ecanomy F. E Beach & Co., Portland

’ . . P 1

The first objection has been practically °"§”{3"§;‘m& Sons, Easton .‘
eliminated, asindicated above, by the com- N - rtveare Co g?";%\";r
petition of manufacturers and by the Zo, Readmgk
Phelps-Straw & Co ‘Wiikesbarre

rapidly-growing tendency of the latter to |
advertise and guarantee the general form-
ula, [t 1s also easy to insure against it
by means of the techmical information

Rhode Island
L'vE:lon Hdwe 8& Electric Supply

0., Provtdence
South Carchina ‘

DIIIIPIIPCCCECCEECELCCCEECEREcceaEecece

now aviulable to anyone. The second . Muray Drug Co , Columbia
. . ; et ennecsses
objection is on all fours with that farmerly B g Watti, Chavanooga

urged against the sewing machine, the Benedict, Warren & Davidson

IDDIDIDD5IDID3IIDIIDDIISIDISIIDIIISDIIIDIT

power loom and all other mechanical im- The special prize offer on S per DBrug Co.. Mempins
provements and falls before the same facts of $5.00 assorted cases of these Texas '
-increased employment following de- goods will be continued through 2‘:;‘,?,1"," lar]-le I(J:ﬁné Co. ?ﬂ;ﬁ,‘.‘;,”,
creased cost. . . Utan

The third objection 15 the one around the month of April.  All notifica- hr Culmer & Bro . Salt Lake
which most of the controversy has cen- tions of sales received by us up Virginia

~mi i in f; Barker-Jennings Hdwe Cu , Lynchbor

tered ,'Can ready: m|>sed paints, in fact, be to May 30th, inclusive, will be s gs Hdwe Cu ynchborg
as satisfactory technically as paints pre- . ‘: ‘;“J": &c Tac
pared for the occasion by an expert —what? couoted.  It’s a quick-seller and a Spokane Drag Coo, Spokane
An expert paint manufacturer, chemist, good proposition. West Varginia
technician? Noj; an expert spreader of xh, ’;\ The Kanawha Drug Co , Charleston

. . . . The Watllams & Davisson Co, Clarksburg
painf. That, in the last analysis, is the 33IDDIDIDIIDIDIDIIIDIIIIY W H. Chapman & Sons, Wheehing
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The Boys Who Sent In Car-
Load Orders This Week:

E. R. HOAG,
V. J. CARLYLE.

Ed. mide a new distributer at Phila-
delphia, Pa.—The Shoemaker & Busch
Drug Co.—the first order being a twenty
ton car.

Mr. Carlyle sent in a car-load order
from our distnbuters, Burhans & Black
Co., of Syracuse, N. Y.

Give Us a Lift,

The Promotion and Publicity Depart-
ment wants photographs of windew dis-
plays of New Era Paint and ‘ Acme
Quality’* gouds.  These make good
Wustrations for Spasfers, and we give a
brief mention of the firm making the dis-
play. We have to lock to the * boys™
on the road to get these for us. It helps
us help you to sell * Acme Quality”
goods. Don’t hesitate whenever you see
a good window display of our gnods. Get
a photographer and send us the picture.
**Come on, boys,”’ and help us out on
this proposition.

We are in receipt of an order for New
Era Paint from Cruze-Sterling Co., of
Knoxville, Tenn., and upon the bottom of
the letter is a notation as follows:

*“ We are taking the town.”’

New Era Coach and Carrisge Vatnishes
and Japans.

You all know that we can justly feel
proud.of our praduct. in.the varnish hne.
Our Agricultural Varnishes have received
the highest endorsement of our many
friends in the teade. It took time to sur-
round the whole proposition and get in
shape to furaish exactly what is required
for varnishing anything that requires
varnishing and dong it nght, from the
most unimportant to the very best and
most critical piece of work. We are
pleased to state that we have arrived at
that stage. We recognized the fact that
the requirements of the carriage manufac-
turing trade were particularly critical.
This necessitated not only the use of the
best materials known to the science of
varnish making, but in connection the
engagement of skilled varnish makers,
who had made a life study of the busi-
ness, and we were most fortunate in our
selection.

In our present New Era Coach and
Carriage Varnishes and Japans we offer
our friends in the carnage trade goods
that wall fill their wants perfectly, One
great trouble is frequently encountered by
large consumers of varnish. One lot of
goods will be found just right. The next
will be entirely different, causing all kinds
of trouble and annoyance. We can ap-
i preciate just how the trade feel who have

to contend with anything of this kind.
* We made up our minds that nothing of
this character will cause comment from

our friends in the trade. We have the
facilities for turning out an absolutely
uniform product.

We have ample tankage capacity to per-
mit our goods to ripen properly. Our
corps of varmsh makers know their
business to a finish. Not only this, but
as an additional safeguard every batch of
varnish before being shipped is carefully
tested by thoroughly competent people who
are speciabists in performing this particular
work, There is no reason, therefore, why
this branch of our varnish line should not
forge to the front with rapid strides. That
the goods are right up to the handle there
is no question. Fhis assurance should
bring business and lots of 1t.

We think that we have reason to con-
gratulate ourselves on what we have ac-
comphished, We depend on you to do the
rest.

¢ Take Hold and Lift.”’

‘ [NV
' PairtShare sh
)
i Revuner

Our sales of Acme Paint and Varnish
Remover are increasing, but not so fast as
we would wish to see. If our representa-
tives would make up their minds they
could sell a few gallons of these goods on
every order they took. Tryit.

The factory manager has come to the
Sales Department with a request for more
orders. Let us all pull together and try to
snow them under so far that we will not
have any more complaints of this char-
acter fram the factory end until mid-
summer at any rate.
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The Man Who-Is-Afraid-of-Work.

Of all sad and pitiful things m this
world of opportunity and brightness, the
saddest and most pitiful is the man-who-
is-afraid-ofswork.  The tramp who has
lost self-respect and shirks the respon-
sibilities of life is not the one considered
here. Heis known for what he is. But
the short-sighted man who neglects his
opportunities, leaves his tasks half done,
works for his salary anrd not for himself,
who is afrald of doing more than he
should, in short, the man-who-is-afraid-of-
work, 15 a subject for the profoundest
pity. He moves through his narrow span
of years a failure often because he hasn’t
known, hasn’t recognized that he is lazy
-—afraid of work. Helpless, hopeless,
dragging his weary existence out' Pity,
pity the man who s afrad of work !

The most fascinating and the most
common-place thing n the world i1s the
story of successful men: fasanating, be-
cause there 1s that 1n every successful life
that thrills, encourages, gives us a glimpse
of what we ourselves might be; common-
place, because the thing 1s so simple and
casy. We scck for the magic wand that
wiil begutle success so that we may em-
brace and hold her, and, behold, there 1s
no magic wand revealed in the lives of
great men—only seeming commonplaces :
application, energy, singleness of purpose,
delermination and work, work, work. 1t
1s all one story—the same plot, same
setting, same action, same ending. The
laggard, the man-who-is-afrard.of-work,
can’t find anything there to set him on
fire, Not he! But the man who is in
earnest finds the story of thnlling, marvel-
ous, tnspiring interest. 1 can is marked
on his brow, and work is his hope and
salvation.~- Pacific Monthly.

Paint and Varnish Remover.

Springfield, Mass . March 3, 1904,
| have demomstrated our Pamnt znd Varmsh Re-
mover several umes during the past week, and always
with sume othier make  The 1esult has always been
{he same. ¥1z , Acme away (n the lead The argument
of applying 1t on perpendicular masterial appeals to
any dealer or consumer, and where a man has not a
large quantity of some other *“ stuff”” on hand, have

secured an order Yours truly,
G J RICHARDSON.

Ann Arbor, Mich , March 1o, 1904,
Acme White Lead and Color Works,
Detroit, Muh
Gentlemen —By referring to your baooks you wil}
find on January 5. 3604, you shipped as o gallons in
s's Stucco Wall Size, with the understanding if 1t
met our approval we were to buy one barrel at same
price, We find goods to be all Q. K, and as we are
people of vur word wilh nuw have the barrel shipped
via tie D Y.A A & J. electric ine  Shait exgect
you to »hip at oace. Yours respectfully,
BANCROFT & Co

Geniys and Hard Work.

One hears much on the subject of
genius. The idea seems to prevail—a
mistaken 1dea—that a genius can accom-
plish much by working little. In business
[ believe genius 15 the faculty of finding
just what one is fitted for—and hard work.
There is no doubt in my mind that these
two charactenstics and ordinary ability
constitute what is generally taken for
genius. You will say that a man must be
possessed of extraordinary ability to be-
come a great factor in the commercial
world.  Quite true, but it is a hard, long,
irksome toiling apprenticeship that makes
that ability. In few cases is it born in a
man, while in the majority it is developed.
The trouble is that while we desire that
extraordinary power we are entirely too
unwilling to labor enough to acquire t.
Success means unremitting tol in our
apprenticeship. It 1s only through tre-
mendous labor that anything in the
material world can  be accumplished.
When looking over a completed piece of
work how easy it is to overlook the
mighty effort made in its construction.

No man knows his qualifications until
he has labored to find them out. Few are
willing to endure the restless toill neces-
sary to discover their capacity. Then
invariably follows the accusation against
nature for not endowing them with un-
natural gifts. Of course some fortunate
few are gifted with uncommon genius, but
the greatest factor in genius 18 1ncessant
wl,  No doubt almost as great i1s the
faculty of finding in what chaonel you
should direct your efforts, and this, too,
requires too much effort for the many.

A century of labor would not enable J.
Pierpant Morgan to pant hke Le Page; to
write ke Poe; and he could never equal
the Niath Symphopy by Beethoven; but
he 1s 4 business genius and no doubt Le
Page, Poe cr Beethoven, if they toiled for
years and years could not manage the
gigantic deals that have made Morgan
famous.— By Forbes Forbes n the Bus:-
ness IWorld.

We think our representatives should
be taking more interest in our special
varnish offer. This is a very liberal
proposition and should be taken advantage
af. ** Come on, boys.”

The Live Man.

The Live Man 1z like the little pig; heis
weaned young and begins tew rootarly,

He iz the pepper-sass ov creation—the
allspice ov the world.

One Live Man in a village is like a case
ov itch in a district skool—he sets evry
boddy scratching at onst.—/josk Billings.

Our General Distributers,

Alabama

Gray & Dudley Hardware Co .
Arkansas

Whitlaw-Willlams Drug Co,
Cahtornia

H R Tibbetts Paini Co .

Tenbrook & Co .

H R Tibbetrs Pam1 Co
Flunda

The S B Hudbard Co .

Tampa Hardware Co
Geargia

N L Willet Drug Co ,
[inois

Geo E Watson Co |

Colburn, Birks & Co
Indtana

The Evanswville Paint & Varnish
Co,

Iown
Sickels, Preston & Nutting Co ,
w Torbert,
3 W Edgerly & Co

Hormeic, Hess & More,
Kansas

A B Whiting Pant & Glass Co
Keatueky

Robnson Bros. & Co ,
Lousiang

David Bernbardt,
Maryland

Carlin & Fulwon,
Massachusetts

E &F King&Co .
Minncsota

Hackett, Walther, Gales Hdwe
Montana

A M Holter Hiwe Co .
New York

Buffalo Glass Co ,
Sickles & Nutting Co ,
Burhons & Black Cs .

Jno L Thompson, Sons & Co . T

North Carolina
Burwell & Dunn Co

. Oleo

Smith Bros Hiwe Co .,
Merrel: & Co .

Oklaboma Territary
Alexander Drug Co .
Oregon
F E Beach & Co,
Pennsylvama
J C TungerCo,
Logan-Gregg Hardware Co
Bird Hardware Co ,
Phelps-Straw & Co
Rhode Jaland
thx:lon lidwe & Electric Supply
0,

South Carolina
Musrzy Drug Co,
Tennessee

Frius & Wrehl
Beiedict, Warren & Davidson

0,
Strother Drug Co ,
Warren-Yarburough Pant &
Glass Co ,
Texas

Houston Drug Co ,
Greiner-Kelly Drug Co..

Utab
G F Catmer & Bro
Virginia
Barker-Jennings Hdwe Co .
Washington
A S Johnson & Co .
Spokane Drug Co.,
West Virginia

The Kanawhz Drug Co .
The Wilhiams & Davisson Co .
W H Chapman & Sons,

Birminghzm
Fayeltevilla

Los Angeles
Sacramerto
San Diego

Jacksonville S
Tampa

Augusta

Chicago
Peona

Evansville

Davenport
Dubuque
COttumwa
Sioux Cily

Topeka

Lowisville

New Orfeans

Balumrore

Boston

St Paul
telena

Buffalo

New York City
Syracuse

Toy

Charlotte

Columbus
Toledo

QOklahoma City

Poritand

[ |

Hznover
Pittsburg
Reading
Wilkesbarre

Providence
Columbia

Chattanooga

Memphls
Bnistol

Nashville -

Hcuston
Sherman

Salt Lake
Lynchburg

Tacema
Spokane

Charleston
Clarksbarg
Wheeling
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French Crown Tinting Ochre.

For the purpose of confirming our belief
thatin *‘ French Crown'’ we are offering
a tinting ochre having great merit, we
took occasion to submit a considerable
number of samples to practical, critical
consumers, who find it necessary to utilize
large quantities of goods in this line an-
nually. We looked for favorable reports
and were not disappointed. What pleased
us particularly was the fact that the great
desirability of this Ochre was referred to
by the recipients of samples in such glow-
g terms.

We claim for this Ochre unusual tinting
strength, brilliancy, beauty of tone and
fineness of grind, and that the goods are
of exceptional value as compared with the
actual cost of ordinary ochres, when the
difference in quantity required and the
character of results produced are properly
considered.

Keep this line constantly before you.
Secure a trial order from every dealer you
call on. The result will be another order
the next time you call, and probably a
number of repeat orders in the interval.
We should sell rafts of this Ochre. The
existing demand is practically unlimited.
The reason we have not sold more is no
doubt due to the season being somewhat
backwatd; but from now on our business
in this Ochre should show a visible and
steady increase.

We hope to be able to extend congratu.
lations at the end of the season to the
effect that we are more than pleased at the
showing made.

As to Prepared Paints,

In spite of the fact that the paint grind-
ers have long been the target of abuse
from all sides, they have generally
managed to thrive and extend their busi-
ness, There must be a good reason for
this phenomenon, since nothing persists
in the long run that does not justify its
existence. We have been informed often
enough to know it by heart, that paint
grinders as a class are adulterators and
confidence men; but still the world goes
on buying their sophisticated compounds
and confiding in their arguments. This
fact is nothing short of phenomenal. Let
us see if we can explain it, Starting with
President Lincoln’s axiom that, * You can
fool all of the people some of the time and
some of the people all of the time, but you
can’t fool all the people all the time.”” It
must be admitted that the paint grinders,
if they ever did so, are no longer fooling
all the people. A large number of the
people, then, know that grinders’ whites,
etc., by whatever name they may be called,
are not pure lead. We have then before
us two facts: that a steadily decreasing
number of people are deceived as to the
character of prepared pants; and that a
steadily increasing number of people are
using such paints.

These conjoined facts would naturally
lead an unprejudiced inquirer to the con.
clusion that such paints have proved their
economic value; but panters and manu-
facturers of certain classes of raw materials
unite in deprecating such a conclusion.
Let us see whether the conclusion 1s
justified.

Paints—prepared paints as well as others
—are made to sell. Their sale depends
ultimately upon their value as painting
materials, this value being predicated,
upon several conditions, such as first coat,
convenience, economy of application,
economy of material, beauty of result,
durability, etc. The painting material
which yields the highest factor as the

'now on the market) can be.

sum of these elements is the best paint.
Can it be possible that the public has dis-
covered this factor to be highest with the
despised products of the grinder? It looks
that way indeed.

Taking the points of paint value as we
have stated them : the first cost of a gallon
of ready mixed paint or a pound of pre-
pared paint is certainly less than its
equivalent in * strength'’ or ‘‘pure”
material; the mixed paint is certainly
more conuvenient for use {this being one
of the principal objections of painters
against the introduction); we can leave
out of the catagory as debatable (but
surely nothing more) the question of
economy of application; as for economy of
material, no ane who i1s familiar with the
experiments of Mr. Oliver . Goodell, as
published by the Peninsular Lead and
Color Works, of Detroit (1896), need
remain in doubt upon that point; and in
beauty of result these paints are at least
equal to anything the painter can achieve
in his own shop, with the additional ad-
vantage of undeviating uniformity; as to
durability—that is the crux of the whole
matter and still remains without official
settlement.

For ourselves—and our conclusion ts the
result of much observation, much listening
and extensive reading—we are convinced
that a properly prepared combination paint
is more durable in any situation than a
straight pzint (considering only the paints
This is a
result that would be rationally expected
when a large number of shrewd, practical
men, whose only object is to surpass other
manufacturers, devote their energies, in-
telligence and resources to the production
and improvement of paint.

Thus far we have considered only the
better class of prepared and ready mixed
paints—those that we are offered for
quality, and especially those that are
generally classed as * adulterated leads.”
The cheaper and poorer grades have their
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place also, as have the sour-milk and other
cheap substitutes of the painter.

The painters, we believe, are falling 1ato
grave error in opposing prepared paints.
The reasons for this opposition are too
patent and too selfish to redound to their
advantage; while, on the other hand, they
are attemipting the hopeless task of block-
ing the wheels of progress when they

propose to perpetuate the methods that ;
The |

prevailed a quarter of a century ago.
standing of the painter to-day depends
largely upon his knowledge of the artistic
and the technical provinces of his craft,
and but httle upon his skill or knowledge
as a manufacturer. Common sense and
economy require that all manufacturing

scale under conditions 1nsuring uniformity
and the highest economic skill. The
painter recognizes this fact in buying his
lead and his colors ground in oil, and in

“ buying special varmshes for special uses.

He will, in the future, have to recognize
the same principle of progress in regard to
all his matenals, or he will eventually see
his patronage driftng into the hands of
painting mechanws, skilled only in the use
of the brush,

In view of this possibility, of which the
signs are evident to ali painters, would 1t
not profit the painters as a body to investi-
gate dispassionately the panting value of
the various combination paints, irrespec-
tive of preconcetved prejudice or second-
hand **scientific ” conclusions?—Drugs,
QOils and Pants.

Our representatne: will regret to learn
that Mrs. H. C. Cater met with a very
sennus accident as the result of falling
down staws. Her arm was broken and
she was otherwise injured. We express
for our representatives and the many
friends of Mr. and Mrs. Cater at the

White City, the most sincere sympathy !

and wishes for speedy recovery.
Apprecxate the Co-operation.
Birmingham, Ala , March 26th, 1goa.
A mg Whine Lead ard Color Works,
Detrolt, Mich
Gentlemen  We thank you for the support you are
giving us every way tn the paint business and hope
we will be 1bie to help inmcreasing the paint business
in thes district sufircient to Justfy your copunuance
n this matter Youss truly.
GRrAY & Duptey HARDWARE CO

The Live Man.

The Live Man iz az full ov bizness az
the conductor ov a street kar—he iz often
like a hornet, very bizzy, but about what,
the Lord only knows.

A man who kan draw New Orleans

'
half inch augur hole, and sing “ Home’
Sweet Home!’" while the molassis 1z
running, may be strictly honest, but he
ain't sudden enuff for this climate.

He lights up like a cotton faktory, and
hain’t got any more time tew spare than
a skoolboy has Saturday afternoons.

He is hke a decoy duck, alwus above
water, and lives at least eighteen months
each year.

He is hike a runaway hoss; he gits the
whole ov the road.

He trots when he walks, and lies down
at night only bekause evervboddy else
duz.

The Live Man is not always a deep

. thinker; he just as
operations shall be conducted on a large * t ¥ Jumps at conclusions, just as

a frog duz, and don’t alwus land at the
spot he 15 logking at.
— jas)z Brlitngs,

/m\@
]ﬂ*s\ > off ==
T W OQONNDR, SALzs MAHaoER

We have just closed contract with the
National Novelty Corporation, New York
City, covenng the requirements of their
various plants i pamnts, enamels and
varnishes.  Thisis a very large mece of
business, embracing, as it does, twenty-
seven distinct toy manufacturing plants
in different parts of the country. We are
very much gralified over securing this
contract, as all of the large paint manu-
facturers were in competition,

UL

We have recently closed with the Mar-
seilles Harrow Manufactuning Co., Mar-
seilles, [, covering a complete dipping
outfit of our patent tanks, to be used mn
connection with - materials of our manu-
facture, also year’s contract,

Dawvis  Manufacturing Co., St. Lows,
Mo., a full carload of Neal’s Bedstead
Enamel. We call attention to this ship-
ment with pride, pardonable we believe,

Our General Distrib

Alabama

Gray & Dudiey Hardware Co ,
Arkansas

Whitlow-Williams Drug Co ,
Cahformia

H.R T«bbens Pamt Ce ,

Ten brock &

H.R Tibbetts Pam( Co,

Florida

The S B Hunbard Cao..

Tampa Hardwere Co
Georgia

N L Wiliet Drug Co.,
Ilinos

Geo E Wawson Co ,

Brady Bros Hardware Co

Coiburn, Birks & Cr.
Indiana

uters.

Birmingham
Fayetteviile

Los Angeles
Sacramento
San Diego

Jacksonviide
“mpa

Augusia

Chicago
Jacksonvilie
Peona

The Evansville Paint & Varnish

o, Lta,
lowa
Sickels, Presten & Nuatting Co
w Torbert,
J W Edgerly & Co.
Hormck. Hess & More,

Kanasa;

A B Wihtung Pamt & Glass Co
Rentucky

Robinson Bros & Co ,
Loustana

Davtd Bernhardt,
Marylaond

Carlin & Fulon,
Massachusetts

E &F King & Co .
Minnesota

Hackett, Walther, Gates Hdwe

Lo,

Montana

A M Hoiter Hdwe Co .
New Yotk

Butiale Glass Co .
Sickles & Numng Co.,
Burhans & Black Cn .
Jne L Thompson, Sons & Co R
North Carolina
Burwell & Dunn Co
Omo

Smith Bros Hdwe Co
Co-Operating Merchauts Co .

Oxlaborna Territory
Afexander Drug Co
Oregon
F E Beach & Co,
Pennsylvania
Shoemqker & Busch

. .udw«\re Ca

Phelps-Straw & C.o '
Rbode Island
Uncwn Hawe. & Electric Supply
o,

" South Caroh
We recently forwarded to Smith & - e o

as full carload shipments of enamels are -

rather scarce. The goods were for current
nuse and were billed on regular terms.

The scope of our manufacturing facli-
ties 1s well brought out in the fact that we
are handling dry colors, as well as all

other products of our manufacture, in car -

lots. We have just shipped a full carload
of Devil’s Red DNry to the J. L. Case

molassis in the month ov Junuary, thru a | Threshing Machine Co., Racine, Il

|

Murray Drug Co,
Tennessec

Tntts & Wiehl
Beredici, Warren & Davidson

Co
Strolher Drug Co..
Warren-Yarborough Pamnt &
Glase Ca,
Texas
Haowston Drug Co .
Gremer-Kelly Drug Co ,
Otah
G F. Culmer % Bro,
Virgipia
Barker-Jennings Hdwe Co ,
Washington
A S Jahason & Ce,
Spokane Drug Co ,
West Virginma
The Kanawha Drug Co ,
The Wilhams & Davisson Co.,
W H. Chapman & Sons,

Evansvilie

Davenport
Dubugue
Ounwa
Sioux City

Topeka

Lowmsville

New Orleans

Balturore

Boston

St Paul

Helena

Buffalo

New York City

Syracuce
Troy

Charlutce

Columbus
Toledo

Okluhomia City

Portiand

Praladelphia,

Hanover
Pittsburg
Reading
Wilkesbarre

Providence
Columbia

Chattangoga

Memphis
Bristol

Nashville

Houston
Sherman

Sait Lake
Lynchburg

Tacoma
Spokane

Charleston
Clarksburg
Wheeling
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Porch Furniture Contest.

/ Standing of Salesmen on Sales of
Potch Futaiture Enamel, April
Ist to 6th, iaclusive.

E. G. PEARCE - st
WATSON WESLEY 2nd
H. L. WILSON 3rd
H. F. WBITAKER 4th
J. J. MAHONEY - sth
C. F. PULFER - 6th

»E RN P 5

&

G

SESSIHOIDBIPSOIIIIIB
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Description of Porch Furpiture Enamel.

Withtin the last year or two, porch fur-
niture has come mnto general use. Those
who have not bought furniture designed
for this particular purpose have resurrected
their old woodenware and painted it up n
bright colors to do duty on the ver-
anda or lawn. And all of this has to be
brightened up every year. When you
stop to think of the volume of business in
this article alone, especially in the cities
and towns, it is astenishing.

The Acsne Furmiure Enamel has been
brought out to fill this demand. It is
suitable for painting porch chairs, veranda
and lawn seats, lawn swings, flower
stands, window boxes, and anythiog sub-
jected to extreme changes that requires
bright color in varnish, The red will not
turn white like cheap vermilion, It is put

4

! will not turn white when 1t gets wet, nor

y
up at a less pnce than any other bright

red that js ground in this class of varnish :
and is supposed to be a counter Irritant to
the rays of Old Sol. The green 1s a
bright, cool color that would make one
forget that the thermometer was 100 in
the shade, and 1s the exact shade that 1s
required for this class of painting. The
black is for ron ralings, iron seats, etc.
The varnish in these colors is ground, and

will 1t soften from the sun’s heat so as to
stick to the clothing.

There is a good margin of profit to the
dealer. The assortment which he buys
for $5.00 retails for $9.00, netting him 8o
per cent. The investment is small so the
risk is slight. The goods are handsomely
labeled and are easy to sell. If he wil]
properly display the window card sent
with each assortment, his customers will
do the rest.

Good News.

Good news to us means the season of
the year when the Knight of the Brush 1s
once more engaged in his chosen voca-
tion. It means that cur many friends in
the trade should take immediate steps to
*stock up”” the dealer in anticipation of
the demand from his customers for ‘‘Acme
Quality” goods, and our distributers
figuring in advance, as they safely can,
that as soon as the season 1s in full swing,
orders will pour in on them at a rate that
will agreeably surprise them. We are
greatly mistaken if 1904 does not prove to
be a year in the paint line that will long be
remembered with pleasure.

We have experienced a severe winter,
now happily at an end, We expect that !
our patience will be rewarded by the en-
joyment of a long, glorious spring and

summer, resulting In an unprecedent
demand for * Acme Quality ”  goods
generally.

Don’t be satisfied with selling your
friends in the trade one or two lines.
Make them feel that in the matter of qual-

1ty and desirability notlung wall be found
lacking in a single lne offered. You
know that this 1s so, and you shoeuld
make it your business to see that the trade
knowsit. Place facts before them in such
a manner that they won’t forget it.

See if you cannot add a great many new
customers to your friends in the trade
before close of the season. Persistent
effort, backed by goods that will bear out
your strongest endorsement, must win the
day.

Come on, boys!

Has Jap-a-Lac on the Run.

In conversation with a practical painter
the other day, the writer brought up the
question of floor finishes in a casual man-
ner. The pantersaid he had recently had
the merits of two lines of floor finishes
demonstrated to him by actual compara-
tive tests. He said that about three
months ago he had a contract to finish two
new houses for the same party. His con-
tract specified Jap-a-Lac (natural) for
the floors 1n one of the houses, which he
used. In the other he used Davies’
Varno-Floor-Stain (natural floor finish).
Only the other day he was called to refin-
ish the floors he had originally done with
Jap-a-Lac, as wherever they had been
walked upon the wood was bare. He
inspected the floors finished with Varno-
Floor-Stain and said they scarcely showed
signs of wear. Both houses had been
occupied the same length of time. This Is
worth bearing in mind.

The New Man,

He is jist as necessary as the grease on
an axle-tree,

He don’t die titch, but alwus dies bizzy,
and meets death a good deal az an oyster
duz, without making enny fuss.

He is the Amerikan pet, a perfekt mys-
tery tew foreigners; but he has done more
(with charcoal) tew work out the great-
ness of this country than any other man
in it. —Josk Billings.
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What Is The Best Paint ?

Address delivered by the publisher of
Drugs, Oils and Paints, at the annual
convention of the Pennsylvania State
Association of Master House Painters and
Decorators, Pittsburgh, Jan. 12, 1898:
Mr. President and Gentlemen:

What | am about to say may not be
pleasing to the majority of you, but if we
always hear what we want to hear, we
shall, as the French say, never arrive. It
may be presumption on my part that leads
me to think [ can tell the leaders of the
painting craft anything new regarding
any of the materials they use. 1 admit at
the start that I know very hittle about the
practical details of the subject from the
point of view of the paint-brush. But |
have some views of the matter, gleaned
from a somewhat intimate knowledge of
matenials, a somewhat extended acquaint-
ance with manufactorers, and a fairly
comprehensive familianty with the htera-
ture of the subject, general and technical;
and from these views I may be able to
formulate some suggestion that will be of
use to you as practical men,

| do not intend to give vyou any
“painter’s science;’ for science 1s an
argument of which the adept always
manages to retain the <ool end. | would
not insolt your-itelligente by offering -to
you anything short of exact science, and

5108 sy

Ik

exact science is not taught in platform ad-
dresses or trade pamphlets. I could, of
course, lell you that if you turn a blow-
ptpe on pure white lead you will get a
bead of the metal, or If you distil zinc
white you will get the pure metal; but
that would indicate nothing as to the
value of either in painting, since the same
results can be obtained with ordinary sur-
gical plaster or with zinc ointment, and
neither of these has anything to do with
: painting.  After all the dust of quasi-
science has been laid, the gquestion,
“What is the best paint?'' remains for
you to answer,

I shall merely say something about com-
bination paints—a subject with which you
are all famibar; but a matter regarding
which paint manufacturers appear to have
learned a great deal more than painters.
My reason for talking to you about com-
bination pamts is entirely impersonal:
[ am not a paint manufacturer and own no
stock in any manufactory; but it is be-
cause their knowledge of how to use the
several pigments in combination enables
the manufacturers of prepared paints to
compete with you in the painting market,
that [ think you will find a study of this
subject intereshing and profitable. The
principal materials used for combination
I are white lead, zinc white, and the inert
materials—barytes, whiting, etc.

i / I
EET rwrrend 4 / .
T n W (I
o aou
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Standing of Districts

on Total Amount of Sales for the
Month of March

$5.00 and $10.00 Assortments

District A. .... . . . . 1stPosition
“ B el . - 2d “
L - S, 3d ¢
“ C.oveiee oee o gth
“ D viier eie aee. sth
¢ Gaenns c e 6th  “
“ F, «ooth ¢
55E ‘:I:‘I':-" e K ieevan v siienn 8th “
e S, “OH e Y
| woth
AN . nth°
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P ouy

I can add nothing to your knowledge of
white lead. Every painter in the land,
and indeed every consumer, knows that
all corroders’ brands of this material are
pure, and evervone knows how readily
they may be colored to any desired tinl or
shade. You know why the lead of to-day
is not so good as the lead of ‘“the Dad-
dies,” and also why the lead of to-day is
better than ever before, and you know
how its faults always lie in some other
fellow’s brand or in the surreptitious in-
troduction of adulterants; but, with due
submission, painters don’t know as much
about zinc as they know about lead,

It is natural that this should be so,
since the manufacture of zinc-white on an M

. _d
economic scale In France dates back less
than fifty vears, while the manufacture of
white lead began before the tribes of
Western Europe began to wear clothes,
The discovery of the American zinc white o
process 1s still more recent, dating from
about forty years ago, when Col. Samuel
Wetherill invented a furnace for direct
sublimation from low-grade ores.

French zinc is made by heating the
metal until 1t vaporizes, and when the
metallic vapor encounters the air it oxi-
dizes—producing oxide of zinc or zin¢
white. American zinc white is made by
heating an ore of zinc (the largest avail-
able body of the ore bemg the deposit of
Franklinite in Sussex County, N. J.)
in combination with powdered anthracite
coal 1n a furnace with perforated grate

bars.

(I

(76 te continued e onr next issue)

His First Born.

JIMMY DOUGALL, NO 1

We are just in receipt of advices to the
effect that Jimmy Dougall No. z has
arnved. He, we understand, is a 10-
pounder with an extra quantity thrown in.
You must not get this confused with our
No. z N. C. P. Assortment with extra
quantity gratis. Jim says this is a good
investment and expects to carry a full
stock of these goodsin future, Heassures
us 1t 1s ““Acme Quality.”

0007-SWP-000128368



o=,

MR A M WOODWARD

/)nrolm! to Alulters of In/tre:f 10 Our /(« Prese e s,
OETROIT. MICH

VOL. I. APRIL 16 1904, o ‘_NO.{,Z

PURLISHMED BY

THE THE HOME OF

. WHITE CITY ' e ' ‘q ' E

PLANT OF THE ACME WHITE LEAD AND COLOR WORKS., DETROIT, MICH.

Y + States, while a >mgle establishment in i own shop? Isit thnt the better gradcs of
France turns out yearly about gcoo tons. | them produce eftects inferior to those

American painters have generally certain | produced by his own combinations® |
well defined objections to zinc and com- | don’t belleve either proposition, but think
monly use 1t only where lead, either on ; that his deepest objection (speaking at
account of situation or because of its tone, ! large, of course) 15 based on the fear that

F. R. OOUGALL, $ALES MANASER is inadmissible. French painters use 1it, these handy gouds will take away his

- - i often under Government decree, very | occupation. The supposition is foolish on

The tnformation con!dt;zed tn this generally in places where an American = the face of it. If a painter lives on his

- paper is of a confidential natuve. paintet would think it entirely deb.sved.  ability to mix materials with a paddle or
Please destroy after reading and do But above all stands the fact that in s ability to *‘slather” paint with a

. not leave lying avound. America over 26,000 tons are used ans  brush, tus occupation is already doomed—

—- nually, chiefly for painting. The con- trade schools and puainters’ associatiolis

What Is The Best Paint ? sumption of white lead is about three times =~ have marked the beginning of the end of

(Comtrnneed /yom last sy as great, with every painter using lead to | that ¢lass of mechani¢cs. The leading

the extent of his ability, Where does all | painters of to-day are not mechanics: if
this zinc go? Chiefly into prepared palnts * not artists, they are at least artizans and
and combination leads, and every painter ; shrewd business men. They hve by
knows that the use of these 15 every year . their knowledge of decorative art, the
increasing. adaptability of materials, and the economy
What is the painters’ objection to these | of means and methods.
combination paints? s it that they are The farmer may buy his can of ready
less durable than materials mixed i his | mixed paint and ‘ slather” it on with a

Air 1s blown up through the bars :
and oxidizing the zinc in the mixture of !
powdered oré and coal, carnes it off [
through a serles of flues and chambess, t

—_ into mushin bags, in which the fine oxide
is collected. About 26,000 tons of this
product are made annually 1n the United
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brush to his own satisfaction; and some-

grease '’ will, at the end of five years, put
to shame the work of an expert; but we
should remember that but for this ready
mixed paint, this farmer’s house would
probably have gone unpainted, and the
busier farmer nearby would not have been
compelled by the spint of emulation to
employ a pamter, I don’t believe
it ever pays a painter to mix his
own paints. He may be compelled
by modern conditions to do so to a
certain extent; butitis a wasteful method.
He used to grind his own celors with slab
and muller or with a sort of coffee-mill;
but he has got beyond that stage. He
used largely to boil and mix his own
varnishes; but hie knows to-day that the
result when he tampers with his varnishes
1s generally disastrous, He tests the
varmish and then trusts the manufacturer
to duplicate the preferred sample. When
he finds that the quality 15 deteriorating,
he tries another maker. But he does not
commonly attempt to reason a priori by
finding out what the varnish contains and
then arguing 1t must be good for this or
that. The saentific fact stands that a
varnish made with this or that material
at such and such a heat is best adapted to
this or that use—but the painter tesés the
varnish.

How is it when he comes to buy paint?
Does he test the paint and buy on the
result of his tests? or does he start with
the assumption that his material must
conform to this or that chemical formula?
Does he try his white pamnt first on a
building, or does he test 1t with a blow-
pipe?  Many painters indeed, use the
blowpipe only in theory; but the blowpipe
argument prevails all the same in lus
method of purchasing. He doesn’t want
barytes or zinc in his lead; he doesn’t
want prepared paint, because he doesn’t
know what it contains, etc.; the only
thing he does not appear to be very par-
ticular about is petroleum in his turpentine
and linseed oil.

1 am speaking to you now as business
men, and I want to ask this Association
as business men, whether it would not

| crack and peel and blister and scale, and
times a small brush with plenty of *“elbow- : must eventually be burned off ; yet paint

!

pay to find out how paint manufacturers -

have succeeded in fooling the people during
the past forty or fifty vears with mixtures
of lead, zinc and barytes, into the belief
that they were using pure white lead.
Not only have paint manufacturers done
this, but they have yearly increased their
output of the combination paints, into the
composition of some of which no lead
enters at all.

Paiaters tell me that zinc cannot be used
on the outside of a building: that it will

|
i
|
t
l

manufacturers are using something hke
26,000 tons of zin¢ a year, without en-
countering any of these difficulties, Have
the paint manufacturers found a means of
accomplishing what Lincoln pronounced
impossible- -of fooling all the people all the
tme?

We know perfectly well that this 1s not
the case; that old buyers of combination
paints, whatever the brand, are fully in-
formed as to their composite character.
That these people continue to buy them is
a demonstration of their economic value.
[f a house owner found that at the end of,
say fifteen years, it cost him more to keep
his house protected with one kind of paint
than it would with another king, he would
choose the other kind.

This 1s one consideration, and seems to
me a demonstration that puint manufac-
turers have found out things that 1t would
pay the painters to know. After all, paint-
ing, ke everything else, is at the fast a
matter of competition 1n economy.

(70 be continued)

New Era Varaishes,

Here is what Mr. Dempwolf, architect,
of York, Pa., savs about our varnishes :

' New Era varnishes have very fineflowing quahnes,

dre very elasiic and easy working possessing a most
excellent body and brifantlustre  The No-Rub-Flat
is the hinest piece of ‘flat goods | ever saw., 1 have
70 Juubt that they are a pure gum varmsh and witf
use them exclusive in the future ™'

Mr. Dempwolf told this te the J. C.
Tanger Co., of Hanover, Pa. 1 have
never met Mr, Dempwelf, but will call on
him my first trip to York.

E. G. PEARCE

Paint and Varnish Remover.

MOUNTAINHDME, TDAKO, April 2, 3904

Gentlemen —1had an excelient opporiunity yes-
terday of testing our Acme Palnt and Varnish
Remover against three other well Known brands.
1 calted upon Turpening & Pettibane, Nampa, ldaho,
and whilst talking paints, drew out my samp.e bottle
of Acme Palnt and Varnish Remover, explaining its
merns and advantages aver competng brands

Mr Turpening informed me that he was at the time
engaged in removing the varnish from a large walnut
bar und fixtures, that he had used the three brands
abhve mantioned, but that none of them did the work
satlsfactorily , however, If | wished to leave my
sample with him he would try it, and If all nght—!
could call around in the afterncon—would give me an
order, winding up his remarks with the statemant that
from hrs experience of the others, he A1 nut heheve
much n any of them

T left my sample, called in the afternoon, when he
informed me that it was just the thing, that it

accomplished the work in first-class shape and he |

gave me the prder which [ enclose . aiso tetephoned
10 a customer of mine at Boise City to express him a
gallon at once

ALFRED R. KELLY

The Boys Who Sent In Car-

Load Orders This Week:

ALFRED R, KELLY,
A.D HOAGG,
E. R. HOAG.

The car from Mr. Alf._R., Kelly was
shipped to our distributers, F. E. Beuach
& Co., of Portland, Ore.

Mr. A. D. Hoagg sent in a car from our
distributers, J. W. Edgerley & Co., of
Ottumwa, lowa.

Mr, E. R. Hoag's car was from our dis-
tributers at Pittsbucg, Pa.—Logan-Gregg
Hardware Co.

“Come on, Boys!”

Takes 25 Per Cent. Less of New Era.

I called on Giibert Rhoades, Missotia, Mont , the
nther day between trains to tell him | would be in and
sea him Ir 3 day or two and he had 1o tell me what
New Era would do. He sad  *To cover 1.200
square feet 1t would take tour galions ot tead and otlor
any cheap pant.  But 1t only takes three gallons of

New Era for the same amount.’”
N Irn C JONES
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» Porch Furniture Contest.” 4
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Standing of Sa(es:nen on Sales of
Porch Furniture Enamel, April
Ist to f3th, inclusive.

E. G. PEARCE -
\ J. ). MAHONEY 2nd
E. R. HOAG - 3d
WATSON WESLEY 4th
H. F. WHITAKER sth

1st

KECLER

L]

H. L. WILSON 6th
W. J. CARLYLE  7th
S. A. HUNTER - 8th
S, W. NEWELL  oth
M C. F. PULFER - 1oth
3 . D. WILSON tith

G.C. BURNHAM Jr. 12th
/ N. L. MCKENNA 13th
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On Top of the Heap.

We mean “New Era.” We are be-
coming prouder of our product every day.
So are our friends 1n the trade. Now is
the time to make new friends. Don’t take
“no’’ for an answer. Make the record of
your life this season. Start every new
customer with New Era that you possibly
can. Every one of them will quickiy
learn that they were wise in wishing to
be known as agents for ** Acme Quality”’
goods.

As one of our good friends in the trade
aptly puts 1t, in connection with handing
us a nice repeat order for New Era, “Itis
now considered in our city and the sur-
rounding country as ‘ the ittest of the it.’ »

Mr. W. J. Carlyle has landed a new
distributer at Boston—Baldwin, Rebbins
& Co. The first shipment amounted to
three car loads.

Mr. H. H. Hulladay sent us in a car
load order from a new distributer at

Greensboro, N. C., the Leak-Halladay ;

Company.

Mr. Alf R. Kelly sent us in a car load
order this week from the Holter Hardware
Co., of Helena, Montana.

Your last © SPATTERS 15 a * cracker-jack.” and
we enjoy it.

Wilkesbarre, Pa NAGtE DRUG CO

. money ; third, that machinery is not only
more economical, but more efficient than

' is claimed) that a combination of bases

APR!L 23, 1504.

The Logic of Mixed Paints.

(From ** Drugs, Pamts and Qs )

Within the memory of living painters
the wielder of the brush was also a paint
and varnish manufacturer. Every paint
shop was equipped with its slab and muller
for rubbing up colors in oil, and all shops
of any pretentions also had their small
hand mills for grinding and mixing tints
and bases. In the course of time, partly
because of the prevalence of lead poisoning
among painters, partly because of the ob-

vious economy of machine work, and
partly because of the rapid increase of de- !
mand incident npon the growth of the
country, the corroders of lead began to
offer their product ground in oil. This
was the first step in the progress towards
ready-mixed paints. The advantage, both
in the efficiency and economy of this prac-
tice was so immediately obwious that the
color makers quickly followed suit, and
thus corroders and color makers became
paint manufacturers; a new industry belng
thereby created, while shop mixing was
inevitably doomed.

The second step towards the production
of mixed paints came when the corroders,
realizing either the superior results or the
greater profits obtainable from mixtures of
pigments, began to put forth combinations
of lead and barytes, lead and zinc and of
all three matenals, in varying proportions.
These combinations requiring only the
addition of tinting colors, oils, driers and
turpentine, if desired, taught not only the
consuming public, but the painter as well,
severa] important economic facts: first (it

gives better results than a straight or un-
mixed base; second, that with such com-
pounds more work can be done for less

manual labor; fourth, that the umformity
of materials and treatment made possible
by manufacture on a large scale is an
important factor in assuring satisfactory
results.

(Conttrued next week

W 1 CARLYLE

Above cut 1s a very good one of our
Di~trict Sales Manger for the New Eng-
land district, Mr. W. J. Carlyle. Heis a
well pested paint salesman, having had a
world of experience with other manufac-
turers before comingto us. Heishandhng
his district 1n a highly satisfactory manner,
and has succeeded in landing two new
distributers since starting with us.

(EECCCECLECEcEcegess

%

Porch Furniture Contest.

Standing of Acme Salesmen’s Contest.
April 1st to 20th, Inclusive.

E. G. PEARCE - 1st
C. F. PULFER - st
J. J. MAHONEY 1st
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H. F. WHITAKER 2nd
W. J. CARLYLE  3rd
E. R. HOAG - 3rd
WATSON WESLEY 3rd
S. W. NEWELL 4th
H. L. WILSON - 4th
S. A. HUNTER - sth
A. W. MARTIN - sth
[. D. WILSON - sth
G.C.BURNHAM Jr, 6th
M. L. MCKENNA  6ih
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What Is The Best Paint ?
(Concluded fune larl ivyie)

The man who can do the job at the least
cast may get the first order; but he that
shows the best results and saves the pro.
perty owner the most maney at the end of a
series or years, is the one that eventually
holds the trade. In this final adjustment
1t 15 not he that can do the work in the
fewest coats, or with the cheapest ma-
tertals, or in the shortest time that comes
out aliead, it is the man that 1s most profit-

able to the owner 1n the long run thatis |

able to hiwld and ncrease his trade and pay
his bifls.

tf, then, the manufacturers of mixed
paints, with pure white lead, zinc white
and barytes, etc., have been able to crowd
the painters with an always increasing
squeese, there must be some ultimate
economy to the public in the use of mixed
paints. There 15, it strikes me, something
to interest the painters m this problem.
Of course, 1f you buy lead, or zinc, or
barytes, yau are entitled to demaund them
free from any admixture, and 1 have no
apologies to make for misleading labels ;
but would 1t not pay the painters to turn
therr tnvestigations in the direction of
competitive tests and try to learn the rela-
tive value, rathar than the relative purity
of paints? The best paint is not neces-
satily the most durable paint: nor 1s it
neces~itrily the dearest nor the cheapest
patnt, the economic value of a paint 1s the
sum total of the cost of matersal and it~
application, diwvided by the number of
times of renawal within a given term of
years. This comparative value of the
several materials | think has never been
officially determined by pamnters as a
class.  To carry out effectually, it should
be done on a large practical scale—sumul-
tanenus work on a black of exactly similar
new buildings, for nstance—and should
be extended over a series of years. In
this competition mixed paints and com-
bination whites should be included, as

well as pure lead and pure zinc prepared ,

for the purpose by someone who has had
experience 1n the treatment of zinc
About the lead, there would be no trouble
—no ohe runs any danger of getting any-
thing but straight lead and good lead, if
he wants it, to-day.

My own personal belief is that no single
* straight’’ material makes “the best
paint.”” | am persuaded that each of the
three pnincipal maternals in vogue has sts
individual points of supertonty--lead, its
ease of working, its opacity; zinc, ifs
spreading capacity, its tone, its perman-

ence; barytes. its chemical Inertness, 1ts

impermeabtlity. Lead alone (3 am now

! talking theory) does not carry enough ol
| and 15 too susceptible to chemical change
!to furnish this ideal paint; zinc alone
requires too greit care in conditions of
weither and work to yleld perfect satis-
faction i any tut the skillfulest hands;
while birytes alone 1s not offered as a
punting materisl.  But with a paint in
which lead sh il supply body and ease of
working: zinc, whiteness, o1l carrying
capacity and firmness of ¢oat ; and barytes
the inert adjunct of economy, we shall
have very nearly reached the present limits
of possible excellence in the pamnt line.
After all, other things bewng equal, the ol
"in the pigment is what we really paint
with, and no white pigment at present in
use carries so much oil as zinc, therefore
we want zinc in our paints, if for no other
purpose, simply to carry the oll. Remem-
ber, i this summary | am not attacking
lead — lead has during the past three
¢ hundred vears or moreshown a remarkable
I capacity for taking care of itself, in the
face of sundry solemn anathemas by the
French authorities and others; but the
painter wants to know what is best, and 1
am endeavoring ta give him a hint gath-
ered from the evident experience of paint
manufacturers. There is no necessity for
any violence of warfare in deciding this
questton, 1t 1s simply a subject for obser~
vation and unbiased experiment.

You see, | am here toobtain rather than
to give mnformation, 1 think the paintis
not used half freely enough; that three
thin coats ought to be used where two thick
ones are now demanded, and that good
paint never costs anvthing, because 1t
saves more than its price. But the publ
need information on these things; and
when the painter on the one hand tells
them that zin¢c white is no good for out-
side use, and the manufacturer on the
ather hand asserts, and offers money to
back his assertion, that his “ doped > lead

“will outwear any straight material, the
man with his “money up”’ has the better
of the argument, until the painter can cite
official testimony to the contrary. And
whiten he can do that, he can also put the
manufacturer’s money in his pocket and
drive the manufacturer out of business.

New Era Primer.

We have just issued bulletin covering
New Era primer. We wish to say n
connection that there 1s a large demand
for a first-class Primer of this description,
and every New Era agent should handle
some of the New Era Primer. Don’t
overlook this. It gives you a chance to
i build business.

Out General Distribaters,

Alabama

Gray & Dudley Hirdware Co,
Arkansas

Whitlow-Williams Drug Co,
California

H R Tibhetts Pamt Ca .

Binnmgham
Fayettewille

Los Angeles

Tenbronk & Co , Sacramento
H R T.bbeus Pamt Co, San Diego
Flortda
The $ B Huhbard Co , Jacksonviile
Tampa Hardware Co Fampa .
Georgla
N L Wilket Drug Co, Augusta
Ihinows .
Geo E Watson Co, Chicago
Brady Bros Hardware Co Jacksonwille
Colburn, Birks & Cr , Peora
[ndiana A
The Evansvillz Pamt & Varnish _
Co, Ld, Evansville -wvr
{owsa
Sickels, Preston & Nutting Co , Davenport
W 4 Torbert, Dubuque
J W Eigerly & Cu, COttumwa
Hornick, Hess & More, Sioux City
Kaosas -
A B Winung Punt & Glass Co . Topeka
Kentucky ~———
Robinson Bros & Co, Louisville
Lousiana
Dawvid Barnharde, New Qrleans
Maryland
Carlin & Falton, Batturore
Massachusetts
Raldwin-Robbins Co | Ruston
Minnesata
Hacke(t, Waitaer. Gates Hdwe
o . St Paul
Montana
A, M Hotter Hiwe Ca, Helena
New Yok
Buffalo Glass Co . Buffale
Sickles & Nutting Co , New York Cny
Rurhans & BLick Cu Syracuse
Jno L Thompson. Sons & Cn, Troy
North Carolina
Burweil & Dunn Co Charloue
Ohso
Smuh Bros Hiwe Co. Columbus
Co-Opst wing Merchants Co . Toledo
Okxlaboma Terntory
Alexanler Drug Co, OklahomaCity
Oregon .
I'. E Beach & Co, Portiind
Pennsylvania -~
Shoemaker & Busch. Philadelphia,
3 C TwgerCo, 11znover
Logan-Gregg Hardware Co . Pittshurg
Bard Hardware Co, Readmg
Phelps-Straw & Co . Wilkesbarre
Rhode Island -
Unton Hdwe & EClectric Supply
Co. Providence A 4
South Carolina
Murray Drug Co Columbia
Tennessee
Fritts & Wiehl Chattanooga
Benedict, Warren & Davidson
Ca, ~ Memphss
< 4 v Bnstol
A i Pare &
. . Nashville
Texas
Houston Drug Co . Houston
Greiner-Kelly Dreg Co . Sherman
Uzah
G F Culmer & Bro, Salt Lake
Virgima
Barker-Jennings Hdwe Co , Lynchburg
Washington
A § ohnson & Co, Tacoma
Spokane Drug Co . Spokane
West Virginia
The Kanawha Drug Co , Charleston
The Willtams & Davisson Co, Clarksburg
W H Chapman & Sons, Wheeling
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Porch Furniture Contest.

Standing of Acme Salesmen’s Contest.
April Ist to 27th, Inclustve.

J. . MAHONEY - st
C. F. PULFER znd
I. D. WILSON - 2nd
S. W. NEWELL 3rd
E. G. PEARCE - 4th
H. F. WHITAKER 4th
WATSON WESLEY sth
E. R HOAG - 6th
W. J. CARLYLE - 6th
G. S. RICHARDSON 7th
H. L. WILSON - 7th
G.C.BURNHAM Jr. 8h
S. A. HUNTER - 8th
A. W. MARTIN 8th
C. MEHLIG - - 8th
M. L. MCKENNA  o¢th
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Mr. Sam. Hunter sent us in a car load
order this week from our distributers, The
Hackett, Walther, Gates Hardware
Company, of Saint Paul, Minnesota.
This firm has ordered several car loads so

far this season and now that the season is |

opening up in the northwest we expect
them to come thick and fast.

Sell New Eve Pruner lo every New
Era agent.

New Era Primer,

New Era Primer is an addition, and a
very valuable one, to our line of New Era
Paint. Qur friends among the painters,
and the trade generally, will appreciate 1t,
because the demand for an article in this
line has frequently bean made on uvs.

Our reason for deciding to add New Era
Primer to our hne is to enable our friends
in the trade ta offer a piece of goods to
replace the cheap ochres that are so gener-
ally used as primers, and that are known
and acknowledged tn be decidedly detrt-
mental to securing satisfactory, permanent
results. To the use of such cheap ochres
can frequently be attributed unjust com-
plaints on New Era.

New Era Primer is a perfectly made
! piece of goods. The color 1s a distinct
. shade of yellow, bnght and clear in tone,
; and not dull and cloudy as 1» generally
the case with cheap ochres. The calor
is finely ground, bringing out its full
strength and s in every sense an ideal
primer. Cheap ochres offered by many
for priming purpeses are of an inferior
character, frequently showing to a marked
degree the presence of paraffine, fish,
cotton seed, or other injurious oils.

Any practical painter knows that he is
taking grave chances of his work being
pronounced unsatisfactory if he uses cheap
achres, such as we refer to with an admix-
ture of such otls which are entirely foreign
to the science of good paint making.

New Era Pnmer is a stnctly pure
refined linseed ol primer, the best we
know how to make, or that can be made.

On old work, in a fairly good state of
preservation, a prnmer, as a rule, is
unnecessary and the proper number of
coats of New Era should be used through-
out. On new work,or on old work, if the
surface is porous and requires priming,
New Era Primer can be depended on to
do the work and do it well. Through
its use, the proper foundation coat 1s
secured and the finished result wall be mn
, every way satisfactory. We expect that

New Era Primer will win the same high
place in the esteem of our friends in the
trade as New Era and the balance of our
hine. There is no reason why this should
not be the case, because New Era Primer,
hike New Era Paint, is ““Acme Quality.”
New Era Primer 1s offered 1n barrels,
half-barrel, tives, ones, halves and quarts,

Sell New Era Primer fo every New
Ere agent.

“In a Class By Itseft.”

Qur New Era agent in Farmington,
Mo., Mr. Ed. M. Laakman, states thatthe
demand for New Era Paint has been such
that he hasdecided to quit handling several
other brands, and that he propnses to close
out the ather brands nn hand at a sacnifice
so0 as to clean house quickly, and will in
the future handle New Era exclustvely.

Such news 1s very refreshing, [n tak-
ing this action he realizes that he s
promoting the best interests of his patrons
and in connection, his own.

Sell New Era Primer lo every New
Era agent.

The Logic of Mixed Paints.
{(From ‘' Drugs, Peints und Oris ")

At this point the native alerthess of the
Yankee genius caught the logic of the
facts and quickly carried itto its inevitable
conclusion. If it is advantageous and
economical to substitnte machinery and
factory organization for hand labor and
shop rule of thumb in the grinding of lead,
colors and paint bases, why would it not
be similarly advantageous to bBridge the
entire chasm and bring the paint factory
in immediate contact with the brush? If
it is advantageous and economical to
supersede the muller and the hand mll
with the power chaser and buhr mill, why
not also supersede the mixing pot, paddle
and strainer with a mechanical mixer ?

The recent introduction of zinc whnte,
and its general adoption by corroders in
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the preparation of their mixed bases or
** graded leads ' facilitated this develop-
ment and made practicable the production
of a ready-mixed paint in which the pig-
ment would remain fairly well suspended
1n the oil,

The first ready-mixed paint is believed
to have appeared locally about the middle
of the last century. The advantage of the
proposition was so immediately abvious
that paint factories rapidly multiplied all
over the country, and where paint was
before somewhat of a luxury, it speedily
became a necessity. By 1870 there was a
* paint factory ”’ in every village, and in
many thickly populated regions 1t was not
uncommon to find an old barn trans-
formed, with its bench of mills and mixers
vigorously turning out compounds for the
decoration of the neighborheod.

The fierce competition that resulted
from the swift moltiplication of enter-
prises resujted in constant endeavors to
secure advantage by cheapness, and here
the emulsion paint found its chance. Lin-
seed oil was expensive, water was as free
as atr, every druggist knew how to make
oil and water mix, and the paint manu-
facturer speedily availed himself of the
knowledge of his friend, the druggist.

Even n the competition of emulsions,
some remarkable results were achieved;
but time, which proves all things, quietly
proceeded with its demonstations, and the
emulsion palnt, except. where paint.is st
a comparative novelty or luxury, has had
its day. Since 18go the trend has been
steadily back to the pure cil paint, and
the competition has been for absolute
economy—the relative cost divided by the
relative duration of service.

But the introduction of the ready-mixed
paint and the consequent growth of paint
consumption has not only popularized the
knowledge of paint economy, but has
directed upon the subject the attention of
technicians and investigators to an extent
that could not fail to result mn extensive
enlightenment. Owing to the competitive
claims and the eager researches of mixed
paint manufacturers, no less than to the
Interest aroused by them, we know to-day
more ahout pigments, vehicles and paint-
ing conditions than about most subjects
with which the consuming public 1s con-
cerned.

The result of this flood of investigation
could not fail to be a bettering of materials
and methods, a more intelligent selection
and more exact methods of manipulation.
Of this the paint consumer has received
the benefit, and he can to-day, if he so
wills, obtain a very intimate knowledge
of paints, both in their technical and
economic aspects.

Another result, contrary to eatlier expect-
ation yet entirely in accord with the logic
of things, has been the specialization of
the industry and the establishment of the
ready-rmxed paint as the inevitable paint
of the future. It is worthy of note that
nearly all the large industnal consumers of

L

paint, even those that order by specifica-
tion and formula, are inclining more and
more to the purchase of compounds ready
for the brush, and this tendency is inten-
sified every year. Painters also, with
numercus exceptions among those who
still believe it possible to maintain the
competition of hand against machine, are
rapidly vie'ling @ e logic of facts, and
more ikfnmre, o1 e their shop manipu-
lation to exigencies and special require-
ments,

The objections to this ferm of paint
have been threefold: Thefirst, onthe score
of possible, or as it I1s often asserted,
mevitable fraud; the second, on behalf of
the painter, whose sphere of activity is
circumscribed by it; the third, the techni-
cal objechion on the score of quality and
economy.

The first abjection has been practically
eliminated, as indicated above, by the
competition of manufacturers and by the
rapidly-growing tendency of the latter to
advertise and guarantee the general
formula. It is also easy to insure aganst
it by means of the technical information
now available to anyone. The second
objection is on all fours with that formerly
urged against the sewing machine, the
power Joom and all other mechanical
improvements and falls before the same
facts — increased employment following
decreased cost.

The third objection is the one around
which most of the controversy has cen-
tered: Can ready-mixed paints, in fact,
be as sausfactory technically as paints
prepared for the-eccasion
what? An expert paint manufacturer,
chemi~t, technictan? No; an expert
spreader of paint, That, in the last
analys:s. is the question: It 1s the paint-
making specialist pitted agiinst the
specialist in the application of paint; and
should, it strikes us, require no further
discussion. But at bottom the guestion
has still another phase. Regarding the
mere matter of relative ment between a
machine-mixed and a hand-mixed product,
it will be apparent to all who appreciate
modern conditions of trade that even a
simple mixture of lead and o1l will be more
satisfactonly made,ovith better assurance
as to advantage of price and security
against adulteration, by the well-equipped
factory than by the shop. with limited
equipment and facilities. This much may

e .. 5. assettled; but the question of
T pigment versus “‘combina-
tions ** remains.

Is a combination of zinc and lead or of
these with an * inert” pigment intrinsi-
cally as economical as a mixture of simple
white lead and oil ? —for practically all
ready-mixed paints are combinations of
the kind indicated.

We not only believe it to have been
fully established that they are more

economical; but we also believe that the |

great increase in their consumption, con-
trary to the generally received opinion, has
marvelously stimulated the production and
consumption of white lead, and will
continue to do so until such time as the
advance of knowledge shall place within
the reach of paint manufacturers a white
pigment without defects and an oil which
shall be all that linseed oil ought to be
and is not.

by an expert—-

Our General Distributers,

Alabama

Gray & Dudley Hardware Co . Birmingham
Arkansas

Whitlow-Willitams Drug Co . Fayettevilie
California

H. R, Tibbetts Pant Co., Los Angeles

Tentrook & Co . Sacramento

H. R Tibbetts Paint Co., San Diego
Flonda

Tbhe S B Hubbard Co., Jacksonville

Tampa Hardware Co. ampa
Georgia

N.L Wiilet Drug Co ., Augusta
Nnoss

Geo E Wazson Co , Chicago

Brady Bros Haraware Co, Jacksonville

Culourn, Birks & Cc., Peona
Induana

The Evansville Paint & Varnish

Co., L, Evansville

lowa

Sickels, Preston & Nutung Co., Davenport

W H. Torbert, Dubuque

J W Edgerly & Co., Otramwa

Hornick, Hess & More, Sioux City
Kansas

A B Whiting Paint & Glass Co , Tapaka
Kentucky

Robinson Bros. & Co . Louisvilie
Lousiana

Dawid Bernhardt, New Orleans
Maryland

Carlin & Fulton, Baltlmore
Massachusctts

Baldwir, Robbins & Co . Boston
Minnesota

Haclett, Walther, Gates Hdwe

Co, St Pauj

Montana

A. M Holter Hdwe Co . Helena
New York

Boffalo-GlewCo., -~ —— Bubinien..

Sickles & Nutung Co , New York City

Burhans 8 Black Co , Syracuse

Jno L. Thompson, Sons & Co., Troy
North Carohna

Burwell & Dunn Co. Charlotle
Ohio
Smith Reas Hdwe Co , Columbus
Co-Operaung Merchants Co,, Toledo
Oklaboma Terrtory
Alexander Drug Co , Oktaboma City
Orczon
F.E Beach & Co ., Portlind
Pennsylvania
Shoemaker & Busch, Philadelphia,
Al . Hanover
ardware Co..  Plttsburg
Co, Readin,
Phelps-Straw & Co , Wilkesbarre
Rhode [siand
Unjon Hdwe & Electric Supply
Co. Providerce
South Carolina
Murray Drug Co , Columbia
Tennessee
Fnus & Wienl Chattanooga
Benedicr, Warren & Davidson
Co, _ Memphis
€ T Bristol
W, vy o .. Paim&
. Nashville
Texas
Houston Drug Co., Housfon
Grener-Kelly Drug Co., Sherman
Utsh
G F. Culmer & Bra.. Salt Lake
Virgima
Barker-Jennings Hdwe Co . Lynchburg
Washington
A.S Johnson & Co, Tacoma
Spokane Drug Co , Spokane

West Virginia
The Kanawha Drug Co , Charleston
The Willlams & Davisson Co, Clarksbury
‘W H. Chapman & Sons, Wheeling

Sell New Era Primey to every New
Era agent.
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Porch Furniture Contest. 4
Standing of AcmElesmen’s Contest.

v

Y

N

H

&' April 1 to May 4, Inclusive., A
¥ J. J. MAHONEY - 1st &
¥ LD WISON - and 4
¥ S W.NEWELL  3nd )
¥ E. G. PEARCE - 4th 3
¥  C.F. PULFER sth \
Y H.F. WHITAKER 6th 1
¥  WATSON WESLEY 7th A
Y  H.L. WILSON - 8th A
Y G.S RICHARDSON 8th A
¥  W. J. CARLYLE - oth A
Y E.R.HOAG - ¢t -
¥ A W. MARTIN oth A
v C. MEHLIG - - o¢th A
Y  G.C.BURNHAM Jr.1oth A
¥ S. A. HUNTER - i1th a
¥  W.J.SELVAGE 11th 3
¥ M. L MCKENNA 1zth

y COME ON, BOYS 1} )
4 . N

D> 4

The Economy of Mixed Paints,
(Eyom ** Drugs, Qs and Pamnls ")

In our preceding issue we considered at
some length the logic of the mixed paint
proposition, proving. to vur own satisfac-
tion at least, that a paint ready for applica-
tion is the only form compatible with
modern progress.  The superiarity of

factory appliances and conditions over the
limited faclittes of the paint shop is
sufficiently obvious, and were there no
other conditionsto be considered, doubtless
paint making in the paint shop would
already be a thing of the past.

In the fitst place, however, it must be
remembered that custom is a tyrant and
yields only to force. It has been butafew
vears, comparatively, since painters not
only mixed paint, but did their own
grinding of the dry pigment. [t was the
physical impossibility of meeting - the
demand that led to the substitution of lead
and colors in oil for the dry pigments as
the raw materials of painters. The further
advance to the ready-for-use paint is still
in progress. As a wmatter of fact, it is
inevitable, though painters oppose it, as
those affected oppose every advance in
economic industry.

The second obstacle in the way of the
prompt triumph of the factory over the
paint pot and paddle is the technical
question of economy, and here the painter
faces not only the paint manufacturer, but
the paint consumer. That the painter—
and by ** painter  we mean the conserva-
tive who has stopped at lead and ol and
means to stay there—that the painter 1s
steadily losing ground in this contest is
demonstrated by significant statistical
facts: The domestic production of white
lead has increased from about 9o,000 tons
in 18935 to about 100,000 tons in 1903 ;
while durning the same period the produc-
tion of zinc white has increased from
nearly 21,000 tons to nearly 60,000 tons.
While exact figures are lacking to show
the relative proportions of lead n oil and
dry lead marketed in the years named,
figures at hand for intervening vears
indicate that the proportion of one to the
other in the total remains practically
unchanged.

Now sipce fully three-fourths of the
zinc white produced is consumed in the
manufacture of ready-mixed paints, it is

o a—————— e

evident that while lead in ol shows a
noemal increase of sumething over ten per
cent., the consumption of mixed paints has
increased by neatly 200 per cent. If these
facts proved nothing else they at least
demonstrate  beyond controversy a
phenomenally disproportionate increase
in the two types of paint. Mareover, as
it is perhaps safe to assume that atleast
ninety per cent. of all the paint consumed
is applied by practical painters, it might
also be a just conclusion that anincreasing
number of painters are finding their profit
in the use of mixed paints or are yielding
to necessity in using them. That this is
the case iIs a fact familiar to all paint
manufacturers.

But while forced to admit the aobvious
technical and economic superiority of
paints fuinished in this form, many
painters and architects sincerely deny the
possibility of their excellence or even
equality with pure white lead and linseed
oil, or admitting equality, question their
actual economy. Since both objections
are capable of practical test, it appears
strange that they should not ere this have
wholly prevatled or have been completely
answered. The fact is that the *“human
equation” so subtly pervades all human
actions that 1t is far easier for human
experimenters to prove an & priori propo-
sition than toreach an unbiased conclusion.
Thus we have from one practical painter
or committee of painters, a demonstration
entirely at variance with the conclusions
of another. In the final event, it 1s the
consuming public who decide when
¢ doctors,”’ whether of paint or of medi-
cine, disagree, and the consuming paint
publicis evidently in the way of deciding
that from their point of view (that of the
pocket book) the mixed pant has the
better of the argument.

Ready-mixed paints, including the so-
called comblnation “leads,” are as a
general proposition, compounded of zinc
white, white lead and linseed oil, with or
without greater or less proportions of inert
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materials, such as gypsum, china clay,
barytes, whiting, etc. This outline of
composition applies, of course, only to the
high grade paints contamning no water and
emulsifying matenals. They retal] at
prices ranging downwards from about
$1.73 to $1.25 a gallon, according to the
proportion of inert extenders contained.
They wall cover, per gallon, when ready
for application, from 3oc to 350 square
feet, two coats. the cost per hundred
squaie feet covered amounting, with the
additional oil used in the priming coat,
to about 50 cents.

With pure white lead on the other hand,
it has been repeatedly demonstrated, the
cost per gallon ready for application—
with linseed o1t and other added ingred:-
ents at the price assumed for the mixed
paint, as above—and allowing for the
shortage always encountered when white
lead 1s bought in packages of 100 pounds
or under—is $1.60 per gallon, with lead at
7 cents per pound. It has also been
repeatedly demonstrated that with such
paint not more than 225 square feetcan be
covered with two coats, giving us for the
fead paint a cost of 71 cents per hundred
square feet painted.

As to the use of the inert pigments in
these combinations, opinions differ; but
Dr. Dudley, of the Pennsylvania Railroad,
who has given perhaps more time than
any other living authority to the practical
study of this question, maintams, and has
for years maintained, that to (nsure the
best attainable results with the available
white pigments, they must be heavily
Joaded with such materials. Their addi-
tion in most cases, somewhat reduces the
spreading capacity of the pamt, but this
reduction 15 generally accompanied by a
compensatory reduction In prce per
gallon.

Why should a galion of ready-mixed
paint cover and conceal a greater area of
surface than a shop-mixed gallon of lead
and oi}? For the same reason that an
ounce of gold hammered 1nto gold foil will
cover and hide a vastly greater surface
than a gold cotn of the same weight. It is
merely a question of actually shielding
every particle of the surface with a particle
of opaque pigment. If that be accom-
plished, it is a matter of indifference, so
far as the wvisual effect is concerned,
whether the coating be one thousandth of
an inch or one-tenth of an inch in thick-
ness. The obscuring power of opaque pig-
ments 15 practically 1dentical for the indi-
vidual particies, therefore of any two opaque
pigments that with the smaller ultimate
particles will hide the greater surface area.
Generally speaking, it is the zinc content

of ready-mixed paints which gives them
their advantage 1n area covered, If a
pound of pure zinc in oil were placed on a
surface of the same area as that covered
by a pound of lead 1 oil applied by the
brush, the coating would be impracticably
thick, as has been repeatedly demonstrated
in this office. When spread out to the
normal thickness of a practical coat of
paint, the area covered 1s fully fifty per
cent. and in some cases may be one hun-
dred per cent. greater than that covered by
the fead. The disparity in faver of lamp
black, the ultimate particles of which are
still smaller than those of zinc, 1s corres-
pondingly greater.

Why, then, are not the bases of ready-
mixed paints composed entirely of zinc?
Simply because there are practical difficul-
ties which make a combination of lead and
other pigments with zinc preferable to the
single pigment. The French painters,
whose first coat 1s frequéntly what our
painters would call a knifing coat, find no
practical difficulties in the prohibition of
lead; but where the ultimatum particles
are so extremely fine 1t is incompatible
with the essential ease of working to apply
a coat of pure zinc with no more than
enough ol to admit of 4 uniform and unin-
terupted layer of pigment on the surface.
Lead and other pigments are therefore
combmned with the zinc. among other pur-
poses, to reduce the proportion of ol and
to mcrease the thickness of the single
coating.

But the mixed paint manufacturer has
not proceeded from theory to practice, but
vice versa. lt1s the long continued daily
school of practical use and competition
that has taught him to devise paint form-
ulas which shal! yield to the customer the
greatest average efficiency and economy.
His paint must either be cheaper or better
than pure lead to gain him a heanng with
the distributer or the consumer; and hav-
ing succeeded in accomplishing one or the
other of these feats, his compehtor soon
forced him to accomphsh both,

(Continued rext week )
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Our General Distributers,
Alabama
Gray & Dudley Hardware Co., Birmingham
Arkansas

Whitlow-Wilitams Drug Cu.,  Fayeiteville
Cablorna

H R. T\bbens Pant Co.. Los Angeles

Tenbrook Co ramento

H. R Tibbetts Pant Co . San Diego

Florida

The S B Hubbard Co, Jacksonville

szpa Hardware Co. lampa
Georg

N l. Willet Drug Co Augusta
tlinors

Geo E Watson Co , Chicago

Brady Bros. Hardware Co. Jacksonville

Cofburn, Birks & Co . Peoria

Indiaoa
T%e E»Esnsvllle Paint & Yarmsh

., Ltd . Evansviile
fowa
Sickels, Preston & Nutting Co., Davenport
w H. Torbert, Dubuque
J W Edgerly & Cu . Ottumwa
Hornick, Hess & More, Stoux City
Kan:
A B. Whiting Paint & Glass Co , Topeka
Kentucky
Robinson Bros. & Co . Louisville
Lomsiana
David Bernhardt, New Orleans
Maryland
Carlin & Fulton, BaMur.ore
Massachusetts
Baldwmn, Robhins & Co, Boston
Muinnesota
Hackett, Waither, CGiates Hdwe
o, St Paul
Montana
A. M Holter Hawe Co., Helena
New vork - - ! -
- - Buffalo
s Co. New York City
~ o, Syracuse
Jno. L Thompsan. Sonx & Co . Troy
North Carolina
Burwel) & Dunn Co Charlotte
Oha
Smith Bros Hdwe Co . Columbus
Cu-Operating Merchans Co., Toledo
Oklahoma Ternitory
Alexander Drug Co , Oklaboma City
Oregon
F.E. Beach & Co, Portiand
Pennsylvania
Sncevraker & Busch. Philadelphia,
Hanover
ud»are Co. Putsburg

Reading
Phelps-Straw & Co . Wilkesbarre
Rhode Island
Union Hdwe. & Electnc Supply
Co, Providence

South Caralina

Murray Drug Co , Columbia
Tennessce
Fritts & Wienl Chattanooga
Benedlct Warren & Davidson
Memphis
Strother Drug Co.. Bristol
Warren-Yarburough Paint &
Glass Co . Nashvilte
Texas
Houston Drug Co , Houston
Greiner-Kelly Drug Co., Sherman
Uuah
G F. Culmer & Bro, Salt Lake
Virgxma
Barker-Jenmngs Hdwe Co , Lynchburg
Washington
A.S. Jonnson & Co , Tacoma
Spokane Drug Co , Spokane

West Virgima
The Xanawha Drug Co , Charleston
The Willlams & Davisson Ca., Clarksburg
W, H. Chapman & Sens, Wheeling
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Complaints on New Era Paint.

We print below report made Ly one of
our practical foremen after inspecting a
house painted with New Era Paint, which
was in bad condition.

One of our best local customers, who
had spread in the past over 4,000 gallons
of New Era Paint, complained that he had
a house that had ** gone wrong,’” and that
this was the first complaint he ever had on
New Era Paint. He stated that it was
simply beyond his comprehension where
the trouble was, although he was a
practical painter, and desired us to send a
practical man down to carefully examine
the job and report as to the cause of the
paint peeling.

The following report gives you an in-
telligent idea of what conditions will
cause New Era Paint, or any other good
paint, to give unsatisfactory results,
It is not the pafnf, but the conditions
that are at fault :

My MOUATAGU.
Factory Manager

Dear Ser —1 called on Mr. Thompson, as per your
instructions. and we visited the house which he
pamted with New Era No 53 for body and No 24 as
trimmer, and found it ta be 10 very bad condition on
the ‘ower half of the house, especially around the
veranda, railings, columns, and also on a lastice fence,
from which I took one of the slats. This will give
you an 1dea of the cordition of the house.

The houase appears tv have been in good condiion
before the paint was apphied, for | scraped off some of
the paint and fourd a solid wndercoat, and am positive

No. 51

had :he paint been applied properly, there would have
been no trouble

} am myself sanstfied that the cause of the trouble s
due to the paint nct betng brushed out, and having
been fluwed un heavy in order 1o make it cover

1t has not dned through, but has dried on top and
formed a skin, which became wrinkled or drawn up as
the frost and chilly air strock it

A petter Idea of what I mean can be seen on the
edge of the sial marked X, where the paint is wrinkled
and not dry yet, although appHed last October. This
portion would have been peeling as much as the skle
of slat had it not been protected, but exposed to the
elements.

The trouble 1< clearly due to his trying to make one
coat do where two should be apphed, and do not con-
sider that we are at all responsible for results.

HARRY WALKER.

After receiving the above report, Mr.
Gordon Montagu, our factory manager,
outlined his ideas. that are based on 4o
years experience in the paint business, as
shown below :

F R DOUGALL,
Sales Manager.

Re  Attached report, This 1s reasomable and
satisfactory to me

in all complaints about New Era 1t may be assuined,
and the fact cannot be too strongly emphasized, that
if condations are right New Era must and cannot fail
ta be satisfactory  The manufacturer who sends out
a goud articte which he knows to be right, 1s justified
m insisting that his goods be properly apphed by
campatent workmer, on a properly prepared surface
and under proper conditions of atmosphere A day
may be dry and yet not sumtable for pamnting, if the
alr be charged with moisture, or there be molsture 1n
the wood, or on the surface. In all such cases the
paint will peel later on no matter how good the paint
1s. I aliude to this point especially because go per
cent of complaints are on peeling

New Era,as a body paint, needs plenty of elbow
grease~ it must be well brushed out Two or three
thin coats are much 10 be preferred ta ore thick coat
If paint 1s applied toa heavy in the expeclation that
one coat will do the work, it will result in faillure and
1he palnter wilt lay the blame on the paint,

Ona other prolific source of trouble is in the prim-
ing, and personally I bave always closely scranmized
this feature. What becomes of all the stuff that is
sold at 23{ cents per pound in tin®> Most likely
thinned with bum oils or dryers on the supposuion
that overcoats of good paint wall Dide )1t up and cure
all ailments.

Anothier point which should be dwelt sirongly on {s
the thinning of New Era for first coat. There can be
no object in the manufacturer sncorporating pure oils, |

turps, etc., In s paint, if the paiater can go to the
store and buy impure thimners, ctc., exc

[ bave covered the principat puints briefly so as to
gne you a tatking basis for future complalnts

The paint was O K but the job looks bad and the
only way that I can see {0 1mprove £t Is 10 prepare the
surface. sand off, and apply two coats properly We
simply must mnsist on proper primers being used under
New Era, and proper care used in putung it on nver a
SuHlable surface and under suitable conditions New
Era sust be brushed out well,

GORDON MONTAGU,
Factory Manager,

In printing these two reports we desire
to emphasize to our salesmen and to our
distributers the fact that New Era Paintis
nof at fault where complaints of this char-
acter are made, and when customers call
your attention to jobs of this kind, you
will hereafter know how to talk to them in
an intelligent manner and convince them
that the trouble is undoubtedly due to
local conditions, over which we have
absolutely no control.

Turpoline Shellac,

One of our progressive salesmen directed
our attention to the fact that aside from
supenonty of our product in other direc-
tions, 1t was a far better color than Tur-
pentine Shellac, offered by the Standard
Varnish Works, and preduced samples of
both as evidence. *' Turpoline’ is a per-
fectly clear white resembling white shel-
lac in color, whereas * Turpentine’’ 15
rather a dull muddy color, and a compari-
son should result in * Turpoline’ being
gtven the preference every time. In con-
nectlon with talking quality and price, be
sure and make this fact a feature as well.

Do not fail to direct the attention of the
trade to this most excellent piece of goods.
Every dealer handiing varnish should
stock and push the sale of ‘ Turpoline
Shellac.”” The goods are all that we
claim for same. We will be pleased to
furnish on request sample phials to enable
you to make comparison when occaston
demands,

*“ TAKE HOLD AND LIFT.”
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Cat Load Orders Received This Week,

District Sales Manager S. H. Hart sent
in a large car order from our Toledo dis-
tributers, The Co-Operating Merchants
Company.

H. R, Tibbetts Paint Co., our enter-
prising distributers at Los Angeles, Cal.,
could not wait for our representative to
book their order, so they mailed us in an
order for two cars of New Era Paint and
¢ Acme Qualty ” Specialties.

A. B. Whiting Paint and Glass Co.,
Topeka, Kas., distributers for Kansas and
Colerado, alse could not wait for Dan so
mailed in their order for a car.

Alf. R, Kelly, District Sales Manager
for Pacific Slope, sent in a car order from
The Spokane Drug Co., Spokane, Wash.,
our distributers for that section.

Mr. James Dougall just sent in a car
load order for our Columbus (Ohio) dis-
tributers, Messrs. Smith Bros. & Co.,
who order this way quite frequently.

This makes six car load orders for the
week, which is notso bad. Wecan stand
more, so—Come on, Boys !

The Economy of Mixed Paints,
(Frownt  Drugs, Os and Pairts.”)

(Concluded from last week )

As noted above, it is the consumer of
paints that in the end decides. The deci-
sion may be slow in making itself manifest,
but it is inevitable and final. Thedscision
it rendered on one consideration and one
only : total economy. The form of paint
that in a period of years best satisfies the
demands of the user for beauty, protection
and low average expense is the one that
must eventually prevail. It is, as are all
things else, a case of the survival of the
fittest; and from the very nature of the
case we arée precluded from supposing any-
thing but that the factory-mixed paint is
fitter to survive than the shop-mixed
variety.

This does not mean that one pigment
shall necessarily prevail over another, nor
that one in itself is necessarily superior to
another. As yet our knowledge of pig-
ments and the condition of service Is
embarrasingly incomplete. There is room
—nearly ail the room there is—for study
and specialization afong this ine. But the
fact remains that the paint manufacturers
have gone farther than others in the study
of both materials and conditions, and that
their better grades of products show a
more intelligent adaptation of means to
ends. Furthermore, it may to-day be
regarded as beyond the stage of argument
that the ready-mixed paint — without
regard to its components—is supenor in
potnt both of economy and of efficiency to
any similar paint that can be prepared in
any paint shop.

L ECCECEECECEYEEECEck
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Porch Furniture Contest,

Standiog of Acme Salesmen’s Contest.
April 1 to May §1, Inclusive,

J. J. MAHONEY - 1st
E. G. PEARCE - 2znd
I. D. WILSON - 3rd
C. F. PULFER 4th
S. W. NEWELL sth
W. J. CARLYLE - ¢6th
H., F. WHITAKER 7th
WATSON WESLEY 8th

H. L. WILSON - oth
G. S. RICHARDSON gth
C. MEHLIG - - 10th
A, W. MARTIN 1oth
E. R.HOAG - ioth
G. C, BURNHAM Jr. 1oth
S. A. HUNTER - uth

W. J. SELVAGE 12th
M. L. MCKENNA  izth

COME ON, BOYS !!
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A Letter From Home.

Dear Father: Please send me & cheque—
1 dallied last mght with 2 deque ,

What licsle [ knew

Didn’t carry me through,
And 1 got It, alus, in the neque
Dear Soan: [ am just out of cheques,
Pray causider the physical wreques

That probably knew

A heap more than you
Of cards and the appasite seques.

Frowm* Hardwave Hints

T. W. CONNQOR, Sacts Mansacn

The Generat Manufacturnlg Trade
Department is naturatly gratified at the
number of letters received by them which
are along simtlar lines to the following
fram The Midland Mfgz. Co., of Tarkio,
Mo. :

We are very highly pleased, indeed, with your
paint and dipping tanks. The equipment could not
be better and the stock gives us the very dest results.
It is all and even more than you stated. Only a few
days ago the foreman of the palnt shop was miking
with the writer and he voluntarily stated that we
could not afford to think for a moment of making a
change in our paint lines. CJur business relatans
with your company have been most pleasant, for
which we give you no small credit,

With best wishes, we are,

Yours ruty,
MIDLAND MANUFACTURING CO.,
Fred M. Ashe, Gen’] Mgr.

Atexander Drug Co., Okahona Gi ty
: Oregon ) '
F.E. Beach & Co., Porttand
Pennsylvanie 4
Snoemﬂker & Busch, Philadeiphis,
Hanover
srdware Co.. I <vary
P
Phelps-Straw & Co W u‘»..l'» are
Rhode Island
Union Hdwe. & Electric Supply
Co.. Providence
South Carolinz
Marray Drog Co ., Columbia
Tennesace
Fritts & Wieh!. Chattancoga
Benedict, Warren & Davidson
Co. Memphls
Strother Drug Co. Bristel
Warren-Y.arborouzh Dasat &
Glass Co., Nashville
Texas
Houston Druy Co., Houston
Gremev -Kelly Drug Co., Sherman
Utal
G. F. Cuimer & Bro., Salt Lake
Virginig
Barker-Jenmings Hdwe Co.. Lynchburg
Washington
A. S Johnson & Co., Tacoma
Spokans Drug Co., Spokane
West Virgisia
The Kanawha Drug Co., Charleston

¢ Oklahoma Territory

Our General Distribulers.
Alabama
Gray & Dudley Hardware Co.. Birmingham
Arkaneas

Whitlow~Williams Drug Co.,  Fayettevitle
Califorma

H.R. T|bbetts Paint Co., Los Angeles

Tenbrook & Sacramento

H.R Tvbbeus Paint Co.. San Diego
Florida

The S, B Huhbard Co., Jacksonville

Tampa Hardware Co. Tampa
Georgia

N. L Wittet Drug Co, Augusta
HNlnoss

Geo. E” Watson Co.. Chicage

Brady Bros. Hardware Co. Jacksonville

Colburn, Birks 8 Co., Peoria
Indiana

The Evansville Paint& Varnish

Co., Ltd . Evansville

lowa

Sickels, Presmn & Nutung Ca , Davenport
Dutuque

J.W. Ea erl & Co . Qttumwa

Hormck, Hess & Mors, Sioux City
Kansas

A.B Whiting Paint & Glass Co , Topeka
Kentucky

Robinson Bros. & Co , Louisville
Lommana

David Bernhardt, New Orleans
Maryland

Carlin & Fulton, Baltimore
Massachusetta

Batdwin, Robbins & Co., Boston
Minnesota

Hackett, Walttier, Gales Hdwe.

Cao., St Paul

Montana

A, M. Hotter Hawe Co., Helera
New York

Buffalo Glass Co.. Buffalo

Sickels & Nutting Co New York Ciy

nrnans 2C|
Jne L. Thompson, Sons & Co. Tyruy
North Caralina
Burwel! & Duns Co.
Ohia
Smith Bros. Hawe. Co., Colimbus
Co-Operating Merchaots Co..  Toledo

Chariotte

The Williams & Davisson Go., Clarisburg
W. H. Chapman & Sans, Wheehng
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F. R. DOUGALL, SALES MANAQER

The information conlained in this
paper is of a confidential nature.
Please destroy after veading and do
not leave lying evound.,
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Porch Furniture Gontest. 4

¥

:
s Standing of Acme Sal ’s Contest. &
§ April 1 to May 18, lnclusive. §
b/ J. 1. MAHONEY - st a
¢ LD WILSON - znd &
¥  C.F PULFER ;d B
¥ E. G.PEARCE - 4th A
¥  S.W.NEWELL  sth )
¥  W.J. CARLYLE - 6th by
¥ H. F. WHITAKER 7th A
V  WATSON WESLEY 8th 3
¥ H L WLSON - s8hn 4§
v G.S. RICHARDSON 8th 2
v G.C.BURNHAM Jr. gth A
Y ERHOAG - ioth a
M A, W. MARTIN roth a
¥  C.MEHLIG - - 1oth a
Y  S. A.HUNTER - uth i
g . H. BETHGE uth

¥  W.J.SELVAGE 1zth 4
¥ M L.MCKENNA 12th A
¥ WM. GALLIE 13th A
: i

COME ON, BOYS 1!

&»»»»»»»»b»»

Mr. Joe Jinnett, representing our dis-
tributers, The H. R. Tibbetts Paint Co.,
Los Angeles and San Diego, Cal., advises
that New Era is getting to be a digease in
Long Beach,Cal. By this, no doubt, he
means that it is a remedy for all paint ills.

P H., BETHGE.

We are in receipt of a car load order
through our genial representative, Mr. P.
H. Bethge, for shipment to our Jistribu-
ters, The Alexander Drug Co., Oklahoma
City, Oklahoma Territory.

We regret not being able to announce
that several other carload orders were
received during the week. We want all
the carload business you can possibly send
us, For the balance of the season try and
keep us husthng filling orders of a like
character.

COME ON, BOvsS!

Our Latest New Era Booklets.

We attach to this issue a copy of our
latest bookiet on New Era Paint, *‘ How
to Paint Your House.’” It contains good
reading, and is a strong argument with a
prospective customer. We will be glad to
send a supply to any of our distributers’
salesmen who will use them, if they will
kindly make requisition upon us. Wethink
these booklets are very neat and forceful.

“ Acme Quality ” Proof Concksive,
Mr. J. W. Mitcheli,
after making a thorough test of our Mas-

Chrome Yellow Mediuvm, Bull Frog Per-
manent Green, Devil’s Red in OQil and
French Crown Tinting Ochre, advises us
that not only is he highly pleased with
the goods, but the same surpass in every
respect any goods of like character he ever
used during his experience of 27 years.

Salesmanship.

By W N Aubuckor (** Prccole™)
(Copyright, 1904, by Joha Lee Mahin)

A salesman of experience realizes that
ideas—practical methods of selling goods,
are of the greatest value, and healso knows
that 72 pays him to searck for them.

He cannot successfully employ the same
old way of doing things month after month,
and year after year. He must be modern,
up-to-date—as much or more so than men
of other professions.

A physician or lawyer finds that to com-
pete successfully, he is compelled to read,
read, read all the time, in order that he
may leatn of advancement in treatments
or in procedures.

Experience is the best teacher, but the
road of the individual’s experience is nar-
row and rugged, and it does not fall to
each to have the same experience, or to
have the same views of similar exper-
iences.

If we learn from another that fire will
burn us, it Is not needed that we place our
fingers in the fite to prove the truth of it
It is better to accept the statement and
avoid suffering.

How many times does the salesman
fail to sell certain buyers, without bnowing
wky £ All his experience seems to count
for nothing in some cases, and it may be
some trifling matter, some apparently
unimportant oversight which causes the
trouble.

To discover the missing link in his
method may, and does mean much to the

; salesman,
Lincoln, Neb.,
| experience of otkers
ter Painters’ Tuscan Red, Ivory Black and |

How may he do this? By learning the

Every idea supplies a * missing link?"
in his chain of reasoning. Correct con-
clusions depend upon correct premises,
from which to reason. The more good
ideas, the better the basis for good work.

A looker-on often sees more than
gamesters. A man who has been shaved

0007-SWP-00012837¢
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by a thousand barbers, knows more about
different ways of doing it than any barber.

A manisduller in is own business, than
he 1s in the business of others, at least, he
believes so, and with good reason, In his
own business he learns how much he
does mot know. The vastness of his
ignorance appalls him. Basing his action
on the rule that the average business
man realizes that he does not know too
much about even his own business, a
salesman may proceed even with more
confidence.

Thefear which paralyzes some salesmen
is the fear which arises from undue rever-
ence for the supposed greater knowledge
of the éuyer. Give a buyer credit for only
such incomplete knowledge as 1t may be
assumed every human beng possesses,
and you rise, in self-estimation, to an
equality.

[n war it is more difficult to make a suc-
cessful charge against forces whose posi-
tion 1s on an elevation. Attempting to
influence a buyer, who, iz your own
behef, 15 higher than you are, i1s like a
charge up hitl. A veverence for man, is
with some human bengs, greater than
their reverence for divimty. It is false
reverence In business, and detracts from
business force.

Salesmanship consists of brain work, ‘

not brawn work. [tis mind, not muscle,
which does the business.

It 1s not that a man may not know cer-
tain things, but rather that he does not
realize their true value 1o practice, nor
utihze them. [ learned why [ did not
interest a certain buyer by acadentally
averhearing the remark of a six-year-otd
boy, who happened to be in the store at
the time. [ then sold the merchant with-
out serious difficulty.

lhe wish to estabhish confidence on the
part of the buyer, with a consequent per-
manence as a customer, should nut be
allowed to overbalance the wisdom of
taking the order to-day.

If one adheres to rules of fair dealing,
confidence musé come, but many salesmen
neglect to-day 1n the hope of to-morrow.
They should remember that their trade 1s
with grown-up people, who do not relish
nursing at the bottle, and are better satis-
fied with sohid food. Trade will grow faster
if the salesman fakes so/id ovders and
gives sehd values,

The consciences, so-called, of many
salesmen, are too tender. 1 would call an
extreme tenderness, a symptom of gnor.
ance rather than a virtue,

A salesman does pot make permanent
friends by yielding to demands for inside
prices. [t 1s a sign of weskness and

weakness excites pity rather than admira-
tion.

It 1s a false 1dea of his profession which
prompts a salesman to give cut prices, at
the expense of his house. Greater than
all he 1s false to himself.

[nferiority 1s a makeshift with no future;
superiority is self-sustaining and its ad-
vantages are accumulative.

Once buyers learn that a salesman will
yield to pressure and lower a price, that
salesman will be caused to lead a miserable
existence thereafter, and wtll geé no orders
without a struggle.

Misrepresentation on the part of buyers
1s not always intentional, sometimes
adverse conditions are implied rather than
stated, but generally it will be found that
the whole trouble is in the imagination of
the salesman.

If a buyer shows a salesman a competi-
tor’s bill, or rather a part of 1t, while turn-
ing over the upper or the lower portion of
the sheet so that all cannot be seen, it can
generally be taken for granted thatitis a
pure ** bluff ”” of the buyer and a salesman
should not accept it as evidence.

When a salesman writes his house that
he has *“seen the till” let him be sure
that he has seen the date, the whole bill,
and knows all the conditions.

When all the conditions of certain sales

. on the part of a competitor arc known, in
1 most cases there 1s less with which to find

fault than at first glance appears.

When a sazlesman, after repeated effort
by ordinary methaods, fa:ls to succeed with
a buyer, he should use extraordinary

methods. He has nothing to lose but all
to gain. There I1s 2 way to reach every
buyer.

Itys safer to disbelieve ill of a competitor -

than to believe it. if one believes he will
benfluenced to do likewise, and experience
shows that at least 6o per cent. of such
infermation is false,

(Cont:ngued next week )

New Era in the Lead.

WHITE CITY, KANS , May 10, "o4.

ACME WHITE LEAD AND COLOR WORKS,
Detroit, Mich

Gentlemen —) have palnted five houses this spring
with New Era 1015 the best ready-mixed paint thac
ever used [ painted a house three years ago with
one coat of New Era and 1t looks as good to-day as
the day 1 putit on  There 15 a house right slong-
side 3t that was painted two years ago with another
brand of paint, and it 1s peeling and coming off. New
Era 1s all the *’ go’" here

Yours truly.
L WEEks,
House Pulnter.

Our General Distributers,

Alabama
Gray & Dudley Hardware Co , Birmingham
Arkansas
Whitlow-Wilhams Drug Co.,  Fayetteville
California
H. R Tibbetts Pamt Co., Los Angeles
Tenbrook & Co.. . Sacramento
H. R Tibbetts Panc Co , San Diego
Flonda
The S B Hubbard Ca., Jacksonville
Tampa Hardware Co. Tampa
rgia
N L. Willet Drug Co.. Augusta
Ilinois
Geo E Watson Co , Chicago
Brady Bros Hardware Co Jacksonviile
Colburn. Birks & Co . Peona
Indiana
The Evansville Paint & Varnish
Co,Lud, Evansville
Iowa
Sickels, Preston & Nutting Co., Davenport
H Torbert, Dubuque
J W Edgerly & Co . Ottumwa
Hornick, Hess & More, Stoux Caty
Kansas —~~
A B Whiung Paint & Glass Co , Topeka
Kentucky -:
Robinson Bros. & Co., Loutsville
Louisiane
David Bernhardt, New Orleans
Maryland
Carlin & Fulton. Batumore
Massachusetts
Balcwin, Robkins & Co, Boston
Minacsota
Hackett, Walther, Gates Hdwe
Co, St Paul
Montana
A M Holter Hdwe Co , Helona
New York
Buffalo Glass Co , Buffalo
Sickels & Nutting Co., New York City
Burhans & Black Co . Syracuse

Jno L Thompsun, Sons & Co, Troy
North Carolina

Burweli & Dunn Co Charlotte
Chio
Smith Bros Hdwe Co. Columbus
Co-Opuraning Merchams Co, Taledo
Oklahoma Territory
Alaxander Drug Co., Oktahoma Cny e
Oregon '
F FE Beach & Co ., Portlznd
Pennsylvania

Shoemaker & Busch, Philadelphia,

J C Tanger Co., Hanover
Logan-Gregg Hardware Co. Pritsburg
Bard Hardware Co . Reading
Phetps-Straw & Co , Wilkesbarre
Rhode Islang ’
Umion Hdwe & Electric Supply
Con. Providence
South Carolina
Murray Drug Co , Columbia
Tennessee
Entts & Wichl. Chattanooga
Benedict, Warren & Davidson
Co. Memphis
Strothe: Drug Co., Bristol
Warren-Yarborough Dant &
Glass Co , Nzshville
Texas
Houston Drug Co . Houston
Gresner-Ketly Druy Co , Sherman
Utah
G F. Cualmer & Bro., Salt Lake
Virgima
Barker-Jenmngs Hdwe Co. Lynchburg
* Washington
A S lohnson & Co ., Tacoma
Spckane Drug Co.. Spokane
West Virginia
The Kanawha Drug Co , Charleston

The Willlams & Dawisscn Co, Clarksburg
W H. Chapman & Sans, Whealing
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F R.DOUGALL, SaLES NANAGER

The information conlained n this
pager 15 of a confidential nafuve.
Flease destray afier reading and do
not lzave lving around,

P & S & &
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Porch Furniture Contest

Standing of Acine Salesmen’s Contest.
April 1 to May 25, [nclustve.
1. D. WILSON 1st
J. J. MAHONEY 2nd
E. G. PEARCE 3rd
C. F. PULFER 4th
S. W. NEWELL sth
W. J, CARLYLE 6th
H. F. WHITAKER 7th
WATSON WESLEY 8th
H. L. WILSON 8th
G. S. RICHARDSON 8th
G.C.BURNHAM Jr. oth

E. R. HOAG toth
A. W. MARTIN foth
C. MEHLIG 1oth
S. A. HUNTER tith
P. H. BETHGE 1th
W. J. SELVAGE  1zth
M. L. MCKENNA  12th

SOIIDDDOOIIDIDPIDIIDIIIIIDIIDDIIIDDIDIDD!

COME ON, BOYS 1!

k§§§>§§§>§§>§§§>§»§§

Anderson Company, who are large
manufacturers of farm implements, sleighs
and wagons, recently moved their plant
from Little Falls, Minn., te St. Paul,
where they have just erected a large
factory. We have just closed with them
for their coming year’s requirements in
materials of our manufacture which is our
fourth successive year with this concern.
Their plant is equipped with our paint
dipping appliances.

MR W. L. Davies

President W. L. Davies has recently
returned from an extended trip through |
the Middle West, where he made a close
stugy ot business conditions in general
and those affecting our distributers and
jobbers in particular. Mr. Davies states
that trade in the Middle West 1s n a
very prosperous and satisfactory con-
dition. Acme Quality lines are more
popular than ever before, and he re-
ceived many assurances from our job-
bmg frends that the Acme Quality
lines were by far the most satisfactory
goods of any on the market for the jobbers
andretalersto carry.  Mr, Daviesbrought
home with him many substantial indica-
tions of the beneficial results of his trip
in the way of new business. He had the
pleasure of meeting personally for the first
time many of our distributers, as well as
jobbing and retail customers, the result of
which, we feel sure, will result in a closer
bond of business relationship, and in-
creased confidence between us.

Adamant Barn and Roof Paint and
Keystone Metallic Paint,

Owing to the growing demand for barn
and roof paints in smaller than one gallon
cans, we are now offering these two grades
in half and quarter-gallon cans. We sug-
gest that you stock up your various
friends among the trade with these sizes,
in Hmited quantities, as they frequently
have an opportutiity to sell asmallamount

of cheap paint.

Car-Load Ordets This Week.

€. L. Warren, aided by District Sales
Manager Dan Davies, has just landed a
new distributer for Northwest Texas.
The firm is The Texas Paint and Paper
House, Fort Worth, Texas, one of the
most enterprising, oldest and best known
firms in the state, Their first order s
for a car-load, sent in by Mr. Warren,
and they intend pushing New Era Paint
and “Acme Quality "’ lines for all they are
worth.

F. R. Dougall, cur genial sales manager,
sent in a large car-load order from The
Cruze-Sterling Co., Knoxville, Tenn., who
took hold of ““Acme Quality”’ lines about
a year ago, and have since enjoyed a won-
derful success in building up their paint
business, which they attribute largely to
the quality of our New Era Paint. They
are a firm of ‘‘hustlers” and order in car
lots.

Alf. R, Kelly, district sales manager for
the far West, sent in a car-load order from
our distributers, G. F. Culmer & Bro,, at
Salt Lake City, Utah. This car was
rather unique, as it contained an assaort-
ment of practically everything we catalog
for the jobbing and store trade. G. F.
Culmer & Bro. carry in stock our fw//
line 1n large quantities.

New Era Primer.

This line is making a great hit with the
trade. Some of our representatives order
New Era Primer on nearly every order
they send in.

Every New Era agent should carry New
Era Primer in stock, and make a point of
introducing same to his painter friends, as
well as consumers. We suggest also that
you work in this line with new customers
where you have as yet been unable to land
them on New Era Paint, and we venture
the assertion that this entering wedge will
frequently be the means of securing a new
agency for you on the full New Era line.
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Mer G B PULFER

Assistant General Manager G. B. Pul-
fer, is still in the West, where he is
getting *‘next” to the trade conditions
and trades people. George 1s a gifted
expanent of the art of * salve spreading "’
and finds the West a vast field for the
exercise of his powers. He says he went
on this western trip for his health and a
much deserved rest, but judging from the
orders and the “ new deais ”” he has made
and sent in, we think he simplycan’t help
talking about Acme Quality goods. Mr.
Pulfer is enjoying personal visits with
many of our western distributers and
customers, We understand that Alf.
showed him mosé of the sights of "Frisco.

District Sales Manager F. R. Dougail
has been traveling through the East and
South for the past five weeks, where he
has been getting in close touch with trade
conditions and our customers. He hasalso

met our various district sales managers -

and other representatives covering that
territory, He has demonstrated in a prac-
tical manner that trade in the East is
booming, by sending in one car load order
and seven other large jobbing orders in one
week. We expect that Mr. Dougall will
be back in Detroit on Monday, the joth
inst.

$5.00 and $50.00 Assortments.

The spring prize contest on sales of
$5.00 and $10.00 Assortments will Close
on June 3oth. After that date we shall
discontinue offering these special assort-
ments with the extra guantity gralis.

These assortments have proven very
popular with the trade and if you will
advise your customers that this offer will
be withdrawn before your next visit, they
should nearly all place an order for a case
or twe with you zow and thus get the
advantage of the * gratis offer °’ of about
fo per cent. in additional goods.

There are only a few more weeks in
which to * hustle ”” on these assortments.
They should be the bdigges! and the best

! weeks of the whole season on “‘Acme
" Quahty ’* assortments.

We hope our representatives and our
distributers’ representatives will make a
grand ‘*spurt’’ and wind up the season
with a great big “ batting average”’ that
will make alt outsiders look like * also
rans.”’

Tte Southern Wholesale Hardware Asso-
ciation"s Convention at Atlanta, Ga.

On May 23rd, 24th and 25th The
Southern Wholesale Hardware Associa-
tion held its convention at Atlanta, Ga.

We were represented there by Sales
Manager F. R. Dougall, District Sales
Managers, H. H. Halladay, R, M. Billings
and C. F. Elliott and Special Representa-
tive H, L. Wilson.

The convention this year was very large-
ly attended and Frank reports that it was
4 great success in every way.

Ceylon Shellac,

Ceylon Shellac is a shellac substitute
that fills the bill in a most satisfactory
manner. It is just what is wanted by the
trade throughout the country who feel that
the present price on regular shellac is ex-
- orbitant. Qur Ceylon Shellac fulfills all

the purposes for which regular shellac may

be used, and is considerably cheaper. It
" possesses excellent working  qualities,
dries as quickly as shellac, cannot be sur-
pased for filling and surfacing properties,
and 15 an excellent article for covering
knots, sappy and pitchy places.

This is a distinct specialty of superior
excellence both from a standpoint of price,
quality and general desirability, and we
are glad to report that since May sth, when
we first put up this line on the market,
the sales have been extremely large, and
prove conclusively that the demand for
such an article is almost unlimited.

Don’t forget that Ceylon Shellac is
ready for use when it leaves our factory,
and does not require a spectal reducer.
Occasionally, however, when it may have
stood for some time and not been securely
corked, it will bedy up to some extent, and
should be reduced with wood alcohol; but
care must be exercised to avolrd using morg
than s per cent. of alcohol as a thinner, as

i a larger quantity may cause the goods to

curdle.

We have just decided te concede regu-
lar paint terms of 6o days, less 2 per cent.
in 15 days, on Ceylon Shellac, and we
hope that you will all take an interest in
placing some of this material with each of
your customers.

PP,

Salesmanship.
By W. N Aubuckor (** Precolo”)
{Capyngks, 1004, by John Lee Mahin}

Information of wrong-doing on the part
of a competitor very naturally causes dis-
quietude in the mind of a salesman.
Under such conditions he should never
immediately retaliate, but will profit more
by deferring action until he has had time
to think it over.

A salesman is deceived when he believes
any buyer is a *“good friend ** and will not
misrepresent. He s a buyer first, and a
good friend afterward.

All men 1n trade do not care to accept
business on the same conditions that other
men do, and where many men fal to
make money, is in believing that they are
sure to succeed, if they meet competition
on all points.

Many buyers are ever on the lookout
for bargains, and many salesmen get
“picked up’' on their cut price items
without receiving an order for a fair share
of more profitable merchandise.

When a salesman learns who these
“snap-you-up*® buyers are, he should
never offer his bargains until after he has
received an order for a satisfactory amount
of other goods.

A salesman whose success is dependent
upor: a good supply of ‘* bargains ” can-
not hope to establish himself as an adept
in his profession.

There are real bargains in price, and
there are bargains in appearance only, but
the greatest bargains are those which
possess extraordinary merit in salableness.

If you get a chance, travel along the
road in company with your competitor.
The better you know him, the more you
will think of yourself.

Do not think because you get up at six
in the morning that you will sell the most
goods. Its more a matter of when you go
to bed and how much sleep you get. You
must feel good to do good.

Do not rely upon the introduction of
another salesman to influence business for
you. You stand on firmer ground if you
ntroduce yourself.

We can work better to-day if we give
not toe much thought to to-morrow.
There wouldn’t be se much weightin the
pack of trouble we carry on our shoulders
if we didn’t burden ourselves with next
week’s supply.

To climb a hill with least fatigue, never
give thought to the many steps to the top,
but only to one step ahead of you.

When selling one man in a town, forget
all the others until you have done your
work thoroughly with one.

(Continued nexi week.)
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The information conlained in this
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Flease destroy after reading and do
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Receat Car-Load Orders.

Mr, P. C. Frayser has sent in a car-

load order from The Evansville Paint

and Varnish Co., of Evanswille, Ine.,

who are our distributers at this point.

We can handle as many of them as ysu
can send us.

We have just heard again from
our Dustrict Sales Manager, Mr. C. F.
Elliott, and this time 1t was for a car-load
to be shipped to our distributers at Lous-
ville, Ky., Robinson Bros. & Co.

Mr. C. L. Warren just sent us in a
car -toad order from the Lowe- Carter
Hardware Co., of Weatherford, Texas.
The car consists of $s5.00 and $ro.co
Assortments, Colors, Specialties, etc.

Our District Sales Manager, Mr. C. F.
Elliott, landed a new distributer in Atlanta,
Ga., while attending the Southern Hard-
ware Jobbers’ Association convention.
This firm is the West Lumber Co., who
are an up-to-date and energetic house.
We are pleased to add them to our list of
general distributers. Thewr first order is
for a large car-load of New Era Paint and
a full hine of **Acme Quality ”” specialties,
We congratulate Fred upon landing this
very desirable concern,

*“Come on, Boys!?*

Conemn

Colonial Floor Wax.

We have recently received two com-
plaints from dealers stating that they had
asked our salesmen if our Floor Wax was
powdered before buying and were assured
that it was. This seems to indicate a
lack of knowledge of the character of this
article on the part of some of our represen-
tatives, which we hasten to correct.

Colonlal Floor Wax 1s #of a powder,
but a stiff paste, and s intended for use
on hardwood floors, furniture or wood-
work of all kinds. It will produce a hard
wax finish that is now so popufar and
works te perfection. , This Fleor Wax 15
acknowledged to grve better sausfaction

| than any other brand. To get the best

results the floors should be gone over
frequently with a weighted brush after
applying the wax. Une coat of wax every
four or six months will keep a floor in
perfect condition, and the weighted brush
should be used about every two weeks.
‘However, it is not necessary to go to so
much trouble, except where people are
very critical about the condition of therwr
floors. We should sell far more than we
do of this article and trust that this fur-
ther knowledge on the goods will result in
your pushing this hine harder than in the
past.

Salesmanship.

By W N Awubuchon (* Precole™ )
(Copyripht, 3904, by John I ee Mahu)
(Concinded from last weck )

Jumpmg ahead of your competitor
doesn’t pay. He gets all you leave be-
hind and you leave behind more than you
get.

Merely wishing for business doesn't get
it. 1t’s hke holding the bag in an after-
dark ** snipe hunt.,”

Seeing a customer once at the nght
hour is better than sering him ten times at
the wrong one.

Sell many rather than sell few. Sell
often rather than over-stock a customer

ST LALLLIIEL L TL LI LL L S L LT LLLL LTI

‘No. 2

with petishable goods. Yet, see to it that
you sell enough to shut out a measure of
purchases of similar supplies from other
sources.

Do not try to get 1t all. Leave a bittle
for the other fellow. If he doesn’t get
some of the business he will be more stren-
uous, and get more than he would f he
were not satisfied in s 1gnorance of
greater things.

A man who takes sufficient interest tn
your goods to criticise them, 1s n better
man to wotk on than one who is ndiffer-
ent.

.You must not expect the buyer to be
lavish 1n praise of your goods. It would
be poor policy en his part. He praises
your goeds to your competitor.

Next time—more to salesman.— Makin's
Magazine,

LECECEERECEEcEc€geee

Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
Aprif 1 to June I, Inclusive.

I. D. WILSON 1st
1 1. MAHQNEY 2nd
E. G. PEARCE 3rd
C. F. PULFER 4th
S. W. NEWELL  sth
W. J. CARLYLE G1h
H., F. WHITAKER 7th

WATSON WESLEY 8th

H. L. WILSON 8th
G. S. RICHARDSON 8th
G.C.BURNHAM Jr. oth
E. R. HOAG foth
A. W. MARTIN 10th
C. MEHLIG 1oth
S. A. HUNTER irth
P. H. BETHGE 11th
W.J.SELVAGE  :1zth
M. L. MCKENNA  12th

COME ON, BOYS 1!
§§>>>»>>>>>§>>§§§§>»9‘—74

S53DDESDEDIISIIBOPIEDDHIOOIIDIDISDL IS

¢

0007-SWP-000128384



WHITE CITY NEWS

Southern Hardware Jobbers’ Association Convention

Held at Atlanta, Georgia,
May 24, 25, 26 and 27, '04.

Below will be found delegates representing the Acme White Lead and Color
Works, Detroit, Mich.:

H. L WiLson,
Special Representative,

C F ELuorr,
District Sales Manager.
Distrsce H.

R. M. BILuNGs.
Distnct Sales Manager
District K.

F R. DOUGALL.
General Sales Managor.

H H HALLADAY,
District Sales Manager.
Distnict M

The above five met their numerous friends among the hardware jobbers® of
the South and fully looked after the interests of the Acme White Lead and Color
Woarks, and talked the Acme Qhality lines, New Era Pants, New Era Varnishes
and Rapid Selling Specialties. The boys report the convention a success in the
fullest and best sense of the word.

|
|
|

Our General Distributers.

Alabama

Groy & Dudley Hardware Co, Birmingham

Arkansas
Whitlow-Wilhiams Drug Co,
California

Fayetteville

H. R Tibbetts Paint Co., Los Angeles

Tenbrook & Co . Sacramenio

H. R Tibbets Paint Co., San Diego
Flonda

The S B Huhbard Ca., Jacksonville

Tampa Hardware Co. Tampa
Georgia

N L Willet Drug Co, Augusta

Wast Lumber Co , Atlanta
lihinos

Geo E Watson Co , Chicago

Brady Bros. Hardware Co. Jacwsonwille

Colburn, Birks & Cc.. Peana
Indiana

The Evansville Paint & Varnish “

Co, 14, Evansville ’

lowa

Slckels. Pmston & Nutting Co , Davenport

W H, Torbert. Dubuque

3w, E\i%{erl) & Co s Ottumwa

Hornick, & More, Sioux City
Kansas

A. B. Whinng Paint & Gliss Co., Topeka
Kentucky

, Robinson Bros. & Co.. Louisville
Loutsiana
. David Hernharat, New Orleans

Maryland

Carltn & Fulon. Batturrore
Mhssachuserts

Baidwin, Robrins & Co . Boston

Minnesota

! Hkg,'m‘:(l, Walther, Gates |ldwe.

o, St. Panl
Montana
A M Hotter Hiwe Co , Helena
New York
Buffato Glass Co., Buffalo
Sickels & Nutung Co., New York City
Burhans & Black Co Syracuse
Jno L Thompsan, Sons & Co , Troy
North Carolina
¢ Burweil & Dunn Co Charlotte
Leak-Halladay Co , Greensboro
Ono
Smath Bros. Hiwe Co . Cotambus
Co-Operaung Merchauts Co., Toledv
Oxlaboma Territory
« Alexander Drug Co , Oklahoma Csty
Cregon
. F.E Beach & Co, Portland
Fennsylvania

- Shoem:\ker & Busch.
! - 'Inrdware Co..

HA
Phclps—S(mw & Co »
Rhode Istand

Umion Hdwe. & Electric Supply

Co..
South Carolina
Murray Drug Co ,
Tennessee
Fritts & Wieht
Cruz Sterhing Co ,
BQIIEdIC( Warren & Davidson

' Simlher Drug Co .
Warren- Yarburough Paint &
Glass Co.
Texas
Hauston Drug Ca.,

Texas Paint and Paper House,

Greiner-Kelly Drug Co.,

tah
G.F. Culmer & Bro ,
Virgnia
Barker-Jennings Hdwe Co..
Washingtan
A. S. Johnson & Co ,
Spokane Drug Co.,
West Yurginia
The Kanawha Drog Co ,

Providence

Phitadetphia,
Hanover
Puttsburg
Reading
Wilkesbarre

Columbta

Chattanooga
Knoxville

Memphis
Bristol

Nashwlle

Houston
Fort Worth

Sherman

Salt Lake
Lynchburg

Tacoma
Spokane

Charleston

The Williams & Davisson Co , Clarksbu'g

W H. Chapman & Sons,

heehng
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F R. DOUGALL, SALES MANAGER

The information contatned in this
paper is of a confidential naiure.
Please destroy after veading and do
not leave ying around.

Neal's Brewers” Enamels,

Some of our boys are making friends
with the superintendents of breweries on
their territory, and the result 1s a nice
business on our high-class line of Brewers’
Enamels.

Brewers’ Enamels are ‘* Acme Qualtty
and cannot help but be highly endorsed by
the class of trade to whom such material
is naturally of interest. Our line com-
prises enamels admirably adapted for the
various purposes for which same are
designed.

Our Wall Enamel is just the thing for
finishing walls and ceilings and presents a
hard, (ustrous, sanitary finish not affected
by steam or moisture in any form, and
the character of finish obtained is such
that work fimshed is easily keptclean and
wholesome,

Enamel is used very extensively for
enameling the heads, sides and hoops of
kegs and barrels. To meet requirements
demanded we offer our Neal's Brewers®
Keg Enamel. Same possesses every re-
quisite, has exceptional covering capacity,
dries quickly and hard, with an excellent
gloss and will withstand any amount of
washing and exposure without injury.

As a protection against rust and for the
purpose of finishing iron columns, stair-
cases, tanks, etc., we offer our Neal’s
Brewers’ Graphite Enamel. These goods
represent the maximum durability and
serve as a most excellent protection and

preservative on any surface fimshed with
them.

Our Neal’s Brewers’ Insulating Enamel
for use on pipes, condensers, etc,, has
the utmost elasticity, will withstand
expansion and contraction to a marked
degree, and like balance of the hne is

" very durable.

You would find it easy to get good
business from this class of trade, if looked
after carefully. We have the enamels
that we know a good demand exists for,
if you will only work with us and cater to
it. We will be glad to send color cards
and write letters toany brewers whown yon
succeed in interesting on this line. If you
can do good work 1 this direction write
us for prices. Note color card attached.

f«««?«;««é«««
¥ Porch Furniture Contest

Standing of Acme Salesmen’s Contest.
April 1 to June 8, Inclusive.

DOBDPIIIDIDIIPDID

L D. WILSON st
J. J. MAHONEY 2nd 4
C. F. PULFER 3rd /
E. G. PEARCE 4th /
S. W. NEWELL sth
W. J. CARLYLE 6th
H. F. WHITAKER 7th 3
WATSON WESLEY 8th
H. L. WILSON 8th

G. S. RICHARDSON 8th
G.C.BURNHAM Jr. oth

>

E. R. HOAG 1oth

A. W. MARTIN  1oth

C. MEHLIG toth 3
S. A. HUNTER  1th 3
P. H. BETHGE 1ith y
W. J.SELVAGE  12th /
M. L. MCKENNA  r12th i

This contest will not close until
the gross amount sold reaches ;
$5,000.00. /
COME ON, BOYS!! g?

3&9»5»5»»»»»»»551
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Varnotile.
For Fumshing Floors

When you shall have enameled every-
thing you own, and painted your house,
there stilt remain to be treated, your floors ;
for with a shabby floor one is much like a
person very stylishly and becomngly cos-
tumed and wearing a pait of shabby boots,

Vamotile 1s a specially made varnish for
finishing floors. No. surface must with-
stand harder usage than that which is
walked upon constantly. Varnotile 1s
tough and elastic, dries properly, and
is easily apphied. For new floors of open-
grained wonds, such as oak or ash, the
wood should first be filled with a good
paste wood filler, such as Davies’, tinted
to match the wood.

When a smooth surface has been pre-
pared, apply a coat of Varnotile, let it dry
thoroughly and hard, rub it with curled
hair or pumice and water (preferably the
latter), wipe, and when perfectly dry put
on the second coat and let #¢ dry. You
can leave it glossy, or if you ke a lntle
duller finish, rub it again with pulverized
pumice and water or oil, but wipe very
thoroughly if oil is used, as dust adheres
to it easity and spotls the floor.

Davies® Varno-Fioor-Stains are best for
floors where you desire to tmitate oak,
mahogany, walnut, cherry or rosewood.

Golf Ball Enamel.

We have just added to our Acme Qual-
ity line, a new specialty that should prove
a “‘long drive’ and a sure winner. Our
Golf Ball Enamel is far superior to any
other make and lower 1n price than the
Enghsh Enamels. There is a big field for
a bang-up, rehable articleof this character

: and you will find it possible to do a nice

business in this line with jobbers and
dealers in sporting goods all over the
country, Golf balls must be kept white
and frequent coats of enamel applied, so
that they are not easily lost. Hence the
demand from the consumers, It is offered
in quarter-pints and in white only.
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New Era Pamt Ta]ks

(A Contrnued Series )
No 1

Economy for the Psactical Painter.

The practical pamnter can become a good
friend or bad enemy to New Era Paint, or
any other brand, and it depends largely
upon the salesman which way he will
“flop.” It is conceded that it pays to
cultivate his friendship, to solicit his
approval and interest and to conzince
him that there s practical economy fo kim
in using New EraPaint. Thisisa mighty
simple proposition, and anybody can
proveit.

It only takes 24 gallons of New Era
Paint for the same job that requires 30
gallons of white lead and ol pant, mixed
by hand.

Assuming that the pamter can mix his
uwn pant for the same cost per gallon
as New Era (and he certainly cannot de
1t any cheaper) he would save his time in
breaking up and mixing his paint, and he
would save the value of 6 gallons of paint
on every thirty-gallon job, or one-fifth of
his paint bill. The following cut shows
the difference between the covering capac-
ity of New Era Paint, white, and S. P.lead
and oil paint. It talks for itself:

'

)

six galions. Now can [ return the balance ? Please
let me know at once, and oblige
W E.Byhas
Based an Mr. Byham’s remarks our
representatives, when they have occasion
to estimate quantity required to paint a

given surface, should always remember ;

that New Era has decidedly exceptional
covering capacity and should therefore
make a strong point of the comparatively
small quantity of samerequired, this being
only one of the economies in using New
Era.

Colonial Floor Wax,

The package Is dressed In a new suit
We attach hereto one of our new labels
for Colonial Floor Wax. This label is
more in harmony with the high grade
quality of the article. A good article
should be well labeled, and Colonial Floor
Wax is essentially

s

a good article.

Nothmg for this

purpose is or can

be better. With

this handsome

label, the excel-

lent quality of our

wax and renewed

interest on the

By the use of New Era the contracting
painter saves money for himself, does a

better job, and a far more permanent one, !

thus giving his customer better satisfac-
tion and ** boosts ** his own reputation as
a first-class painter.

Economy of New Era.

Acme WHITE LEAD AND COLOR WORKS,
Detroit, Mich.

Gentlemern —About one year ago your agent called
on me and measured my hall and told me It would take
about twenty gallons of paint 10 paint I, but he sad
if 1t did not tabe.that amount 1 could return the bal-
ance. This spring I had 1t painted and 1t only took

TPearuo wakn
Leas sl

part of our repre-
sentabives and
distributers’  re-
presentatives in
** weighing up *?
the trade, the re-
suft will be that
most all of the
waxed floors in the country will be finished
in good old ‘“ Colonial ”* style. Read the
directions, they will post you on talking
points.

OMAHA, NEH., June sth, 1904.
ACME WHITE LEAD AND COLOR WORKS,
Detroit, Mick. .
Gentlemen.—Yours of late date at hand, and in
reply would say that the Master Painters’ Oll Colors
sent me are beyond compare—ihe best 1 have ever
used of any kind. Should they be placed in this
market w1l use no ofther, Would be very grateful
for your color card case, and method of showing your
paints for house work, as Mr McKenra spoke of.
Wil do all ] can 10 make your paints popular with
all | come In contact.
Yours very truly,
1. D. BLACKWOOD, Contracting Painter.

Our General Distributers.

Alabama

Gray & Dudley Hardware Co., Birmingham
Arkansas

Whitlow-Wilhams Drug Co ,
Caltiorma

H R. Tibbeus Paint Co.,

Tenbrook & Co.,

Fayeiteville

Los Angeles
Sacramento

H R Tibbetts Pant Co., San Diego
, Florda .
The S B Hubbard Co., Jacksonville
Tampa Haraware Co Fampa
Georgia
N L Willet Drug Co., Augusta
West Lumber Co , Atlanta
Nhnos
Geo E Watson Co , Chicagn

Brady Bros. Hardw.:re Co. Jacksonwille

Colburn, Birks & Ce Peona
[odiana
The Evansville Paint & Varmish
Co., L, Evanswille
Towa

Slt.kel:.. Presiwun & Newung Co, Davenpor‘
W H Tortert, Dubuque

Jw Ed erly & Cu , Ottumwa

Hornick, Hess & More, Stoux City
Kaneas

A.B. Whiting Paint & Glass Co , Topeka
Kentucky

Robinson Bros. & Co , Lowsville
Loumana

David Bernhards, New Orleans
Maryland

Carlin & Fulon, Battimore
Massachusertrs

Baldwin, Robbins & Co . Boston
Minnesota

Hacket, Walther, Gates Hawe.

Co., St. Paul

Montana

A, M Holter Hdwe Co , Hetena
New York

Buffalo Glass Co., Buifalo

Sickels & Nutting Co , New York City

Burhans & Black Co., Syracuse

Jno L. Thompson, Sons & Co., Troy
North Carolina

Burwell & Dunn Co. Charlotte

Leak-Halladay Co.. Greensboro
Dhio

Smith Bros Hdwe. Co.. Columbus

Co-Operating Mercharts Co., Toledo
Oklaboma Terrtory

Alexander Drug Co., Oklahoma City

Orecgon

F.E Beach & Co ., Porthand
Pennsylvania

Shoemnker & Busch. Phiadelphia,

Hanover
| TN lnrdware Cu.,  Pitisburg
! Readin
Phelps~$tmw & Co ' Wllkugavro

Rhode Istand
Union Hdwe. & Electnic Supply
Co. Providence
South Carclina

Murray Drug Co , Columbla
Teanessee
Fntts & Wiehl. Chattanooga
Cruze-Sterling Co.. Knoxville
Ben edlcx Warren & Davidson
Memphis
Slrolher Deug Co., Bristal
Warrcn Yurburougb Paint &
s Co, Naghville
Texas
Bouston Drug Co.. Houston

Texas Paint and Paper House, Fort Worth

Gremer-Kelly Drug Co., rivan
Otah

G. F. Culmer & Bro , Salt Lake
Virginia

Barker-Jennings Hdwe Co.. Lynchburg
Washington

A. S. Johnson & Co., Tacoma

Spokane Drug Co., Spokane
West Virginia

The Kanawha Drug Co, Charleston

The Wi‘llams & Davlsson Co., Clarksburg
H. Chapman & Sons, Wheeling
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Liquid Slating

BLACK AND DEEP GREEN

A durable blackboard finigh of excellent quality, offering an
exceptionally fine surface.

LIST PRICES
Gallof Cans.veover oo+ . . #3 co per gallon
Haif-gallon cans. .. . . . 320
Quartcans «. .« . e et s aon 360 "
Pintcans.... ... .. aco

Half-pint cans.. . 48 © *

A Liberal Discount to the Trade.

TRADE BUPPLIZD BY
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Paints, Enamels and Stains

FOR GEMERAL USK

NEAL'S CARRIAGE PAINTS, " The Ol Original
For re-painting vehicles, or any old thing—indoors or
outdoors—requiring a durable vamish- Zloss finish.

NEAL'S CARRIAGE TOP DRESSING
For teather and rubber tops, dash-boards and leather
poods.

ACME WAGON AND IMPLEMENT PAINTS
For farm implemenis, wagons and trucks.

NEAL'S ENAMELS
For producing a real ssasel finish upon furniture and

work. Artistic, saniiary and easy to keep clean,

NEAL'S INTERIOR ENAMELS
For interior woodwork, walls andcellings. Avealesamel
at & popular price. Durable, sanltary, artistic and easy
to keep clean.

NEAL'S BATH-TUD ENAMELS
For zinc bath-tubs, footbaths, woodwork, walls and cell-
ings of bath-rooms, Izundries, and alk surfaces exposed
to hol or cold waiter, steam or molsture.

NEAL'S 'CYCLE ENAMELS
For imparting a real enamel finlsh 1o bicycles,

NEAL'S SCREEN.ENAMELS
For door and window fly-screens and frates. Wil not
clog the meshes.

NEAL'S ALUMINUM ENAMELS
For radiators, steam p‘l&fs. ornamenta) fron work and
metal surfaces of all Kin. Unsffected by extreme heat,
<old or moisture.

NEAL'S FLORENTINE ENAMELS
For stove pipes, healing drums, grates, fenders, coal
hods, ete. ithstands extreme heat. Dense Brilhant
Black and Russia [ron Color.

GkéNITE FLOOR PAINTS

or interior floors, steps and surfaces to be walked
ulck-drying and dumble. " upem

ACME HOUSEHOLD PAINTS

For painting benches, shelves, chalrs, flower pots and
inrumerable articles aboutrevery home that become marred
and shabby.

SIVE BT iy

"> COLORS VAUNISHES |
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NEW ERA |

PRIMER

A heavy-bodied Primer, the use of which
insures a proper foundation for the follow-
ing caats of New Era Paint, or any first
quality paint, It should be reduced galon
for gallon with pure Linseed Oil : : :

It possesses greater body and elasticity
than ordinary ochre primers, and imparts
3 surface over which subsequent coats of
— paint give a much handsomer and more
durable finish. : : H H : :

0007-SWP-000128390



Practical Painters’ Use

The followipg ave recommendud to muct the
teguir-inents of practicad pamters desning goods
that may be bpended pon o secnse ~ ‘ifactory
resulia:

Master Painters” Stock Whate
Master Painters”™ Devil's Red, In'y.dtnn
Master Painters’ Trimming Green, In “iqunt tosm

Master Painters’ Color in Qil, Swaly Pure

Acme Superfine Coach and Car Colors
Michigan Seal White Lead, nonl
Davies® Paste Wood Filler

Davies® Liquid Wood Filler

French Crown Tinting Ocbre, t» .

Neal's Enamels, Th: Ginvine

New Era Varnishes
YARND E—Fer Floors wnd Smrdar S tfaces
NEFROVILF—Far Datevier Woadnaore
FRIFROFTIFE~—For Futeror Worork
NORUB YLAL FINISH- For Prod o . Flar
Eramn Wariwst R b bing.

0007-SWP-000128391
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The tnforiation contained tn 1his
paper 15 of a confidential nalure.
Please destroy ufter reading and do
not leave lying avound.,
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Potch Furniture Contest

Standing of Acme Salesmen’s Contest,
April 110 June 15, Inclusive.

I. D. WILSON 1st
J. J. MAHONEY znd
C. F. PULFER 3rd
E. G. PEARCE ath
S. W. NEWELL sth
W. J. CARLYLE  6th
H., F. WHITAKER 7th

WATSON WESLEY 8th
G. S. RICHARDSON 8th
G. C. RURNHAM Jr. oth

C. MEHLIG roth
E. R. HOAG 11th
A, W. MARTIN 11th
S. A. HUNTER 1zth
P. H. BETHGE 12th
W. J.SELVAGE 12th
M. L MCKENNA 13th
WM. GALLIE 14th

This contest will not close unti] the gross
armount sold reaches $5,000.00.

COME ON, BOYS 11
&5»»»»»»@53»»;

SIDPODIIDIDIDIDIDISDIIIDIDIIPIIDIDIBIDIDPID

A Good Practical Painter’s Report.

After glving your French Crown Tinung Ochre a
thorough test, } am pleased to state that | find
supertor to any (nting ochre I ever used during my
entire experfence. [ also had occasion to test your
Master Palnters’ Chrome Yellow, Medium. ] found
same an exceliert prece Of £00ds. being most desirable
and economical fur tinting purpeses. It is my 1nten-
tion 10 use your unuing colocs whenever 1 require
g004ds 10 this Hne. JOHN SANDERS.

Car Load Orders This Weck

District Sales Manager Alf. R. Kelly
and A. W. Martin have just sent in a car-
load order from A. S. Johnson & Co., our
distributers at Tacoma, Wash.

Alf. has also sent in an order this week
for two cars from The Spokane Drug Co.,
our distnibuters at Spokane, Wash.

Qur distributers at Portland, Ore., F. E.
Beach & Co., are finding their business
growing so rapidly that they have found it
necessary to order three car-ioads of *Acme
Quality !’ goods. Alf. R. Kelly sent 1n
this order.

Alf. seems to be determined to clean up
a car order from every one of his distribu-
ters before coming 1 to the district sales
managers’ convention. He and Clarence
Jones have just sent in an order for a
large car for shipment to The A. M. Hal-
ter Hardware Co., our distnbuters at
Helena, Mont.

We are just in receipt of a car-load order
by mail from our distributers, The H. R.

Tibbetts Paint Co., at Los Angeles, Cal. |

Come on, boys !
2 [00K OUT FeR
2 0UR

< 3 ALEIMAR>
Moral: Use Acme Porch Furniture
Epamel. It dries quick and hard.

Our line does not comprise anything for
which a more active demand exists at this
season of the year than Neal’s Screen
Enamels. These enamels are particularly
designed for finishing window and door
screens, wire cloth, etc., alse for finishing
sash and frame or woed parts.

These enamels cover well and give an
excellent finish with the application of a
single coat. Neal’s Screen Enamels, while
having good body, have no tendency
whatever to clog the meshes of the ware,
which would result in an unsightly ap-
pearance and prevent a free circulation of
air. Our product in this line has the
faculty of beautifying any surface on
which the goods are used, and of protect-
ing it from the ravages of the elementsand
decay. The finish imparted is durablc.

These enamels are furnished under a
neat, attractive label. We provide our
jobbing friends with mailing shps fully
describing the goods, and same bear their
imprint.  Ample advertising matter is fur-
nished, including attractive hangers for
display purposes. No dealer should be
without a stock of Neal’s Screen Enamels.

Neal’s Screen Enamels sell so readily
and please so universally thatas a natural
consequence a demand for other ““Acme
Quality ” lines is created. We hope to
make many new friends in the trade
before the close of the season on this most
excellent line, which 1s constantly grawing
in popularity.

0007-SWP-000128392
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WHITE CITY NEWS

New Era Paint Talks
(A Cuniinned Scries )

Things to Think of When You Buy
Paint Yourself,

First. THE REAL COST OF PAINT.
Tins does not depend nearly so much upon
the price per gallon as upon the guantity
reguired and ength of time i€ will wear,

Second. HOW MUCH WiLL BE RE-
QUIRED? This depends upon ‘‘ covering
capaaty.” New Era will cover solidly as
many square feet of surface to the gallon
as it is possible for properly made paint to
do. Much more than white lead and oil,
inixed-by-hand, or cheap (?) brands of
paint—at least 25 per cent. morc. This
means only four gallons of New Era needed
to every five required of the mixed-by-
hand, or chieap () kind.

Third. HOW LONG WL IT WEAR.
This depends upon climatic cunditions.
New Era will wear five years—sometimes
longer, very seldom less. It is safe to say
30 per cent. Jonger than white lead paint,
mixed-by-hand, or cheap ( ? ) brands.

Fourth. THE COST OF PAINTING. It
costs much more to apply paint than for
the paint itself, to be conservatve we will
sy 50 per cent. more. X cosls as wmuck
20 apply poor paint as good pair?,

Fifth. THE COST PER YEAR. This
1s what tells the story. To determinpe it,
divide the cost of the paint and applying
the same by the length of time that will

elapse befcre it is necessary to paint again, -

We will assume for instance that it costs
as much to buy New Era Paint for a
building as for white lead paint or a cheap
inferior brand (the cost is more per gallon,
but it requires fewer gallons.) Paint and
painting cost say ¥6o. The lead paint
and cheap mixed kind would wear not to
exceed three years, or a cost of $20 per
year. New Era paint would wear at least
four and one-half years, or a cost, per year
of $13.33. A saving of 334 per cent.

New Era Ptimer.

As sample card, attached to this issue,
indicates this is a very heavy bodied
primer, the use of which produces the
proper foundation for the following coats
of New Era Paint orany first quality paint.
Pigments 1n our New Era Primer are
essentially the very best for the purpose,
viz., pure white lead and imported French
ochre. The white leadis a purecarbonate, |
made by the old Dutch process. The
French ochreis an exceptionally high-grade
article, same as we use in our French
Crown Tinting Ochre. It is mast posi-
tively the best article for filling the pores
of the wood that has ever been placed on
the market, and it 1s a distinct innovation
with us. Most of the grades on the
market are composed of large quantities
of adulterations and inert matter, which
renders them practically useless for prim-
Ing purposes.

The vehicle in New Era Primer is pure
linseed oil and a small quantity of binder.

The economy of using New Era Primer,
in view of the fact that it will stand reduc- i

|

ing gallon for gallon with linseed oil, 15 at
once apparent. It possesses far greater
body and elasticity than ordmary ochre l
primers, and imparts a surface over which
subsequent coats of paint give a much !
handsomer and more durable finish. The
field for afirst quality piece of goods of this
character should, we are satisfied, prove to
be a most productive one. When endeav-
oring to open up new agencies, if not
successful upon the first occasion of your
visit, see if you cannot secure an opening
order for New Era Primer. Try and get
prospective and New Era agents started
on this primer even though they may be
handling another manufacturer’s brand of
house paint. This will serve as a wedge
and mean a commencement at least, and |
we are quite confident that dealers who
begin with us in this manner will be so
wel) pleased with our primer that by the |
time you make your second visit, and in
many instances probably tefore, they will
have made up their minds that they require
New Era Paint equally as much as
they need New Era Prnimer. We consid-
er this suggestion worthy of cunsideration
on your part, as we feel positive that the
ultimate result we are Jooking for will fol-
low in due course. Take advantage of
every possible opportunity to put in a
sample order of New Era Primer,and thus
help build businesson New Era Paint, and
by its use #nder New Era Paint insure far

more rehiable and satisfactory results.

Slating is a Iine of goods used very ex-
tensively, particulatly during the months
of July and August when school is not in
session, Our Acme Liguid Slating imparts
a very supenor finish, We offer it in
black and dcep green. It is exceedingly
fine 1n texture, and Is made only from the
best materials the market affords. The
result of using our +lating is a smooth sur-
face free from gnit or gloss, very requisite
features. A surface finished with Acme
Liquid Slating has a perfect affinity for
chalk., We think it would be an excellent
plan to interview the superintendents of
the various schools at points you wisit,
and place the merits of our line before
them with a view of getting them to speci-
fy same. We are perfectly willing to
furnish them with sample for the purpose
of making practical tests if desired. Fol-
lowing out the plan suggested will, we are
satisfied, gain us many new friends and
result in matenally increasing our already
extens,ve bustness In this line of goods.

Neal’s Bath-Tub Fnamel

This article is prepared with a view to
resist the effects of steam, moisture and
extremely hot water. No ordinary finish
will do this, not even for the walls and
woodwork., The entwre room should be
enameled.  Size the walls with thin glue,
as for papering, then finish with enamel.
It is practically imperishable and can be
cleaned like a piece of china.

For finishing the inside of refrigerators

| and sinks, nothing can compare with the

enamel made for the purpuse. A refriger-
ator, especially the ice chamber, very
quickly becomes foul, especially when at
all old; the metal becomes rough, every-
thing adheres to it and it becomes slimy.
Wash, scald and dry it thoroughly, then
enamel everywhere, racks and all, with
enamel. It will form a hard, smooth,
beautifully white surface which can be
wiped off with a damp cloth every day,
and your refrigerator or ice box will be as
sweet and clean as a china bowl. Same
with a sink; no rusting, no greasy sur-
faces and always such a sense of satisfac-
tion and perfect cleanliness is conveyed
by 1ts white surface.
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Porch Furniture Contest %ﬁ

Standing of Acme Salesmen’s Contest,
April } to June 22, Inclusive.

I. D. WILSON 1st
J. J MAHONEY 2nd
C. F. PULFER 3rd
E. G. PEARCE Ath
S. W. NEWELL 5th
W. J. CARLYLE 6th
H. F. WHITAKER 7th
C. MEHLIG 7th
WATSON WESLEY 8th
G.S. RICHARDSON 8th

H. L WILSON gth
G C.BURNHAM Jr. gth
E.R. HOAG roth

A. W. MARTIN roth
S. A. HUNTER 1ith
P. H. BETHGE 1th
W. J. SELVAGE 11th
M. L. MCKENNA 1zth
WM. GALLIE 13th

COME ON, BOYS 1.}

DIDDIDDIIPIPIPDIIPIIIIIIIIIIIIDHIDIID
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MCCLURE, OHIO, June 7, 1904

ACME WHITE LEAD AND COLOR WORKS

Dear Strs —[ have recelved my sample of New
Era Paint of Mir. Lowery. and would say your paint 15
alt right. [ am palnting at present with your paint on
the second house, [tisthe best I have ever used.
Will use your paint nght along. and 1 have more
painting than I can do this summer | remain,

Yours truly,
J N. DETRAY.

Car-Load Orders This Week,

J. 4 MAHONEY

Mr. J. J. Mahoney and District Sales
Manager S. H. Hart landed Messrs.
Romarys, Goeglein Co., Fort Wayne,
Ind., for a car-load of New Era Paint,
New Era Varnishes and a full assortment
of our specialties, etc. Thisfirm has been
our retail agents at this pointfor years and
their business has grown on New Era
Paint to such a large proportion that
they now find it convenient and, in fact,
necessary to buy in car lots.

Mr. J. H. Kavanagh has just sentin a
nice car-load order for New Era Paint and
*‘Acme Quality *? lines from our distribu-
ters, The Burhans & Black Co., at Syra-
cuse, N. Y., in Mr. W. 1. Carlyle’s
district.

Neal’s Interior Enamels,

This article is prepared with a view to
covering large surfaces inexpensively, as
walls and woodwork. Formerly, to have
a painted wall that could be washed, it was
necessary to paint it with several coats of
pamnt, waitting a long time for each to dry
hard, and in order to get a good, even
effect of color, the final coat would be
stippled ; this concealed 1mperfections and

inaidentally caught dust and retained it.

With Neal’s Interior Enamels, a perfect-
ly smooth surface of fine, even color and
texture is produced, that will not mar
readily and is easily kept clean.

It 1s an entirely sanitary way of finish-
Ing walls, ceilings and interior woodwork,
| and 1s easily applied over painted, var-
{ nished or new surfaces.

! Ceming in great variety of color and
: tint, it1s delightful for working out color
schemes in endless variety.

It is put up in larger packages, also
gallons, half-gallons and quarts, as well as
pints, half-pints and quarter-pints, and
specific directions for it's application are
found on every package,

The cost is about the same as for ordi-
nary paint, and the effect is incomparably
better and handsomer.

LINCOLN, NEB , June 10, 2904,
ACME WHITE LEAD AND COLOR WORKS,
Detroit, Mich.

Gentlemen —Your Master Pamters’ Oil Colors
ave the best 1 have ever used. They are stronger,
hetter, cover and color mora lead than I even could
unagine, Respactfully yours,

J W MiTCHELL.

BatTie CREEK, MICH , June 20, 1904.
ACME WHITE LEAD ARD COLOR WORKS,
Detroit, Mach.

Dear Strs ~You have wmniten in regard to the
sample of Tinting Ochre sent me I tried 1t and
think it is very fine quabty, finely ground and of good
strength ard shade. What s the price of 1?

Yours,
H. C W)NEBRENNER,

CAuroN, N.J | June 17, 1004.
ACME WHITE LEAD AND COLOR WORKS,
Detrost, Mich,

Gentlemen —Your colors are very good. They
cover exira good. We palnted a wagon yellow and
it was fine, but to tast it, we have to wait to see how
fong it hofds its color. Your Red was fine, but the
Green was too gay a color—nobody wanted it, but 1t
13 good, it covers so wall.

Yours truly,

Jas STEVENSON.
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F. R DuigaLt,
General Sales Manager

ALF R KeiLy,
Distnct Sales Mgr. Dis. A

DAN Davits,
Distnct Sales Mgr. Dis, B.

S H. HART,
District Sales Mgr. Dis D

Wa L Davies, THOMAS NEAL
Presidant. Sec'y and General Manager.

Our District Sales Managers’ Convention.

Held in Detroit from June 20th to 30th, 1904,

fon? all

\ UR convention of District Sales Managers has been
week, and has been most successful in every way. The num-
ber and character of the subjects discussed, as well as the care-~
ful thought and minute attention to detail by our District Sales
Managers, on their respective districts, made evident by their
addresses and informal talks, testifics to the immense good derived
by us all from a meeting of this kind.

Each District Manager has come to this convention * primed to the
guards '’ and we have adopted many resolutions pertaining to the future
handling of detail which cannot fail to be beneficial.

This is a convention where every minute is devoted to business, and
many matters have been broughtto our attention by our District Manag-
ers which will have careful thought, and many will be acted upon im-
mediately. .

This afternoon the officers of the Company and our District Sales
Managers will take the four o'clock car for the flats, and will forget alt
about business untit their return on Mondaynoon. They are going toshow
Dan how to catch big black bass (and other fish) at Hank Avery’s well
appointed * hotel > on the north channel where the famous Ti-Ki Club,
No. 1, repaired some years ago. Many of nur representatives will “remem-
ber the trip.”’ Hank Avery says he wants to get even, if he can. In
any event we will have a good time, and on Monday noon will be back in
Detroit, when we will again be busy on matters .of interest to our District
Sales Managers, our representatives, our customers and ourselves.

In next week’s issuc of WHITE CITY NEWS we will tell you more
about this convention.

R. M BILLINGS.

H.H HaLLADAY,
District Sales Mgr. Dis K. District Sales Mgr. Dis. M.

A M WOODWARD,
Mgr Promotion and Publiciy.

;

W J CARLYLE
District Sales Mgy Dis. G

H L Wison,
Distnct Sales Mgr Dis. J.
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Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
April § to June 29, Inclusive.

L. D. WILSON st
J. J. MAHONEY 2nd
C. F. PULFER 3rd
E. G. PEARCE 4th
S. W. NEWELL sth
W. J. CARLYLE é6th
H. F. WHITAKER 7th
C. MEHLIG 8th
WATSON WESLEY s8th
G. S. RICHARDSON oth

H. L. WILSON oth
(. C.BURNHAM Jr, 10th
E. R. HOAG 11th

A. W. MARTIN 11th
W.J. SELVAGE nth
S. A. HUNTER 12th
P. H. BETHGE 12th
M. L. MCKENNA  13th
WM. GALLIE 14th

COME ON, BOVS!!

4
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We should have an unusually good de-
mand for Acme Liquid Slating during the
coming two months. “Take hold and
hft.”

Now is the time to sell Neal’s Screen
Enamels. Push them hard.

>EDDDIHHHDHIDHBIDDDIDIBIPDISIIIDIDIIIHD

JULY 2, 1904.

NO. 6

New Era Paint Tal'k—s-

(A Continued Series)
No 3

The way our forefathers mixed paint by hand. Some
pamters, who are too slow to keep up-to-date,
s1iit use this method.

Things to Think of When You Contract

for Paint and Painting.

First. INSIST ON GOOD PAINT to in-
sure the greatest durability and so as to

" avoid the necessity of incurring the ex-
| pense of painting again long before it

should be necessary.,

Second. WHY NEW ERA PAINT
SHOULD BE USED. It is made from the
best paint materials only. There is a tag
on every gallon can that tells just what it
is made of. There is nothing to conceal
or be ashamed of. We rather publish the
truth—and all of it. It insures the maxi-
mum in durability and the minimum 1n
quantity required.

Third. WHITE LEAD AND OIL PAINT.

the best paint either for wearing or cover-

ing. Comparative tests with New Era
Paint have proven it beyond question.
White lead alone used as a base results
in a paint that in a comparatively short
time will ‘““chalk off.”> Rub your hand
over the surface of a house painted
in this way. The powder upon your
hand is the lead which has become
*“loosened,” no longer forming a
protective coating, but will wash off
n every rainstorm. New Era Paint will
cover about 25 per cent. more surface to
the gallon than white lead paiot.

Fourth. PROGRESSIVE PAINTERS
HAVE CONVINCED THEMSELVES that
the proper admixture of oxtde of zinc with
lead makes 2 much more serviceable and
economical paint than when lead alone
is used, and also that paint, mixed
in exact proportions and finely ground hy
means of special powerful machinery, is
far preferable and less expensive to them
and to consumers, than when imperfectly
mixed and tinted by hand in uncertain
proportions,

Fifth. A GOOD PAINTER AND GOOD
PAINT make the best combination that
can be secured to produce a good job of
painting—one that will be satisfactory in
years of service, appearance and cost.

New Era Varnishes,

1t cannot be too firmly impressed on the
minds of the trade that we are leaders in
the varnish as well as in the paint line.

Pure lead and linseed oil does NOT make : This fact is rapidly becoming recognized,

[ [

0007-SWP-000128397




[

WHITE CITY NEWS

as is evinced by out finding 1t absolutely

necessary to materially increase our facili-
ties a short time ago. We have plenty of
room to further enlarge our present ex-
tensive, commodious plant, and hope that
the time is not very far distant when
increase 1n volume of business will justify
steps being taken in this direction,

Our business in New Era Paint and
Rapid-Seller Specialties is growing at a
rate which 1s a source of gratification to
us, This should apply with equal force
to New Era Varnish, and it wiil if you
will al] put your shoulders to the wheel. -

You cannot laud the praises of New
Era Varnish too highly. You get the
business and we will back you up with
goods that cannot help but make and
retain friends. You are well acquainted
with the fact that New Era Pamnt has
made hosts of friends among the painters’

fraternity. Every single one of these
painters should, and we are quite sure
can be convinced that eur varnish is on a
par as regards quality with our New Era
Paint. A host of practical painters are
now using our varnishes exclusively.
Talk New Era Varnish to every painter
you meet.

Get them to call on our agents for these
goods. We are sure that in a great many
instances they will be perfectly willing to
do so. Present them with a wvarnish
catalog, so that they may know what a
complete line we offer. Keep after them
on the proposition vigorously. Express a
willingness to submit samples if desired.
Talk New Era Varmish just as hard as
you do New Era Paint and results must
follow. Make us hustle to take care of
business you secure 1n this line.

Come on, boys.

A W MaRLIN
Temtory A u

agers' Convention, and the gentlemen whose faces are shown here have been spending
a few days going over our plant, studying cur advantages and learning many useful
lessons about our products and business methods, that will enable them to conduct

the campaign of their lives this fall. We could write long articles about the past,

T C T RAYNER
Terntory H 35

New Faces at the White City this Week.

Some of our
most enthusias-
tic and success-
ful representa-
tives have never
seen the White
City, or learned,
at first band,
how extensive
and cowplete 1s
our equipment
and facilities.
For this reason
we asked them
to come to De-
troit for the last
week of the Dis-
trict Sales Man-

C L WaRHEN
Temtery B 3

present and fu-
ture of each of
these gentlemen,
but we will re-
frain,and simply
state that they
are more than
ordinarily suc-
cessful sales-
men, and are
conducting the
work in therr
respective terri-
tories in a man-
ner that 1s
highly gratify-
ing to us.

I X KAVANNAGH
Femntory G ax

Qur General Distributers.

Alabama

Gray & Dudley Hardware Co., Birmingham
Arkansas

Whitlow-Williams Drug Co,  Fayeitewville
California

H R. Tibbetts Pant Co,, Los Angeley

Tenbrook & Co , ) Sacramento
H R. Tibbetts Pamt Co , San Diego
Flonda
The S B Hubtard Co., Jacksonviite
Tampa Hardware Co ampa
Georgia
N L. Willet Drug Co , Augusta
West Lumber Co, Atlanta
Himois
Geo. E_Watson Co , Chicago
Brady Bros. Hardware Co Jagrsonviile
Colburan, Birks & Ce.. euna
Indana
The Evansville Paint & Varnish
Co, L4, Evansvilie
lowa
Sickels, Preston & Nuttng Co | Davenport
H. Torbert, Dutuque
J W. Edyerly & Co , Ouumwa
Hornlck.’}iess & More, Sioux City
Kansas
A. B. Whiting Paint & Glass Co.. Topeka
Kentucky
Robinson Bros. & Co., Louisvilie
Loursiana
Davtd Bernhardt, New Orleans
Maryland
Carlin & Fulton, Baltimore
Minnesota
Hacxett, Walther, Gates Hdwe
o, St. Paul
Montana
A M Holter Hdwe Co , Helena
New England
Baléwin, Robtins & Co., Boston
New York
Buffalo Glass Co., Buffajo

Sickels & Nutung Co., New York City
Burhans & Black Co Syracuse
Jino L Thompson, Sons & Co , Troy

North Carolina

Burwell & Dunr Co. Charlotte

Leak-Haliaday Co., Greenshorn
Ohio

Srmth Bros Hdwe Co., Columbus

Co-Operating Merchams Co,  Toledo
Oxlahoma Terrtory

Alexander Drug Co., Oklahuma City

Oregon
F. E Beach & Co, Portland
Pennaylvama
Shoemaker & Busch, Philadelpma,
J C Tanger Co., Hanover
Logan-Gregg Hardware Co Piusburg
Bard Hardware Co., Readin

£
- Phelps-Straw & Co . Wilkesbarre
Rhode [sland
Union Hdwe. & Electric Supply
Co., Providence

Joucth Carolina

Murray Drug Co., Columbia
Teanessee
Frus & Wiehl Chattanooga
Cruze-Sterling Co . Knoxville
Benedict, Warren & Davidson
Co, Memphis
. U + B Bristo}
f u N » ) Pamt&
: [ Nashville
Texas
Houstor: Drug Co., Houston
Texas Paint and Paper House, Furt Worth
Gremner-Kelly Drug Co.. Sherman
Utah
' G F.Culmer & Bro, Salt Lake
Vairgia
Barker- Jennings Hdwe Co., Lynchbusg
Washington
A. 8. Johuson & Co, Tacoma
Spokane Drug Co., Spokane
West Virginia
The Kanawha Drug Co, Charleston

The Williams & Davisson Co . Clarksburg
W. H. Chapman & Sons, Wheeling

e e e h e e o e o . -
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The inforination confained 1. this
paper 15 of a confidential nnfuve.
Flease destroy after veading and do
not feave I_ying around.
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% Porch Furniture Contest

g Standing of Acme Salesmen’s Contest,

&; April 1 to July 6, Inclusive.

¥ 1. D. WILSON 1st

$ J. J. MAHONEY z2nd

v C. F. PULFER 3rd

¥  E. G. PEARCE 4th

v S. W. NEWELL 5th

b C. MEHLIG 6th

¥ W. J, CARLYLE  6th

¥ H. F. WHITAKER 7th

v WATSON WESLEY 8th

A W.J.SELVAGE  g¢th \
W G.S. RICHARDSON gth Y
¥  H.L.WILSON gth

v G.C.BURNHAM Jr. roth 3
¥ E. R HOAG 1tth A
N4 A. W. MARTIN 1ith

¥ S A HUNTER  12th

N2 P. H. BETHGE 1zth

Y M. L. MCKENNA 13th h
4 WM. GALLIE 14th 3
v COME ON, BOYS 1} A

x§s>>>»>>»»»»»»»ﬁ

President Wm. L. Davies has betaken
mmself away to his favorite summer
resort, ““The Hermitage,”” mn Grimsby,
Ont., where he expects to enjoy the sum-
mer months. Mr. Davies is in the habit
of mixing business with pleasure and gen-
crally comes back from his summer vaca-
tion with 1deas that mean new business,

SOBBIDBSDIDODPIBIIDPHB

]
l MR |. D WSO
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i Weare just in receipt of advices from
i Troy, N. Y., to the effect that the stork
! paid a visit to the home of Mr. L. D
1+ Wilson, our genial representative for New
York state, the morning of July sth. A
o pound baby girl was the result of the
| visit. The inhabitants of the White City
all send congratulations and best wishes.

’ THEY INTEREST YOU.

! Coruplaints on Davies' Varnish Stains and
Davies’ Varno-Floor-Stains,

{ We think you will be interested in not-

ng the results of our investigations of
several recent complaints on above lhines
because you will then know how easy 1t
1s to adjust such complaints on fhe spof,
Customers frequently complain that the
shades are nat true to color card, or that

or Cherry looks like Mahogany, or that
Mahogany looks like Light Ouk, and will
state that they opened three or four cans
and found them all just as bad. How
glad we would be if our representatives,
or our distributers’ representatives, would
jump at this kind of a kick and eat it up
by a httle demonstration. And it 1s so

the contents of a can marked Light Oak ;

easy. Just a httle etbow grease, a pleas-
ant smile and a short remark, such as
“Well, ;why don’t you stiritthoroughly. i

All these complaints can be traced to the
same cause—not properly stirred. These
stains are fransparent when applied,

* therefore, there is not much pigment 1n

each can, but there is some, and 1t settles
to the bottom and the varnish and thmnner
of course rises to the top. The Oak,
Cherry, Mahogany, and, 10 fact all the
shades, look just about ahke when the
cans are opened, because the thinners are
on top and they are the same colur 1 each
shade. But the pigment or starn is there

+ just the same and needs very careful stir™

ning, because there is not much of it,
You can getalarge variety of shades from
three or four cans of say Cherry, which
were put up at the same time and out of
the same batch, depending upon the amount
of stirnng you have done. We just had a
complamton Cherry. Sixcans wereopened
by custoimer and none were true to color.

1 Sa:d he got four different colors oLt of
1 six cans. Date ontep of cans showed when

they were put up. We opened six cans
out of the same stock. The first can we
did not stir at all and got a fimish like
Light Hard Oil. The second can was
stirred slightly and we got a datker finish,
and so on until the last was sfivred thor-
oughly and the finish produced was »ight,
We then thoroughly stirred all the cans
that were complained of and returned and
the results In each case were identically
the same and proved conclusively that our
customer had not stirred the goods except
very little.  We wish you would educate
customers on this point and remember 1t
yourself, as the information will come in
useful very often. By this you will see
how easy it is for us to get the questinn-
able end of the stick.

0007-SWP-00012839¢




WHITE CITY NEWS

New Era Paint Talks

(4 Cou erened Screes )

No 4

*' Full Measure *'

Things to Think of by the Painter and
Consumer When Deciding Between
the Use of New Era Paint
or White Lead Paint.

THE COMPARATIVE COST of white
lead paint and New Era paint can easily
be figured by any painter or consumer.
The following example represents a mix-
ture intended for first-cout work:

1colbs. S P white lead in oil costs §
5 @ations Iinseed o1l costs .. .
2 hours Iakor m mixmg

Totat cost §

Based on claim made by white lead
manufacturers that it requires five pounds
of strictly pure white lead n oil, reduced
to proper painting consistency, to cuver roo
square icet two coats, the above mixture
would cover zoco square feet two coats,
Divide the total cost by 20 and the result
is the cost for 100 square feet.

Now figure the cost of New Era Paint
reduced for first-coat work:

1 gatlon New Era Paint costs. 3

¥4 -gailon hnseed o1l costs. .« .
No cost for mrang and unting

needs to be (horoughly sirred.

This makes 1} gallons of paint. To
get cost of one gallon, divide by 1. A
gallon of New Era covers at least 300
square feet, two coats. Divide the cost of
1 gallon by 3 and the result will be cost
for covering 100 square feet, two coats.
Compare this with the cost of white lead
paint for the same amount of surface and
note saving in favor of New Era.

In a 100 pound keg of white lead in oil

Simply

you only get from g5 to 97 pounds of lead
—the rest is keg. The proportion of keg
in the smaller packages 1s even greater.
New Era pzaint is put up in gallon pack-
ages containing a full U. S. standard gallon
of paint—237 cubic inches of pure paint.

The following is sent us by M. M.

. Cross, an enterprising salesman for Bene-

dict, Warren & Davidson Co., of Mem-
phis, Tenn. Mr, Cross makes good use
of this i securing New Era customers.
Piekens, Miss., June 1st, 1go4.
To Whom 1t May Concern —This 1s 1o cerufy that
1 have handled '* New Era' Pant and other goods
made by Acme Whie Lead and Color Works for
more than a year, and ¥ take uccasion to say that no

othier hine of my business pays a larger percentage of |

profit on amount invested from Lime to ume

Nutwithstanding there are paints handled here
““cheaper n price, but just as good’’ they say, ]
beltlave It could be safely stated and truthfully, too,
that 1 have sold twice as much paint as all other pamnt
dealers combined since 1 began setiing '‘ New Era ™
goods. Yours traly,

H W Jackson,

Dealer in Hardware and Paints

(Srgred)

T W GCONNORN, Sauty MANAGEH

We have recently closed contracts for
year’s requirements of materials of our
manufacture with the following represen-

tative concerns ¢

Bloomsburg Lumber and Manufaciuring Company,
Bloomsburg, Pa  Manufacturers of toy bedsteads
Large users of enamels

Foster Bros Manufactoring Company, Baltimore,
Md  Manufacturers of metal bedsteads

Specialty Manufactunng Company, Tltusvilic, Pa
Manufacturers of lawn swings.

Taylor Wagon Works, Lynchburg, Va
turers of farm wagons,

Rumsey & Company, Ltd., Seneca Falls, N Y.
Manufaciurers of 1von pumps

The Siandard Harrow Company. L'uca, N, Y.
Manufacturers of farm implements

The Milburn Wagon Company, Toledo,
Manutacturers of farm wagons

The Ohio Manufacturing Company, Upper San-

Manufac-

Onlo,

Our General Distributers.

Alabama

Gray & Dudley Hirdware Co, Birmmgham
Arkansas

Whitlew-Williams Drug Co,  Fayetteville -
Califorsmia

H R Tibbetts Pant Co., Los Angeles

Tenbrook & Co , Sacramanto

H. R Tibketts Paint Co,, San Diego

Florida

The S B Huhbard Co | Jacksonvilie

dusky, Ohlo. Manufacturers of farm 1mp!

The Gale Manufacturing Company, Albien, Mich.

Manutacturers of farm implements.

F. E. Myers & Brolher, Ashland. Ohio
turers of iron pumps

The Farmers’ Handy Wagon Company, Sagmaw,
Mich Manufacturers of farm wagons and Imple-
ments

Most of the above have their paint
department equipped with our system of
dipping appliances.

Notwithstanding the sa-called dull sea-
son at this time of year the Manufacturing
Trade Department is still shipping car-

Manufac-

loads, an eighty-barrel shipment of patnt @

reducer having gone forward to the Weber
Wagon Company, Chicago, last week.

Tampa Hardwarz Co Tampa
Georgia
N L Willet Drug Co , Angusta
West Lumber Co , Atlanta
{ilino1s
Gen E Watson Co , Chicago
Brady Bros Hardware Co Jacksonville
Colburn, Birks & Ce, eoriz
{ndiana
The Evansville Paint & Varnish
Co,Ltd, Evansville
lowa
Sickels, Preston & Nutting Co., Davenport
W H Torbert, Dubuque
Jw }:dﬁrly & Co., Ottumwa ~
Hormck. Hess & More, Sioux City
Kansas
A B Whiting Paint & Glass Co , Topeka
Kentucky
Robinson Bros. & Co , Louiswville .
Lowsiana ~L
Davtd Bernhardt, New Otlpans
Maryland b
Carlin & Fulion, Baltsmore
Mianesota
Hackett, Walkther, Gates Hdwe
! Co. St Paul
Montana
A M Holter Hdwe Co , Helena
New England
Baldwin, Robbins & Co , Boston
New York
Buifalo Giass Co , Baffalo
Sickels & Nutting Co . New York City
Burhars & Black Co , Syracuse
Jno 1 Thompson, Sonc & Co , Troy
North Carolina
Burwell & Dunn Co Charlotte
Leak-Halladay Co . Greensboro
Ohuvw
Smuth Bros Hdwe. Co.. Columbus
Co-Opseraung Merchants Co, Toledo
Oxlahoma Terntory
Alexander Drug Co , Oklahoma City *
Oregon
F. E Beach & Co, Portiand
Pennsylvania -
Shoemaker & Busch, Philadelphia, -
J C Tanger Co, Hanover N \
Logan-Gregg Hardware Co. Pittsburg A
Bard Hardware Co . Reading
Phelps-Steaw & Co, Wilkesbarre
Rhode Island
Union Hawe. & Electric Supply
0. Providence M
South Carolina
Murray Drug Co . Colamia
T
Fritts & Wiehl Chattanooga i
Cruze-Sterling Co , Knoxville
Benedict, Warren & Davidson
U, Memphis
Strother Drug Co . Bristol
Warrer-Yarbarough Paint &
Giass Co , Nashville
Texas e
Houston Drug Co.. Houston
Texas Pamt and Paper House, Fort Worth
Greiner-Keny Drug Co. Sherman
Utah
G. F. Cutmer & Bro., Salt Lake
Virgmnia
Barker-Jennings Hdwe Co., Lynchburg
Washington
A. S Johnson & Co, Tacoma
Spokarne Drug Co.. Spokane
Weet Virginia
The Kanawha Drug Co , Charleston
The Willlams & Davlsson Co.. Clarksburg
W. H, Chapman & Sons, Wheeling
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The information conlained in this
paper 15 of a confidentral mature.
Please destroy after reading and do
not leave lying avound.
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Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
April § to July 6, lnclusive.

I. D. WILSON 15t
J. J. MAHONEY 2nd
C. F. PULFER 3rd
E. G. PEARCE 4th
. W. NEWELL sth
C. MEHLIG 6th
W. J. CARLYLE 6th
H. F. WHITAKER 7th
WATSON WESLEY 8th
W. 1. SELVAGE  yth
S. RICHARDSON gth
L. WILSON oth
C. BURNHAM Jr. 10th
R. HOAG 1ith
W. MARTIN 11th
A. BUNTER 12th
H. BETHGE 12th
M. L. MCKENNA 13th
WM. GALLIE 14th

COME ON, BOYS !

TEmMOTR
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|New Era Paint Talks

(A Continued Sevics)

Things to Think Of by the Practical
Painter.

The best practical painters agree that
pure lead and oxide of zinc, combined in
. proper proportions, and thoroughly and
, finely ground in and reduced with pure
! Iinseed oil and sufficient turpentine and

cover better, go farther, produce a better
finish and wear much longer than if lead
alone is used as a base. Such a paint we
are offering in our New Era.

Qur New Era Paint differs from other
ready-mixed paints in the market for the
reason that it is not a ¢ patent ”’ or chem-
ical combination, soap mixture, or emulsion
paint, but is a pure lead paint, containing
enough zin:- oxide fo prevent the lead from
chalking, with the necessary colors
required to produce tne various tints and
shades, thoroughly ground in and thinned
to the proper consistency with pure refined
linseed o1l, turpentine and turpentine
drver—just such matenal as any first:
class practical pamnter sweuld use and
endors>  trure :éad is the most desirable
base p.gment for poat. [t possesses

turpentine dryer, make a paint that will |

greater opacity than other white pigments.
However, to secure the most durable,
economical and satisfactory results from
s use, 1 is important that it be com-
bined with zinc white in proper and exact
proportions. While white lead has the
advantage of great opacity, 1t possesses
two disadvantages 1n that it requires more
of it to cover a given surface than It
does of zinc oxide, and also its lack of
durability under exposure. These faults
are corrected when combined with zinc
white, and a result of a proper com-
bination of the two, as presented in
our New Era Paint, is an 1deal and perfect
paint as regards durability, covering
capacity and superior finish, *

No Fish Story.

One of our representatives tells the fol-
lowing: He was discussing the merits of
New Era Paint with a painter the other
day. This painter had spread thousands
of gallons of New Era Paintand was an
enthusiastic Acme Quality man. The
painter, in the course of the conversation,
said: “Why, there are only two brands
of mixed paint on the market, anyway.”’
This statement rather took our represen-
tative’s breath away and he sad:
“Why! What do you mean?” The
painter replied: * New Era Paint and all
the others.”

Car-Load Orders This Week.

We are in receipt of another car-load
order from our distributers, H. R, Tibbetts
Paint Co., Los Angeles, Cal., whose car
orders are received regularly and fre-
quently.

We received an order this week for a
car-load of Acme Quality products sent in
by our Mr. S. A. Hunter and shipped to
our distributers at St. Paul, Minn., The
Hackett-Walther-Gates  Hardware Co.
This concern 1s enjoying a splendid paint
business this season.
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District Sales Managers’ Convention.

Sl

LA -

C F Fllott
A D Hoagy
Wm §. Davies

Feank R Duugzll
H 1. Wilson
H H Halladay

S, il Hart

Dan Davies W § Carlyle R M Bitlings
}. R Heag Thomsas Neal
A M Wooduard  Alf R Kelly

Above 1s 2 very good photo of our District Sales Managers, taken while attending

our District Sales Managers’ Convention, June zoth and 3oth Jast.

The boys all state

that this was the most successful canvention ever held by the Acme Co.

Qur representatives are now aﬂ taking
their vacations. While they are enjoying
a well earned rest, no matter in what form,
whether lying 1n a hammock swung In
some shady nook enjoying their after-
dinner Havana, or if it’s trymg to entice
the wily black bass from his [ake home,
or strolling along the board walk at
Atlantic City, or taking in the sights of
gay Coney Island, we hope they will
improve the shining hours in thinking up
new ways of increasing their business and
formulating a campaign for this fall that
will place the Acme Quality products to
the front on their various territories, We
wish them ali a pleasant holiday and hope
they will return to their work refreshed
and prepared to *‘take hold and lift”’
with renewed vigor.

We are just in receipt of a wire from
Mr. J. W. Daly, advising us that the
stork paid a visit to hus home at 7 o’clock
a4, m. on Monday, the 11th inst., the
result of which was an eight pourd bhounc-
ing boy. The WHITE CITY NEWS joins
Mr. Daly’s many friends 1n extending
congratulations and best wishes.

MR FRANK SCHADE

The Sales Departront has just been
informed that Frank Schade, salesman for
Logan-Gregg Hardware Co., of Pittsburg,
Pa., is contemplating paying Detroit and
White City a visit. We will all be glad
to meet Frank and renew old acquaintance-
l ship, N

Qur General Distributers.

Atabsma

Gray & Dudley H'\rdware Co, Birmingham
Arkansas

Whittow- Williams Drug Co Fayetteville
Cabhforoiz

H R. Tibbetts Paint Co., Los Angeles

Tenbmok & Co. Sacramento

H. R Tibbetts Bamt Co. o, San Diego

Flonda

The S B. Hubbard Co., * Jacksonville

Tampa Hardware Co, . ampa
. Georgia '
N. L Willet Drug Co., Augusta
. West Lumber Co Atlanta
Illinois
Geo E Watson Cn , Chicago
Brady Bros }lardwwre Co. Jacwsonville
Colburn. Birks & C Peorta
Indiana
The Evansville Paint & Varnish
Co, L, Evansville
lowa

Slckals, Preston & Nutuing Co, D.wen]:on

W H Torbert, Duduque

1. W l:diieny & Co. Ottumwa

Hornick, Hess & More, Sigux ity
Kansaz

A B Whitng Paint & Giass Cn - Topeka

| Kentucky

Roblinson Bros. & Co ,
Lowsmana
David Bernbardy,

Lowsville

New Orleans

i Maryland
N Carlin & Futton, Baitinore
i Minncsota
Hackett, Walther, Gates Hdwe,
Co. St Pau)
Montana
A. M Holter Hdwe Co , Helena
New England
Bzldwin, Robbins & Co , Boston
New York
Buffalo Glass Co , Buifalo
Sickels & Nutting Co.. ! New York Clty

Burhans & Black C Syracuse
Jno, L, Thompson, Smn&Co Troy
North Carolina

Burwell & Dunn Co. Charlotte

Leak-Halladay Cu., Greensboro
Ohio

Stath Bros Hdwe Co., Columbus

Co-Operating Merchants Co., Toledo
Oklaboma. Territory

Alaxander Drug Co.. Okdaboma City
Oregon
F. E. Beach & Co, Portland
Pennsylvama
Shoemake' & Busch, Philadelphia,
Hanover
. ardware Co. Pittsburg
Reading
Phelps-Straw & Co B Wilkesbarse
Rhode Island
Unjon Hdwe. & Electne Supply
Co. Providence
South Caroclina
Murray Prug €o . Columbla
Tennessee
Fntts & Wiehl. Chattanooga
Cruze-Steriing Co , Knoxvilie
Benedict, Warren & Davidson
Co. - Memphis
s Bristol
v . Pamt&
B Nashvitle
Texas
Hoauston Drug Co , Houston
Texas Paint and Paper House, Fort Worth
Gresner-Kelly Drug Co Sherman
Uegh
G. F. Culmer & Bro., Salt Lake
Virginia
Barker-Jennings Hdwe Co., Lynchburg
Washingron
A. S, Johinson & Cu., Tacoma
Spukane Drug Co , Spokane
West Virginia
The Kanawha Drug Co , Charleston

The Witliams & Davisson Co . Clarksburg
W. H. Chapran & Sons, Wheeling

0007-

SWP-00012840:




