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NO. 13

¥ R DouvsaLL

* Lives of greatmen all remind us
‘We can make our llves sublime,

And deparing leave behind us
Footprints on the sands of time ™

It is inigresting fo go back to the starting
point in the hves of great men, and we know
that our representatives will be pleased to
learn how F. R. Dougall made his first
start as a salesman  Frank's experience,
as outhned from notes taken during a
conversation when he was relating his start
as an Acme salesman 1s written below:

] walked out Michigan avenue, calling
at every place that looked as If paint could
possibly be handled there, Nearly wore
out my shoe leather and energy. Finally
landed at Lark’s place, which, I should
judge, would be abcut five miles from
Woodward avenue. All along the line |
had failed to make a single sale. Every-
body was handhing Bcydell's paint.  Lark's
place consisted of a sort of general store,
and at the back of :t was the saloon. [ was
hot, dusty, thirsty, and tired. Bought a
schuper and set one up for the proorietor,
Then | sailed into him on the pamnt rroposi-
tion. He told me he was thinking of putting
in paint. Then I nearly fainted. Sald he
meant to go down to Boydell's the previous
week and order a stock, but had not got
around to it. In order to convince him that
our line was what he wanted, | said: ‘Why,
you don’t want Boydell's paint.  Everybody
else buys thal. What you want to buy is
Acme pawnt, decause mobody buys if, and
you will have something then that nobody
else carnes.” Strange to say, the argument
caught him. That was my first paint sale.””

Frank never makes an argument unless
it has some prominent point. The pounts in
this, his first argument, are italicized.

" sentatives asking them to report their con-
_ ventlon expenses on a sheet of paper and
~our men reported their expenses in their
" difference to us, except that it indicated

. matters carefully and those who do not, and
. the moral 13 obvious.

ever for our men lo carelessly ignore defi-

Convention Expense Account.
We wrote a special letter to our repre-

n0f 1o put them in their expense book; not-
withstanding this fact, about 50 per cent. of

expense book. It did not make much

very clearly the men who handle such

We cannot conceive of any excuse what-

nite and posifive instructions, It it is
done 1b one instance it 1s done 1n another,
and your attention is called to this simply to
caulion you agamst being so careless about
these matters, G.B. P.

Giad to meet yodt.

Let us grect you
T:+-Ki! T#Kil!

Hal Hal! Ha!ll
TeKel TeXill
Rah! Rah!! Rabl!!

Competition for Janvary,

Competiticn this month 1s on Acme House-
hdld Paint. We trust our representatives
will “*Take Hold and Lift” in a vigorous
manner,

A Good Method to Pursue,

We publish below a letter received from
Mr. C. F. Pulfer, which shows how careful
he is to keep our records of New Era
agencies in his territory up to date. You
wil readily see that if all our representatives
followed this sarme zcourse we would have a
much more authentic hst of New Era
agencles than we have at the present time.
We would suggest your handling the matter
in this way and can assure you that it wall
be of mutual laterest :

Re Pugs ey & Shepard, Paw Paw, Mich,

These people have bought the J D. Holmes stock

of palnt and In future will te our New Era High-

Grade agents at this point.

Kindly adjust your records CFP

Competition on New Era Varnishes,

The wanners of the prizes oifered in the
special varmish competition were

A. D Hoagg, first prize, $20.

A. R. Kelly, second prize, $10.

F. R. Dougall, third prize, $5.

Mr. Hoagg writes .

[ thank you very much for the check, and also for
tha silk tfle. I shall wear 1t with very much pride
and feel that [ am now a true T1-Ki.

Mr. Dougali wnites :

[ am very much obliged | do not consider 1t any
disgrace to be beaten by either Mr Kelly ar Mr
Hoagg

Good for Frank!

Enclosed please find {our orders amount-
mg in all to $500, which represents my first :
day’s work 1n 1903. Here goes for a banner
year. F.R. D.

Your letter, notifying me of my election
as a member of the Acme Plug Hat Club,
received, Thauking you for the honor
conferred on me, [ assure you I wall take
great pleasure :n wearng the hat at our
annual convention with the rest of the boys.

C. M.

nTAY» &0
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THOUGHTS

Qur General Distributers.

Cahtornia
W F Lude Punt Cu, Los Angeles
W FE Little Paint Co San Diego
Flonda
The S B Huttard Co Jacksanwville
Tamna Hrdware Co Tampa
Georgna
Bush Hardware Co , Columbs
Neal-Millard Co , Savannal
Mlinois '
’ Geo E Wotson G, Chicago
Colburn, Birks & Co , Peona
Indana
Indianapolis Hardware Cu | Indrwmapohs
Iowa
Stehels, Preston & Nutting Co . Davenport
W H Torbers, Dubuque
J W Edgerly & Co . Qttumva -
Hornick, Hess & More, Sioux City
Kansas
A B Whang Paint& Glass Co , Topeha
Kentucky
R M McFartand Henderson
Rotinson Bros, & Co ., Lowsville
Who are | 5 Lowmsiana
Who are | | y L N Brunswig & Co, New Orlears
Wha are we ! 1! i Maryland
w .
d up;ts:r:;-;!fj_grext Ac-me i Cartin & Fulton, Balurore
PAINT ! 1!t | Massachusctts
E.& F Kmp & Co ., Boston
Minnesota
Hackett, Walther, Gates Hdwe _
Co, St Paul
Misaisaipp?
Lee Richardson & Co , Vickshurg
Muntaud
Elis Pt Co Butte
New York
Buffalo Glass Co , Buffato
Sickles & Nutting Ca, New York City
Burhans & Black Co . Syracuse
i Jno L Thompson. Sens & Co, Troy
i
! North Carolina
Burwell & Dunn Co Charlolte
Hart-Ward Hdwe Co, Raleigh
Ohso
Smnk Bros 1ldwe Co, Columbus
Norion Paint & Hardware Co, Tolado
Owlahoma Terntory .
Alexander Drug Co., Oklahoma Csty O
Oregon
F E Beach & Co., Portiand
Penasylvania
H B. Semple & Sons Easton
Moyer Bros , Bloomsburg
ST S Co. Ditsers s
+ *, Hardware . sburg "
Re S3AG s &Co. Reating ‘
e . [T - — - ' Pheips-Straw & Co , Wilkesbarve
Some of the Things That Should Assist Specimen advertisement used by one of ' South Carolina
Our Representatives in 1903, ! our distribu’ers. i Mumy Drug Co . Caltmbla
. . . Tennessee
Reduced price on Neal's Interior Enamel | Fritts & Wiehl. Chatmnooga
Speaial offer in connection with New Eia ELKS e Van Vieel-Mansfield Drug Co . Memphis .
Varnishes. N Texas
sittare o the ack groundiy
. - eman Houston Drug Co., Houston
Linz of Davies® Varno-Floor-Stam. o .S'%..Tl'f.:g:_na :‘E Greiner-Kelly Drog Co.. Sherman
Rozd signs for New Era Prepared Paint o e e Utah
Discontinuing the Tally File System ex- NEW ERA HIGH GRADE G F. Cuimer & Bro, Salt Lake City
EED
cept in very special cases. ::::fg:nv — Virgnia
Anc there are more to follow. w PREPARED PAINT Barker-Jennmgs Hawe Co,  Lynchburg
R The sterial uned by bac are Ihe s ibe (sir bowaver, i tborveghly Washington
grownd o 13 g, snd after ad, We Frenia.
Ta Mr. W. C Neal belongs the honor of :-E;-i:v:":fgﬁw» R el el e et Baum & Ca,, Spukane
sending in the first order based on our special W. E LITTLE PAINT €O Wafrthvl‘r{gmmh Drue Co Chartest
; R : oo v Dot 01k €0 e Kanawha Drug Co., arleston
offer in connection with New Era Varnishes. Spacad Deslgns 10 WALL PAPERS 14145 Fourth St The Wilhams & Davisson Co, Clarksburg
{t was the $50 assortmeant, W H Chapman & Sons, Wheeltng
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DETROIT, MICHIGAN, JANUARY 17, 1903.

NoO. 14

Toke Hold and Lift:

Arguments in Favor of New Era When
OHfered in Competition With the
Best Known High-Class Brands
Upon the Market,

F R DoOvGALL

Good morning, Mr. Smith, my name is
Dougall. | am representing the Acme
White Lead and Color Works of Delroit—
Paints, Colors and Vamishes, What 1s the
situation with you in regard to paint? Yes!
I see you are handling Fawr, Qualty &
Co's house paint. We are manufacturing 2
strictly pure house pamnt, and 1f you can
spare me haif an hour | would lke very
much to go into the ments of our goods.
Thank you. Have a cigar? [ am sure ycu
will acknowledge when 1 am fimished that
your i1me has Ret been wasted.

You see we recognized a number of years
ago that there was a sufficient demand for
a strictly high-grade prepared house paint
that a dealer could offer to his customer in
the place of lead and ofl and be safe; and
what [ mean by being safe is, that he would
know he was recommending to his customer
a better article for him to use than lead and
o1l would be, and an article that would give
better results. At this time there were
very few house paints of any real merit on
the market, and not one that had anything
like the value of our New Era Paint that
we are now offering, At that time the
brand you are handhng was one cf the
best. [ will concede that But conditions
have changed very much, and altheugh 1
don’t make a practice of talking about my
competitors' goods, 1 am compelled, in
justice to my line, to say that these people
have not kept pace with the improveraents,
Their goods are as good today as they were
ten years ago, I grant you, but when you
take into consideration the vast imorove.
ments that have been made 1n prepared
house paints in 1hat time, 1 know youn will
acknowledge that they cannot expect to be
rated as highly as they were then What
do they claim for thewr pamnt? They tell
you that their goods are made of ths best
materials, but what those materials ara they
lsave you to find out for yourself. Now, on
the other hand, we tell you that our goods

" Take Hold and Lift.

are made of strictly pure carbonate of lead,
oxide of zinc and linseed oil, and nothing
else, the best matenals, conceded to be g0
by everybody. You don’t have to take my
word for this, far we put out a certificate of
punty, signed by the officers of our com-
pany, to this effect, and on every gallon
can we altach a tag giving you the chemi-
cal analysis of the contents of this package,
and if you find anything in that package

but what we tell you is there, you won’t

need to pay for the order of paiat you buy-—
if 1t be 100 gallons or 1,000 gallons Our
pawnt is a very heavy-bodied, second-coat
paint; our O. W. weighs 17X Ibs., and the
colors in proportion, We put these goods
up in full United States standard gallons, con-
taining 231 cubic inches. Qur colors are well
selected. are unform an@ are fast colors.
We use nothing but chemically pure colorsto
get our tints. The fact of the matter is,
Mr. Smith, we are not competing so much
agamst other mixed paints as we are agamst
lead and cil. What we want is the prac-

tical painters' trade, the outside painting, !

that is where the volume 1s, and we have a
piece of goods that will enable any dealer
who takes hold of our hine to control the
paint business of his town in 2 very short
time. Our advertising ls up to date and
very attractive. We have a system of
letters sent to property owners, contractors
and panters, calling attention to the de-
sirability of our goods, and referring them
to you as our agent for their supphes That
kind of advertising is bound to help your
business, and it helps the sale of our paint,
You, I know, want to handle the best goods

New Era Varnish Special Offer.

We think Ihat some of our representatives
do not quite understand how orders taken
on this special offer should be handled,
Wa wish to explain:

You should have the dealer write his
order on inside of first page of folder, tear
st off and hand it to you. The dealer should
mdke a copy of his order on second half of
foltier, 1n space provided for that purpose,
ard he (the dealer) should retain this copy.
You should then copy his order on your
regular order blanks, sending one copy with
the dealer's origwnal order alfached to i, to

. your jobber, who in turn will forward the

you can buy, and when ! tell you that our !
paint will cover more surface, wear longer

and look better, giving a much more beauti.
ful finish than any other brand of paint on
the market, [ am staling only facts, and a
tria) will satisfy you that this 1s so. Besides
all this, to make the agency an attractive
one to you, 1f you will make me up a list of
property owners who are contemplating
panting, or whose properties need painting,
from time to time, [ will go and call on
these people when 1 visit the town, and there
will. no doubt, be some of them [ will be able
to sell that you would not get otherwise.

i
\

dealer’s onginal order to us for shipment.
You should also send us a copy of your

_order {as you have ¢opied it) as a dupheate.
Please do not use the biank space on second
page for your duphicate order, thatspace is
for the dealer’s copy, which he keeps.

Neal's Enamels used for the Library of
Congress at Washington,

Another proof that Neal's Enamels (the
geauine) are thoroughly appreciated by
critical consumers 1s the fact that Neal's
Enamel, Air Drying, Flat Black, has been
spectfied and bought by the contractors
having the work on hand, for use iu the
Library of Congress at Washington. This
1s an absolute proof of the merits of the
goods, and the best kind of an unsohcited
testumonial for Neal's Enamels (the genu-
wne), as it isa well known fact that every
depariment connected with the government
is extremely critical regarding the quahty of
matenals used in or upon thelr builaings.

First order recewved for Davies' Varno-
Floor-Stain, and Ground Color for use 1n
connection, stands credited to Mr. A. R.
Kelly. It comprised a full assortment of
the different colors offered.

We confidently look for a large business
through the individnal efforts of our repre-
sentatives, and will fecl disappointed if this
line does not prove to be one of our most
salable specialiies. The goods deserve
special effort on your part, and we are
satisfied a ftrial order will mean a regular
cusiomer,

0007-SWP-000128240
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M, Corliss Is an Expert Judge.
New York, }an. 13, 1903.
Acme White Lead and Color Works,
Detrolt, Mich.

Gentlemen :—We thank you for senling
us copy of your very interesting and attrac-
tive book, gtving the program of the pro-
ceedings at the recent convention of your
House of Representatives and T-Ki Club
delegates.

Allow us to congratulate }ou upon the
appearance of your book. We judge from
the photographs of your representatives that
you are also to be congratulated upon having
represent you a lot of clean-cut, intelligent
men, who look as though they knew how to
get business and keep it.

With kindest regards, we are,

Very truly yours,
LauvonT, Coruiss & Co.,
C. A. Corwriss, Secyelary.

What to Do With Order Sheets Discon-
tinued,

These order sheets were discontinued so
as to save our representatives time A
number have asked i there was any objec-
fion to using them. There is no objec-
tion on our part i you prefer to do so,
Orders made out in the old way save us
the time of copying tham in the office. We
are glad to have them, but we suppose, wnth
very few exceptions, all of our representa-
tives will use the new order books.

If you have two or more blocks of the old
order sheets in your possession, and do not
ntend to use them, express them to us. In
doing this, however, prepay the charges and
secure a ‘‘printed matter '’ rale.

Sample Orders.

A sample order should be made out in the
same way as any other kind of an order,
Orders for samples should not be wntten on
an advertising order blank, a note head, or
anything else that happens to be handy,
simply because no charge 1s made Write
them in the same way that you wnte your
regular orders.

A New Distributer,

We have just received advices by wire
that our President and Mr Bullings have
succeeded in securing a new distributer at
Memphis, Tenn. This is the first of the
season.

Hibbard, Spencer, Bartlet & Co. market
Geo, W, Pitkins’ full output of pant this
year,

Montgomery, Ward & Co’s and Sears
Roebuck & Co's paints are made by the
Enterpeise Paint Co, S, H. H.

Take Hold and Lift.
93”339939333333%
Competition
this month
is on Acme
Household

Paint. . .

mmmmmmmm%
LELECECLLECLECEE CELEEEEEEEREECEE

Members Acme Plug Hat Club.
Adotred Contest

. ..March 1, voo1. Mich Seal Leag

.. June 13, 1901..Necal's Alum En

Mr At R Keilv
Mr. A. E Barron

Mr I D Wilson . Oct t. 1900 . W and! Pam
Mr H L Wilson  Nov 1, 3qcx.. Liquid Wood Fillat
W C Neal .Dec 1,1902, New EraH G
H.F Whituker ... March1,3902 . Davies’ V. S.
S A Hunter JApnit z, 3902 Granite Floor Paint

N C.PandT.D.
Highesl number
% of pomnts for
six months,
. Udlity Varmshes
Master P't'rs’ Col
. .W.and . Pant

H. P, Torrance.... June 1, xgoz.

H.C Cater cor June ¢, 1902

F B Sangster..... July 1, g0z,
W P Wiggins ... Sept r, 1902
S W Newell .... . Oct 1,1902

A.D Hoagg . Dec 1. 1007 ..... New Era A V

Highest number

C Mehhg.. ...... Dec t, rocz 3 of points for
six months

SECOND DEGREE MEMBERS
Alf R Kelly. ......Sepl 1,3001 Master P't'rs’ Col

H.L Wilson. .., Feb 1,13902 . Household Paints

T D. Wilson .....Mays, 1902 3 g:::.z E’Z’,’rmg:s.

S W. Newell .... Dec 1,1002 . .NewEra H G,
THIRD DEGREL MEMBERS.

Alf R Kelly. .. Nov 1,190z, .. Davies’L.F

Our General Distributers,

Calstornia

W E Little Paint Co ,
W. E Little Pant Co.

Fionda
The S B Hubbard Co.

Los Angeles
San Diego

Jacksonwille

Tampa Hardware Co Tampa
Georgia

Bush Hardware Co , Columbus

Neal-Millard Co , Savannal
[ihnos

Geo. E. Watsan Co , Chicago

Colbum, Birks & Co., Peoria

January 17. 19u3

Indiana
Indianapolls Hardware Co., Indanapohs
lowa
Sickals, Preston & Nutting Co , Davenport
W. H. Torbert, Dubuque
1w Eéﬁrl}‘ &Co, Ottumwa
Hormck, Hess & More, Sicux City
Kansas
A.B.Whiting Paint & Glass Co,, Tupeka ‘
Kentucky
R M. McFarland Henderson
Robuinson Bros. & Co , Louisville
Louisiana
Parker-Blake Co Ltd , New Orlears
Maryland ?“
Carlin & Fulton, Balturore -
Massachusetts
E &F.Kmg & Co, Boston
Minnesota
Hackett, Walther, Gates Hdwe P
Co., St Paul
Mississippr N
Lee Richardson & Co , Vicksburg
Montana
Ellis Paint Co . Butte
New York
Butfalo Glass Co . Butfalo
Sickles & Nutung Co . New York City.
Burhans & Black Co, ?yracuse
Jno L. Thompson, Sons & Co , Troy
North Carolina
Burwell & Duna Co Chartotte
Hart-Ward Hawe Co . Raleigh
Ohio
Smith Bros Hdwe. Co, Columbus
Norton Paint & Hardware Co., Toledo
Oxlahoma Territory
Alexander Drug Co , Oklahoma City
Qregaon
F.E Beach & Co., Portland
Penpsylvama ‘
H.B Semple & Sons, Easton
Moyer Bros , Hloomsburg
JE T, Co, Hanover
N + . Hardware Co. Pittsburg
s - & Co, Reading
Phelps-Straw & Co , Wilkesbasre
South Carclina ‘
Murray Drug Co , Columtia
Tennessee
Fritts & Wiehi Chattancoga
Van Vieet-Mansfield Drug Co , Memphus
Texas
Houston Drug Co . Houston .
Greiner-Keily Drug Co , Sherman

Utah

G F. Culmer & Bro ,
Vrginia

Barker-Jennmngs Hdwe Co .
Washington

Baum & Co..
West Virgmia

The Kanawha Drug Ce ,
The Witiiams & Dawisson Co.,
W.H Chapman & Sons,

Salt Lake Cry
Lynchburg
Spokane

Charleston
Clarkshurg
Wheeling
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DETROIT, MICHIGAN, JANUARY 24, 1903.

Arguments in Favor of New Era When
Offered in Competition With the
Best Known High-Class Brands
Upon the Market,

H H HAILADAY

Our goods weigh 174 1bs. for the white
to the gallon, colors averge 16%, thereby
giving the consumer 2 Jbs. more on the

white and from 3 to 4 lbs. more on the
colors than other high-class brands,

Most |

of our competitors make no claim {o furnish

their customers with a paint composed of
lead, zinc and linseed oil and nothing else.
The Acme Company do guarantee that New
Era is composed of lead, zinc and linseed
2il, and absolutely no other material. The
dealer knows that some competing houses
are good people, and guess that they make
good paint. They dont have to do any
guessing about New Era. We put a
guarantee on every package that leaves the
factory, guararieeing it to be composed of
lead, zinc and hnseed cil, and nothing clse.
Other houses, if they made an abso/ulely
pure article, would say so. They don’t say
so, for the reason that it is not absolutely a
lead and zinc article
uses New Era he knows 1t to be a lead and
anc piece of goods, thinned with pure lin-
seed o). This is more than he knows when
he 1s applying some others. When the
cansumer buys New Era he knows he s
buying a full United States government
gallon, composed of pure lead, zinc and
linseed oil, and norfizy else  This is more
than he ¥nows when he 1s buying other
pamts. When the dealer sells a gallon of
New Era Paint he is selhing a guaranteed
article—guaranteed to be composed of lead,
zinc and limseed ol and wolhing  else,
That 1s more than he can say when he sells
a gallon of other paint. We advertise to the
sonsumer just what our paint 1s composed
of. That 15 more than other companies
dare co We can do stronger and more
effecive advertising than others can do.
owing lu the fact that we have more to ad-
vertise than they have. Other paint would
not stand our class of advertising. They
dare not, nor could not, cousistently make
the statements that are contained in our

Wher. the pamterI

333393935939 33339333533393I3DDD|

Don’t forget to
write your name on %
“duplicate orders” !
you send us, and g
don’t forget to write %

§;

;

the name of the

jobber or distribu-
ter to whom you

have sent the origi-

nal order. . . .

%eememmeemeﬁt

literature that goes to the coasumer. Thewr
goods would not stand up, nor come up, to
the stancard that we set on New Era High-
Grade Paint  Other goods are thinned down {
to the last extremity before eaving the '
factory. New Era will stand from a half
gallon to a gallon reduction wtth hinseed o1,
and still be whiter and have more covening
capacity than any gallon of paint that others
ever turned out.  You can paint any house
i {own with any trust brand of lead on the
market as white as you can get it with [
white Jead, and when 1t 15 all completed you

can take a galion of New Era and trim the l
same house 1n white. This statement can |
bz made good every day in the year. We
have distributers for our goods every hun- i
dred miles or so, which enables the dealer |
to get his goods very much qulcker, at

i Jrom four o eight cents per gallen less

freight, thereby not having to carry nearly |
so big a stock. We supply, free of charge, !
the biggest, best and most attractive line of |
adverusing of any house in the United
States. We believe we have the best pant
that it 1s possible to make. We also belheve |
that we have the best paint proposition on
the map.

I Take Hold and LiTF.

Road Signs for “ New Era” Prepared
Paint,

Following is copy of letter which we feit

called upon to write to one of our represen-
tatives regarding the manner in which he
was making a campaign to get rid of * New
Era"
it would be possible for a representatlve to

signs. We cannot comprehend how
adopt the course, 1n view of what was sad
at the convention, [f there 1s any doubt as
to the course which we wish to pursue In

the distribution of these signs, we trust 1t

* will not exust after reading the letter which

we quete below .

Dear Sir —We notice that you scnd in o great
many orders trom old customers for the new road
signs for ““New Era’’ Prepared Pamt, We also
aotice thal yue are evidenlly wrlung these cusiomers
aslang if they want them. [t 1s incomprehensible to
us why you should adopt this method of getting nd
of these signs. Wa thought we made it very clear at
the ¢convenuon, that while we were withng to furnish
old customers with these signs if they asked for
thene, we certanly did not propose 10 go around the
country offering them  The customers we have,
who are well established and sattsfiel with what we
have been doing for them, do nol require these
sigres. We have « leteer from the Newcastle Lumber
Co , addre~sed to you, and avidently sent on to us by
you, In which they ask for ¢rgat signs, We send
1his fetter hack 1o yot and 45k you to BXplamn prompt-
Iy on what basis we would be justified In furnishing
them with this quantity. What amoent of * New
Era” have they tought - Where will they use the
signs?  Another vrder calls for five signs from the
Coatesville Drug Co , 1n which you tell us their pur-
chase for sgoz amounted to $360  Was this all ** New
Era * Paint? They are not estitied 1o five signs
bscause they bought this amount of goods. We tell
you distinctly, and &id tell you at the conventon,
thar we will nol turnish a sign with an order of less
than ¥so  That do2s not mean that a sign will be
furmishad with cvery fifty doMars’ wortb 1hat is
bought. The majorty of dealers wilf require only
one sign, and we wish you to stop at once writing to
ihe nld trade asking how many shey can use Don't
give away a sngle sign until you kiow all the
circemstances. and don't go around to your old
customers asking them i1f they want them

Have we made this so clear w¢ you that you will
discontinue gtving them, except 1n cases where they
are asked for, or where they are geing to do boih the
customer and ourselves a great deal of good? We
want you to use jadgment and Care in promising
expenstve zdverusing matenat of this character. The

method you have adopted so far Jooks as »f you were
tryIng 10 See how many you can give away.
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Testimonial From a Good Painter,
South Monterey, Mich., Jan. 14, 1903.

Acme White Lead and Color Works,
Detroit, Mich

Dear Sirs:—1 recsived a letter from you
some time ago asking my opinion of ** New
Era’ Prepared Pamnt.  Will say in reply
that it is, 1n my opinion, far in advance of
anything n the prepared paint line that [
have ever used. [ have had twenty-two
years' experience and have always been 2
confirmed lead and oil man, but I now will
have to admit that there 1s one prepared
paint, and thatis **New Era,” which gives
me the same results, ccvers more surface,
and saves me more money than any other
paint 1 have ever used.

- Wishing you success, | remain,
Yours truly,
A. C, Serav,

New Lead Kegs.

In view of some recent complaints of the
conditton in which some of our lead kegs
reach customers, and based on some prac-
tical experiments we have been making for
some time, we have decided to take ina
carlcad of kegs made from wood fibre and
having a steel cap  The package seems to
us to be a strong one, and there will be no
hoops to come off or no leakage whatever.

We wil] be sending out some inal lot
shipments soon, and if we have no com-
plaint on them we will adopt the package
exclusively for strictly pure and graded
leads from 12% to 100’s.

Members Acme Plug Hat Club,

Adntted Coutest
March 1, 1gur..Mich Seal Lead
June 13, 1901 .Neal's Alum En

Mr Alf R Kelly.
Mr A E Borron

Mr T D Wuson ,..Oct 11901 . W and |l Pam
Mr H L Wiison  Nov 1, 1901 Liquid Wood Filler
W. C Neal Dec r.190c.  New Ema H G
H. ¥ Whitaker . March 1. Ipoz Davies'V S
S A Hunter . ....Apniz, yoe2 Gianite Fioor Paint

H P Torrance..

Highest number

H C Cater vie June X,xr)o'z..§ of puints fur
six months

F B Sangster July . 1902.. Uity Varnishes

W P Wiggins Sept 1, 2902 Master P't'rs’ Col

S W.Newell .. Oct rigoz . ..W and | Paint

A. D Hoagg Dec 1,1002. ....NewEraA ¥V

Ihighest number

C Mehlig .... .. . Dec 1, 1902 g of paints for
s1x monilis

SECOND DEGREE MEMBERS.

Alf R Kelly .Sept 1, 1901 Master P't'rs” Col
H. L Wilson . Teb. 1, 190z . .Household Paints
{ Neal’s Enamels
1D Wison ... Mays, too2.. ) Neai's B-T Ens.
S W Newell .. Dec 27,1902, .. NewEraH G
THIRD DEGREE MEMBERS
Alf R Kelly. .. ...Noy 1,1902.... ., Davies’' L. F

Junet,3902 N C.PadT.D

THOUGHTS

January 24, 1903

I Take Hold and Lift.
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Competition

this month

is on Acme

Household

Paint. . .
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Pleasz Comply, A

In a paper read at ihe convention it was .
stated that the handling of orders in the
Shipping Department would be facilitated if
you would makc it a pomt to mention the
County as well as the Cily and State on
your orders, This refers particularly to he
smaller towns, and is not necessary in the
case of points where our distributers are
located or the prominent and well-known
cities throughout the country.

Our General Disteibuters.

Calitornia

W E Lutle Punt Co Los Angeles

W. E Liitle Palnt Co. San Diego
Connecticut

J . White, Hartfora
Florida

The S B Hutbard Co Jacksonwlle

Tampa Hardware Co. Tampa
Georgsa
Bush Hardware Co , Columbus
Nknors
Geo E Watson Co.. Clucago
Colburn, Birks & Co , eoria
Indiana
Ind1anapohs Haraware Cn . Indianapohs
Iowa
Sickels, Prestan & Nutting Co , Davenport
W H. Torbert, ubugue
J. W. Edgerly & Co, Ottumwa :
Hormick, Hess & More, Siwoux City |

Kansas

| Take Hold and Lift.

A B Whiung Pant& Glass Co , Topeka

Kentucky
R. M McFarland
Robinson Bros. & Co .
Louigiana
Parker-Biake Co. Ltd ,

Marytand
Carlin & Fulton,

Massachusetts
E. & F. King & Co .,

Minnesota
Hackett, Waliher, Cates Hd
La,
Mississippi
Lee Richardson & Co ,

Montana
Etus Patnr Co..,

New York

Buffalo Glass Ce.,
Sickies & Nutting Co ,
}urhans & Bfack Co ,

Narth Caralina
Burwell & Dunn Co
Hart-Ward Hiwe Co .
Ohio
Smuth Bros Hdwe Co,
Norton Paint & Hardware Co,
Oklatroma Terutory
Alexander Drug Co ,

Oregon
F. E. Beach & Co..

Penncylvanma

H B Semple & Sons
.}An’g‘reg_ Bras ,

Co.
Hardware Co .

0,
Phelps-Straw & Co ,

South Carolina
Murmy Drug Co .

Tennessee
Frlts & Wiehl
Benedict, Warren & Davidson
Co,
Texas
Houston Drug Co ,
Gremner-Kelly Drug Co.
Utah
G F Culmer & Bro,

Virginia

Barker-Jenmags Hdwe Co ,
Washington

Baum & Co,,

West Virginia
The Kanawha Drug Co,

Wwe.

no. L Thompsacn, Sons & Co,

Henderson
Lovisville

New Orleans .

Batumore

Boston

»

'St. Paut

Vicksburg

o

Butte

Buffalo

New York City.
Syracuse

Troy

Charlotte
Raleigh

Columbus
Toledo

Oklahoma City
Portland

Easton -
Bloomsburg

_l:la nover

o , » )
N e

Columbla
Chattanooga

Memphis

Houston
Sherman

Salt Lake City
Lynchburg

Spokane

Charleston

The Williams & Davisson Co., Clarksburg

W, H. Chapman & Sons,

Wheeling
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DETROIT, MICHIGAN, JANUARY 31, 1003.

" No. 16

‘Take Wold and L
Arguments in Favor of New Era When
Offered in Competition With the
Best Known High-Class Brands
Upon the Market,

A R KEeuLy

In answer to W. S . Novemnber 13, 1902,
! find that the best known high-class com-
peting brand has only one argument to offer
on their paint—advertising. They talk this
and nothing else. Of course advertising is
a very good thing, goes a long way. but s
not everything, 1 will adm:t, and do admut,

V' Take Hold and Litt]

over my alcohol lamp, which 1 always carry
with me, allow it to boil, then take a com-
mon tumbler or drinking glass, invert it

over the paint, and f there is any moisture !

in it the moisture will deposit itself on the
sides of the glass, which is convincing proof
beyond any argument, and generally catches

the dealer; and Invariably the painter and -

property owner. [ also open up a can of

New Era and compare it as to body and |

« covertng quality with the other goods, the

that they are good advertisers, but unfortu- -

nately they have not the goods to back them
up when they come in cempetition with New
Era. 1 make my whole fight on one ground.
namely, absolute purity, and confinc my
argument to this point. 1make use of our
guestion blark, and work it for all it 1§

worth; baing absolutsly convinced of the .
truth of every statement on the blank, I am °

able to convince my hearers of my sincer-
ity. which 1s half the battle, When 1 come
up against this brand of paint 1 generally
start in by stating that the manufacturers

are a live. progressive firm, modern, up-to- ;

date 1n their methods, good hustlers for
trade, and deserve success, but that our
house pursues and adopts the same tactics,

and as our paint is superior, 1s bound to be a .

better seller. They then begin to mquire
why our paint 1s better. in what regard it
excels and this gives me a chance to get
my work in. [ read over our guestion
blank, calling attention to the points wherein
the cther brand is deficient, and what por.

tions of our blank they are unable to sign,
The * water’ question generally catches !

them, they tackle we on this, and claim
that the other goods are free of water. This
is just whatl have been waiting for, and
gives me the opportunity | have been seek-
ing. 1 quietly tell them that 1 make no
statement that | cannot substantiate, that |
have been too long upoen the road to do any-
thing of the kind. Thay ask me to prove it.
So [ take a quart can of the pawnt; [ open it
up, shr same thoroughly, take out a few
cunces (generally enough 1o fill a slip cover

|

|
|
|

of a one pound can aof ol color), place same .

result always being in our favor.

I was told a few days ago by Tenbrook
& Co., Sacramer.to, Cal., that my competr-
tors now call me '* Analyser Kelly.”” Well,
1 am satisfied, as long as [ do the business.
¢ A rose by any other name would smell as
sweet.”

Are your distributers’ representalives
carrying those Special Varnish Offers 2

Above you will note illustration of pack-
age of the new line of Davies® Varno-Floor
Stains. Thete Is an active demand for this
article, and we trust all our represeniatives
will make a great record on same, 1llus-
tration is wn colors and shows the package
just as it will appear upon the shelves of
the dealer.

Are your distribulers’ representatives
carrying those Special Varnish Offers?

| Take Wold and Litt.
That Special Varnish Offer.

Those Special Varnish Offers are starting
many new accounts. Most of our represen-
tatives find it possible to place several of
these orders each week. This means the
building up of a good varnish business for the
future, The possibiliies for varmsh trade
in every territory are such that it will pay
you and pay the house ta devote considerable
time and salesmanship 1n pushing New Era
Architectural Varmshes to the front, There
1s rot a line of goods in our znt.re list that
affords a better medium for increasing sales
in your terntory.

Are your distvibuters’ vepresentatives
carrying those Specral Varnish Offers?

Glad to Know It,
1daho Falls, [daho, Jan. {6, 1503.

Acme White Lead and Color Works,
Delrait, Mich.

Gentlemen .—Mr. Elbs, of the Ellis Paint
Co., Butte, Mont., says that he has now
posiively made up his mind to give us his
business; that heretofore he has been pre-
judiced 1n favor of Devoe, but that our
methods of doing business our vim, push
and energy, together with the quahty of our
goods, have convinced him that we are the
house 10 tie up with.

He saysthat he is only sorry now that
he ordered his spring goods, but that he will
start tn to work them off. and fill up with
Acme,

He promises me a car when [ come along
on my fall trip, and says that hereafter he
will guarantee us two cars a year at least.
He expects mote, as he intends now {o put
a man on the road, and wants to be our
Montana jobber. Respecttully,

A.R. K.

Are your distyibulers representatives
carvying those Specral Varnish Offers®
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ok Hold and Lift.
Those New Order Books,

Somne of our representatives have evidently
overlocked one of the principal reasons for
changing the form in which they write their
orders. The new order book is supposed to
enable you to write down the articles needed
at the ume the order 1s taken, and avoid the
necessity of re-copying same. Some of our
representatives we find are still taking a
memorandum of articles required, and after-
wards writing them in thess order books.
This represents no special advantage over
the old system of sending them in on our
regular order sheets  The saving in fime
1s the principa) advantage derived from the
use of the new order books. When the orders
are written tn them as taken, the sheet can
be torn out and matled to us the sams day,
otherwise our representatives will wait until
a conventent time to wrnte up their orders,
which sometimes means two, three or four
days, or even longer., We cannol ship
orders until we receive them, Neither can
the jobber to whom you send orders. Hold-
ing the orders for a chance to copy them
means a delay that is charged up to the
jobber or ourselves by the dealer from whom
the business 1s secured. It will facilitate
prompt shipment if you always send your
orders in the same day you take them It
1s rather inconsistent for a representative to

hold an order for two or three days because !
+ S A Hunter.

he hasn't time to copy it, and then expect us
10 get 1t out the same day as received here,
‘We always try to ship the ovder within
twenty-four hours, but how rmuch better 1t
would be 1 we received it twenty-four,
thirty-six or forty-eight hours earher.

Are your disirtbuters representalives
caryying those Special Varnish Offers?

e
%
§

g
:
:
g
&

Competition
for February
Daviey’

is on

Varnish Stain, .

ECEREECECLEEEEEECECECEECEEE

|
|
.

January 31, go3

Please do not forget

to put the approxi-
mate amount of the
otder on all “ duplicate
orders” sent in, as we
keep a record of same.
Compliance with this
request is important,
and will save us the
trouble of sending the
orders back to you for
this data, . . .

.

mmmmsm&mmaﬁ
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Members Acme Plug Hat Club,

Adinitted Contest
Alf R.Kely. March 1, 1gor  Mich. Seal Lead
A E. Bsrron ... .. June 13, 3901 .Naal’s Alum En
1 D. Witson ... Oct x, 1501 W.and1 Pam
H L Wilsen . ... Nov 1. 1qor .Liguid Wood Filler
W C Neal .. . Dec 1,190t .New Fra H.G

H. F. Whitaker .. March ¥, 3002 ....Davies” V. §.
..+oApril 3, 190z Gramte Floor Paint
.. Juner.1goz N C.P.and T.D
g Highest number

H P.Torrance

H C Cater ......June 1, 1902 of pants for

six months.

F B Sangster ... July r, sqguz Uttty Varmishes

W P Wippins ....Sept 1, 1902 Master P't’rs’ Col
S W Newell.., Oct 31,3902 . W and L. Paint
A. D Hoagg Dec. 1, 290241400+ New Era A V
Highest number
C. Mchhig ... . .. Dec. 1, 1902 { af ponts for
Si1x menths.
SECOND DEGREE MEMBERS
Alf R Kelly. .... .Sept 7,390t Master P'v'rs” Col
H. L. Wilson .. . Feb. 1. 1902 . ,Houschold Paints
{ Neal's Enamels
1 D.Witson . . ..Mayz, 1902 iNeal’s B-T Ens.
S W Newell ..... Dec. v, 19c0 . NewFEraH G
THIRD DEGREE MEMBERS
At R Kelly . Nov 1, 1q0z.. .. Davies’L. F

Our General Distributers.

Califorma

W E Little Pant Co , Los Angeles

W. E Littie Paint Co San Diego
Cannecticut

J. L White, Hariford
Flonda

The S B. Hubbard Co Jacksonville

Tampa Hardware Co Tampa
Georgia

Bush Hardware Ce., Columbus
linois

Geo E Wateon Ca.. Chicago

Colburn. Birks & Co , Peoria

" Jake Hold and Lift.
Indiana

Indhanapolis Hardware Co , Tndianapolis

Towa

Sickels, Preston & Nutting Co., Davenport
W _H. Torbert, Dubuque
J W. Edgerly & Co, Ottumwa
Hornick, Hess & More, Sioux City

Kansas
A. B. Whitng Paint & Glass Co., Topeka

Kentncky
R.M McFarland Henderson
Rubinsor Brus, & Co , Loulsvilie

Lowsiana

Parker-Blake Co. Lt , New Orleans

Marylasd

Carhin & Fulton, Baltimore
Massachusetts

E.&F King&Co, Boston
Minnesota

Hackett, Walther, Gates Hcwe.

Co ., St Paul

Mississippi

Lee Richardsan & Co.. Vicksburg
Montana

Ellis Paint Co.. Butte
New York

Buffalo Glass Co , Buffalo

Siclcles & Nutting Co , New York City.

Burhans & Black Co . Syracuse

Jno. L. Thompsen, Sons & Co , Troy
North Carclina

Burwell & Dunn Co Charlotte

Hart-Ward Hewe Co,, Rateigh
Ohio

Senth Bros Hiwe. Co, Columbus

Norton Paint & Hardware Co., Toledo
Oklahoma Territory

Alexander Drug Co , Oklahoma City
Oregon

F. E. Beach & Co , Portland
Pennsylvania

H B Semple & Sons Easton

Mo;gr Bros , Bloamsburg

ST Co, Hanover

: .. “iardware Co.  Pittsburg

4 i. + .Co, Reading

Phelps-Straw & Co , Witk barre
South Carolina

Murmy Drug Co , Columbia
Tennhessee

Fritts & Wiehl Chattanooga

Benedict, Warren & Dawvidson

Co., Memphis

Texas

Houston Drug Co.. Houston

Greimer-Keily Drug Co , Sherman
Utah

G F.Culmer & Bro, Sak Lake City
Virginia

Barker-Jennings Hdwe Co , Lynchhurg
Washington

Bavm & Co,, Spukane
West Virgioia

The Kanawha Drug Co , Charleston

The Willlams & Davisson Co., Clarksburg
W. H. Chapman & Sons, Wheellng
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No. 17

NEW ER.A

Take Hald and Lift.

ARCHITECTURAL VARNISHES

NEAL'S INTERIOR ENAMELS

vy el Ak Nofyfmeds 1 i Icnowicd
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New Advertising Matter Issued Since 1 Exchange Deals. Our Special Vamish Offer,

Convention.

You will note herewith 1llustrations of new
hangers for Neal's luterior Enamels, Davies’
Varno-Floor Stain and New Eva Architec-
tural Varmishes. These are all quarter-
sheetsize (11x14). Samples shown of colors
are of wood and stand out prominently,

making a very handsome and attractive ;

effect.

Last year we furnished a rack with Neal's
{nterior Enamels, which consisted simply of
a regular Neal's Enamel metal sign with
colors of Neal’s [nterior Ename!l suspended
from same. This year, however, that has
been discontinued and replaced with the
hanger shown herewith.

The hangers for New Era Varnishes show
samples of wood finely finished. One of
these 1s sent with every one of the ‘“ Special
Offer** orders, which our representatives
are sending 1n so freely, The wood samples
1n all cases are fastened on firmly.

These pieces of advertising should assist,
not only our representatives in making sales,
but the dealer in disposing of the goods.

The new advertising order blanks include
these hangers.

Are your distributevs rvepresentatives
carrying those Special Varnish Offers ?

In wntng for our O, K, on any exchange
deal kindly give us the full name of brand
of paint o be taken in exchange, together

. with full name and address of thz manu-

facturer.
This 1s important,

Davies’ Varno-Floor-Stains,

We trust our representatives will make
the efifort of their lives in placing this lne.
Now is the tume to get 1t 1n with ycur dis-
tributers and explan to their representatives
the ment of the goods and the large ficld for
same. Do not Jet a single day pass by in
which some work 1s not done to further the
sale of these goods. The distributers. we
feel, will be especially interested 1n this hne,
as it represents a2 good margin to them, 1n
this respect being similar to our other special-
ties, and 1s a comparatively easy line to
place on account of the existing demand for
goods of this character,

By the time this copy of TROUGHTS reaches
you, we will be ready to make shipment, and
the trade will find that the goods will back
} up every clalm you make for them.

We notice a fendency upon the part of
some of our representatives to send in
orders for varmish, on which they have
given their customers the benefit of this
special offer, which do not amount to $25,
$50 or $75 ned.  lustructions are positive on
this pomt. The order for varmish must
cover the amount specified at »ef prices
before we will allow the special concession
to apply. This order must be for Archi-
tectural Varnishes onfy, and 1s not iniended
to include Shellacs, Davies' Liquid Wood
Filler or any hines not specified on back of
special offer folder.

It will only cause controversy with your
jobber and your customer if you book orders
amounting to only $23 or $24 mef and
promise 4 gallons No. 1 Coach or Light
Hard O1l Finish *' gratis,” because such
orders will be ‘' held up” for the proper
addition te bring same up to the proper
amount,

Please keep these facts prominently be-
fore you, and also emphasize them to your
jobbers' sa.esmen.

Arve your distributers’ representalives
caryying those Special Varnish Offers 2
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Take Hold ana Litt.
Lest You Forget.

In order to Impress the matter still more
prominently upon the minds of our represen-
tatives, we herewith reproduce bulleun No.
66 In regard to Road Signs. Read it over
carefully and be sure to comply with all
conditions set forth, unless you wish your
customers disappointed in regard to promises
you make for these sigms :

Concerning Road Signa,

We are obliged to advise our representa-
tives that ih many cases they are ordarng
road signs much more hiberally than it seems
to us the circumstances warrant, Jt was not
contemplated that we would furnish as many
as five or six road signs to a single customer
This does not mean that we absolutely refuse
to do so in the comparatively few speclal
cases where the business is large enough to
warrani it. What we complain about more
particularly is the large number of orders that
are being sent In for two. three and four
signs, In connection with orders fora com-
paratively small amount of New Era. and om
representatives offer no reason for specifying
the quantity called for In future, therefore,
we shall furnfsh signs on the following basis
oniv.

Not to exceed one sign with each $so
value of New Era Paint ordered, when it
is necessary to send more than one sign.
We shall make no deviation from this rule
unless a good rearon for doing g0 is clear-
1y set forth by the representative in con-

fon with his specifi for signs.

NOTE THE FOLLOWING CAREFULLY

There are many signs requested to be
supplied In connection with orders turned
aver to the distributers  Dur instructions to
you were to send the order forsigns furnished
in this way direct tows. 7hes was @ nes-
take Order for the sign should accompany
your order for goods to the distributer, as It
is barely possible the distribater may refuse
to fill the order, in which event we would be
out the cost of the sign should it be sent on
from Detrolt.

{n sending requisitions for signs to the dis-
tributers, 2lways ask them to forward same to
us after they have O. K'd the order, when we
will know that it wil! be all right to furnish
same.

No. 3 Damar.

This is a part of our hne of New Era
Architectural Varnishes, although it is not
shown in our literature as yet. As soon as
new supply of catalogs is printed we will
have No. } Damar included. In the mean-
time we would suggest that you insert the
line in your catalog in ink, so that you will
have the hist price of $1 75 per gallon in I's
before you when talking to a customer.
This should be done 7ow.

Our sales cf this item since 1t was added

to the Line last October would indicate that
same has been entirely overlooked by our '

representalives,

Take flold and Lif?.,

Result of Competition for JTanuary.

James DoucarLL

Mr. James Dougall has won his spurs in
the shape of membership in the Acme Plug
Hat Club as the result of competition in
Acme Household Paint  Jim’s record on
this line of goods is ‘“ out of sight' of his
nearest competitor, and indicates, as Uncle
Henry puts it, that he must have bean *“ step-
ping some '* to accomplish the result shown.

The boys will undoubtedly be glad to have
Jim as a member of the organization, and
we shall now watch his efforts to become a
second degree member and wear the gold
watch fob,

Are your distribulers’ representatives
carrying those Special Varnisk Offers?

Members Acme Plug Hat Club.

Admitted Contest
Alf. R. Kelly ....,. March 1, 19or..Mich Seal Lead.
A E. Basron ......June 1%, 1901..Neal's Alum En.

I D. Witson....,...Oct. 1, 1901.....W.and I Paint
H L Wilson . .Nov 1, r9e1,.Liquid Wood Filler
W.C. Neal........ .Dec. 1. rgoz. ...New Era H. G
H. F. Whitaker. .., March 1, 1go2.....Davles' V S.
S A Hunter........April z, 3902 Gramte Floor Pamnt
H. P Torrance.... .June 1, 1902 .N C.P and T.D.

Highest number
H.C.Cater ... .. Junerx, xm..% of ponts for

$1X months

F B. Sangster..... July 1, rgoz...Utihity Varnlshes
W P Wiggins ... Sept 1. 1902 Master P t'rs’ Col
S, W. Newell.., Oct 1.3g02.... .W and I Pant
A.D.Hoagg . ....Dec.1,1902.... NewEraA V.
Highest number

of points for
six months

hold Pant

C. Menlig.. ..... Dec.r, gz %

James Dougall .... Feb 1, 1g03....H

Flonda

The S B. Hubbard Co., Jacksonvilie

‘Tampa Hardware Co. Tampa
Georgia

Bush Hardware Co , Columbus
Inos

Geo E Watson Co, Chlcago

Colburn. Birks & Co . Peoria
Indiana

Indianapolls Hardware Co . Indianapolis
ITowa

Sickels, Preston & Nutting Co., Davenport

. Torbert, Dubuque

J. W, Edgerly & Co., Ottumwa

Homnlck, Hess & More, Sioux City
Kansas

A.B.Whiting Paint & Glass Co , Topeka

Kentucky

R M McFarland Henderson

Robinson Bros, & Co . Louisville
Maryland

Cartn & Fulton, Baltimore
Massachusetts

E.&F.King & Co, Boston
Minnesota

Hackett, Walther, Gates Hadwe.

Co., St. Paut

Mississippi

Lee Richardson & Co , Vicksburg
Montana

Ells Paint Co . Butte
New York

Buffalo Glass Co , Buffalo

Sxckes & Nuuing Co., New York City.

Burhans & Black Co , %‘yracuse

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

Burwell & Dunn Co Charlotte

Hart-Ward Hdwe. Cn., Raleigh
Oho

Smith Bros Hewe Co., Columbus

Norton Paint & Hardware Co, Toledo
Oxiahoma Territory

Alexander Drug Co., Oklahoma City
Oregon

F. E Beach & Co, Portiand
Pennsylvama

H. B. Semple & Sons, Easton

Moyer Bros., Rinomshurg

A - Hanover

.
“ardware Co.,

. So.
Phelps-Straw & Co'.
South Carolina

SECOND DEGREE MEMBERS.
A, R.Kelly . ....Sept 1,101 Master P't'rs’ Co!
H.L Wilsan, ..... Fab. 1, 1902 ...Household Paint
{ Neal's Enamels
U D. Wiison i Neal’s B-T Ens.
S. W, Newell ,,.,. Dec. 1, 1962 . NewEraH G
THIRD DEGREE MEMBERS
Alf R.Kelly ....

vess May 1, 1902

Nov 1, 190z...... Davies'L F.

Out General Distributers.

California

W. E. Little Paint Co.. Los Angeles

W. E Little Paint Co,, San Diego
Connecticut

J. L. White, Hartford

Murray Drog Co , Columbia
T

Fntts & Wiehl. Chattanooga

Benedict, Warren & Davidson

Co., Memphis

Texas

Houston Drug Co., Houston

Greiner-Keily Drug Co., Sherman
Utah

G. F. Culmer & Bro.. Salit Lake City
Virginia

Barker-Jenmngs Hdwe Co., Lynchburg
Washington

Baum & Co,, Spukane
West Virgina

The Kanawha Drug Co , Charleston

The Wiilams & Davisson Co., Clarksburg

W H. Chapman & Sons, Wheeling
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Take Hold ana Lif}.

Arguments in Favor of New Era When
Offered in Competition With the
Best Known High-Class Brands
Upon the Market,

H F WHITAXER Lo

In answer to attached letter, asking my
views in favor of New Era when offering
the line 1n competition with the best known
high-class brands upon the market, will say:
Our New Era is an absolutely pufe lead,
zinc, linseed ol and turpentine dryer paint—
absolutely gusranteed—whereas othér high-
class brands are not sold under an ubsclute
guarantee of purity and so miust cobtain an
adulteration which, of course, lowers the
quality of their pamts. Qur paint being
absolutely pure alse weighs from a pound to
a pound-and-a-half more per pallons which
is a strong point in favor of New Era,
inasmuch as other goods are adulterated
and short weight, Our New Era Outside
White 1s much whiter than the O. W, of
other brands. 1 find in my terntory very
few painters recommending the best known
high-class brands offered in competition with
New Era, and only 1n a few instances can 1
recall painters using their gooeds, where {
have many using New Era, and have yet to
find the pamter who has any kick on our
pamnt. A great many painters have the
1dea that the best known patnts are nat up to
the quality they were a few years back. 1
will admit that to change a dealer from
goods made by our strongest competitor to
New Era is not an casy job. But with the
painter who has used the two paints | have
yet to find one who does not favor cur New
Era High-Grade Prepared Paint in prefer-
ence 1o any other brand of paint ocn the
market,

Specialties,

We don't believe that there are any of our
general store trade representatives who have
forgotten the manner i1 which Specialties
were discussed at the convention. nor the
conclusions arrived at. It is somewhat dis-
appointing, therefore, to note that our Rapid-
Seller line 1s not being pushed in the way
that we had desired and expected. Perhaps

- Toke Nold and Lift’

f 53333 aa»smaaaa%

Competition
for February
Davies’

is on

Varnish Stam. .
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each one of our representatives fais to
realize, as strongly as he should, that this
proposition is #eal/y up to him, and that just
as much depends upon A7 as upon any-
body eise. Don’t think that because you
are only one man of a great many, that it
won't make very much difference whether
you adopt & vigorous policy upon the matter
of pushing Specialties, or not I each of

&ieeeeeeeeeeeeeeeeee

. our men should think that way the condition

we seek to bring about would not be realized
very soon.

The report of January business ind:cates
conditions very clearly, and we are willing
to send any man requesung same, s
record, s0 that he may know if the results of
his work correspond with conclustons arrived
at at the convention.

Are your distribulers' representatives
carrying those Special Varnish Offers ?

*Nother Distributer,

Mr. C. F. McCauley wired us on the 12th
as follows:

Strother Drug Company, of Bristol, Tean .
have joined the great Ti-Ki band.

Mr. McCauley has a habit of calling every
distributer a Ti-Ki, whether they happen to
have a Ti-Ki Club or not. We think itis
up to Mr. McCauley to make good in this

l

I Take Hold and Lift

inktance, and really enable us to enroll the
Strother Drug Company upon the Ti~Ki Mst,
This 1s the second d:istributer made this
year. We congratulate Mr, McCauley on his
wirk, and believe that the new acqusition
to our ranks will prove a most desirable one,

Let Us See X It Can’t Be Done.

We feel confident that our representatives
ars just waiting for a memorandum of stock
of jobbing goods which we wish disposed of
before jumping in and seling the whole lot.

Here it 15, and we want it sold. Make up
your mind that this will be the last call:

58 dozen l-inch Specialty Brushes.

34 dozen 1)4-inch Specialty Brushes.
..700 lbs. Reno’s Umber Filier,

280 1bs. Rotten Stone.

300 lbs, ** A" Selected Lump Pumice,

Yeu have prices 1n bulletin No. 3, 1ssued
Dec. 2, 1902

Are your distributers' represeniatives
carrying those Special Varntsh Offers?

Members Acme Plug Hat Club.

Adnutted Contest
Alf R.Kelly. ... . March 1. 103..Mich Seal Lead
A E. Barron ... .. June 3, rgor..Neal's Alum En.
1.D Wuson... ....Oct 1, 100t.. ..W, and [ Paint
H L Wilson .. . .Nov 1, rgor..Liquid Wood Filler

W C, Neal ... ..., Dec r, 1gor... New Era H.G.
H. F. Whitaker .. .Marchz, 1902 ....Davies’V S.
S A Hunter ......Apnl g, 1z Granite Floor Pant
H. P Torrance ... Juner, 1902 .N C.P and T.D.

Highest number
H C Cater.. of polnts for
s1x months,

F B Sanpster.. ...July 1. 1gez.. Utilty Varnishes.,

cereeJune 1, 1902, %

W P Wiggins .. Sept 1. 1902 ..Master P't'rs’ Col

S. W. Newell. o Qct. 1, tgoz ... W and L. Paint

A.D Hoagg... ....Dec 1, xgoa...... New Era A, V

Highest number

C Mehlig ... ....Dec 1. 1902 g of polnts for
slx months.

James Dougall . .. Feb 1, 1¢03....Household Paint

SECOND DEGREE MEMBERS.

Al R Kelly. . ..Sept. 1, 3901.. Master P't'rs’ Col
H L Wiison Feb. 1, 1002 ....Household Paint
1 D. Wilson. . ...May 1, x902.. gg::l.: E’:‘?r'“g:s_

S.W. Newell ..... Dec 1, 1902, ... New EraH.G.
THIRD DEGREE MEMBERS
Alf R Kelly.

. Nov. 1, 1q02.. Davies’ L. .
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THOUGHTS

February 4, 1903

it in without delay

2239 IDDPBIBISIIITTD 339”5553393933933993-‘)%9%
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Sending Orders in Promptly.

We have had considerable to say recently about the
failure of our representatives to send orders in as soan as
they are received. We have pointed out to you the fact
that your retention of these orders for two or three days,
and sometimes longer, for the purpose of copying them,
means a corresponding delay in making shipment. Does it
not strike our representatives as being somewhat “nervy ”
accuse us of slow shipments, when they themselves will hold
up an order for three days, and expect us to forward the
goods within twelve hours after the ordet, which they have
held for three days, arrives in the house? You do your
part and we will do ours. The first thing to do affer getting
an order is to send it in, The new order book will enable
you to do this if you can write the order down as received.
If you can’t do this, copy the order either in the new order
book or on the old order sheets, but copy it quickly, and send

22 3333232333993 222 39”399993393939393339999993%
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‘Three Special Opportunities,

The ‘‘opportunities™ we refer to are
salesmen’s opportunities, that s, they have
been devised for the purpose of enabhng our
representalives to increase thewr sales.
Numerically they are as follows*

t Special offer on Varmshes.

2 Reduction 1n price of Neal's Intenor
Enamel, and wncreased size of package.

3. The addition of Davies’ Varno-Floor
Stamn, a class of goods which, at the
present time, 1s ia great demand aad has
evidently come to stay

Place these three propositians prominent-
iy before your trade. lf they are presented
right they should enable you to get business.
1t should be easier to get business an these
Iimes than almost anything else, because
there 1s somathing special to offer—some-
thing which will czuse the dealer to think
several times befcre he will refuse to do
business with you. Don’t overlook or
aeglect them.

This Is What We Like.
Coalton, Chio, Feb. 10, 1903.
Acme While Lead and Color Works,

Detroit, Mich.
Gentlemen *—[ apply for the agency for
your pamnt at this place, as | have been
using 1t here lately and find 1t the best paint
of any | have aver used, It Is taking the

place of Lowe Bros. here for the last year
and seems to be satisfactory. [ am a painter
by trade and I thiwk 1 can bandle a lot of
your pamt this season., Have your sales-
man call on me at once, or write for refer-
ences Yours truly,

R. L. PorTER.

There Are Others.

A. M. Benson, Bridgman, Mich., a prac-
tical painter, states that New Era Prepared
Pamt :s the best he ever used.

Our General Distributers.

Califorma

W E Little Paint Co., Los Angeles

W E Lutue Paint Co., San Diege
Connecticut

¢

J L Whtie, Hartford
Florda

The S B Huhbard Co., Jacksonville

Tampa Hurdware Co Fampa )
Georgia

Bush Hardware Co . Columbus '
Ilhnois

Geo E Watson Co_, Chicago

Colburn, Birks & Co., Peora
Indiana

Indlanapolis

indiznapolis Hardware Co

T ECCECEEECEECECEECEECCECCEEETEECECECECCEEETEECEHT!

[owa
Sickels. Preston & Nutung Co , Davenport
orbe rt, Dubaque
dgerty & Co . Otumwa
Hurnlv..k ess & More, Swoux City
Kansas

A B Wmting Pzunt & Glass Co , Topeka

Kentucky
R M McFarlang Henderson
Robinson Bros, & Co , Loutsville

Lousiana

Parker-Blake Co , L'td New Drleans

Maryland

Carlin & Fulon, Baimrore
Massachusetts

E & F. King & Co , Boston
Minnesota

Hackett, Walther, Gates Hawe

Co., St Paut

Missisaipp:

Lee Richardson & Co., Vicksburg
Montana

Eilis Paint Co., Bulte
New York

Buffalo Glass Co . Ruffalo

Sickies & N\mng Co, New York City.

Burbans & Black Co , Syracuse

Juo L Thompson, Sons & Cu , Troy

North Carolina

Burwall & Dunn Co Charlotle

Hart-Ward Hawe Co ., Raleigh
Omo

Smub Bros Hdwe Co . Columtus

Norton Paint & Hardware Co,  Toledo

Oxlaroma Territory

Alzxander Drug Co , Oklahoma City
Oregon

F E Beach & Co, Portand
Pennsylvania

H B Semple & Sons Easton

'V\over Bros , Bloomsburg

J T u,.-l o, Hanover

Ta oo Hardware Co . Pittsburg

8. rl lh I\An- Co , eading

Phelps-Straw & Co , Wilkesbarre
South Carolina

Murray Drug Co , Columbia
Tennessee

Frtts & Wiehl Chattanooga

Benedict, Warren & Davidson

o, Mempins

Texas

Houston Drug Co Houston

Gremner-Kelly Drug Ca, Sherman

Utah

G F Culmer & Bro, Salt Lake City

Virginia
Barker-Jennings ldwe Co , Lynchburg
Washmgton
Baum & Co., Spukane
West Virgima
Toe Kanawha Drug Co , Charleston
The Wilhams & Davlsson Co., Clarksburg
W H Chapman & Sons, Wheelng

Nt - 2 4 S o e e
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NO. 19

Arguments in Favor of New Era
When Offered in Competition
With the Best Known High-
Class Brands Upon
the Market.

W C NeAL

Foliowing 1s the way | have always
talked New Era Prepared Paint. }
never hand a businesscard to a dealer
as an introduction, but go at him in
this way .

'*Good morning, sir; Neal is my
name. 1 am representing the Acme
White Lead and Color Works, Detrout,
Mich,, manufacturers of New Era
High-Grade Prepared Paint, which
is strictly pure.”

** Glad to meet you, sir. So you
are selhng strictly pure paint, eh?
Well, so am [ [ handle the pure
goods which you see on my shelves.'”

*Yes, sir, that is true. You may
be selling a paint that is composed of
whiting, china clay, barytes, zinc,
lead, linseed oil, water, benzine, rosin
oil and any other old thing, and stll 1t
would be strictly pure prepared paint.”

“How do you account for that ?”

**Why, for the simple reason that
there is no recognized standard of
purity among pant manufacturers .
but every paint manufacturer and in-
telligent painter 1 have ever talkec to
claim that a pamnt made of pure
carbonate of lead, oxide of zine, iin-
seed oil and turpentime dryer is the
best paint possible, 1f combined in
proper proportions. That, sir, is just
what my house 1s offering in New
Era Prepared Paint, We sell it under
a guarantee that it does not contain
anything else.””

“Yes, sir; as I said before. I am selling
this pure brand, and it is guaranteedin the
same way identically as your house guaran-
tees New Era.”

Pardon me, sir, but I think your are mis-
taken. [ have studied every piece of litera-
ture 1 have ever seen published by the
makers of the paint you handle, and can say
positively that I have never once seen such
a claim over the signature of the officers of
their company.”

{Continued in third column)

Nea| s Enamel*

=% camvs!

New Neal’s Enamel Booklet.

We show herewith illustration of cover of
Neal's Enamel booklet. These booklets will
be supplied to dealers in connection with
orders for goods, and a supply will be sent
to distributing houses, to be furmished by
them with orders. [n addition to covering
our regular lines of Neal's Enamels, booklet
also advertises Davies' Varnish Stains and
Varnotile. Samples of the booklets have
been sent our representatives this week.

* You are certainly very much mis-
taken, sir. Their salesman told me
itwas just what you claim for yours.”

““Yes, str, | have no doubt he did ;
but a salesman can tell you any old
thing he thinks of, but that doesn’t
make it true.”

**Well, how do [ know then that
you are telhng me the truth? [ have
knawn Mr. Smith ten years, but never
saw you before until to-day.’’

“Yes, sir; that s true. } do not
ask you to believe me, orto take my
word for it, as | have here a gertifi-
cate of purity over the signature of
both the President and Secretary of
my company. {lthenread it to him.)
Now, sir, to prove further to you that
my claims are true, [ will show you
an original analysis of a reputable
chemist of your home State, also of
other States, each and every one
made by request of honorable mer-
chants, who took the cans from their
stock and forwarded them, so there
can be no claim that we sent specially
prepared pamnt for the purpose, This,
I think, should convince you that [
am making no claims that are not
backed up by my employers. Another
thing we do is ta give you full
measure and 174 bs, to the gallon
of white. We have a system of ad-
vertising that is right to the point and
unsurpassed in the way of assistance
to a dealer in building up a trade on
New Era Prepared Paint.”

“Well, | have a good stock on
hand and do not care to change, as |
have a good trade built up on it
Although you may have a better
pamnt, 1t would not pay me to change.”

“Well, sir, 1if you think you can geta paint
that is better, why should you not change
Is it not your duty to give your customers
the best value possible for their money, and
do you not think you are doing both your-
self and custorner an injustice to seli him an
adulterated paint, when you canscll him a
pure one like New Era at the same price ?”

= Wel, what wnducement have you to
offer me to change? These goods are giv-
g first-class sausfaction, and, 2s | sad
before, 1 have a good trade built on them.”

0007-SWP-00012825C



«Well, siv. 1 can offer you a paint that 1s
100 per cent. pure against one that is about
92Y% per cent. pure for white and 85)3 per
cent. pure for the color. Each would cost
you $1 25 per gallon in I's. If you were
going to patat your house which would you
prefer to use®"’

*Why, the best, by all means.”

* Then, sir, why should you not sell your
custorers the very best you can for ther
money ?"’

“ How do you know so much about the
compostiion of the goods | handle ?”

prepared paint on the market."

“[ guess you have me beat, but 1 have
too much of this stock on hand to change
now, but if [ had not so much, believe [
would change.”

+ Well, sir, let me make you this proposi-
trion. [ will send you. say, twenty-four
gallons in I's of Outsde White  Yeu furn-
1sh me the names of the best painters in
town znd we will send a gquart sample,
gratis, for each one, 10 your care, and write
(them a nice letter to call and get 1. You
can sell anyone's white, and will then soon
find out which s the best paint, and st will
be a case of the survival of the fittest.””

“All nght, send it along, and a quart
each to Bul Smith and John Jones.”

|

THOUGHTS

Practical Demonstrations.

There is nothing like a praetical demon-
stration as a convincing argument, Are
our reprasentalives using this 1dea to the
best possible advantage ?  Are they making
practical demonstrations of New Era Pre-
pared Paint, Davies’ Varmish Slains, Oul
Golors, and other goods of our manufacture,
which they know, as well as we do, will com-
pare favorably with any hnes upon the
market >

Dealers hsten almost every day to *‘ hot

. air’" arguments about the quality of manu-
** Well, sir, my house has analyzed every -

facturers’ goods, and about the same claims
are made for all goods of a similar class.
1t is very natural, therefore, for the dealer to
assume, when he 1s confronted with a wide
range of prices, that the only d:fference in
the standard of the various manufacturers,
is one of price, and not of quality. If you

) can convince any business man, by actual

Jlolding an order for a day or lwo be- |

fore sending il in does not assist in creat-
1ng a vepulalton for prompt shipments.

A Habit of Sefling Certain Lines of Goods.

1t 1s true that we have a long list of goods
for our representatives to sell.  1tis equally
true that we should ke them all sold. And,
again, 1t 1s a further truth that the majonity of
our representanves have hobbles in the way
cf seling partcular lines of goods One
man will run to Davies’ Varmsh Stamns;
another to Davies' Ligmd Wood Filler; an-
cther to Michigan Seal Lead, and sull
another to Neal's Snamels, ete. Our repre-
sentatives all have the “* New Era ™ hobby,
and we are not complairing about this, ex-
cept as it interferes with cultivating hobbies
on our other hines of goods. We should hke
all of our representatives to have one hobby,
snd that-—the Acme line of goods,
tme you get a line of goocs in with the
dealer, you place the foundation for future
business The morc lines you have i, the
more business you eventually get. [f you

Every .

confine your hobby toa few of our lines, .

the less chance you have to build a large
business. Spread yourselves over our en-
tire hine, and make a hobby of compleie
assortments. You capnot, we understand,
talk all goodsat the same time, but you can

equip yourselves to be able to tatk upen ary .
of our goods at any time, and this 1s what '

Wwe want.

demonstration, that he is getting better
value in the goods you are offering than in
the line he 1s selling, he will take advantage
of the better investment for his money, m
the same way that you would buy the best
of two, or mcre, articles, if you were con-
vinced that 1l was the best.

Some representatives have the ability to
convines by verbal representations, but all
are safer in making practical demonsua
tions when there 1s any possibiity of doing so.

Count that working day lost in which you
failed to do something towards getting in at
least one line of our Rapid-Seller Specialties
with some dealer who has not handled them.

Mr. A D. Hoagg especlally scems to be
taking every possible advantage of our
special varmsh offer.  In one mail recently
we received from him orders for four $25
and one $50 assortment. We hke to sec this,

We wish to call our representatives’ at-
tention to the fact that 1t would greatly ex-
pedite the distribution of the mail at the
office 1If they would 1ake pains to fasten to-
gether all papers bearing on the same
subject. For mstance, if an order 13 sent 1n
and a letter also written concerning the
order, and the letter ts not attached to the
order, they are liable to go to different de-
partments in the office and serous delay
result  This 1s especially unportant in the
case of requisitons for advertising sent In
w:th an order, much valuable time being
wasted by the person who distributes the

fastening them together. You can help us
out on this proposition If you will remember
to pin together all papers bearing on the
same subject, especially in the case of
orders, Will you do it?

February 2t. 1603

We Should Like to Hear from Our Repre-
sentatives About This,

One of our representatives made the state-
ment that metal racks. with panels suspended
from same, such as we use for Davies'
Varmsh Stains, Neal's Enamels, etc., are a
useless expense, for the reason that about
four out of every five dealers da not vse
them at all. This i1s a matter of consider-
able 1mportance to us, and we should like

an expression from each of our rapresenta-

tives pertaining to the maiter

Llolding ar order for a day or two be-
Sore sending it in does nol assist in creat-
ing a repulation for prompt skipments.

Selling Goods and Looking After Trade.
The representative who makes 1t his chief
aim 1o sell more goods 1s the one i whose
territory business grows. The one who is
satisfied to look after trade and take orders
for current requirements is the one whose
business first stands still, and theo gradually
grows less and Jess. [tisallinthe **more.”
Never be satished stmply because your
customer has ‘‘no kick coming.” Find out
if he 1s handlibg as many of your lines as he
can, to advantage. Try to get in new lines
whenever there 1s any possible way of colng
so. If some of your goods give him satis-
factian  ~thers should alka. We cannct
afford to be satisfied with what some szles-
men call ' their share.” We must confess
that we are looking for the big end of the
business with all dealers who handle our
goods. We feel that we have 2 line to
which any dealer can afford to confine his
purchases. All our goods are made to give
satisfaction, and these are the only kind of
goods that any dealer, who is looking for
future busiuess, can afford to handle. There
are other goods sold at lower prices, but
they are not worth the difference 1 pngce.

A thing 18 either nght, or wrong. We
make our goods right. We could not make
them any better, nor can they be made any
better.

Consider, when you have one or two lines
In with the dealer, that it is only a starting
pomt for your full hine, and keep after him
continually with this end in view, Your
business s not to sunply look after trade,
and ascertain if they are satisfied with such
hines as they happen to handle, but to satisfy
yourself they are handling as many of our
lines as they carnz handle. With this object
in view, the up-to-date representative very

i seldom has an opportunity to leave one of
mail tn locating the different sheels and '

his customers to whom he does not broach
the subject of adding one, or more, lines
manufactured by his house, that the dealer
is not carrying in stock. [f this 15 done

persistently ard systematically, it cannot
fail to result in making business grow.
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Davies’ Varno-Floor-Stains,

PAVIES
Repimaopdn®

ManchAnY

We are very much pleased with the
manner in which sales of these goods have
started off. There is a demand evident in
all territories for an article of this kind.
W= have made very careful tests of the
goods, and you are safe in recommending
them highly. The varnish used in
their composition is equal to the best
grade of floor varnish that can be
produced, and Is of a quality that will
stand walking upon.  Alt other ingre-
dients are equally high-class, and we
know that there is bound to be a
steady demand after the goods have
been placed in stock and tested by
consumers.

These goods, while prepared es-
peciaily to resist the hard usage {o
which floors are subjected, are also
equally good for wood work of all
kinds, such as wainscoting. doors, window
frames, etc.

The natural floor finish is of equal quality
to the best high-grade floor varmsh, and can
be seld for floors or woodwork.

The ground color offered in the line is
meant to be apphed over surfaces that have
been badly marred, or defaced, as a priming
coat for the regular color, and to insure a
uniformly handsome finish.

The prices are as low as can be made,
consistent with quahty, and afford the dealer
and distributer liberal profit.

We shall be glad to send sample pack-
ages, with which 10 make demonstrations,
to any of our own or our distributers’ repre-
sentatives, and believe that this method of
showing up tha goods cannot fail to result in
securing many stock orders,

Road Signs for New Era Prepared Paint.

We show herewith an illustration of the
new road sign for New Era Prepared Paint
This sign 1s 3x5 feet, the dealer's name in
each instance being lettered upon same. It
is an expensive piece of advertising. and we
cannot afford to furnish it with orders that
are not sufficiently large to warrant the ex-
pensa, Our schedule Isto furnish a sign,
where the signs are needed, and can be
used to advantage, with each $50 of the
amount of a stock order, We do not refuse
to furnish a sign with a smaller order, where
the conditions indicate that the season’s
business of the dealer will warrant it, but in
such cases, these conditions must always be
. explained by the representative,

We will, of course, furnish more signs
than one with larger orders; in fact, one

Absolutely
PURE

T

sigh with each $50 of the amount of the
order, this rule also being subject to ex-
ceptions where conditions are special and
are carefully explained, but we cannot con-
sent to furmsh signs with very small orders,
such as tet to twenty gallons.

Requisitions for these signs should be
sent, in connection with the orders, to the
distributing house, and by them sent on to
us after the order has been accepted, and
we will arrangs to have the sign, or signs,
forwarded direct by the parties with whom
we have arranged to make same,

1 have received acopy of T\-Ki A B C
Bock for Ti-Ki Babies. I am the cnly baby
at the present, but might need more 1in
future. 1 don't think it would be the right
thing to let Dan and Ellictt have a monopoly
on them. J. D.

Neal’s Interior Enamels,

We naturally assumed that the reduction
1 price of Neal's Interior Enamels would
cause the goods to move faster, but we had
no idea that it would stimulate sales to the
extent that it has. It is evident, from this
fact, that the average dealer appreciaies a
good wvestment, and also that our repre-
sentatives have brought out the
points in favor of the goods properly.
It may be of some assistance to the
representatives of our distributing
houses to outiine the arguments in
favor of this hine, so that they, also,
can use them to advantage.

Quality of the goods. We are pio-
neers in the manufacture of enamels,
and know that our knowledge of what
constitutes a good enamel, the neces-
sary materlals from which to make
same, and the proper mampulation,
results in producing ths best goods
of this character that can possibly be mads.
To-day we are offering the best enamel that
can be made, at a price no higher than for a
first-class paint and no higher than enamels,
which we know do not compare favorably in
quality, are sold by our competitors.

[n addition to this, we are putting the
goods up in U. S. standard gallon packages,
and If anything is needed to convince the
dealer that he 1s getting more valye for his
money in Neal's Interior Enamels, this last
point ought to clinch the argument.

An enamel of this character offers a great
advantage to the dealer in the way of profit.
The goods ars sold for enamehng interiors
where ordinary paint would have been used.
The profit on a gallon of paint is usually
about 25¢ per gallen, while it is always pos-
sible for the dealer to ask more money for
an enamel, and secure a hugher price. As
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he pays no more for Neal's Interior Enamel
than for first-class pamt, his profit on the
same investment 1s frequently double, or, 10
other words, instead of making 25¢ per
gallon, he can make 50c per gallon.

The average consumer will naturally pre-

fer an enamel, which presenis 2 much hand- :

somer finish, is preferable on account of
sanitary reasons, 15 easily kept bright and
clean, and does not have to be scrubbed
like an ordinary pamt.

New Leaves For Catalogs.
Following notice in connection with send-
ing you new leaves for your catalogs has
recently been 1ssued -
DETROIT, MICH,, February 12, 1903

We hand you herewith new pages, Nos 63,
gr-72, 128, 136Y5-146% . x50%-15024 and 152,
to be mserted in our calalog also pages 13-
74. £34 and 1463 10 which clianges have been
made Please substitute them for correspond-
Ing pages in Catalog sent you.

Note the following changes .

Page 73—~Specialty Rrushes—Cut out

Page 7s—Acme Household Paint—Contents
of assorted case and net pnices.

Page 134— Neat’s Carriage Paint hanger
eliminated, and Neal's Carriage Top Dress-
Ing (new style) hanger ilostrated

Page 146% — Neal's Aluminum Ensamel
hanger shown m alumimum wk on black
back-ground

Leaves may be removed from cafalog by

1aking out brass fastzners W
"‘&é”!f:""

at the back

If there are any of our own, or our dis-
tributers representatives who have failed to
receive the new leaves, we shall consider it
a favor to be notified of 1t wtthout delay, and
will see that they are supplied.

Sending Requisitions For Road Signs to
Distributers,

Don’t overlook our recent bulletin to the
effect that it 1s necessary to send requisitions
for rcad signs to our distributers, in connec-
tion with orders you send them. This 1s the
proper way to handle thus matter, for the
reason that, should a distributer decline to
fili the order, and in the meaniime we have
arranged to have sign furnished customer,
the expense of the sign would be wasted.

When sending these requsitions for signs
to distributers, ask them to send them on to
us after they have accepted the order

Good !

I sold a nice order of Specialties to-day
on the strength of your 10 per cent. offer,

{ thick it 1s a good thing and should be the
means of securing a lot of new business. [
also got two men on our varnish offer
Hoping to keep up the good work.

R. A. N.

Snow in Texas,

When | got up this morning and looked
out 1t looked as 1f 1 wasin Michigan instead
of Texas. We have about 10 or 12 inches
of snow and cold weather. The peopie are
having great times snowballing, cutter nd-
ing, etc. 1 think it will do lots of good in
the wheat belt. LR N.

Regarding Requests For Expense Money.

We wish to call atteniton to the importance
cf sending in requests for expense money
early encugh so you will receive your checks
on the date stated in your request. There
were two or three instances the past week
where requests were received at the office,
on the day when the salesmen specified they
wished to receive their checks,

We would appreciate our representatives
exercisieg greater care 1 this particutar
matter, as delay (n your receiving funds for
expense might cause considerable annoyance
some time,

Followwng is a copy of bulletuy received by
our representatives this week, We repeatat
here so as to 1mpress upon them the tmport-
arce of laking advantage of this apecial
proposition,

There are many dealers who will undoubt-
edly be glad to take advantage of an offer of
this kind, and in connection with goods for
which there 1s a regular demand. This offer
can be made, not only by our own repre-
sentatives, but by representatives of our dis-
tributing houses.  Note particularly, that in
connection with this proposition, goods must
be shipped direct from Dstroit, orders, of
course, first being turned 1n to the distributer
for approval. We prefer to ship from Derout
to avoid complications mn the way of credit-
g distributers with goods supphed * gratis™
as outlined in 1he offer, and also 1o be certain
that a good supply of the right kind of adver-
tising matter 1s included

Concerning Special raper ¢ent. Offer on
Spectaities,

Good Until June st

In order to strruiate sales of our Special-
ties, our representatives may make the follow-
ing ofter for the purpose of selling Jdealers
lines of goods which they have wof herelo-
fure bought

With the firse,or initial, sZock order for any
of (he lines enumerated below, we wiil include,
without ¢harge, 10 an amount not eaceeding
10 per cent nf said order, an assoriment of
goods of one, or more, of the #fkey lines -
cluded in this hst

For instance, this would mean that if the ¢
value of the n2lial order, say for Nea! s Car-
riage Paint. sold a dealer, was $30.00, you
could include, without charge, an assortment

 Jake Hold 20d Litr |

Trom one. or more, of the vfZzer hines noted,
amounting to §3 co

These orders must be shipped dr2ect from
Detrorf. so as to be sure and include the full
Iime of advertising matter, and we will alfow
the distributer proper margin on same

Following 1s list of goods tn connection with
which this offcr can be made

Acme Wagon and [mplement Paint,

Bull Frog Green 1z Oif,

Colonial Floor Wax,

Crasoline Shingle Staln,

Davies’ Liquid Wood Filler,

Davies” Varmsh Staimns.

Davies’ Varno-Floor-Stains,

Eldora Gold and Silver Paint,

Mazolene,

Naal s Aluminum Enamel,

Neal s Bath-Tub Enamel,

Neal's Carriage Paint.

Neal's Carriage Top Dressing,

Neal s "Cycle Enamel,

Neal s Enamels,

Neai s Florentine Enamel,

Neal s Screen Enamel,

New Fra Architeciurat Varmishes,

Tynan Gold and Silver Paint

Utibty Varnishes

Remember that ths alffer applies only in
connection with 122820/, or first orders, for any
of the above hnes, and 1s made solely for the
purpose of intvoducing same

In nstances where New Era Architectural
Yarmshes are sold, the above offer Is nof to
be made mn addilzon to the spaciat offer in
connection with $25, $50 and §75 assortments
of these goods

MAKE NO MISTAKE—This offer apphes
cnly on a dealer’s frse order, and must not be
made in connecton with stock orders for
goods that dealers have been carrying.

Folding an order for ¢ day ur lwo fe-
Jore sending it in does not assisi in creal-
ing a vepulalion for prompt shipments.

Special Varnish Offer,

Special offer we make in connection with
1tial stocks of varmshes amounting to $25,
$50, $75, and for larger amounts, has re-
sulted in making many sales of New Era
Architectural Varnishes that would not other-
wise have been effected. This offer 1s good
only until June Ist, and as the goods we
furnish gratis represent practically an addi-
tional 15 per cent. to the dealer, 1t s one

' that we shall not care to continue indefi-

nitely.

Our representatives and distributers’ repre-
sentatives have all been provided with
blank forms on which to send in these
orders. Should any of them have been
missed. we shall be very glad to forward the
blanks on request. It will certainly help in
the way of getting in these goods, and lay-
ing a foundation for future business, which
we feel certain is bound to result from the
endorsement we know can be expected,
based upon the quahty of the goods them-
selves,

0007-SWP-000128253



Thoughts

PUBLISHED WEEKLY BY THE ACME WHITE LEAD AND COLOR WORKS DETRO!T, MlC_Ijl_.

Devoted to Malters of Interest to Our Represenlatives '

voL. V.

DETROIT, MICHIGAN, MARCH 7, 1903.

NO. 2i

New Colors for New Era.

In this lssue we show new colors that
have been added to our Iine of New Era
Prepared Paint, These colors were selected
based upon recommendation of our repre-
sentatives. We balieve they will all prove
good sellers. Meadow Green is a shade
that 1s n particularly heavy demand, and
has a handsome, clear tone that

would act injuriously upon the oil. Asitis
an admitted fact that pure oil 1s the life of
paint, and that the plgments used in making
New Era are of 2 character that harmonize
in every way with pure oil, this painteris a
happier and a wiser man, and will undoubt-
I edly stand by the paint that means a smaller
mvestment to him, and customers cannat fail

Securing Lists From New Era Dealers.
Perhaps there are some of our representa-
tives who fail to realize fully the necessity
: of securlng the right Aind of lists from
dealers. The persons whose names appear
upon these lists are written to, in behalf of
the dealer, regarding New Era. It is not
merely 2 letter and a booklet that is sent,
but cach party whose name ap-

will stand excellently,  Slate
Color is a particularly good selec-
tion and can be uscd to the best
advantage for porch floors, steps,
etc. Ottomman Red is a strong,
rich and handsome color, par-
ticularly recommended for its per-
manency, or non-fading quality,
something that has been rather

New Era i Prepared Paint

iT'B PURE PAINT--EVERY ATOM OF IT,

-

SUPPLEMENTAL COLORS

pears upon these hsis receives
from us three communications.
This means a heavy expenss,
Some judgment must be shown
on the part of our representatives,
not only 1 the character of the
lists, but the size of same. We
cannat be expected to use a lst,
say, of 00 names, to each of

e

difficult to procure n a color of
this character. This red sells for
50 cents advance over the price
of ordinary colors, while the Mea-
dow Green and Slate Color are
both classed as ordinary shades.

This supplemental card will
hereafter be nserted with all 35-
color cards 1ssued, and as soon as
our stock of this particular sample
card 1s exhausted, we shall include
it regularly, making a 3B-color in-

RED

stead of a 35-color card.
We hope to see the goods move
rapidly.
A Complaint the Dealer Was
Glad to Recelve.

MEADOW
GREEN

130

OTTOMAN

131

SLATE
COLOR

132

whom three communications are
sent, where the possibihties of
business do not warrant the ex-
pense,

The names of prcperty owners,
or the party who pays the bl for
the painting, are the only ones
that should appear upon these
lists. It does not pay the dealer,
or surselves, to address communi-
cations to every Tom, Dick and
Harry, when the recipients do not
own houses, and 4re not respon-
sible in any way for baving same
painted.

Impress upon the dealer the
necessity of selecting his names
carefully, for his own benefit as

Mr. Cater writes us that one of
his Massachusetts dealers received
an awful kuck on New Era Paint
the other day. The kick came
from a pamnter who claimed that
New Era took 1oo much oil, and
that he never saw a paint that re-
quired as much oil as New Era.

Maoe By Tue

X Higher In price than other celors shown

Color, Palnt and Varnlsh Manufacturers.

DeTROIT, MICH,

well as ours,

Good Advice.

Enclosed please find order for
300 gallons Neal's Interior En-
amel and B85 gallons Davies'
Varne-Floor-Stain,  The ename)

Mr. Dealer was dehghted, and is

now usimg this complaint as an advertise-
ment for the goods, and the kicker under-
stands now that it is quite an advantage to
use paint that will stand the addition of as
much oil as New Era. It certainly means a
less expensive paint to the painter, and the
addition of o1l increases the durability, pro-
viding there is no pigment in the paint that

to be pleased with the work that he turns out,

This dealer states that he has handled New
Era for four years, that this Is the first com-
plaint he has received, and that he does nort
consider this very serious.

Are your distributers representatives
carrying those Special Varnish Offers ?

bustness is going 1o go, and can
be made go big with every
distributer we have, tf the boys go after
it sfrong. When they get through with
their New Era talk go after the lnterior
Enamel stock, and they can gef 24 1n every
lown. H. H H.

The quicker you get your orders to the
house, the quicker they will be skipped.
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Arguments in Favor of New Era When
Offered in Competition With the
Best Known High-Class Brands
Upon the Market.

¥ R HOAG

The arguments | use when up agaiost the
best known brands of high-class paints are
these* First, the weight. ! find their gallons
of O. W, usually weigh 17 pounds. Well,
that quarter pound helps in some places,
some 1t don't. But the best one I have is
this:

Our competitors do not glve a certificate
or guarantec as to purity, signed by the
officers of thetr company, When you tell
one of their agents that, he will walk right
to the shelf and get a gallon can and read .
** We guarantee this paint to be mad= from
pure lead, zinc, ail, etc.”” That is as far as
they go, and 1 draw his attention to the
fact that even that 15 nol signed by the com-
pany, and that they doc not mention what
else they have in that paint, or whether
there 1s anything else or not.

Then ] say ‘*What did our competitor
ever make a hit with outside of this house
zat? Nething, Wharsas we have Neal's
Carnage Faints and Neal's Enamels, goods
that have been advertised for years and that
are known untversally as the best on Lhe
market. Handle Neal's and you have goods
that the people are famihar with.””

These are the best arguments 1 have, and
1 just simply enlarge upon them.

Are your distriouters’ representalives
rarrying those Specml Varm <k Offers?

Priming W!utc Addcd to Our Line of
Neal's Interior Enamels,

A primer in connection with a line of this
kind 1s very desirable, especially for the
tints, as the nature of the goods is such that
they cannot be expected to possess the
same opacity as a line not possessing such
a high gloss finish. The primer possesses
good body and imparts a flat finish, over
which the after coats will show up to the
best possible advantage. In other words, it
makes 2 good, solid foundation.

It is advisable, except with White and
lvory, to tint the primer with a small amount
of fimshing enamel, which produces a more
solid color, especially if only one coat cf

finishing enamel is applied over the primer, i

In refinishing dark colored surfaces, where
a new fimish of a light tint 1s desired, primer
of this kind is essential, as it would require
more coats of the finishing enamel to cover
solidly were the primer not used.

The primer is sold at the same price as
the regular enamel, and is offered in the
same sizes.

THOUGHTS

 Take Hold and Lift.
The Winner of February Contest,

Ao

4l

e By

WiL11AM GALLIE
No doubt members of the Plug Hat Club
will be pleased to know that their member-

+ ship has been augmented by such a desirable -

acquisition as Mr. Wm, Gallie. He won the
February contest on Davies' Varmsh Stains |
with flying colors, leaving hus nearest com-
petitor considerably In the back-ground
Thirty-seven points was lhe record to Mr.
Gallie's credit. His nearest compstitor had
twenty-four,

Mr. Gallle is entitled to congratulations
and a warm reception from his fellow
members,

it shauld be comparativsly easy to roll up
big scores on sales of Gramite Floor Paint,
which is the brand upon which Plug Hai i
contest 1s based for March. There are some |
of our representatives who have not taken |
their first degree in the Plug Hat Club, and "
there are other degrees obtainable for those
who have taken the first, ,‘
steps in this order.
Lively contest.

second or third
We hope to have a

What Better Proof Do You Waat.

Lost Natlon, Ia., Feb. 18, 1903. |
Gentlemen -] have used 12 galloos of '
your varnish in the last week, and it is the
best warking varmsh [ have ever set a brush
n, and I have used nearly every make of
varnish on the market. The matertal I have |

been using 1s your * Interolite.”

Jar B. Jenxns.

March 1. 1003

Toke Hold and Lift
What a Salesman Should Do.

From “Ilaniwase Hints,' published by 1le Lugan srege
Hardware Co , Prttshury, Pa

* Don't try to 1mpress your customer with
your superior knowledge, you are the seller,
he is the buyer. Neither subserviency nor
timidity are product of good results, Show
a willingness to listen and fully understand
what the customer thinks he wants to pur-
chase and assist him 1n getting it.

Where your reason shows he 1s making an
unwise choice, you can with tact and with-
out In any way suggesting that he isignorant
or stubhorn, show him the better way. Do
this in such a way that your manner will
impress him that your tramning and experi-
ence are better guides and that your sug-
gestions emanate from a sincere desire to
give him the best satisfaction.’”

Holding an ovder for ¢ day or two be-

Sfore sending ¢l tn does nol assest tn creal-
| ing a repulalion far ;rom,b/ Shipmenlts,

[ was very much surprised at yours of Feb.
7th, advising me that | had become a mem-
ber of the Acme Plug Har Club, bul very
much gratified at the same time. [ will
have to dzfer the pleasure of sporting that
sitk tile at the present time, asthey are not
in favor among the coal miners at the
present, bui | hops to have the pleasure at a
later date. J. D.

Llolding an order jfor a day or fwo be-

| fore sending it in does not assist in creat-

g a reputation for prompt shipments.

Members Acme Plug Hat Club,

Adhimirted Contest

Alf R Kelly. March z, rpor. . Mich Seal Lead.
A E Barron . June 13, 1goz..Neal’s Alum En
1 D Wison JOct 1, 3901, ... W and [ Paint
H L Wilson Nov. 1, 1001, . L1quid Wood Fitler
W, C Neal Dec 1,1901.  New Ema H G.
H. F. Whttaker March 1, 3g03.....Davies' V' S.
S A Hunter April 1, xgoz Gianite Floor Paint
H P.Torrance . .Junert, xoaz..N C.P.and T.D

Highest number
H, C Cater < June r, xqoz..§ of points for

six months.

F B Sansster, LJuly 1, 1902.. Uulity Varnishes.

W P Wiggins Sept 1, 1902 Master Pt'rs” Col.
S5 W Newell . Oct 1, 1902 W and I Paint
A. D Hoagg Dec 1,200z ....NewEraA V

Highest number
C. Mehlig . Dec 1. 1902 g of points for

S months

James Dougall Feb 1, 1907 ...Household Paint
Wm Gallle . March 1, 103 . ..Davies’V S,

SECOND DEGREE MEMBERS.

Alf R Kelly Sept. 1. 1001 Master P't'rs' Col
H L. Wilson . keb 1,1902 ...Househol Paint
l\m) s Enamels
1 D Wilson. May 1, 390z ”\ea, s B-T Ens.
S W, Newell Dec.t, 3902 . ...NewEra H G
THIRD DEGREL MEMBERS.
Alf R Kelly Nov 1, 150z.. Davies' L. F,
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Arguments in Favor of New Era When
Offered in Competition With the
Best Known High-Class Brands
Upon the Masket.

S A HUNTER

In reply to attached 1 might say, when
calling on a merchant handling any of the
best known high-class brands, 1 first en-
deavor to secure a pamnter and have him
compare the two lines together, to determine
which has the greater body and covering
qualities. I then have him submut the facts

of his investigation to the dealer, that New .
Era is supenior to the other in those two points. |

[ weigh up the cans. I compare our entire
line with theirs.
personal letters to property
owners and assisticg them
placing the merits of our line
before the public. Full
measure and atiraclive goods
and 2 superior sundry line to
any on the markef, and that
we do supply them with pure
pamnt. | talk the guality of
our goods, qualily first and
last.

Ordering Advertising Matter
for the Dealer.

We are sometimes inchned
to bellave that our repre~
sentatives fail to show proper
discrimination m ordering
supplies of this kind. There
are dealers who will use what-
ever you send them to the very best advan-
tage, and there are others who do not value
the best kind of advertising that can be
supplied. We are willing @f @/ fimes to
send any reasonable amount of advertising
matter, but, as it is expensive and furnished
gratis and our only hope of returns 1s in
having it properly displayed, we like to fzel
that our representatives carefully select the
kind and quantity that should be sent in each
instance. There 1s no use in sending racks,
panoramas, color plates, hangers, etc., to the
dealer, who you may feel reasonably sure
will not use them right, and is very apt to
“fire' them under the counter ot in the
waste barrel.

Our method of writing |

‘ Era Paint.

Always talk over advertisitng matter with :
the dealer in the same way you do the goods
he orders. [t 1s much more prelerable to
have him express an opinion as to what he
can use to advantage than to simply write
down his order and send him what you fiink
he can use without consulting his wishes,

Advertising material must necessanly be
used #7gh? i order to be a paying invest-
ment, If it is not it is a clean loss.

How Will This Argument Do for the
Dealer?

Compare the weight of a can of our goods
with that of any other make, and also the

size of the can, and note the difference.

Weigh Them
In The Balance.

There is over scventeen pounds of '‘pure
paint material’' in every gallon can of New
Of course, we don't put tt up in
the ordinary “‘commaercial ** gallon 1n com-
mon use, but in large cans centaining full
standard measure of 231 cubic inches, [tis
the biggest gallon of the best paint in the
market. Nothing but the best is good
enough for ** New Era,” and every tngredi-
ent is chemically tested for purity. It costs

more to make than ordinary paint does,
but we don’t charge any more for it than
you have to pay for the other kind. You
can offer your customers the same bargain
we offer you by giving them better than
! they can buy elsewhere for the same money.

They will undoubtedly be satished and
‘“come again.”' We furnish '‘the best™
at a price no higher than is asked for
‘“ordinary,” with the expectation thal more
will bz sold and that we will thus be able to
‘“get even,” We want one agent in your
tewn.

Apulia, N. Y., Feb. 6, 1903.
Acme White Lead and Color Works,
Detroit, Mich.

Gentlemen —In  accordaace with your
request of December 22d, I send you a hst
of property owners. such as would best be
used for the purpose you suggest.

1t gives me much pleasure to express my
good opinton of such of your products as |
have used. Late last season
I painted my own residence
with your New Era Paint,
mixing some green with
the No. 8, making a shads
between that and No. 5, and
which makes a very hand-
some outside color. This 1
trimmed with White, with
No. 126 for sash and No. 127
for blinds.

The beautiful fimish of my
job has been the cause of
much remark. Many have
wnquired if [ mixed varnish
with the paint.

1 shall endeavor to use
your goods as much. as
possible the coming season.
If you have out any new
shades of New Era 1 shall be pleased to get
sample cards of the same.

Yours truly,
WerLs W. Swirt.

This Is What We Like to Hear,

Mr, T. F. Young, of Galveston, Ind,, says
that he 1s 53 years old; has used paints and
varnishes for more than 25 years, but has
never found varnish that gave him the satis-
faction im aéf classes of work that New Era
High-Grade does. He will use no other.

Ww.J.S.

Ave your distribulers’ yepresentatives
carrying those Special Varnish Qffers?
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No-Rub Flat Finish,

Some of our distributers’ representatives
may be interested 1n noting copy of a bul-
letin we have justissued to our representa-
lives, reading as follows

* NO-RUB FLAT FINISH.”
QOur New Ti-Ki Varnish Specialty.

A Varmsh tha: Produces the Effect of 2 Ruhbed
Fimish Without Incurring the Expense and
Labor of Rubbng.

We have added to our line of New Era
Architectural Varnishes a new Ti-Ki Specialty
calted ** No-Rub Flat Finish,” This line Is
1ntended for the finlshing coat over any gloss
varmsh sarface, for the purpose of produing
the effect of a perfectly rubbed finish without
incurring the expense and labor of actually
rubbing the work with pumice stone and ol
or water. A thin coat of ‘* No-Rub Flat
Finish "’ not only saves the expense of rub-
bing, but produces a much smoother and
more even flat fimish than can be oblalned by
the old method of rubbing by hand. It drles
hard over night, producing a tough and very
Jurable fimsh. This article will not turn
white under water, and is especrally recom-
ntended 10 resist moisture tn any form, [t
adds dn extra coatto a surface, instead of
rubblng one away. thus making the work
more permanent

* No-Rub Flat Finish ™’ saves time, Inbor
and money, and is superior to a varnish
that requires rubbing. because it is quicker,
~hraper, clearer, less Iaborions ard a7
er able

Remember that 1t produces a petpecd
rubbed effect twithout any rubbiny M
2dds to the durabiity of a surface. and Joes
wnuf dry suft, uneven or streaky like wax prep-
arations. with which other manufacturers

have endeavored t produce a " rubbed
effect
List Prices
s-gallon cans.. « 1 o000 2 40
1 v . .. 2 50
L7 Y eiee e e . 268
Quart ¢ e 275
Pint . «ae 3w
1z-Pint 330

Same discounts and freight allowance as
on balance of New Era Architectural Varnish
hine

There Ic a large and constantly growing
demand for a first-class article of this de-
scription  Although a very new thing In the
varnish  bne, pracucal fimishers are fast
comiag tw reahze that this new fimsh Is cap-
able of saving them a vast amount of labor,
money and annoyance It does away entirely
with the necessity of rubbing and the conse-
quent dirt and cleaning up.

Push 1t hard  You will find this artcle of
excephional value and better than anything of
the kind that has been heretofare offered.

Would you like a finished panel to show the
goods

Spatlers for March was issued on the
14th. This is the first 1ssue with the
' business section' promised at the con-

vention. We should like our represzntatives
to advise us of the nature of its reception.

About Metal Racks for Specialties.

The following is repeated from our issue
of Febroary 21st:

We Should Like 1o Hear from Qur Rep-
resentatives About This

One of our representatives made the state-
ment that meta) racks, whh panels suspended
from same, such 45 we use for Davies’ Var-
nish Stains, Neal's Enamels, et . are a
useless expense for the reason thal atout
four out of every five dealers do not use
them at all  This 15 2 matter of considerable
importance 1o us, and we should Itke an
expression from each of our repre«entatives
pertaining to the matter.

Here are the rephes from the represen-
tatives we have heard from up to date:

In answer to article :n THOUGHTS February 2:st,
concerming metal racks, will say that ho mattey what
you put out in the way of ads you will always find
some dealer who does not hang them up 1 have
found our racks under the counter, but always make 1t
point to dig them out and clean them up, then hang
them up 'n the most desirable place to be found
This is the duty of every one of our representatives.
1 consider our racks one of our best ads

Yours truly,
H.C C.

In regard to the zrticte in THOUGHTS of Fetruary
2181, concerning metal racks for Davies' Varmish
Stains, Neal's Enamels, etc , | wish fo say thau [ du
not agree with the salesman as 1o thew being z
useless expense [ find them good advertisemcnts,
and the dealers Jn my territory ail use them by hang-
ing up in their stores and ofien in thew windows,

Yours very truly,
C.F M

1 think these are very good ads 1ndeed, and wher-
ever | have sent them always find same 1n a prominent
place. See them a great deal in window displays.
‘Would not think of discontnulng same.

Yours respecifully,
P W

In regard to article 1n THOUGHTS dated February
2est, 1n reply to same will say my experience 1s that |
find these signs freely suspended by dealers every-
where, and they make a very attractive sign, very
showy and indispensable By all means continue
sending them as beretofore

Yours truly,
c M

Messrs. T. S. McCurdy & Son, the lead-

ing hardware dealers of Monongahela Caty.

Pa., have jomed the large and growing .

army of New Era agents.
of taking their stock order last week. They
have for some time been considering the

{ had the pleasure |

advisability of handling a high-grade pamt,

and finally decided that New Era was un-
questionably the best paint cn the marketl.

They are also greatly pleased with our hinc -

of advertising matter and system of co-
operation, They are a progressive and
growing concern and anticipate a large trade
wn our goods. 1 hear nothing but good
words for New Era wherever it has been
used, and look for a large increase in busi-
ness in this territory. R. A, N,

l

Our General Distributers,

Calfornua
W. E Litde Paint Co..
W. E Little Pant Co .

Connecticut

White,
385 Asylum Strcet,

Fiorida
The 5. B Huhbard Co.,
Tampa Hardware Co.

Georgta
Bush Hardware Co ,

Ithnois
Geo E Watson Co,
Caldurn, Birks & Co.,

Indiana
[ndianapohs Hasrdware Co ,

Los Angeles
San Diego

Hartford

Jacksonwville
Fampa

Columbus

Chicago
Peona

Indianapolis

fowa .
Stckels, Preston & Nutung Co , Davenport
orbert, Dubugue
J W Edgerly & Co, Ottumwa
Hormck.%{ess & More, Swoux City ’
Kansas
A. B Whitng Paint 8& Glass Co , Topeka
Kentucky
R M McFarland Henderson
Rokinson Bros. & Co Louisvilie
Lomsiana
Parker-Blake Co., L't'd. New Orleans
Maryland
Carlin & Fulton, Baltirore
Massachusetts
E &F Kmg&Co, Boston
Minnesota

H‘}f{lx‘w' Walther, Gates Hiawe

Missirsippl
Lee Richardson & Co ,

Montana
Ellis Pant Co..
New York
Buffato Glass Co .
Sickles & Nutung Co ,
Burhans & Black Co .

Juu, L. Thowpson, Sons & Co .

North Carolina
Burweil & Dunn Co.
Hart-Ward Hdwe, Co.,

Ohio
Smith Bros. Hawe Co.,

Norton Paint & Hardware Co ,

Oxiaboma Territory
Alexander Drug Ca ,
Dreiun
* E Beach & Co,
Penpsylvama
H.B Semple & Sons,
Moyer Bros.,
g
L +Co.
Phelps-Straw & Co ,
South Carolina
Murray Drag Co ,

Tennesgee
Fritts & Wiehl

Beredict, Warren & Davidson

Strother Drug Co.,

Texas
Houston Drug Co ,
Grener-Kelly Drug Co

Utah
3 T Culmer & Bro ,

Virgima

arker-Jennings Hdwe Co

Washington
aum & Co..

West Virginia
The Kanawha Drug Co |,

T
“ardware Co ,

St Paul

Vicksburg
Butte

Buffalg
New York City.
?_yracuse

oy

Charlotte
Raleigh

Columbus
Toleda

Oklahoma City
Portiing

Easton
Bloomsburg
Hanover
Pittsburg
Reading
Wilkesbarre

Columbia

Chattanooga

Memphls
Bristol.

Houston
Sherman

Salt Lake Caty
Lynchburg
Spukare

Charleston

The Willlams & Davisson Co., Clarksburg
‘Wheehng

W H. Chapman & Sons,
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Thoughts

Devoled to Mallers of Interest lo Our Representalives.

VoL. 1V.

DETROIT, MICHIGAN, MARCH 21, 1903.

NO. 23

Pure Linseed Oil.

Too much stress cannot be laid upon the
importance of cautioning dealers against the
purchase of cheap oil intended to replace
hnseed oil. There is nothing which can
replace it satisfactonly. Pure hnseed ol
15 the hfe of pawnt, Adulterated oils are
offered at low prices, and the temptation to
use them is sometimes great. When it is
considered that the principal adulterants of
linseed ol are mineral (paraffine) oils, and
in connection with same, rosin, the effect of
the use of same with New Era wiil be
realized. In pnming coat, especially, we
recommend that New Era be reduced with a
large percentage of pure inseed oil.  Strong
representations are made for these adul-
terated oils. The trade may purchase same
really beheving them be what is claimed,
and will sell them to the painter without.
realizing the danger of their use. When
New Era, or any paint, is combimed wath
such material, results must be unsatisfactory.

We absolutely cannot consider any claims '

resulting from the use of aduiterated otlin
connecuon with our goods.

We quote below two tests by which adul-
terated olls can be readily discovered.

No r—To Testfor Mmeral (his  Place
a few drops of the suspected ot on a dlack
palnted surface If ibe oil contains mineral
ol} the characteristic bloom or ™ flurescence ™"
of mineral oil may be easily noticed, Even
an admixture of five per cent. can thus be
detected.

No. 2 —To Test for Rosmm  Take equal
volumes of the oll and grasx alcohol, and mix
them well by shaklng in a test tube or a long
bottle Let stand for onc hour, then pour the
alcoholec Jayer into another clean test-tube,
or bottle Into this alcoholic solution iet fall
o to five drops of a solution of sugar of
lead {lead acetate ) Setaslde for six hours,
If the ofl contained any rosin a permanent
white sediment wilj be found precipitated on
the bottom of the bottle. This test will also
indicate if 2 boiled linseed o1l Is a true kettle-
boiled ofl, or a so-called ** bung hole” balled
oll—raw ofl, to which has been added a rosin

dryer.
Metal Racks for Specialties.

Below are printed more communications
anent the subject above mentioned.

Referring to your article .n THOUGHTS of Fehruary
2tst, on above, wish to ssy | bave never sent one
of our racks to a dealer who did not put same up.
The trade whom ] have talked to tel] me thev ase

great sample card savers and a great help In selling
goods. Yours respectfully,

In regard to artlcle in THOUGHTS under date of
February 21st, 1 beg to say- I conslder our Neal's
Enamel, Davies’ Varmish Stain, Granite Floor Paint
and Neal’s Carriage Paint hangers the neatest and
best palntads.on the market, and my expenence is that
they are recognized and appreciated by the dealers as
such, and If you should take a trip over my lerritory
you would see them displayed {0 good advaniage by
every dealer handling these hnes. By all means con-
tinye them, Yours sincerely,

F.R.D.

Devil’s Red in Oil
We show herawith illustration of the new
package of Devil's Red m Oil. We shall
make a special feature of these goods in the

- same way that we do af our Bull Frog

f

Green, 1t should be a pood seller, as there
\s a very active demand for a non-fading
red, cspecially for writing signs, and all

work of this character, where, in the past,
the greatest objection to using this color has
been its tendency to fade. We are also
offering Devil's Red in dry form ard in
japan. New catalog lcaves are being pre-
pared, and will be ready for distribution in a
few days.

In o1l the goods are put up in the same size
packages as in the Master Painters’ hne,

and the same discounts apply, list prices in |

one to five-pound tins being 30 cents.
and deep shades are offered.

The line of Acme Superfine Coach and Car
Colors we are now offerir.g in light and deep

Light

| shades, list price being 80 cents per pound.

in dry form it is offered in light, medium
and deep shades, bist price in é-pound tins
betng 40 cents. The regular discount
applies 10 dry colors.

Cheap Paints.

Sometimes our representatives tell us that
‘‘this 1s a cheap paint country, and that it1s
hard tc place New Era.” They used to tell
us this more than they do now, because 1t
has been found easy to place New Era in so
many cheap paint sections that there is very
little oppartunity to bring up this point. As
4 matter of fact, the representative making
this statement does not mean what he says.
The *‘cheap ™ paint referred to, upon careful
{nvestigation, will always be found to be
dearer to both the dealer and consumer than
New Era. [t is dearer because neither the
dealer nor the consumer gets as much for
every dollar invested in cheap paint as he
does in New Era. Thus has been proven so
many times to the satisfaction of all our rep-
resentatives, that it s scar;ﬁly necessary to
go into details— -What 18 the use of making
a line of this kund? It does not help the
representative, and it deces not help us. We
havs only one kind of paint to sell, and i1 is
the best that can be made. Upon reflection,
we doubt if there is one of our representatives
who will not concede the fact that 1t s easier
to sell New Era in a cheap pamnt territory,
than it would be to sell another cheap paint.
Certainly the competition is less, and the
points iIn favor of New Era would make a
“case ' that would win if presented properly
lo the careful consideration of any business
man who is in business to build business.
What consumer is there, if he really under-
stood the better value secured in New Era
for his dollar, than in the so-called cheap
kind, would hesitate to purchase same, and
what dealer is there who will not take advan-
tage of the points to be said about such a line
\{ he really wnderséands what the points are,
and how to say them ?

Mr. Gallie acknowledges notice of his
election to memberstup i the Plug Hat
Club as result of winming February compe-
tition, and suggests that as soon as he
secures a tile, his friend Mr. Groskoph give
the inside of same a coat or two of Interior
Smokestack White.

Hoiding an ovder for a day or two be-
" fore sending il in does not assist in cveal-
| ing a reputation for prompt shipments,
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THOUGHTS

March 21, o3

' Jake Hold and Lift |

Soliciting New Era Business for the Dealer, -

We produce herewith fac-simile of the two
cards which are sent to names on lists of
property owners received from dealers, and
whom we solicit on New Era paint in thewr
behalf. These cards are 83 ¥5)4 inches,
and embody arguments which we believe
should appeal strongly to the consumer.

H
!
i
Il

Points on 5=
Painting

i
§

i
i!z::}*.‘i:!
ik

These cards form a part of our system of
solioiting 1n behalf of the dealer on this line
of goods. in addition to the cards, we send
letter and cur new booklet entitled ** When
You Pamnt Your House,” the entire series
being as follows "

No. 1 Letter and Bocklet,
¢ 2 Card * Points on Painting.”
*“ 3 Card ¢ Paint for Exteriors,”

These are sent at intervals of two weeks,
and the effect will be to decidedly sumulate
the demand for New Era, especlally if the
names have been carefully selscted, with a
view of including only property owners, We '

Paint for Exterors permad

" Jake Hold and Lift.

New Leaves for Catalogs.
Following notice in connection with send-
ing you new leaves for your catalogs has
recently been 1ssued.

DETROIT, MICH., March 1g, 1303,

We hand you herewith new pages, Nos
182% ~142%, 1503 and x51%-151%, for Inser-
tion 1n our catalog. alsv pages 33-3s, 37-38
53-54. 89-00, 01-02. 130%-1103 and index
pages. jn which changes have been made
Please sobstitute them for <corresponding
pages 11 catatog sent you.

Note the following changes :

Page 337—Dry Color—List prices on Fine
A, C, M and E Ultramarine Blue.

Page 3»—Dry Color—Devil's Red added.

Page sa—Acme Superfine Coach and Car
Colors—Devi!’s Red added.

Page go—New Era High-Grade Varmshes
—Nu-Rub Flat Finish added.

Page pz—Miscellaneous Yarnishes—No 1
Damar added.

Page 130%—New Era Vamnish—Hanger
added.

Leaves may ke removed from catalog by

taking out brass fasteners W
"‘bﬁ”

at the back.
If there are any of our own, or our dis-
tributers representatives who have failed to
receive the new leaves, we shall consider it

a favor to be notified, and will see that they !
i

are supplied.

Are your distribulers representatives
carrying those Special Vaynish Offers?

Merbers Acme Plug Hat Club.

V-T2t Hold and Lift §
Our General Distributers.

California

W, E. Littie Paint Co., Los Angeles

‘W. E. Littie Paint Co., San Dicgo
Connecticut

J L White, Hartford

185 Asylum Street,

Florida

The S B Hubbard Co., Jacksonville

Tampa Hardware Co, Tampa
Georgia

Bush Hardware Co , Columbus
Uitnoss

Geo E, Watson Co , Chicago

Colburp, Birks & Co., Peona
Indiana

Indianapolls Hardware Co.. Indianapokis

Towa

Sickels, Preston & Nutting Co.. Davenport

W H. Torbert, Dubuque

J W. Edgerly & Co., Ottumwa

Hornick, Hess & More, Siaux City
Kansas

A B Whtting Paint & Glass Co , Topeka
Kentucky

R M McFarland Henderson

Robinson Bros. & Co., Louisvllle
Lowsiana

Parker-Blake Co., L'r'd. New Orleans
Mar(y‘lnné

artin & Fulton, Baltimore

Massachusctts

E &F King & Co., Boston
Minnesota

Hackett, Walther, Gates Hdwe.

Ca., St Paul

‘Miasisaippr

Lee Richardson & Co., Vicksburg
Montana

Einis Paint Co., Butte
New York

Buffalo Glass Co . Buffalo

Sickles & Nuting Co , New York City

Burhans & Bilack Co , Syracuse
Jno L. Thompson, Sons & Co, T

Wkt Wt g 0n 4 oy e o $0 st T apmne ¢ o bt Adwitted Contest wy
iy Hrpmir et sy ot , Alf.R.Kelly ........March 1, 1gor.. Mich. Seal Lead | North Carclina
T e e e © A.E. Barron ....... June rs. rgor..Neal's Alum En. Burweli & Dunn Co, Charlotte
et v Lot aprie-ivkd vt 1 D Wilson .......Oct x,3901.. ..W,and1 Pamt Hani-Ward Hawe Co, Raleigh
E&;&’i‘%}.‘“{:‘:’.ﬁz H L Wiison ...Nov. x. 1901..Liquid Wood Filler ohi"s b B Hiwe € Columb
pordydrianad oy o on e vt W.C Neal..... .. Dec.1,r90r.  New Era H. G mith Bros e o olumbus
"r—":"“::'-:'-':.?: = " 11. F. Whitaker .., .March 1,102 . Davies’' V, S. ox P:)rlun l:ﬂntf Hardware o, Toleda
picfurgieirmapd ittt S A. Hunter.. .....April 1, 1003.Gramte Floor Paint sltoma & errtory
b hiaaiuiat - 4 H. P.Torrance. . .June1, 1902 .N C.P and T.D. o Alsxander Drug Co., Oklahoma City
Highest numb regon
H. C. Cater... . ...June 1, 2902.. { ogf points f;: E E. Baach & Co., Portiand
cannot lay too much stress upon the selec- six months. Pennsylvama
tion of these names. [f they are not the F B Sangster......July z, xpoz2...Utllity Varnishes. H B Semple & Sons. Easton
ht kind, material and expense 15 wasted, | o - WAgEnS... Sept 1. 1oz Master Purs’ Cal Moyer, Bis-.. Haover ™
rig v . P ® | 5. W Newell....... Oct. 1, 1902.... .W and L. Paint : ! ardware Co.,  Plusburg
and our representatives will reahize that it | A. D Hoagg... ... Dec 1,190z .....NewEraA V : Co., Reading
costs considerable to send a series of this Highest number Phelps-Straw & Co, Wilkesbarre
h A C Mehtig.....cov.. Deco 3, lwz..g of polnts for | South Carolina
character. six months Murray Drug Co., Columbia
- James Dougall...... Feb 1, 3903 ...Household Paint Tennessee
2399 Wm Gallle .. . .. March 1, 1903 ...Davles' V., S, Fritts & Wiehl Chattanooga
L 29393393333 Benedict, Warren & Davidson
SECOND DEGREE MEMBERS. N Memphis
Alf R Kelly ..... Sept 1, 1901 Master P't'rs’ Col Strother Drug Co.. Bristol,
s e H.L.Wilson, ...... keb. 1, x902. . ... Household Paint | Texas
Competition for Neas Enarmen Houston Drug Co., Houston
g 1 D. Wilson  ......May1, rgoz . 3 Neal's B-T Ens. Greiner-Kelly Drug Co., Sherman
, S. W Newell.......Dec 1,15902......New EraH G. Ut&g E. Calmer & B Salt Lake Ci
. F. Calmer " t
March is on Granite THIRD DEGREE MEMBERS. S mer sk Bro e Clity
&
& | MR Kelly .... .Nov.r, 1602.....0 Davies’ L. F. arker-Jennings Hawe Co., Lynchburg
' — Washington
Floor Paint. . . . . Baum Spukane
Holding an ovder for a day or f00 be | grest vieginia
e‘; Sfore sending it in does not assist in creat- ;{,“ @!mwha gfszv‘CO»- c (C:[hall'(':;(on
s A ) e Willlams & Davisson Co,, Clarl
CECEBECCEECEEEEEE ing a repulation for prompt shipments, W. H, Chapman & Sons, Whesting®
£
bl
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Thoughts

PUBLISHED WEEKLY BY THE ACME WHITE LEAD AND COLOR WORKS DETROIT, MICH.
Devoled to AMallers of Interest lo Our Representatives,

voL. IV.

Calfing on ALL the Trade.

1t 1s comparatively easy to acquire the
habit of believing that there 15 certain trade
to call upon whom is a waste of time. This
1s an extremely dangerous habit. Because
a representative may call once or twice, and
be unable to do business, it is a very poor
reason for assuming that there 1s no chance
to do so 1n the future, and that it would be a
waste of time to keep on trying. It isthe
keeping everlastingly at it that brings
results, You cannot keep on calling contin-
ually and present your story in the proper
way without ultimately being successful.
It 1s dangerous to assume that certain Irade
are **married”’ to certain lines of goods, and
that they cannot be changed. The man
who has a long list of “impossibilitics”’ is
lessening his own opportunities to build
businsss A great deal depends
upon cond.tions, The dealef’on
one visit may not be in 2 very
receptive mood, somethtng may
have gone wrong with him He
will turn vou away brusquely,
with the staternent, perhaps, that
he 1s well satisfied with what he
has been handhing for a long
time, and would not consider
any change. He will not give
you an opportunity to tell your
story. You go away feeling rebutfed and
sore, and make up your mind that you wiil
not give him another opportunity to treal
you In the same way. It is part of your
bustiness to overcome such obstacles, and
the r=al salesman takes a greater delight
and finds more satisfaction in seling a man
of this kind than he does i placing hie
goods with half a dozen of easy ones. To
go on continually overlooking dealers that
you concluded at one ime were smpossible
and practically concluding that because you
find they are impossible they will always be
impossible, 1s certainly a dangerous policy.
Assuming that you cannot sell them on your
first or second visit, for reasons which appeal
to them as being good, and which you pos-
sibly cannot gainsay, conditions are always
changing, and the time and opportunity wilt
come for you to secure an entiring wedge in
the shape of a trial order. It may be the

result of proper representalion of your own ;

(Continued 1n third column )

e

DETROIT, MICHIGAN, MARCH 28, 1903.

NO. 24

The “Tag Argument,”

The **tag" or *‘certificate of purity " 1s
one of the strongest and most effective argu-
ments that can be used 1n presenting *‘ New
Era.’" [t 1s a guarantee to the dealer and
consumer that we have absolute faith in these
goods, that we use nothing in their compo-
sition that will not bear the closest investiga-
tion, and that we are glad to show evidence

"
e
Vestioa)

ginimg ET' T
L ey

for claiming 1o make the biggest gallon of the
bes! paint that can be made. We *stand
back' of every package and our evidence
of good faith goes with the goods. What
more could the most tumid dealer or con-
sumer ask?

Talk YOUR OWN Line of Goods.

1t is unnecessary for a representative who
has good goods to sell. and who knows how
to sell them, to waste much tirne or breath
talking of the defects In his competitor’s
line. Ll you tell the story of the products of
Acmeville tn the way 1t should be told, you
can keep busy citing the good points in

favor of your own hne, and it wil] be unnec- *

essary to waste breath and time refenring to
defects in other hines of goods.

line, and the conclusion of the dealer to give
it a trial, or, perhaps, something has ansen
which has caused him to feel dissatished
with his past source of supply. [f you prop-
erly impress hun, he will naturally turn 1
your direction, and you have gained the
pent you have worked for so long.

Never conclude that it 1s impossible to
sell your goods to anybody. Our business
has been built up largely on business secured
from trade that at one time seemed impos-
sible, Those who seem impossible naw will
nct appear impossible if you keep on work-
ing for their business in the right way,

How ave your sales of Davies’ Varno-
Floor-Stains—large ?

Wet! Racks for Spectaffies. -

Below are printed more communications
anent the subect above mentioned

lagree with H. C. C. in regards to our metal racks
You wil! find some merchants who take great pnde in
displaymg them, appreciating the fact that they are
attractive, show up the colors and help to a great
extent to dispose of what he carries, while others are
careless In that respect, [t s then the represeatatives
duiy to explain (0 the merchant the value of them. [
find them a good 1alking point,

Yours truly.
S.A.H

In my opinion [ do not know of any better p:ece of
adverusing matter put out by any one than our meta)
racks My customers take great pride in displaying
them. Of course, you will cccasionally find a man
who does not put them up unnl you explain to him
that it wit help the sale of his goods, then he takes
more interest n them. ! would not like to see them
discontinued

Yours truly,
LR N

In answer to article In THOUGHTS, February 21st,
would state that the metal racks for specialues are
one of the best and most atiracuve ads. we turn out,
and are S0 constdered by our customers. Of caurse,
occasionally you will find someone who takes no
interest and cas‘s them aside, but these instunces are
few and far hetween , these are the class of people who
can never find a sample card when wanled  Our best
and most progressive customers make excellent
use of these ads . displaying them in their windows,
In thewr stores and wherever they will atiract the most
attention Respectfully yours,

A.R. K.

Are your distributers vepreseniatives
carrying those Special Varmisk Offers ?

0007-SWP-00012826C



THOUGHTS

The Recent Advance in Lead.

Paint, Ol and Drug Keview, March 18th, 1903
Twice within a week the trade has been
surprised by a sudden advance in pig lead—
the first $5.00 a ton, the second $6 00 a ton.
The announcement was made in Chicago
through telegrams from New York, which
market at present controls the situation. [t
vesulled in quick readjustment of prices on
all manufactures of lead, in some nstances

manufacturers withdrawing all quotations -

and selling only on orders for immediate
shipment. The complications, in the case
of sales for future delivery already made on
the basts of previous prices for pig lead,
were numerous, and will result in losses to
manufacturers on some contracts. The un-
certainty as to the future course of the
market is the most unpleasant feature of the
situation, and affects all branches of the
pant trade.

[n explanation of the first advance in pig
Jead 1t was siated that the Denver office of
the American Smelting and Refining Com-
pany had authonzed its agents to announce
an advance in the price paid at smelters for
the lead ores to $3 75 per 100 pounds, this
being an advance of 25 cents per 100 pounds
over ihe smelter rate for the whole of 1902,
This statement naturally led to the supposi-
tion that the advance was entirely arbitrary
basec on the action of the company named,
but the fact 1s that the strength of lead is
due to conditions of supply and demand
over which no one interest has any control.

For months the lead interest has been
held 1n suspense by the rumors of approach-
ing consohdation. Apparently 1t would be
only a few weeks, or a few months at most,
when the various manufacturing concerns
would be united in one combination which
would control the entire industry. But the
prehminary arrangements have not been
fully completed and as yet the project ** hangs
fire.”! Meantime large buyers of pig lead
have been curtailing their purchases, not
wishing to have any considerable stocks of
lead on hand with which to enter the com-
bination. They have waited until they can
wait no longer, and their normal trade
demands have at last forced them into the
market for lead, with the rasult that prices
are advancing rapidly when 1t is suddenly
discovered that everybody wants lead.

It 13 not believed that the proposed lead
combination had anything to do with the
recent advances, save indirectly In the
mancer abave noted.  Neither is it seriously

credited that any one Interest has a contro} '

of the market, The fact is that the eastern
demand has been the determining influence
n the situation and has bid up prices to the
present high figure.

When 1t became known last Wednesday

" that an advance of $5.00 per ton had been

made, the quotations of cerroders and others
were revised to mect the ncw conditions,
and :t was supposed that the market would
be stable for a tume at least. On the basis
of the new prices some large sales were
made for future delivery. Two days later
the second advance was reported. This put
manufacturers in an unpleasant position
with reference to their contracts of the forty-
eight hours previous—orne of the risks of a
bustness that is dependent an open markets
for sts supply of raw material. What sur-
prises are still in store for lead buyers remain
to be seen.

Pusk the ** Rapid-Seller” line.

April Competition will be upon Neal’s
Enamel and Neal’s Bath-Tub

**The Genwne' line should be a com-
paratively ‘‘easy mark” for representatives

who want to make a record in the Apnil !

cornpetition. Devote special attention to

' this line with the view of ascertaining the

effect that our general advertising 1s having
upon sales. We understand that there are
many ocompeting brands and that most of
them are sold at low prices, but none of

- them are advertised so well, or equal in

quality to Neal’'s. These are features that
should and do appeal to the average dealer
who appreciates the value of advertising,

Buy a Ladies’ Home Jjournal and show
the advertisement that appears in same.
Refer to instances. which you undoubtedly
know, of where the goods are preferred
because they are called for by consumers,
and for the reason that the dealer can get
the advertised price and make a better
margin of profit than on unknown brands
which are not demanded.

How are your sales of Davies’ Varno- 1

Floor-Stains—large?

March 28, 1903

The addition of z business section 10
Spatters 15 a step in the nght direction, as |
can appreciate any new points that may be
brought out in the article covering the
different products of the Acme.

1 find 0 this territory that 2 man must,
or should, know nearly all in that line, for
he is up against it every day, but there is
only one talk that goes. and that 1s, our
goods are superior to any other line on the
market, and as that 1s a strong proposition it
very often would be nice to have one extra
point to spring on the customer, and [ think
that Spatiers will a1d us 1o that direction.
Yours truly,

S.W. N,

How ave your sales of Davies’ Varno-
Floor-Stains—large ?

Rosalia, Wash.. March 15, 1903.
Gentlemen —Enclosed please find letter
from Jake Welsch, Boise City, ldaho, in
answer to an inquiry received by um from
A. Creenlund, Caldwell, ldaho, asking mm
what he thought of New Era.
Bosse Cily, ldaho, January 3t, 1003
Mr. A Greentund.
Catdwel, 1da
i nave used and dealt in Acme pants for the last
fourteen years and think they are better than any of
the brands you mentlon. Alpha Kelly will be here in
2 few days and ! 1think if you will give him an order
they wil} grve satisfaction.
Yours truly,
JACOB WELSCH.

Fusk the ** Rapid-Seller” line.

‘ Members Acme Plug Hat Club.

Admntted

Contest

* AKX R Kally . March 1, 1901, . Mich. Seal Lead.
1 A E Barron . . ...June 15, 390r..Neal’s Alum En
1 1 D Wilson ... ...Oct 1,190t . .W.and I Paint
l H L. Wiison .......Nov. 1, rqor..Liquid Wood Flite:
{ W C Neal . ..... .Dec 7,290r. New Era H.G

H. F. Whitaker . .,March 1, 3902.....Davies’ V. S,

S A Hunater . ..... April x, xgoa Gramte Floor Paint

H. P Torrance .. .Junerx, 1902 .N C,P.and T.D.

Highest number

H.C. Cater. .. .ouJune s, 1goz .+ % of points for
six months.

F B. Sangster SJuly 1o1gez o Utllty Varnishes.

W.P Wiggins ... Sept 1, 1502 Master P't'rs’ Col.

S W Newell.... .Oct. 1, 1902,.....W and [ Paint

A. D, Hoagg ..... ..Dec, x, 1p02...... New Era A V.

5 Highest number

C. Mehltg... ...... Dec. x, 1902.. of polnts for
U six months.

James Dougall . ...Feb. z, 1903 ...Household Paint

Wa. Gallie .. . ...March 1, 1903 ....Davies’V S

SECOND DEGREE MEMBERS.

Alf.R. Kelly. . . .Sept.y, rgox .Master Pt’rs” Col.
H L Wison.. ...Feb.z, 1go2 ....Household Paint
I D. Wilson ,-May 1, 1902 . : g:::.‘; %r:?l'mg:s.
'S W Newell .... Dec. 1 1902, ...New EraH.G.

THIRD DEGREE MEWBERS
«. .Nov.r,3002......

] Alf R. Kelly

Davies’ L. F.
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COMMERCIAL TRAVELER‘S.
“0ld Gorgon Graham,” Pork Packer,
Chicago, Writes to His Son Pierrepont,

Dear Pierrepont:—When | saw you start

off yesterday 1 was just a little uneasy; for
you looked so blamed important and chesty .

ihe position of buyer through giving up thewr
office hours to hsien to anecdotes. [ never
saw one that hked a drummer's jokes more
than an eighth of a cent a pound on a tierce
of lard. What the house really sends you
out for is orders.

Of course, you want to be nice and mellow
with the trade, bul always remember that

that 1 am Inclined to think that you will tell | mellowness carried too far becomes rotten-

the first customer who says he
doesn’t like our sausage that he
knows what he can do about 1.
Repartee makes reading lvely,
but business dull. And what the
house needs is more orders.

Sausage is the one subject of
all others that a fellow in the
packing business cught to treat
solemnly. Half the people n
the world take a joke seriously
from the start, and the ather
half if you repeat it often enough.
Only last week the head of our
sausage department started to
put out a tin-tag brand of frank-
furts, but I made him take it off
the market quicker than light-
ning, because 1 knew that the
jirst foo) who saw the tin-tag
would ask if that was the license,
And, though people would grin a
Intle at first, they’d begin to look
serious after a while; and when-
ever the butcher tried to sell
them our brand they'd imagine
they heard the bark, and ask for
“that real country sausage'’ at
twice as much a pound. A real
salesman 1s onc-part talk and
nine-parts judgment; and he uses
the nine-parts of judgment to
tell when to use the one-part
of talk. Goods ain't sold under
Marquis of Queensberry rules
any more, and you'll find that
knowing how many rounds the Old 'Un can
last against the Boiler-Maker won't really
help you to load up :he junior pariner with
our Corn-fed brand hams,

A good many salesmen have an idea that
buyers are only interested in bass-ball,

business is 2 side line with them, but as a
matter of fact mighty few men work up to
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is legion.
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The goods which made our imtial success in business.
The first line of Carriage Paints i coloss ever placed upon
the market, and the line which has beld its own and made
continuous progress against all comers and that their name
Made by us from dry color to varnish and we
know"they are “right '—all the way through,

ruh down your competitor's brand to them,
antl never let them run down yours, Don't
get on your knees for business, but don't
hold your nose so high In the awr that an
order can travel under it without you seeing
it You'll mee: a good many people on the
roid that you won't Lke, but the house
nekds their business.

For your own satisfaction 1 will say right
here that you may know you
arein a fair way of becoming a
good drummer by three things:

First—When you serd us
Orders.

Second-~More Orders.

Third—Big Orders.

If you do this you won't have
a great deal of hime to wnte
long letlers, and we won't have
a great deal of time to read
them, for we will be very, very
busy here making and shipping
the goods. We aren’t specially
interested in orders that the
other fetlow gets, or m knowing
how it happened after it has
happened, If you like hfe on
the road you simply won't let
it happen. So just send us your
address every day and your
orders, They will tell us all that
we want to know about ‘‘the

situation.”

[From ** L]
to Hhs Son.
pesraission
lishers. Boston, Mass 1

P

There is Nothing Like a Practi-
cal Demonstration as a Con-
vincing Argument,

*1 sold one of my customers
an assorted case of Davies'
Varnish Stains last season, and
shortly after he received the
goods he was quoted a lower
price on another bne, 1 wrote him fully

cheap cigar and some with a cheap compli- * about the quality of the cheap varnish

ment, but there’s no objection to giving a
man what he lkes, though [ never knew
smoking to do anything good except a ham,

| or flatiery to help anyone except to make a
funny stonies and Tom Lipton, and that

|

fool of umself.
Real buyers ain’t interested in much
besldes your goods and your prices. Never

stains, and he paid the bill for our goods but
felt that he had paid too much for them.
To.day 1 had the pleasure of buying a
package of our competitor’'s goods, which
he had placed {n stack in the meantume,
and opened it up, as well as one of our

pockages, and compared the benzine
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THOUGHTS

Aprll 4. 1903

pigment stain, badly settled, with our fine
varmsh stain, and he was so thoroughly
convinced and pleased with the demons!ra-
tion that he has concluded our brand is the
proper thing for his trade, and has placed
another order for Davies’ Varmish Stains,
which he will continue tc handle in the
future.” A.D H.

Pusk the ** Rapid-Seller” lne.

Good Idea, Mr. Wilson,

I attended the annual banquet given by
the Hallwood Cash Register Company to
their travelling men, and I did not overlook
any chance to let the boys know who ] was,
or what I was selling, and I think it would
be a good thing to issue a hine in THOUGHTS
that if any of our men ever meet a Hallwood
man, why make himself known. They are
2 fine lot of fellows. H.L.W.

FHow are your sales of Davies’ Varno-
Floor-Stains—large?

Metal Racks,

Replymng to questicn as to whether we
shall continue putting out metal display
racks .

I hope you will, We hove tha neattagh
display racks put out by any paint house
selling goods on my terntory, and they are
of great assistance to dealers in showing up
different lines of goods. There are dealers
that would not appreciate any advertising

you mught send them, and there are others !

that do, and the latter are 1n the majonty.

C.F.P.
Members Acme Plug Hat Club.
Adimatied Contest
Alf R Kelly. .. .. March 1, 1gor, . Mich Sea! Lead
A E Barron .. ..June 15, rgozr .Neal's Alum En
1 D Wilson .Oct 1,190t W and ] Paint
H L Wilson « -Nov i, 190z..Liquid Wood Filler
W C Neal Dec 1, 1p01.....New Era H G
H. F. Whitaker . March 1, 1goz.....Davies' V. S,
S A Hunter . ...Apnl 1, xgez.Gramte Floor Paint

H. P.Torrance ... .June 1, 19oz..N C.P.and T.D.

§ Highest number

H.C Cater ......June 1, xgoz.. of pownts for

six months.
. Uthty Varnishes
.Master P't’rs' Col
. W.and 1 Pamt
New Era A V.
thghest number
of points for

six months,
Feb t, 1903 ...Household Paint
...March 1, 1903,. ..Davies’' V, S.

F B. Sangster

W P Wiggins .
S W Newell ....
A.D Hoagg ..

oJuly 2.0 1902
.Sept 1, goz
Oct. 1, 1902,
Dec 1, 1902 ..

C Mehlig .... . Dec. 1. 1902 g

James Dougall...
Wm Gallle

SECOND DEGREE MEMBERS.

Alf R Kelly. .... .Sept 1, rgo1 .Master P't’rs’ Col.
H. L. Wilson . Feb. 1, 150z . . Household Paint
ID Wison ...... May 1. 1902... | Nealls Enamels
S.W. Newell .. ...Dec 1,1900. ...NegwEraH G.

THIRD DEGREE MEMRBERS.

Alf R Kelly. .... .Nov. 1, 1902.,.. Dawies’L. F

) send on the business,
. now to see if he really understands what will |

Mr, Burns,

This is not a lilkeness of Bobby Burns, but
of a member of the Burns family whose
productions are of a much more brilliant
character than Bobby's ever dared to be.
He ts our varnish maker—and he 1s a good
one, too. The boys can baak on anything
in the varnish line upon which he places the
stamp of s approval bemng worthy of the
best they can do in the way of artistic sales-
manstup. They can talk the goods with the
enthusiasm engendered from perfect confi-
dence in the man who makes them and the
knowledge that when he says they're right—
they're right.

He says he can turn out more good
varnish in our up-to-date plant than our
representatives can sell, and invites them to
It's up to the boys

happen when they *“ Take Hold and Lift.”’

This Dealer Has the Right Idea,
Harnisburg, S. D., March 24th, 1903.

Gentlemen:—1 have been selling New Era
Paint at $1.50 per gallon, which is, of
course, unprofitable and unjust to the dealers
in adjoining towns. [ want to raise the price
to $1.75 in single gallons, and $1.60 i Jots.
The reason for that 1 have been telling my
patrons 1s that {n the first place, [ can’t
afford to sell at $1.50, and then, too, you
don’t wish me to class 1t among the var.ous
cheap $1.50 paints in the market, and rather
than have me do so, you would withdraw the
agency from me.

1 don't want to ask anything unreasonable,
or implicate you in any manner, but if you
can, | wish you would write me a letter to
the effect which | bave submitted.

[ am working paints hard this year and
think will succeed first-class,

Yours very truly,
R. S. Steensen.

Take Hold and Lift.}

Our General Distributers.

Caltfornia
W. E. Little Paint Co., Los Angeles
W. E. Little Parnt Co., San Diego
Connecticut
J L White, Hartford

183 Asylum Streel.

Fiorida

The S B. Habdard Co., Jacksonville

Tampa Hardware Co. Tampa
Georgta

Bush Hardware Co , Columbus
Illinois

Geo E Watson Co, Chicago

Colburn, Burks & Co , Peoria

Indiana

indanapolis Hardware Co , Indianapolis

lowa
Sickels, Preston & Nutting Co , Davenport
W H, Torbert D

. ' ubuque
J W Edgerly & Co ,

Qttumwa
Hornick, Hess & More, Sioux City

Kansas
A.B Whiung Paint & Glass Co , Topeka

Kentucky

R M. McFarland Henderson

Robinson Bros. & Co , Lowswille
Loutsiana R

Parker-Blake Co.. L t'd. New Orleans
Maryland

Carlin & Fulton, Baltirore
Massachusctty

E & F. King & Co., Boston
Minnesota

Hackett, Walther, Gates Hdwe

Co.. St, Paut

New Y’wk

Buitalo Glass Co.,

Buffalo
Sickles & Nutting Co , New York City

Burhans & Black Co , ?_yracuse
Jno. L. Thompson, Sons & Co , Troy
North Carolina
Burwell & Dunn Co Charlotte
Hart-Ward Hdwe, Co, Raleigh
Ohio
Smith Bros. Hdwe Cao.. Columbus
Norton Paint & Hardware Co.. Toledo
Oklahoma Termntary
Alexander Drug Co., Oktahoma City
Oregon
. E. Beach & Co., Portlind
Pennsylvania
H.'B. Semple & Sons Easwn
Moyer Bros, Bloomsburg
ST . Hanover
.irdware Ca . Pittshurg
Zo., Reading
Phelps-Straw & Co Wilkesbarre
Scuth Carolina
Murray Drug Co , Columbia
Tennessea
Fnus & Wiehi Chattanooga
Benedict, Warren & Davidson
. Memphis
Strother Drug Co., Bristal.
Texas
Houston Drug Co., Houston
Greiner-Kelly Drug Co., Sherman

Utah
G F.Culmer & Bro .

Virgina

Salt Lake City

arker-Tennings Hawe Co Lynchburg
Washington
Baum & Co,, Spokune
A.S Johnson & Co., acoma
West Vx‘r(g:ma
The Kanawha Drug Co . Charleston

The Willams & Dawisson Co., Clarksburg
W. H. Chapman & Sons. ‘Wheeling
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Special Varnish Offer.

We reproduce herswith first page of
‘' Spectal Offer ” folder which our repre-
sentattves have been using. with splendid
results, as a siimulant to their varnish busi-
ness. We suggest that each of our repre.
sentatives take this malier up personally with
our disinbuters’ representatives and see that
they are supplied with folders,

they call upon, whether they effect a sale or
not. The amount of varnish sent ' gratis"
with a dealer's first order, on this Special
Offer, 1s equivalent (o an extra discount of
15 per cent. on the 1nitial order,

Also request .
shem to Jeave one with each dealer whom |

This is an |

CLOTHES

“0Old Gorgon Graham.” Pork Packer,

Chicago, Writes to His Son Pierrepont.
Dear Pierrepont '—That order for a car-
' load of Spotless Snow Leaf from old Shorter
1s the kind of back talk [ tke. We can stand
a Iittle more of the same sort of sassing. |
have told the cashier that you will draw
thirty a weex after this, and I want you to
have a nice suit of clothes made and send
the bill to the old man. Cet something that
wont keep people guessing whether you
| follow the horses or do buck and w:.ng danc-
ing for a iving.  Your taste in clothes seems

15 so full of noble thoughts that you haven't
time to bother with the dandruff on your
shoulders. And if you wear blue and white
striped pants and 2 red necktle, you will find
it difficult 1o get close enough to a deacon to
be mvited to say grace at his table, even if
you never play for anything except coffee
or beans

Appearances are deceitful, | krow, but se
long as they are, there’s nothing ke having
them deceive for us instead of against us,
I've seen a {en-cent shave and a five-cent
shine get a thousand-dollar job, and a cigar-
ette and a pint of champagne knock the
bottom out of a mulhion-dollar pork corner.
Four or five years

tear off

This offer is open only until June 1st, 1903.
Special Offer to Dealers on

agoe litle im Jack-
son bhad the bears
in the provisicn pit
htbernating and hv-
10g on their own fat

New Era Architectural Varnishes eaLon

$2 $ 3.75
$5 7.50
$7 11.25

tll one morning,
the day after he
had run the price
of mess pork up to
twenty dollars and

Retam the other

NET, we will send GRATIS, 4 gal- § No, 1 Cpach or
lons Inx gal.cans. . . )Lt H.D. Finigh
NET, we will send GRATIS, $gal- (o t Coach o
lons In 1 gal cans .. y Lt, H, O, finish
NET. we will send GRATIS, 12 gal- ) No. 1 Coach or
Joos in3gal cans, . . . Jit. H. 0. Finish

tor New Era
Varnishes
amounting to

{
[ With an order
f

Conditiens

Special Notice to Dealers.
Whrite your order on other side of this page

this half and send it to your Jobber,

half with copy of your order.

Sec Price List and Discount on. Last Page.

Enter Your Order on Inside of This Page.

1. This offer applies only 6 your first order for NEW ERA VARNISHES.
The order must be sent to your Jobber WITH THIS NOTICE ATTACHED with
the request that the Jobber forward the order and this notice to us.
3. The order must be filled and shipped by us, direct from factory and charged
to YOUR JOBHER.

DETROIT, MICH,

natled it there, some
one saw him drink-
g a small bottle
Just before he went
on 'Change. and
told it round among
the brokers on the
floor, The bears
thought Jim must
have had bad
news, tc be bracing

Junode InoA 10} JloQa(] woly danp paddiys aq o}
SO 0} )1 pU3S pUB 13pI0 S[U} U0 “) 'O IN0A el
*s32qqo( 0} ox0N Jerzadg

opportunity to obtain a spring slock of mgh.
grade varmishes, which the dealers are not
slow 1n taking advantage of. Sometimes
Mr. Dealer 1s not ready to place his order
when a representative of ours or one of our
distributing houses calls upon him, and it 1s
desirable to leave a folder with huim so that
he will have an opporturity to **think it
over'” and send in his order at his leisure.

Please note that this offer 1s open only
until June Lst. Before that yme there should
be a stock of New Era High-Grade Varmshes
n nearly every city and town in your terr-
lory, How many more fold=rs can you use
1o advantage ?

to be lasting longer than the rest of your col-
lege education. You looked like a young
widow who had raised the second crop of
daisies over the deceased when you were
n here last week.

Of course clothes don’t make the man,
but they make all of him except Eis hands
and face during business hours, and that’s
a pretty considerable area of the human
animal. A dirty shirt may hide a pure

you look as if you had slept 1n your clothes,

you have, and you will never get to know
them well enough to explain that your head

F7ate ol ana Lif

heart, but [t seldom covers a clean skin, If

most people will jump to the conclusion that |

up at that time 1
the morning, so they perked up and ever-
lastingly sold the mess pork market down
through the bottom of the pit 10 sohd earth.
There wasn’t even a grease spot left of that
corner when they got through. As it hap-
pened, im hadn't had any bad news: he
just toox the dnink because he felt pretty
gocd and things were coming bis way.

{From * Letters from » Self- Vlare Merchant £ Tis Son, * by

George Hoeace Lonmer My permission of Smail, Maynard
& Lo, Publishers, Boston, Mass )

The metal racks are the best ads, we

have and should be continued until we can
find something better, C.W. ]
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Plug Hat Competition For March,

'

|
i
'
V
l
i
t
'

M A R KERLY

i
It 1s our pleasure to announce that Mr. '
A R Kelly, on the last day of March, took ‘
the {ourth degree in the Acme Plug Hat
Club. wath a total of thirty one points, his
niearest competitor being some nice pomts
behind um. It is evident that both Granite
Floor Paint and our own Alf. are not only
retaiming but increasing thetr popularity with |
our weslern friends We are sure that all
the members of the club will join us in con-~
gratulating Mr. Kelly on his unique achieve-
ment, and we trust 1t will not be long until he
shall have so many comrades mn his exalted
position that he will not feel lonesome.

Here is Evidence, ‘
1 always draw my customers’ attention to
our special offer on varnish, and the follow-
ing have taken advantage of same*
WiLson Lama, Franklia, 111 |
GerMAN & Freeoman, Princeville, I
N. PairTeR, Lewistown, 11l i
W. H. Arran, Havana, [l
In addition to the above, | have sold several
biils without the special offer inducement.
F. M.
Overstock of Jobbing Goods on Hand.
We still have the following on hand which
we would hike you lo sell at once, if possible

703 Tos. Reno's Umber Fuiler.
203 Ibs. Powdered Rotten Stone,
10 dozen, l-inch Specialty Brushes,

We would ke you to make a special effort
to dispose of the balance of this stock,
Please send us some orders.

Dallas, Texas, April 1, 1903.
Acme White Lead and Color Works,
Detroit, Mich.

Gentlemen —We wish to compliment you
on your Neal's Interior Enamel, Snow White,
put up 1n half-gallon cans, asit is the nicest
prece of goods on the market for the price.

Yours truly,
Rotu-BarkspaLe Decorating Co.

. W P Wiggins

N . 1
Deserving Promotion,

TRANK R Douvsall,
General 5a'es Manayer for the Jovhing and Store Trade

Our representafives will be glad to hear.
through special bulletin just pubhished, of the
appointment of F. R. Dougall to the position
of General Sales Manager of Jobbing and
Store Trades. He will take up his new
duties on or about May ist, and we know
that Frank's popularity and ability will gan
for him the co-cperation and loyalty of all
our other representatives.

Congratulations are in order.

Members Acme Plug Hat Clob.

Athnitted Cuntes:

Alf. R Kelly.. .. ..March 1. ryor,, Mich. Sea) Lead.
A.E Barron . ...June 135, xgor..Nea’s Alum En
1 D. Wisor .. ...Oct. 1,190t . W and | Pamt
H L Wilson .Nov 1. x00r .Liquid Wood Filler
W, C, Neai Dec 1, xgor.....New Era H G
H. F. Whitaker March 1, 1902 .. Navies' V' S
S A Hunter «o. Aprit 2, 1002 Grannte Floor Paint

H P Torrance . .Junet,1g90z N C.P.and T D

Highest number
of puints o1
six months.

July 1, xgoz  Utllity Varnlshes
oo Sept 1, 1903 Master P'trs’ Col
S W Newell ... .Oct 1, iyoz.... W, and . Pamt
A. D Hoagg voDec. 1, 1902 . New Era A. V.
%nghes( number

H.C.Cater. ... ... Juner, xqoz.»%

F B Sangster

C. Mehlig . Dec 1,3002.. of pomits for
sIx months

James Dougall .... Feb 1, 1g03,...Household Paint

Wm Gallle.. . March z, 1903 . Davies’V S
SECOND DEGREE MEMBERS

Alf R.Kelly.. . . .Sept 1, 1501. Mastey P't’rs' Col

H. L Wilson . ..Feb, x, 2902 . Household Pant !

I D. Wuson. ..... Mayx xgoz : gg{:; S’:‘-’r'“g;s. ;

S W Neweil Dec t,2902 .o NewEra H G |

THIRD DEGRER MEMRERS |
Alt R Kelly .Noav 1, 1902.... . Davies' L. F.

FOURTH DEGREE MEMBERS

Alf R.Kelly... . April 1, z903 Gramite Flaor Pant
OQur General Distributers,
" Cabifornia
W E. Little Pamnt Co., Los Angeles
W E. Little Paint Co., San Diego :
Connecticut !
J L White, Hartforl

185 Asylum Street

The S. B Hubbard Co.,
Tampa Hardware Co.

Jacksonvilie
ampa

| Florida l

I Tatke Hold and Lift.

Georgia

Bush Hardwase Co , Columbus
Ilnoss

Geo E Wawson Co, Cincago

Colburn, Bircks & Co . eona
Indiana

Indianapolis Hardware Co | Indianapolis
lowa

Sickels, Preston & Nutung Co . Davenpurt

H, Torbert, ubuque

J W Edgerly & Co . Ottumwa

Horack, Hess & More, Sioux City
Kansas

A B Waung Paint & Glass Co , Topeka
Kentucky

R M McFalznd Henderson

Robtnson Bros & Co, Loulsville

Lowsiana

Parker-Blake Co , 1 t'd. New Otrleans

Maryland

Carlim & Fuion. Baltim.ore
Massachusetts

E & T King & Co,, Boston
Minnesota

Hackett, Walther, Gates Hdwe

Co., S¢ Paus

New York

Buffale Giass Co., Buffalo

Sickles & Nutung Co , New York City

Burhans & Black Co , Syracuse

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

Burwell & Dunn Co. Charlotie
Hart-Ward Hdwe Co., Raleigh
Ohia
Sunth Bros, Hdwe. Co , Columbus
Norton Palnt & Hardware Co, Tolado
Oklahoma Territory
Alexander Drug Co., Oxklahoma City
Oregon
F E.Beach & Co, Portland
Fennsylvama
H B Semple & Sons, Easton
Moyer Bros , Bloomsburg
Rt T Hanover
. ardware Co . Prisburg
Co, Reading
Phelps-Straw & Co , Wilkesbarre
South Carolina
Murray Drug Co , Columbia
Tennessce
Fritts & Wieh! Chattanooga
Benedict, Warren & Davidson
Co., Memphis
Strothe” Drug Co , Bristol.
Texas
Housten Drug Co , Houston
Greiner-Kelly Drug Co., Sherman
Utah
€5 F. Culmer & Bro, Salt Lake City
Virginia
Barker-Senmings Hawe Co., Lynchburg
Washington
Baum & Co,, Spokane
A.S. Johnson & Co . acoma
West Virgima
The Kanawba Drug Co , Charleston

The Willams & Davisson Co,, (larksburg
‘W. H. Chapman & Sons, Wheeling
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PUBLISHED WEEKLY BY THE ACME WHITE LEAD AND COLOR WORKS DETROIT, MICH.

Devoted to Matters of Inlevest to Our Representatives.

VoL. 1V.

CONVERSATION

“0Old Gorgon Graham,” Pork Packer,
Chicago, Writes to His Son Pierre-
pont, of Harvard University,

Dear Pierrepont-—Yours of the fourth has
the right ring, and 1t says more to the num-
ber of words used than any letter that [ have
ever received from you. [ remember read-
ng once that some fellows use language to
conceal thought, but 1it's been my expen-
ence that a good many more use it fustead
of thought.

A business man’s conversation should be
regulated by fewer and simpler rules than
any other function of the human ammal.
They are

Have something to say.

Say 1it.

Stop talking.

Beginning before you know what you want
1o say and keeping on after you have said it
lands a2 merchant in a lawsuit or the poor-
house, and the first is a short cut to the
second. | maintain a legal department
here. and it costs a lot of money, but it's
to keep me from going to law.

It’s all right when you are calling on a girl
or talking with friends after dinner to run a
conversation like a Sunday-school excursion,
with stops to pick flowers; but In the office
your sentences should be the shortest dis-
tance possible between periods. Cut out the
mtroduction and the peroration, and stop
before you get to secondly. You've got to
preach short sermons to catch sinners, and
deacons won't believe they need long ones
themselves. Give fools the first and women
the last word. The meat's always in the
middle of the sandwich. Of course, a little
butter on either side of it doesn't do any
harm if it's intended for a man who Likes
butter.

Remember, too, that 1's casier to look
wise than to talk wisdom, Say less than the
other fellow and listen more than you talk:
for when a man’s listening he isn't teling on
himself and he's flattering the fellow who 1s.
Give most men a good listener and most
womnen enough note-paper and they’ll tell

all they know.

tFromn ' Letters from a Self-Macde Merchant to His Sou." by
tcorge Horace Lorlner By peroussion of Smak), Maynard
& Lo Publishers, Boston, Mass )

No. 27

DETROIT, MICHIGAN, APRIL 18, 1903.

The Painter,

While we behieve all our representatives
realize the importance of gaining the interest
and good will of the painter, especially in our
line of New Era Paint, we are convinced
that in many instances they do not give him
the attention which his importance, in rela-
tion to the sale of these goods, demands.
No opportunity should be lost to convince
the practical painter, by practical 1illustra-
tions, of the importance of New Era and the
fact that the use of these goods means to
him, not only better quality, but an actual
saving in cash outlay as compared with the
purchase of white lead and mixing and tint-
g same in the usual manner by hand. The
fact that New Era will cover about 20 to 25
per cent. more surface Is a big item with any
palnter who 1s estimating on a job of work,
especially as the price of New Era per galion
15 rio higher than a white lead paint mixed
by hand.

Small sample packages of New Era should
be carried, from which to make demonstra-
tions to painters whenever possible. Don’t
wait for the opportunity of meeting the
painter to occur, but look him up, and make
your own opportunity. Frequently this is the
only way in which you can get your line
established.

Don’t forget, also, that we have business
cards, sets of sample shades, and are willing
at any time to send a book of plates of house
designs to interested painters.

Make friends with the painter, interest him
In our line to such an extent that the local
dealer will be only too glad to carry our
goods in stock to fulfil} his demand for same.

Business edition of Spaflers has been
received by the trade with open arms. 1

hear nothing but praise and kind words for
Spatters wherever 1 go. One man told me
that he would give me an order simply
because he considered that a firm who con-~
ducted a business upon the broad minded
principles, both towards their customers and
their employees that the Acme White Lead
and Color Works conducted theirs, were both
deserving and entitled to the patronage and
encouragement of all right thinking people.
[ thanked him very kindly for his kind words,
on behalf of the officers of my Company.
F. R. D.

‘Toke Hold ard Lifr.

i

Leaving Catalogs With the Trade.

We are inclined to belleve that our repre-

entatives, in a general way, do not leave
our catalogs with the trade 1o the cxtent that
they should do. You should remember,
when calling upon prospective customers,
that you are only one of many representa-
tives from paint and varnish houses, from
whom they receive visits, each, of course,
making more or less strong claims for their
lines, Every visit you make costs the house
quite a little in the way of cash expenditure,
If, by a httle further expendtture, you can
double the effectivencss of your call, the ad-
ditional outlay is certainly a good investment.

Our catalog for the store trade hines 1s cer-
tainly complete and atiractive, showing, as
it does, illustrations of all of our principal
lines, as well as advertising helps which we
offer, and also samples of the colors. (tisa
reference book from which dealerscan easily
select sizes and colors, and send an order in-
telligently to the distributer from whom he
regutarly purchases.

Suppose, then, that we arrange these
catalogs so that they can be easily hung
up by our representatives, and also print
prominently on the front cover, the name of
the distributer in that section. Would it not
mean that many orders for our goods would
be seni to the distributing house, which are
not now received because our salesmen fall to
leave anything with the dealer to ** back up '
the talk given, pertaming to our line? We
should like an expression from each of our
representatives regarding this matter, and
perhaps they will have some further sugges-
tions to offer that will lend effectivencss,
One of the first things, it seems to us, that
should be done in building up business in our
line 1s to leave hterature that will enable the
trade to become famitliar with our line, and
be 1n position to order goods intelligently.

Replying to article in THovGHTS regarding
discontinuing our metal display racks, I
certainly am noat in hearty approval of this
move. [ think they are a good thing, Some
dealers, of course, don’t take much interest
in displaying advertising matter, but the
majority have them hung up m prominent
places and refer to them whenever occasion
demands. Don’t cut them out,

H. A, G.
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Neal's Screen Enamels,

This 1s the season when our representa-
t:ves should commence to work hard on this
lime of goods. There 15 just about time
enough for jobbers and dealers to get the
goods in stock before the active demand
tor enamel for finishing screens will come.
We have an elegant hine of goods n these
enamels, and by giving 1t a hitle special
attention, sales can be increased very
maternally,

Glass. Tenn,, Feb. 28th, 1903.

Acme White Lead and Color Works,
Detroit. Mich.

Gentlemen .—[ want to simply state to
you 1n this letter that | am a painter and
have been using all brands of so-called mixed
pawts, etc., and have had considerable

{rouble 1n using same until here of late, ;

1 have been using New Era Paint and will
say that it heads anything 1 have ever
worked. You have certainly solved the
mixed paint problem.

[ wilt continue in the future to use nothing
but your brand of mixed paint. I have never
seen anything brush hke it does. For cover-
ing capacity it leads.

Hoping your brand of pamt will continue
mn the future what it 1s at present, | am,

Yours most respectfully.
Joun H. Rigsr.

Reading, Pa., Feb. 1st, 1903,

Qur car of New Era Paint just to hand
and in the mck of time. The demand for
New Era since the first of the year has been
very large, and for the time of the year
sunply phenomenal. We are in receipt of
leiters every day, from customers who have
handled the goods, speaking in the highest
terms of same, and tnvariably the letter is
accompanied with an order for a spring
stock. We arc also recelving letters every
day from customers who have not handled
New Era, stating that they hear so much
about the general excellence of the goods
and the general satisfaction they are giving
that they find they have to get under cover

and stock them.
Baro Harpware Co.

THOUGHTS

Mr. J. A. Miller, our agent at Vickery-
ville, Michigan, feels called upon to say. in
consequence of the satisfaction his trade 1s
experiencing with our pure paint, that ©* New
Era" is a comer.

Members Acme Plug Hat Club.

Adbmitced Conest

Aif R Kelly . Mavch v, 1gnr. Mich. Seal Lead
A E Barron ... ..Jume rs, ryor..Neal’s Alum En.
1 D Wilson ...0ct v.rgo1 . W.and | Paint
H L Wiison «+.Nov 1, 5q01..Liqmd Wood Filler
W C Neai Dec. 3, 190x New Era H. G
H. F. Whiaker .. March 1, rpoz.....Davies' V. S,
S A Hunter <..April x, rguz,Graane Floor Palnt
H P.Torrance .. Junex, tgoz .N C.P and T.D

Highest number
H.C Cater ... ..June 1, 3902 % of points for

six months.

F B. Sangster July 1. 1002, . Utility Varnishes

W P Wiggins .. Sept 1. 1502 Master P't’rs' Col

S W Neweli ... Oecl 1, 1902 W and 1. Pant

A. D Hoagg .. .Dec 1.1502..... NewEra A V

Highest number

C Mehiig .. . . Dec 1,102 ; of polnts for
six months.

James Dougall.. ..
W Gallle.. .

Feb. 1, 1503 ...Household Paint
March 1, 1903.. . Davies V S

SECOND DEGREE MEMBERS.

Alf R.Kelly . . .SepL 1, igor. Master P't'rs’ Cot.
H L Wilson. Feb 1,1902 . Household Paint
1 D. Witson Mays, tgon | Neal's Enamels

¢ Neal's B-T Ens.
S W Newell ..... Dec 1.1002. . . NewEraH G.

THIRD DBGREE MEMBHRS
Alf R Kelly ... .. Davies' I. F.
FOURTH DEGREE MEMBERN

Nov. 1. rooz. .

Alf R Kelly April 1, xgo3 Granite Floor Paimnt

{»»»-o;o;emsams.‘

Competition for April

is orn Neal’s Enamels
and Neals Bath-

Tub Enamels, . . .

%««mmmc«em

i
%

Our General Distributers.

California
W E Luttle Pant Co.. Los Angeles
W E. Lintle Paint Co., San Drego
Connecticut
J. L White. Hartford
185 Asylum Street.
Florida

The S. B. Huhbhard Co.,
‘Tampa Hardware Co.

Jacksonville
Tampa

oAz Nold and Lift.

Apnit 18, 1903
Georgia
Bush Hardware Co., Colombus
Ilinois
Geo. E Watson Ca, Chicaye
Colburn, Birks & Co., Peoria

Indiana

Indianapolis Hardware Co.. Indianapalls

Iowa

Sickels, Preston & Nutung Co ., Davenport
W H Torben, Dubuque

{1 w ‘Eaﬂerl_y & Co, Quumwa
ormick, Hess & More, Sioux City
Kansas

A.B Whiting Paint & Glass Co , Topeka
Kentucky

R. M. McFarland Henderson

Robinson Bros. & Co., Lowisville
Loumana

Parker-Riake Co., I v'd. New Qrleans
Maryland

Carlin & Fulton, Baitirore
Massachusetts

E.&F King& Co. Boston
Minnesota

Hackett, Walther, Gates Hdwe

Co., St, Paut

New York

Buffalo Glass Co , Buffalo
Sickles & Nutting Co., New York City
Burhans & Black Co . Syracuse

Jno. L. Thompson, Sons & Co , Troy

North Carohina

Burwell & Dunn Co Charlotte

Hart-Ward Hiwe. Co, Ralelgh
Ohio

Smith Bros, Hdwe. Co.. Colymbua

Norton Paimt & Hardware Co,  Tnledo
Oxlaboma Territory

Alexgnder Drug Co , Oklahoma City
Oregon

F. E. Beach & Co, Portland
Pennsylvania

H.B. Sempie & Sons. Easton

Moyer Ser Bloomsburg

SC T, s, Hanover

@' »; Hardware Co . Plttsburg

Agaa b o0 =G Readingr

-Co
Phelps-Straw & Co ,
South Carolina

Wilkesbarre

Murray Drug Co , Columbla
Tennessee

Frtts & Wiehl hattanooga

Benedict, Warren & Davidson

Co . Memphls

Strother Drug Co., Bnistol.
‘Texas

Houston Drug Co , Houston

Gremer-Kelly Drug Co., ‘Sherman
Utah

G F, Culmer & Bro., Salt Lake City
Virginia

Barker-Jenulsys Hdwe Co , Lynchburg
Washington

Baum & Co,, Spukane

A.S Jobnson & Co ., acoma
West Virginia

The Kanawha Drug Co . Charleston

The Willlams & Davisson Co., Clarksburg
W H Chapman & Sons, Wheellng
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Thoughts

PUBLISHED WEEKLY BY THE ACME WHITE LEAD AND COLOR WORKS DETROIT, MICH.

Devofed to dMuatters of Interest to Qur Represeniatives.

VoL. V.

Spring Sellers.

While our line of Rapd Sellers are fast

sellers all the year round, they arc espeoially
so at this season, and for this reason cur
representatives  should concentrate upon
them more strongly, if possible, than at any
other time.

Warm, pleasant weather means good
roads, and good roads always mean an
aclive demand for Carriage Paint and Top
Dressing. Impress the dealers upon whom
you call with this fact, and convince them, 1f

they are not already convinced, that Neal's |
Carriage Paint is absolutely the best article *
Explain that

of its kind upon the marke:.
we make the goods from the ground up.
ncluding colors and varnishes, and are in
position to give better value than can be
offered in any competing brand; that we are
-the origmaters of this Jire of goods in colovs
and have made a special study of their
manufacture. Tell them that there is no
chance for complaints arising from the use
of Neal's Carriage Paints: that they are the
kind that will win and maintain the confi-
dence of the consumer, Don't forget, also,
to state that the varnish used in Neal's
Carriage Paints 13 made specially to stand
the exposure to which it must be subjected,
that the bdlack is the blackest that can be
made; that the colors are t1he richest,
clearest and handsomest offered.  There is
only one *Old Original’’ line of carriage
paint, and to-day 1t holds its paosition in the
van cf the procession as it always has done.

Neal's Camnage Top Dressing is adapted
for either leather or rubber tops. The goods
are elastic, will stand the hardest exposure.
and lend Nfe, softness and elastleity to
surfaces upon which they are applied. 1t
1sn't a gquestion now-a-days of a consumer

being unable, on account of expense, to !

have a fine appearing vehicle. Anybody

can apply Neal's Carriage Paint and Neal's !

Carriage Top Dressing, and the young man
who drives his best girl to church avery
Sunday ts 1n position to sport a rig that will
do him credxt, and at a cost that he can well
afford.

It 1s house-cleaning time particularly,
however, that brings on the demand for ocur
goods with a rush. When the housewife
makes up her mind to drive away the dirt

DETROIT, MICHIGAN, APRIL 25, 1903.

NO. 28

1 and smoke s:ains of winter, she immediately
. discavers, after the washing and scrubbing
' have been done, that the floors are in bad
shape, some of the furniture needs touching
up, that the woodwark is marred and dingy,
and a thousand-and-one things about the
house fail to sansfy her criical eye. She
cannot afford to go to the expense of con-
. tracting to have all these things properly
1 fixed up. Naturally, therefore, our Neal's
|

|

|

I

Enamels, Neal's Bath-Tub Enamel, Davies’
Varnish Stans, Davies' Varno-Floor-Stains,
Mazolene, Varnotile, Screen Enamel, Acme

THE OLD ORICINALG
DAVIES' VARNISH STAINS,

ACME HOUSEHOLD PAINTS,

GRANITE FLOOR PAINTS,

AND TFE LINE OF

7/ Neal’s Enamels /
ln;;v;;“::‘:tr‘s
ADVERTISED.

Household Paint, Granite Floor Paint, ete,,
appeal to her, especially as she can apply
them herself, or her busband will do it for
her.

Get every argument on each line of our
specialties ** down pat '’ and urge them upon
the dealer with redoubled enecgy, You
yourself are absolutely convinced that he
can make no mistake in placing our lines of
. goods upon his shelves. Impart your own
enthusiasm, conviction and confidence m
the line to him. Make him feel that it
wotid be a mistake to fail to stock them in
2 sufficient quantity to meet the demands
of his customers at house-cleaning time.
Show him our line of advertising matter,
Tell him how to display 1t and what it
means w1 the way of bringing custom. Give
him some pointers on the way to buld
business 1n goods of this description.

You must have plenty of thern at your
command. 1f you didn’t oniginate the ideas,
you certainly have studied the results ab-
tained by enterprising dealers, and are
therefore in position to give good advice to
that dealer who may not have fully appreci-
aled possibiines in the way of building
bustness f it was done in the nght way

There is really no excuse for not selling
the Rapid Seller line of specialties. We
don't mean by this just one or two cf the
lines that you may think are the easiest to
sell, but the emfire hne. They all have
distinct uses, and there is a place for the
majonty of them in every dealer’s stock.
Don't confine yourselves principally to push-
g New Era. Get after our Specialties
and get after them hard. You have quality,
good zdvertising, and an active demand to
assist yox in making” sales. What more
can you ask for? We feel it is up to our
representatives to make a record on these
Specialties that will make the sales of
previous years look decidedly small in com-
parison. *‘Take Hold and Laft,”

Spatters.

The current Issue of Spaliers is being
mailed to-day. Look it over carefully. If
you don't find anything there that pertans
particularly to the trade in your territory,
such as, for instance, an illustration of an
especially good window display of one of
your customers, don’t blame the editors for
leaving you out in the ccld. Recall the fact
that we asked you to act as a reporter and
to send us items that would be of interest to
readers of Spafiers. We are glad to pub-
hish them, and invite all suggestions that will
help make this publication of the greatest
use to our customers and ourselves,

Discontinuing Sending Out Display Racks.

Replying to question as to whether we
shall continue putting out meta) display
racks, I find my customers using them to
good advantage, and think they are a first-
class ad. One of my customers told me that
he always calls attention to the high class of
work the goods produce, by showing them
the racks. J.D.
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THORQUGHNESS.

“Qld Gorgon Graham,” Pork Packer,
Chicago, Writes to His Son Pierrepont.
You've got to believe that the Lord made

the first hog with the Graham brand burned

w the skin, and that the drove which rushed

down a steep place was packed by a com-

petitor.
from A to Izzard, from snout to tall, on the
hoof and 1n the can. You've got to know

‘em ke 2 young mother knows baby talk,

and to be as proud of "em as the young father

of a twelve-pound boy, without really think-
ing that you're stretching 1t four pounds.

You've got to believe in yourself and make

your buyers take stock in you at par and

accrued interest. You've got to have the
scent of a bloodhound for an order, and the
grip of a bulldog on a customner. You've
got to feel the same personal solicttude over

a bill of goods that strays off to a compehitor

as a parson over a backslider, and hold

special services to bring {t back into the fold.

You've got fo get up every morning with

determination if you're going to bed with

satisfaction.  You've got to eat hog. think
hog. dream hog—in short, go the whole hog
if you're going to win out 1n the pork-pack-
ing business.

That's a pretty hiberal receipt, I know, but

You've got to know your goods |

i

1t's intended for a fellow who wants to make |

a good-sized pie. And the only ihing you
ever find 1n pastry that you don’t put in your-
self is flies,

§From * Letters from a Self Made Merchant tv Ihis Son,* by

George Hurace Lonumer By permission of Smat), Maynard
& Ca , Pablishers, Boston, Mass )

Points on Varnish,
We recently sent you a printed circular

covering ‘‘Points on Varnish,” which we |

would suggest your noting carefully, and
fasten nto your catalog where you can re-
tain same conventently for future reference.
You will frequently find the suggestions and
explanations contamned in that circular of
great assistance to you wn adjusting com-
plaints and giving advice to consumers. Do
not throw i away but put it where you can
find st when wanted

There is a tendency on the part of our men
to send letters under personal cover to
various officers and heads of departments,
and n many instances, thase letters contain
orders, expense baoks, or letiers that ars not
of a personal nalure in auy seuse of lhe
word. We wish this practice discontinued,
3s it involves delays and other entangle-
ments which are very annoying tc us.

. of our other representatives requesting the

We believe our men understand what :
might be considered strictly private cor- .
respondence with the heads of the concern, )

+ what the goods would aclually do, that the

THOUGHTS

but they should not enlarge upon this feature
to the extent that they have been doing A
half-dozen instances have occurred lately
where ordinary business mail matter or ex-
pense books have been held up through the
absence of some one from the office. This
1s decidedly unbusinesshike and should be
stopped at once. |f you want to take the
precaution of putting someone’s name at the
head of your letter there 13 no objection to
that. The clerk who opens and distnbutes
the mail understands very well to which
departments mail matter is te be referred.

Those Davies” Varno-Floor-Stain Sample
Boards. .

Our represeatatives report to us that these ,
sample boards are the finest things imaginable
for interesting the average dealer in our line,
The board, which is a small piece of maple
with the surface divided into sections, each
section showing a different coler, indicates
clearly and beyond the possibility of dispute,
the various finishes that can be obtained on
one piecs of woed by the use of Dawvies’
Varno- Floor-Stain,

We feel that if our representatives and the
trade knew as much about these goods as we
do ourselves, the line would be accepted
with the confidence and energy that its
supertoy meril warrants, There is nothing
left out 1n the making of these goods that
will tend in any way to secure the very best
results, The varnish is of a hgh-grade
quality, extremely tough, elastic and dur-
able It will admit of being rubbed and
pohished. The colors are clear and correct,
and wil not fade. The goods are of the
right consistency and work freely, We know
that 1f each of our representatives carned
one of those small sample cans with brush
attached, and made 1t a point to demonsirate

sales would be very much enlarged. One of
our salesmen tells us that this is the method -
he has adopted, and with nine out of every
ten dealers to whom he has shown the line,
he has succesded in placing the goods. This
should be sufficient evidence to warrant some

cans so that they can do likewise. We
strongly recommend that those who have
not secured them, do so without delay.

Leaving Catalogs with Merchants.

1 think this a move in the right direction.
A catalog that can be hung up 1 a con-
venient place in the office of a merchant
will give our goods the preference in many
nstances when they are ordenig paints and
varnishzs fromn the jobber, and if you bave
one to hang up for them when you call, it
1s hkely to do more good than when you |
mail it. A.D.H.

Y Take lib/t{ and LiTY

Our General Distribulers.

Calfornia
W. E Luttle Paunt Co
W. E. Little Paint Cu.,
Connecticut
J L White,
185 Asylem Street.
Florida

The S B Hubbard Co.,
Tampa Hardware Co.

Geotgia
Bush Hardware Co ,
Illinois

Geo E. Watson Ca ,
Colburn, Ritke & Ca .

Icduana
Indianapols Hardware Co.,

April 23 p03

Los Angeles

San Diega

Hartford

Jaclsonviille
fampa

Cotumhus

Chicago
Peona

Indianapohs

: Towa
Sickels, Preston & Nutting Co , Davenport .
H Torbert, Dubuque
J W Edgerly & Co . Qremwa
Hormck. Hess & More, Siwux City
Kansas

A. B, Whitng Paint & Glass Co , Topeka

Kentucky

R M McFarland
Robinson Bros. & Co ,

Louisiana

Parker-8fake Co . L t'd.
Maryland

Carlin & Fulton,
Massachusetts

E &F.King & Co,
Minnesota

Hackett, Walther, Gates Hdwe

Co,

New York
Buffalo Glass Co.,
Sickles & Nuttung Co ,
Burhans & Black Co,

Henderson
Loussvilie

New Orleans
Balturvre

Bosron

St. Paul

Buffalo
New York City
Syracuse

Jne L. Thomgson, Sons & Co , Troy

North Carolina

Burwell & Dunn Co
Hart-Ward Hawe Co.

. Ol

Smith Bros, Hdwe Co.,

Norton Paint & Hardware Co ,

Oklahoma Territory

Alexander Drug Co.,
Oregon

F.E Beach & Co.,
Pennsylvania

H B. Semple & Sons

Moyer Bros,

: srdware Co .

o,

Phelps+Straw & Co ,
South Carolina

Murray Drug Co .
Tennessee

Fritts & Wieht

Benedict, Warren & Davidson

Strother Drug Co ,
Texas

Houston Drug Co ,

Gretner-Kelly Drug Co .
Utah

G F Culmer & Bro,,
Virgima

Barker-Jenmngs Héwe Co
Washington

Baum & Co,,

A. S, Johnsop & Co,
West Visgima

The Kanawha Drug Co ,

Charlotle
Raleigh

Columbus
Toledo

Oklahoma City

Portl1nd

Easton
Bloomsburgy
Hanover
Pittsburg
Reading
Wilkesbarre

Columbia
Chattanocoga
Memphis

Bristol.

Houston
Sherman

Salt Lake Crty

Lynchburg

Spukane
Tacoma

Charleston

The Willlams & Davisson Co., Clarksburg

W H Chapman & Sons,

Wheeling
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Thoughts

PUBLISHED WEEKLY BY I'HE ACME WH[TE LEAD AND COLOR WORKS DETROIT, _MICH.

Devoted to Mallers of Intevest to Our Represeniatives

VOL. V.

Advcmsmg Helps For Acme Agents.

The dbuilding of business 1s only com-
menced when the repiesentative secures
an order from the
dealer. His respon-
sility and rhe re-
sponsibilty of the
house does not cease
at that stage of the

It le [ pln ,-- Tace from
ooy 1 the alley gute.

New Era Paintf &2me-
ey . oy We beleve that
Pt ap i ol Kiid the most effective

u-u paint 2 good
m'.::r;: (8 "’u W« B business 1s to stand
Bar andt lases.

A-;:Wlwvoi sory om srecy back of cur agents,
«

first of all with geods

o iy of good guality that

P they can recommend

strongly, and thatare
adapted 10 gain the confidence of the con-
sumer, with the resulting effect of having
him continue to use the goods because he
1s perfectly satisfied.

A dealer may have the best goods it 1s
posstble to make, but, if he is the only one
that knows 1t, business 1n the hine is not apt
to be built very rapidly

We bave, as our representatives fully
understand, provided quite a variety of ad-
vertising helps to direc: consumers’ attention
10 the virtues of our various lines of house-
hold specialties, but we particularly direct
their attention tc reproductions of newspaper
advertisements shown herein, and which we
consider an excellent method of assisting the
dealer in stmulating the demand for our
goods.

The average merchant contracts for a cer-

n one or more of his
local papers. It s

ouR COAT OF

Neal's

Carriage generally a difficult

Paint problem for hm to
% s omenist write advertisements
e Shrne that he feels wll
e bring the best re-

turns. and a natural
result is that his
name and address,
with a general state-
ment that he handles
hardware, drugs and

v mad perch chars
1074 o s thing ~
Indors or sudecr—
that nceds 2 durabie
varniah ghass finleh
Anyone can spply 4
Made b

method of building !

DETROIT

tain amount of space

patrts, with, perhaps, |

2

<y

1903.

MlCHiGAN. MAY

special attention called to some particular
bargain that may be secured, is about all
that usually appears. He can not afford,
on account cf the variety of items that he
must advertise, to have special designs and
expensive illustrations made with which to
aftract the attention of the readers of the
papers in which he advertises,

Oetrolt, ek
s ron sase avid

The illustrations shown herewtth represent
a part only of the new sertes that we have
prepared for ““ New Era™ and our principal
Specialties, These announcements are made
1o occupy four inches of space in a single

LI 1Y
Brvoy Ronn

Davies’
Varnish Stains

ca mate old htim Acne Wagos ws
chuirs wande 068 sl kinde of
T e et b Implement Paint

te Mandagmme dmimiiers of ssch
Rioendie woods 38 mahagany

. walret ask  sowewood
You taa de K yoursef  Cests
paly 310

D
b 1ty

SRS for ans oy RmammD  SEERNND 7OR GALE oY Sl
column, The designs are striking, and the
reading matter embodies strong but brief
and readable arguments in favor of our goods.

It would cost a dealer quile a number of
dollars to prepare any one of these announce-

merts. In offerng to furnish stereotype

plates of these advertisements, we are pro- | called upon 1o do.

Take NHold and Lifr
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viding him, wethout charge, with effective
materal for his advertising and
saving him the frouble and annoyance of
preparing his own
ads.

There is a series
of these announce-
ments for each line.
We are now prepar-
ing a litle booklet
showing all of these,
which we shall be in
posttion to send out
in the course of the

space,

Belare Pnhtln;

Thare
iagsiabes pilieiiy
S v as m

Ve er

e llt"ll. -]
New Era Paint
Adsiately Pvst

Eonrmross .
ol -‘-di!u n-—u

next week or fen i s SR

days o o
We are inclined to

believe that all of 705 SALL Sy Semmatd

our representatives do not make the most of
this feature of our advertsitg work. o
not averlook the fact that the majority of
dealers using advertising space are very glad
to sccure plates of this kind, and especially
at this season of the year, particularly if they
can get them without any expense. And
do not forget either that the use of several
of these advertisements during the season
by your agents means that thare 1s a force
continually at work, promoting sales of your
goods, introducing them into homes where
they would not have otherwise been used,
and of establishing customers who will re-
quest them regularly in the future, This
means that the dealer will be well satisfied
with the sales, less apt to Iisten to argu-
ments on competing hnes which he knows
cannot be any better than ours, and makes
it easier for you and for our jobbers’ sales-
men ta secure orders.

Remember, how-
ever, that we cannot
afford to pay for the
space as well as 1o
furnish the plates,
We are wiling to
furnish as many ad-
vertising plates as a
dealer can use to
advantage, but this
1s as much as we
feel we should be

s

New EraPaint
Alosanly hure

206ts & trit'e vy JAC JALAR Dan the

warslubie Nnds

yors o wore
fina) solle of 1 superics qamlsy A
Conifcate of purky with evary (b
o

Mace, Owtesit
- pean

e rox $40C 8V Smamend
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‘Well Done, Mr. Cater.

“Things done by lalves are never done right.”’

Concerning Howard & Morrow, Pitisfield,
Mass, In regard to my giving them three
days this week, will say, that | consider my
tume well spent,

They carry on an agricultural business,
and at this t:tme cf the year they are very
busy with thetr seeds, and have no time for
anyihing else. In fact, [ unpacked their
goods, dressed their window, put the re-
mainder of the goods on the shelves, all
alone, and did not have a particle of assist-
ance. [ went right down there and put on
overalls and sailed nto it. It reminded me
very much of my gething my fust start o
our factory six years ago. but [ had not
forgotten how to handle the goods. | sold
for them, as you will note by order to King
& Co.,

12 gallons of Varnotile,
Several small cans of Specialties, and
12 galions of No. 12 New Era

during my three days there, and they were
very much plsased,

Thetr clerks are all very anxious and will
now * Take Hold and Lift.”" and Mr Morrow
thanked me for helping him out the way |
did and assured me that he would sell lots of
our paint.

I took Mr. Dean, of King & Co . down
and introduced hum, and he will see them
every two weeks They are on the mamn
street, nght in the centre of the business
porticn, and have an elegant show window,
which 1 had photographed and will send to
jou assoon as | receive it, so that you can
put it tn either THouaHTs or Spallers.

In regard to the list of names they sent
you, you will note some for Lenox and other
small towns around Pittsfield  They have a
large trade 1n these towns on agncultural
mmnplements and seeds, and will also sell
lots of paint i them.

Their window 15 attracting lots of attention
and | must teil you of a listle incident that
occurred. 1 went out on the sidewalk to see
how 1t looked, and there wers two women
looking in the window. One of them sawd to
the other

' Oh! look, there 15 Neal's Enameis.””

1 consider the account the best one we
have in New England, and time will prove
1. H.C C

Window Displays.
We are coming to the conclusion that our
representatives are maghty poor reporters
and editors, and unless we note an immedi-

ate and decided change fer the better in the

character of their wark, we shall * fire the
whole bunch' from the editonal staff of
Spalters.

We want some pholographs of first-class

THOUGHTS

May 2. oy

window displays of Acme goods, We don't
want them just for fun, but for an advertise-
ment. We bzlieve that the more practical
suggestions of this kind that we can make to
our dealers, the greater w:ll be the sale of our
goods. The publication of 1deas of this kind
15 helpful to our dealers, to our representa-
tives, and to ourselves.

We suppose that each of you have iu-
' tended to secure photographs of these dis-
plays—but didn’t do it. This s what several
of our representatives have lold us.

If a few of our representatives would stop
infending and secure the services of a photog-
rapher and actually secure a picture of a
partcularly good window display, we will
have somecthing to show up in Spaléers, of
which we can be proud, and that will be of
interest and assistance to its readers, *‘Take
Hold and Lift."”

Leaving Catalogs With Merchants,

I think this 1s a very good idea. Did not
know we had catalogs to leave with the
trade, 1 have been gathering all the Rapid-
Seller Booklets | could get hold of at Jobbers’
stores and leaving them, with a supply of
literature and sample cards, wherever | am
able to interest a man at all, and on my re-
turn, 10 many cases, 1 find some of our
goods ordered through the jobber. [ can
use at least one hundred. Send them to
Topeka, care of A. B. Whiting.

Ww. I

The article in THouaHTs of April 18th, re-
garding leaving catalogs with the dealer
whom the salesmen call on, is a goad one.
In my opinion, leaving these catalogs with a
string so they can be hung up and leaving
one with each dealer called on, would result
to the Acme Co’s. advantage. C.F. M,

Davies’ Varno-Floor-Stain.

1 quite agree with you that the sample
boards you sent out to the traveling men are
httle beauties and [ have managed to sell
Jots of Varno-Floor-Stamn with it. 1 regref
to note, however, that the show cards sent
oul with the goods are eutirely different and
1 wish to state that tn my opinion it 1s a mis-
take. Many of my trade have asked that |
send them a board just like { carry, and if
you had adopted 1t generally in place of the
one you have gotten up, [ think 1t would
have been more effective. A. D, H.

Discontinuing Sending Out Display Racks.
Never drop a good class of ads. like the
Display Racks, that the merchants appreci-
ate as they do by giving them a prom:nent
place in their stores. They are ever present
. silent salesmen, and it is difficult to say
¢ what the loss would be if discantinued.
A.D.H.

Take Hold and Litt.

Out General Disteibuters,

California
W. E, Little Paint Co., Los Angeles
W. E. Lutle Paint Co , Szn Diego
Connecticut
J L White, Hartford
183 Asylum Siraet.
Florida

The S B. Hubbard Co., Jacksonwlle

Tampa Hardware Co Tampa
Georgia

Bush Hardwars Co , Columbus
lihnots

Geo E Watson Co , Chicago

Colburn, Birks & Co , eona

Indiana

[nd1anapolis Hardware Co . Indianapoils

lown

Sickels, Preston & Netting Co . Davenport

W H Torbert, Dubuque

3} W Eagerly & Co . Ottumwit

Hornick, Hess & More, Sioux City
Kansas

A B Whiting Paint & Glass Co |, Topeka
Kentucky

R, M McFarland Henderson

Robinson Bros, & Co , Louisville
Lowmsiana

Parker-Blake Co , L t'd. New (Qrleans
Maryland

Carlin & Fuiton, Baltur.ore
Massachusetts

E &F King& Co . Boston
Minnesota

Hackett, Walther, Gales Hdwe

Co, St Paul

New York

Buffals Glass Cou , Buffalo

Sickles & Nutung Co , New York City
Burhans & Black Co . Syracuse
Jno. L. Thompson, Sons & Co , Troy

North Carolina

Rurweil & Dunn Co. Charlotte
Han-Ward Hiwe Co. Raleigh
Ohio
Smith Bros Hiawe Co, Columbus
Norton Paint & Hardware Co., Toledo
Oklaboma Territory
Alexander Drug Co , Oklahoma City
Oregon
F E Beach & Co, Portland
Peansylvama
H B. Semple & Sons. Easton
Moyer_Bros ., _ Binomsburg
. “ N Hanover
ardware Co,  Plitsburg
o, Reading
Phelps-Straw & Co , ‘Wilkesbarre
South Carvlinz
Murray Drug Co . Columdia
Tennessee
Frit:s & Waehl Chattanooga
Benedict, Warten & Davidsan
Co , Memphis
Strother Drug Co , Bristol.
Texas
Houston Drug Co , Houston
Gre.ner-Kelly Drug Co.. Sherman
Urah
G F.Culmer & Bra , Salt Lake City
Virgima
Barker-Jennings Hdwe Co , Lynchburg
Washington
Baum & Co., Spukane
A. S. Johnson & Co . Tacoma
West Vieginia
The Kanawha Drug Co , Charleston

The Williams & Davisson Co., Clarksburg
W. H. Chapman & Sons, Wheehng
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Devoled lo Alatlers of Tnlerest to Qur Representatives

voL. (V.

MANAGTNG MEN.

“Old Gorgon Grakam,” Pork Packer,
Chicago, Writes to His Son Pierrepont,
Consider carefully befcre you say a hard

word to a man, but never let a chance to

say a good one gc by, Praise judiciously
bestowed 1s money invested.
Never learn anything about

DETROIT, MICHIGAN, MAY g, 1 903.

NO. 30

a man who is feared to his face 1s hated
behind his back A competent boss can
move among his men without having to
draw an 1maginary line between them,
because they will see the real one if 1t
exists.

Besides keeping in touch with your office
men, you want to feel your salesmen all the

to hustle for business to make his seventh
lelter interesting,

Right here { want to repeat that in keep-
ing track of others and their faults it's very,
very mmportant that you shouldn't lose sight
of your own. Authonty swells up some
fellows so that they can’t see their corns;
but a wise man tries to cure his own while

remembering not to tread on his

your men except from themselves
A good manager nceds no detect-
wves, and the fellow who can't
read human nature can't manage
1t.  The phonograph records of a
fellow's character are hined in his
face, and a man‘s days tell the
secrects of his nights.

Be slow to hire and quick to

IT!® PURE PAINT--EVERY ATOM OF (T

-

SUPPLEMENTAL COLORS

New Era %z Prepared Paint

netghbor's

{From * Letters finn a Solf-VMade Merchant
to ms ion I'y George Horace Lonimer Ly
perrmssion "of Small, Maynard & Co, Publish.
ers, Bostun, Muss )

It would be a good 1dea if our
representatives and our distribu-
ters’ representatives would cut out
the accompanying “New Era’
colors and paste same n their

f.re. The time to discover incom-
patibiity of temper and curl-
papers is before the marnage
ceremony. But when you find
that you've hired the wrong man,
you can't get rid of him too quick
Pay him an extra month, but
don't let him siay another day.
A discharged clerk in the office 1s
lke a splinter in the thumb—a
centre of soreness. There are no
exceptions to this rule, because
there are no exceptions to human
nature,

Never threaten, because 2
threat 1s a promiss to pay that
1t 1sn’t always convement to meet,
but if you don't maks 1t good it

MEADOW
GREEN

130

OTTOMAN
REZD

131

SLATE
coLon

132

catalog. These colors are win-
ners every time. Keep ihem
before the eyes of your custcmers
and you will see them going like
hot cakes. No, 131 Is a dandy
or store fronts, No. 130 makes
a very popular trimming color,
and for the porches of summer
hotels, No 132 can’t be beat.

Acrangement of Paint Stock and
Advertising Matter,

I stepped nto the warehouse of
W. H. Torbert, our distributer
Dubuque. lowa, and wish to say
that it 1s the best kept paint stock
1 have ever seen, especially the
system of handling our advertising

harts your credit. Save a threat
uil you're ready to act, and then
you won't need 1. In all your

dealing, remember that to-day
15 your opportunity, tc-morrow
some other fellow's.

Keep close to your men.  When

a fellow's sitting on the top of a

Mabe BY THE

X Higber I price thaa ather cutoes shown

Color, Paint and Varnish Manufacturers

DETROIT, MiCH,

matter. Mr. F. Clark, the stock
man, has had shelving made and
partitioned off and has a2 pigeon
hole for each hanger and sample
card we have All hangers are
kept bottom side up to prevent
thelr getting dusty, etc., all racks,
hangers, sample cards, etc., are

mountamn he's in a mighty digm-
fied and exalted posttion, but if he's gazing
at the clouds, he's missing a heap of inter-
esting and important doings down in the
valley. Never lose your dignity, of course,
but tie 3t up in all the red tape you can find
around the office, and tuck it away in the
safe.

it's easy for a boss to awe his clerks, but

time. Send each of them a letter every
day so chat they won't forget that we are
making goods for which we need orders,
and insist on their sending you a hne every
day, whether they have anything to say
or not. When a fellow has to write 1n six
times a week to the house, he uses up his
explanations mighty fast, and he's pretty apt

Jokz Hold and Lift.,

kept in the same rotation as we
lis: them. Mr Clark seems to know that
advertising costs money, and [ guess he
does know, as Mr Torbert manufactured
paints for a time and the ol factory 1s now
the Acme pamnt warchouse. Mr. Clark
deserves credst for his system of keeping
stock and advertising matter.

H.H. H.
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Lt R MUAG

Mr E R. Hoag has been chazen fo take
over the territory and duties .ately handled by
Mr. F. R Dougall. Al of our men and a
great many of our distnbuter’s salesmen
know Ed. His friends always eajoy hearing
him sing ' Mr. Dooley " 1n his own snimit-
able way, and when 1t comes to singing the
praises of New Era Paint and other products
you bet he 15 a datsy. Ed. will make a
record 1 his new territory to be proud of,
and is |ust the man for the place. His
friends wiil a1l be glad to hear of his success,

Davies’ Varno-Floor-Stain. ‘

LR

MAML ANy

~

T o

)
It may not have been thoroughly under-
stood that our Ground Color, put out 1n con-
nection with our Davics' Varno-Floor-Stain,
1s offered by us as an under coat to be used
n connection wath the different Stains.  The
object is to have a uniform Priming Coat,
that will cover up old pant or badly dis-
coiored floors, and will leave a surface in
such a condition that upon applying the
Davies’ Varno-Floor-Stains you will get the
effect desired. Be sure and get your dealer
to put 1n a stock of Ground Color with every
stock of Davies' Varno-Floor-Stain you sell,

A Very Gratifying Testimonial.
Bremen, Chio, May 5, 19C3.
Acme White Lead and Color Works,
Detroit, Mich,

Gentlemen —Just a httle reminder 1o let
you know that we are at the front with " New
Era," and so far ahead that our compeutors
{well, we haven't any) will never caich us.
Yes. there are four other brands of pamt n |
our town. but * New Era™ 15 1n a class by

THOUGHTS

May 9 1003

itseif. Itisn’t {o he compared with the other
brands that have water and benzine in,

We put it on over twenty (20) houses last
year. and eleven (11) so far this year. Say,
we have them all talking about ** New Era.”

Smith Bros.' Hardware man was just in,
and, of course, salls the hardware store here
a good deal of hardware, and say, don't you
know that the hardware merchant wanted to
buy some ** New Era,’”” but, of course. he
couldn’t get 1t.,  Smith's man let him down
Just as easy as he could.

I received your valuable journal the other
day and | saw that you had a very nice road
sign. Now, there are four (4) roads lead-
ing into our town, and I would hike to have
one for each road. [ will plant two posts and
put them on. It will do you goed, and my-
self also.

You mught send me some books ** How to
Paint Your House' and anything else that
will help sell «* New Era.”

Yours for business,
GEo. A. STAKER,

Competition for May.

Comnetition for May 1s now on, and Neal’s
Carnage Pamnt and Neal's Carnage Top

Dressing are the goods this month. This s ;
the ume of the year for a ready sale on thess !

**Take Hold and Lift.”

hnes.

Woodruff, S. C., April 16, 19C3
Verifying your claims, the undersigned

wishes to frankly say that *“ New Era’ goes |

far:her, and 1s the best pawnt | ever used. [
expect to have a prosperous year and wish
you good Iuck,
Very respectfully,
0. E. WESTMORELAND.

Y Take fo/o ana LiTT}

A Second Degree Member,

H.C CaTsr

Mr, H. C. Cater Is a second degree mem-
ber of the Acme Plug Hat Club, having won
the competition for April on Neal's Enamel
and Neal’s Bath-Tub Enamel, with 52 points
to his credit, He will undoubtedly wear his
watch fob with the same dignity he now
wsars s silk hat, Congrawlations Mr.
Cater.

Danbury, Conn , May 4, 1903.
Gentlemen :—Would like to say in regard
to your paint, that it goes ahead of any paint
that | have ever used. The house I painted
with 1t looks fine and everybody is praistng
1it. 1 would like to take the agency for the
town cf Danbury, Conn, Will you kindly
send color cards, price list, catalog, etc., ete.
Hoping to hear from you in the near
future, [ remair,
Respectiully yours,
Cuas. §. Stone.

Members Acme Plag Hat Club.

Admcied Contest
Alf R Kelly. .March 5. xgox, . Mich Seal Lead
A E Barron . . .June t3. 3901..Neal's Alum En.
1D Witsen . . Oct t,300t . W.and [ Paint
H L Wison Nov 1. 100t ,Liqud Wood Filler
W C Neal . Tec t.1g0t.... New Era H. G
H.F Whitaker .. March 1, 1902. ...Davies’ V. S
S A Hunter ..April 1, 1902 Gramite Floor Paint

H P.Torrance .. .Juner, 1902 N C.P and T. D.

¢ Highest number
..... Juoe 1, 1902,. 3 of pomts for
six months.
July 1, 1902, .Unlity Varmshes,
Sept 7, 1902 Master P't'rs’ Col.

H C Cater

F B Sangster.. .
W P Wiggins

S W Neweil . . Oct 1,1902.., .W,and I Paint
A. D Hoagg .... . Dec.1, 102.... NewEraA. V.

5 Highest number
C Mehhg « «v. Dec x, 1902 of points for

{  six months
Feb 1.1003....Household Paint
Davies'V S

SECOND DEGREE MEMBERS.

James Dougall.....
Wm Galhe. «oMarch 1, 1903,

Af R Kelly . Sept r, rgor Master P't'ss” Col.

H L Wilson ... ..Feb 1, 9oz ...Houschold Paint
{ Neal's Enamels

I D Wiison .May 1, 1902, } Neal's BT E:s.

S W Newell ...... Dec t.r902, .. NewEraH G

H C Cater .. May 1, 1903. . g::‘l: EB':“T’“E]:S

THIRD DEGREE MEMBERS.

Af R Kelly Nov. 1, 1902,... Davies’L. F.

e
YOURTH DEGREE MEMBLRS

A, R Kelly....... Apnil 1. 1904 Granne Fioor Paint
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VoL.

A Lesson In Humility

1 never see one of these fellows swelling
arcund with their peily larceny pride that
1 don't think of a little experience of mine
when | was a boy. An oid fellow caught
me lifung a waterme.on in his patch, one
afternoon, and mstead of cuffing me and
letting me go, as | had expected 1f 1 got
caught, he led me hcme by the ear to my
ma, and told her what 1 had

DETROlT MICHIGAN, MAY

16,

1003.

NO. 31

| to escape attention when he worked around
] to our class. For ten minutes I'd been
| busting for hun to ask me to recite a verse
of the lesson, and when he did, I simply cut
loos¢ and recited the whole chapter and
threw 1n the Ten Commandments for good
| measure. It sort of dazed the Doc, because
' he had come to me for information about
| the Old Testament before, and we'd never

feeling mighty proud and scored, but at that
1 couldn't help glancing up to see the other
boys admire ms, But the first persor my
eye it on was your grandma, standing in
the back of the room, where she had stopped
for 2 moment on her way up to church, and
glaring at me 10 2 mighty unpleasant way.

*Tell ‘em, John," she said night out loud,
before everybody.

been up to.,

Your grandma had been
raised on the old fashioned
plan, and she had never
heard of these new-fangled
theories of reasoning gently
with a child til its under lip
begins to stick out and sts
eyes to fill with tears as 1t
sees the error of its ways,
She fetched the tears all
nght, but she did it with a
trunk strap or a shpper.
And your grandma was a
pretty substantial woman.
Nothing of the tootsey-
wootsey about her foot, and
nothing of the airy-fary
tnfle about her shpper.
When she was through |
knew that I'd been hicked—
pohished night off to a point
and then she sent me tomy
room and told me not to
poke my nese out of 2t till |
could rectte the Ten Com-
mandments and the Sunday
School lesson by heart.

There was a whole
chapter of 1t, and an Old
Testament chapter at that,
but | laxd nght o 1t be-
cause [ knewma and supper
was only two hours off. 1

NS

@ mwlm\
HRvofghonSiAP

N

the beautiful tone of our goods, of the exceptionally fine
flowing qualities, good body and altogether desirability of
our goods as compared to other makes. One of our sales.
men has been very successful in placing Davies’ Varno-
Floor-Stain; carries one of these sample cans, and shows
our goods up, right on other manufacturers sample

IES’

R¥ofroep S

Wang,asy

s

Push Davies’ Varno-Floor-Stain,

We are send-
ing to each of
our representa-
tives a sample
can of Davies’
Varno-Floor-
Stain. Give
your dealer and
painters a practi-
cal illustration of

boards of same
class of goods.
Whenever he
has had the op-
portunity of do-
ing this he has
never failed to
make a customer,
The goods speak
for themselves.

m

’lik’mﬁoonsw

Lt LAY

? wmmmnu !

There was no wayto run,
for the Elder had hold of
my hand, and there was no
place to hide, though 1
reckon I could have crawled
nto a rat hole.  Sg, to gain
time, 1 blurted out:

‘ Tell 'em what, mam ?"'

**Tell 'em how you come
to have your lesson so
nice."'

I learned to hate notoricty
right then and there, but I
knew there was no swiich-
ing her off on to the
weather when she wanted
to talk religion. So 1 shut
my eyes and let it come,
though 1t caught on my
palate once or twice on the
way out.

““Hooked a watermelon,
mam.”

There wasn’t any need
for further particulars with
that crowd, and they simply
howled. Ma led me up to
our pew, allowing that she’d
tend to me Monday for dis-
gracing her in public that
way—and she did.

That was a twelve-grain
dose, without any sugar
coat, but it sweat more
cant and false pride out of

..mu““\‘ .

can repeat that chapter
stil), forward and backward, without missing
a word or stopping to catch my breath.
Every now and then old Doc Hoover used
to come 1ate the Sunday School room and

scare the scholars mto fits by gowng around |

from class to class and asking questions.
That next Sunday, for the first time, | was
glad to see him happen m, and 1 didn't try

got much beyond, And Ahab begat Jahab,
: or words to that effect. Buat when he got
over the shock he made me stand right up
! before the whole school and do 1t again.
| Patted me on the head and said | was *“an
] honor to my parents and an example to my
! playmates."
) | had been locking down all the time

my system than 1 could

; get back into 1t for the next twenty years [

learned right there how to be humble, which
15 2 beap more important than knowing how
to be proud. There are mighty few men
that need any lessons in that.

[From ** Letters from a Sett Made Merchaut to His Son,”

by Leorge Horace Lonmer By peraussien of Small, Maynard
& Co, Fublishers, Buston, Mass )
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Ought to be Higher.

in giving talking points on New Era why |

do you figure 160 Ibs. White Lead ar $5.23
when the price to-day to dealers 15 $6 50
all over the Uniled States™ 1 thiuk 1t ought
to be figured at $7.25, H. H H.

Better Than Other Brands.

Mr G W. Wesley, Lapeer, Mich., put one
coat of New Era Outside White on a house
he 1s repairing. and he 1s very much pleased
and says one cozal looked belter than two
coats of another brand I sold him two years
ago WOW.

Special Varnish Offer.

I think this 1s one cf the best thought cut
plans our Company has ever gotten out, It
has done more for me to secure new variush
business. as | have been able to secure at least
a hundredfold more trade than before, and |

hope that our house will extend the offer '

during the remainder of the year. as there
are a great many customers in my territory
who are loaded with varmsh, but 1 will be
able to land them later. 1 would suggest that
our Company think the matter over and
extend the time, so we may make just as
favorable a showmng this fall as for the
spring trade. C. M.

When a sal¢sman establishes his hine with
a good husthing merchant 1n a thriving town,
would 1t not be a good ldea for him to adver-
use this fact to as great an extent as possible

among his other customers and prospective :

customers?
foo mmodest,

It does not always pay o be

A smngle sale or 2 large number of indi-
vidual sales docs not always prove the value
of a piece of goods. It 1s the second sale or
a continuance of business fron the same
source that makes real worth. It 1s the
great number of repeat orders for the old
onginal Neal's Carnagz Paint and our New
Era House Paint that are pouring in upon us
irom our friends all over the country that
convince us of the real ment of our product.

When trying to land a retail dealer on
our New Era Patnt, you naturally make use
of all the good nducements we offer him to
:ake hold of our Lne. When going over
these numerous taducements with him don't

forget the very important one, namely, our |

offer to mail New Era lelters to painters,
contraclors and property owners in his vicin-
ity. Get a hist of names with his stock order
and send them 1n to us, and we will do the
rest and help to build business for your
dealer, thereby helping you.

THOUGHTS

He Sells Lots of Acme Goods.

i
i
)
t

i
1
! FRANK F SLHADE
'
1
|

The above cut 1s a very good photo of one
of the Logan-Gregg Hardware Company's
salesmen, who 1s selling large quannties of
New Era Paint, New Era Varmshes and
Acme Rapid Selling Specialties 1n Wes:ern
Pennsylvama, The Logan-Gregg Hardware
Company 1s our distributer for Western
Pennsylvama and a portlon of Eastern Ohio,
and is handiing large consignmen:s of our
products.

Davies® Varnn-Flone-Stain Samples.

1 think the maple noard showing sambples
a dandy, and | think they are what ought to
be sent to all dezlers. They show up toa
bettsr advantage than the hanges. Invar-
ably when | am showing up Davies’ Varno-
Floor-Stain and hand a customer the hanger
to look at, and then shew him the maple board,
he drops the hanger and looks at the board
showing all colars, and 1t also explains to
customers that the goods can be appled on
soft or hard wood. G M.

The painter 1s receiving quite a good share
of my time in towns where we haven't an
agency for our paint, as the dealers have a
fine of pamnts they are running and won't
drop them. Much good work can accom-
phshed in this direction and we must take
advantage of the situation when we can get
the painter interested in our paint, Then it
38 easy to secure a dealer or ¢lse a town 1s
lost to us. For my part | intend to work the
pamters hard. In one town this week, after
I had sold a dealer twelve gallons of our
QOutside White, I went out in the town and
found a painter at work on a house. I sat

down by him and gave him a talk on New
Era paint: showed him my evidence of
purty, weight of can, tag on can, certificate
of analysis and impressed on his mind its
quality and quantity, that he cannot mix by
hand as well as by machinery and that his
) time 1s worth money to him, and got him 1o

| 1s assured

May 16, o3

! will keep it.

promise to give the paint a fair tr:al and that
1 will see him on my return trip and in ihs
way secure his co-operation and report to
dealer. In this way | get panters to try our
paint and overcome white lead and oil, then
[ will be able to land dealer and our success
C. M.
Leaving Catalogs with Trade,

Regarding article 1n THoUGHTS on leaving
catalogs with the trade, will beg to say:

First: Leaving catalogs with the trade
who will ask for same and you feel they wil
keep same for reference. i is @ good thing.
but let me ask you, how many of the general
run of the trade will consider the cost of
same and keep 1t? Not very many | find.
At least that has been my experience. Asa
rule | find catalogs, left the trade by other
salesmen, lJaying around on the counter
where anyone can carry them away, as |
myself have done time and time again, to
send 1nto the factory.

I, of course, do not know the cost of our
catalog, but 1t looks to me hke an expensive
advertiscment. for as a rule a salesman calls
on, say, three customers a day, that would
mean eighteen or twenty per week.

[ think the only proper way 1s fo have
with you five or s1x, then when a man asks
for same, give it to him. and as a rule he
D. D,

in regard to the paint inquiry frem F. C.
Hamhn of Colensburg, Clarion County, Pa.:

I landed Elliott & Heeter, the big store of
that place, so 1 think our interests will be
well looked after. 1 am having a nice run
on paint and have some very good agents, A
large poruon of my territory 1s in fine shape,
and [ am gaimng agents along the hne, and

, 10 course of a short time will have a good

agent in every town.

Those paint leiters are a great help,
teach one points, etc.  Those big signs show
up fine, My agents who have them, have
them up on their store fronts, LC. K,

They

It 1s absolutely necessary that we should
have the result of your field expenence in
securing trade conditions. This 15 necessary
because from these experiences 1s to come
our policy, largely. What helps one sales-
man will help anether if he has the knowledge
of t. We want you to tell us what argu-
ments you use 10 presenting our hine,

A customer walked 1n the Hart-Ward Hard-
ware Co.’s store, Raleigh, N. C., and asked a
new clerk If he had any drop black ground
in Japan. No, was the reply, ours was
ground in Detroit by the Acme White Lead
and Celor Works, manufacturers of the bast
pants 1n the world,
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Supplement to THOUGHTS, May 16, 1903,

Mr, Wilson Injured,

H €, WILSON

Just as we are gomng to press we have
received advices that Mr. H. L. Wilson was
injured in a wreck on the B, & O. South-
wastern Ry. near Washington C. H., Ohio.

dvices would indicate that his injurles are
not of a4 very serious nature, We know cur

rpresentatives will all be very sorry to hear
this. and will join us in wishing for his
speedy recovery.

p
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Modern Advertising,

The first college man 1 ever hired was old
Jehn Durham's son, Jum. That was a good
many years ago, when the house was a much
smaller affaiwr. Jum's father had a lot of
money till he started out to buck the universe
and corner wheat. And the boy took all the

fancy courses and tnmmings at college.
The old man was mighty proud of Jim.

Wanted him to be a lhterary fellow. But
old Durham found out what every one learns
who gets his ambitions mixed up wuh
number two red—that there's a heap of 1t
lying around loose in the country. The
bears did quick work and kept the cash
wheat coming in so lively that one settling
day half a dozen of us had to get under the
market to keep 1t from going to everlasung
smash.

That day made young Jim a candidate for
ajob It didn't take him long to decide that
the Lord would attend to keeping up the
vistble supply of pociry, and that he had
better turn his attention to the stocks of mess
pork. Next mormirg he was laying for me
with a letter of introduction when 1 got to
the office, and when he found that I wouldn't
have a private secrelary at any price, he
appbed for every other posiion on the
premises nght down to office boy, [ told
him [ was sorry, but 1 couldn’t do anything
for him then ; that we were letting men go,
but 1'd keep him in mind, and so on. The
fact was that | didn’t think a fellow with
Jim’s training would be much good, anyhow.
But Jim hung on—said he'd taken a fancy
1o the housc, and wanted to work for ft.
Used to call by about twice a week to find
out if anything had turaed up.

Finally, after about a month of this, he
wore me down so that [ stopped him one day
as he was passing me on the street. |
thought 1'd find out if he really was so red-

see any chance in the office, but I under-
stand they can use another good, strong man
in one of the loading gangs.’”

1 thought that would settle Jim and let me
out, for it's no joke lugging beef, or rolling
barrels and tierces a hundrad yards or so to

mms:amamsm%

The Old Original Neal’s
Carriage Paint.

We wish our mea would # Take
Hold and Lift” on this line of
our goods this month. Now is
the time when these goods should
be wused rather freely and you
should try and take advantage of
dealers stocks being lIow to try
hard to get Neal’s Carriage Paint
and Neal's Carriage Top Dressing
in with a lot of new customers
as well as having your regular
customers buy freely to fill up
their stock. We wisll watch our
representatives record on these
fines with a great deal of interest.

3
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hot to work as he pretended to be; besid
I felt that perhaps I hadn’t treated the boy
just night. as 1 had delivered quite a jag of
that wheat to his father myself,

""Hello, Jim,”” T called; **do you sull
want that job ?*’

“Yes, sir,”” he answered, guick as ightning.

““Well, I telt you how it s, him,"”" [ sad,
looking up at him—he was one of those
busky, lazy-moving six-footers—''1 don’t

ihe cars. But Jim came right back at me
with, *Deone: Who'll | report to?”’

The sporty way of answering, as if he was
closing a bet, made me surer than ever that
he was not cut out for 2 butcher. But | told
hum, and off he started hot-foot to find the
foreman. 1 sent word by another route to
see that he got plenty to do.

1 forgot all about Jim until about three

months later, when his name was handed up
to me for a new place and a raise 1 pay.
1t seemed that he had sort of abolished his
job, After he had been rolling barrels a
while, and the sport had ground down ore of
his shoulders a couple of inches lower than
the other, he got to scheming around for a
way to make the work easter, and he hit on
anidea for a sort of overhead railroad system:
by which the barrels could be swung out of
the storerooms and run nght along into the
cars, and two or three men do the work of a
gang. It was just as | thought. Jim was
lazy, but he had put the house in the way of
saving so much money that [ couldn’t fire
him. So [ raised his salary, and made him
an assistant timekeeper and checker.

Jim kept at this for three or four months
until his feet began to hurt him, I guess, and
then he was out of a job again. Itseemshe
had heard something of a new machine for
registering the men that did away with most
of the timekeepers, except the fellows who
watched the machines, and he kept after the
superintendent until he got him to put them
in. Of course he claimed a raise agamn for
effecting such a saving, and we just had to
allow it.

1 was beginning to take an interest in Jim,
so [ brought him up Into the office and set
him to copying circular letters, We used to
send aut a raft of them to the trade. That
was just before the general adoption of type-
writers, when they were stll in the experi-
mental stage. But Jim hadn't been in the
office plugging away at the letters for a
month before he had the writer's cramp, and
began nosing around again. The first thing
I knew he was sicking the agents for the
new typewriter machme on to me, and he
kept them pounding away until they made
me give them a trial. Then it was all up
with Mister Jim's job agamn. 1 raised his
salary without his asking for it this ime, and
put him out on the road to introduce a new
product that we were making-—beef extract.

Jim made two trips without selhing enough
to keep them working overtims at the factory,
and then he came into my office with 2 long
story about how we were doing it all wrong.
Said we ought to go for the consumer by
advertising, and make the trade come 1o us,

instead of chasing it up.
(Continued un next page )
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THOUGHTS

Thal was so hke Jim that [ just laughed
at first, besides, that sort of advertising was
a pretty new taing then, and | was one of the
old-timers who didn’t take any stock 1n 1t.
But Jim just kept plugging sway at me be-
tween trips. and finally [ took him off the road
and 1o0}d hira tc go ahead and ry n a small
way.

Jur pretty nearly scared me to death that
At last he had got into somothing
that ke took an interest in—spending money
—and he just fairly wallowed in 1t.  Used to
lay awake nights, thinking up new ways of
getting rid of the old man's profits,  And he
fournd them. Seemed as if [ couldn’t get
away from Graham's Extract, and whenever
I saw it [ gagged, for | knew 1t was costing
me money that wasn’t coming back, but
every time | started to draw in my horns jJim
talked to me where there was a fortune
waiting for me just around the corner.,

Graham's Extract started out by bewng
something that you could make beef-tea out
of -that wassll. But before Jun had been
fooling with it 2 maonth he had got his girlto
think up a hundred difierent ways in which
it could be used, and had advertised them
all. It seemed there was ncthing you could
cook that didn't need a dash of 1it. He kept
me between 2 ciull and a sweat ail the fume,
Sometumes, but not often, 1 just £ad to grin
at his foolishness. 1 remember one picture
he got out showing sixteer. cows standing
between something that looked hike a letter-
press, and telling how svery pound or so of
Graham's Extrac: contained the juice
squeezed from a herd of steers. If an
explorer started for the North Pole, Jim
would send him a case of Extract and then
advertiss that it was the great heat-maker
for cold chimates. and 1if scme other feliow
started across Africa he sent Awu a case,
too, and advertised what a bully drink 1t was
served up with a little 1ce,

He broke out in a new place every dey,
and every time he broke out it cost the house
moeney. Finally. | made up my mind to
swallow the loss, and Mister Jim was about
to lose his Job sure encugh, whea the orders
for extract began 1o lock up, and he got a
reprieve , then he began 1o make expenses,
and he got a pardon, and finally a rush

first year.

came that left him tigh and dry mn a

permanent place.

Jim was all right in his way, but 1t was a
new way, and | hadn’t been broad-gauged
enough to see that :t was a betler way.

That was where | caught the connection
between a college educanon and business.
I've always made 1t a rule to buy brains, and
{'ve learned now that the better trained they
are the faster they find reasons for getting
their salanes raised. The fellow who hasn’t

May 23 103

had the tramming may be just as smart, but
he’s apt to paw the air when he’s reaching
for ideas.

{From *Letters from a Setf \fale \ler hant to 1hs Son,
by 1.2 e Horace Lormer Uy pernisssion of Small, May nard
N Lo, Poblishers, Hoston, Mazs )

Transferred.

H C CAIBR

M. Cater has recently been transferred
from the Store Trade Department to the
Manufactuning  Trade Department,  Mr.
Cater will hereafter look after the general
manufacturing  trades in New England,
New York City, Jersey City and Brooklyn.
Change to take effect as soon as suitable
arrangemenis are made to have his present
ol locked after by z0 ne one else,

Dipring System,

P W ALLISON

Mr. P, W Allison of the Manufactuning
Trade Department i1s making a short trip 1n
the East wuth the objective potnt of installing
a complete dipping system for the Taylor
Wagon Works of Lynchburg. Va , which we
recently shipped them. Incidentally, Mr
Alhson 1s looking over some of the manu-
factunng trade proposiitons n the East,
in :ron bed, toy and other lines, and from
the reception accorded mim thus far the
Editor of Txousuars is pleased to predict a |
pleasant and profitable trip for him, ’

Some of our men are not putting the
amounts on thewr orders. It would be of
great assislance to us if you would comply
with our frequent requesis in this respect.

We Want More of Them.
NERETT

> jo~ e,

¢

DAN DAVIES

We are just in receipt of an order from
Dan for a large carload shipment of our
products, to be consigred to The A. B.
Whiting Paint and Glass Co., Kansas City,
Mo. *Come on, boys."

SPECIAL BULLETIN.

Consolidation of Departments,

T W CONXOR

We have decided to combine the Gens-al
Maiufacturing Trade Sales Department and
the Varnish Sales Department.

This department wall hereafter be known
as the Munufacturing Trade Seles De-
partment. Mr. T. W. Connor assumes the
office of manager immediately. This means
added responsibilities for Mr. Connor, but we
have impleit faith in his ability to success-
fully handle the proposition. Mr, Connor
will, therefore, be respensible for bulding
business 1n the varmish hne with all the
classes of trade in the manufacturing hne
that he has looked after in the past, and, 1n
addition thereto, the furniture and kindred
lines of trade [n fact, all manufacturing
trade, except carriage and automcbile
makers and railroad trade,

Our varnish plant 15 ready to support
Mr Conncr 1in good shape, and, no doubt,
with his ability for organizaticn and system-
atic work, 1t will not be long before notice-
able progress will be made in the process of
building varnish business with the classes of
trade under his supervision.

Tromas NEeaL,
Sec'y and Gen'l Mgr
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