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Mixed Paints m the General Store.

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

No article has grown in popularity more |
rapidly among this class of merchants .
A decade :

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

Now, all 1s different. The advancement
made tn the manufacture and marketing
of paints within recent years has been
notable. In fact, the ready mixed paint
that the retailer now buys is on a par
with the cleanest, most showy and most
easily handled goods that he carries on his
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: l shelves. For this reason, and because of

the Increase in general prasperity, people
| are now painting more generally th.an ever

before, and the consumption of paint ts In-
' creasing rapidly, which 1s a further en-
couragement to the general dealer to
handie ready mixed paints.—Panf, O
and Drug Review.

A. D HOAGG

We are just in receipt of a carload order,
comprising New Era Paint, Rapid Seller
Specialties, New Era Varnishes, $5.00 and
$10.00 Assortments, etc., taken by our Mr.
i A. D. Hoagg from our distributers, Sickels,
. Preston & Nutting Co., Davenport, Iowa.

! Keep 1t up, beys.

New Era Interior Flat White.

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

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

We wish all our representatives and
our distributers’ representatives the com-
phments of the season. May they hve
| long aad prosper.

No. 32

Onr Sonthern Representatives Take
Notice.

THE WORST IS OVER.
HENRY CLEWS' VIEW OF THE
FINANCIAL SITUATION.

WEST SEEMS TO BE ENJOYING UNIN-
TERRUPTED PROSPERITY.

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

The upward movement (n stocks re-
ceived somewhat of a check this week

ffrom free realizing sales and from un-
settled conditions in the steel trade.

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

Affairs 1n the steel trade have beenan
important factor, not merely because of
United States steel securities, but largely
because of the great importance of that
material 1n the industnal situation. lron
and steel are still the best business bar-
ometer, this industry more than any other
bemng influenced by new enterprise and
growth. As the country develops the de-
mand for ron and steel expands also, and
fortunately there are no indications of this
growth being arrested; on the contrary,
there is every indication that that growth
is to continue for some time to come. The
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chief obstacle has teen that in 1902 and
1go3 we were going ahead too fast.
Nothing could check that record-breaking
pace except prohibitive prices; hence the
extraordinary high levels of prices, pro-
fits and wages. There 1s still a large de-
mand for jron and steel products at a price,
but not at recent figures.
Steel Trade Watang.

There are still many important enter-

prises projected that will be deferred until

the steel market settles down to a more .

normal basis. In New York city, for in-
stance, many millions of iron and steel
will be used during the next four or five
years for improved transportation facibties.
The samne is true also 10 other large aties,
American rallroads must, too, continue
heavy purchasers of steel fortheir modern-
1zation, whichis still incompleted. A new
rallroad across the continent is projected
in Canada, and other great works such as
the Panama and Erie canals must be com-
pleted, which will impose a continued de-
mand upon our constructive energies.
There is plenty of business in sight for
the stee! trade, provided prices are not too
high, and as soon as values become settled
and nearer normal we are hkely to witness
a revival of activity in the steel trade,
without, however, the abnormal and un-
wholesome profits that fcstered the boom
culminating a year ago. One reassuring
feature is the evident willingness of labor
to accept its share of reaction in this im-
portant industry. Wages had been un-
usually high, and 1t was impossible to
reduce costs without imposing 2 share
upon laboer, which had enjoyed exceptional
advantages. A moderate dechine in wages
seems hkely to be accepted without the
friction and hindrance that were feared,
which promises well for the future. As
soun as materials and wages in the iron
trade get upon a reasonable level the more
stable will business conditions be.

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

Salesmen [n Convention.

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

On Monday and Tuesday, Decemberthe
21st and 22nd, there was held in the
libraty a meeting of about 15 or 20 of the
well groomed and good natured represen-

. tatives of the Acme White Lead and Color

Works, besides 5 or 6 new representatives,
The main object of the meeting was to
give the new men some idea of Acme
Quality goods and Acme Quality ways
and means of doing business.

Mr. Davies opened wrth an address of
welcome, and in the course of some well-
directed remarks, laid especial stress en
the importance of representatives having
not only a thorough knowledge of our
various lines of goods, but the prices, both
Iist and net, on the tongue’s end. This
in my mind being one of the greatest fac-
tors in the work of a salesman, as it gives
the customer, whether he be old or new,
the confidence that he 1s dealing with a
man who s up-to-date and representing a
concern whose products are in constant
demand. To look up your catalog for
every item would seem to imply a poor
market.

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

Mr. A. M. Woodward gave in his
usual fluent style a minute account of the
ways and means adopted by the Acmemn
advertising and promoting the sales of Acme
Quality goods. This address called for a
good many talks by the representatives
on the importance of seeing that adver-
tising matter is properly distributed and
displayed. Herein lies a wide field in
which a salesman has ample opportunities
to display intelligence and judgment, as
advertising, judiciously used, not only
adds to the reputation and knowledge of
the goods, but also creates such a demand
for same that half the battle is fought for
our representative and his usefulness to
his firm enhanced. In connection with
shipping advertising matter to a custemer
it 15 up to the salesman to see that same is
displayed and not committed, as a great
deal of it is, to some place where the
public fail to seeit, or else toits lastresting
place under the counter, deing no good
whatever.

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

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

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

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

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

* mencing at the crude material until the

finished article was ready for the con-

. sumer, was the concluding part of the

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

S L. McC

Troy, N. Y., December 24, 1003.
It becomes our sad task to announce to
our friends the sudden death of our es-
teemed salesman, HORACE G. VELSEY,

. which occurred on the morning of Wed-

nesday, December the twenty-thied.

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

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

JOHN L. THOMPSON, SONS & CO.

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

In looking for new fields you

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

number of the wholesale houses that could

be made to see the possibilities of trade in

this hine. In connection with this Maz-

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

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

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

To Qur Representatives.

We have just perfected a zew red for
our line of Wagon and Implement Paints.
[t is the handsomest red you ever saw.
The tone is very britliant.  You can safely
test these goods against any line of com-

petitive carriage paint and win out every |

time.  Those of our boys who have been
in Detroit during the holidays have pro-
nounced it AA 1. Those of you who
have not as yet seen the goods had better

send 1n for a demonstrating can of the .

goods af once ahd be prepared to give the
trade a practical demonstration of the de-

i swrability of Acme Wagoh and Implement

Red.

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

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

Very truly yours,
W. J. CASE,

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

Bard Hardware Co.,of Reading, Pa. The

! Bard Hardware Co. is among our most

enthusiastic distributers and is building
up a fine business on New Era.

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

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

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

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

It was also brought out that itis not a '
| seen.

good plan to solicit business from the

retail dealer for goods that you know not |

to be in stock with the distributer, as the
order will be what is termed ‘' back
ordered,”’ and is sometimes never shipped
at all. Consequently the retail dealer
only gets half of the goods he actually
buys. QOf course every salesman should
use his best efforts to have the distributer
carry as complete a stock as posstble, to
be able to fill all orders promptly in gnods
for which there 1s a good demand. In a
great many cases our distributers are not
prep wred to fill orders as promptly as we
would hke, but if the same amount of
money was tied up in salable goods, in-
stead of goods for which there was httle
or no demand, the results would be much
more satisfactory to all parties concerned.
It is a good plan, every time you get into
a distributer’s office, to check up your
order book agdinst the goods that have
actually been shipped out, as per order
sent in to the distributer, to find out
whether any goods are being held up.
This information can always be obtained

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

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

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

. at this convention and from the talks

made on New Era Paint and our line of
varnishes. We seem to have a very com-
plete hine of high-class goods with which
to go out and commence the season of
1904, which should result in very much
ncreased bustness. [, myself, was in-

. terested in the several talks made by the

salesinen present, and picked up a good
many points from our little school of in-
struction, as it was called, and 1 believe
each one present was highly benefited by
the short session uf a few of the salesmen
who were got together in such a hurry,
and I hope that the new men that are
starting out were profited, which I believe
they were, as there certainly were some
good putnts brought out 1n the methods of
placing the goods on the market, and that
we all will go out with increased en-
thusiasm and blood in our eyes, determined
to get our share of the business for 1904,
H.H H.

Our General Distributers,

Arkansas
Whittow- Williams Drug Co.,  Fayetteville
California
W E. Little Pant Co , Los Angeles
Tenbroak & Co.. Sacramento
W E Little Paint Co . San Diego
Florida

The S B Hunhbad Co., Jacksonwille

Tampa Hardwars Co Tampa
Georgia
N L. Willet Drug Co . Augusta
Iinos
Geo E Watson Co, Chicagro
Colburn, Birks & Ceo., Peoria
Indiana
The Evansville Pamnt & Varnish
0., Lt , Evansville
Iowa
Sickers, Preston & Nutunp Co . Davenport
W H Torbert. ubugue
Jw Ed{lerly & Co . Ottumwa
Hornick, Hess & More, Sioux City
Kangas
A B Whiting Paint & Glass Co , Topeka
Rentucky
Robvinson Bros. & Co, Loalsville
Maryland
Carlin & Fuiton, Batimora
Massachusetts
E &F King & Co Boston
Minnesota
Hackett, Walther, Gates Hdwe -
Co, St. Paul
Montana
A. M Holter Hdwe Co , Helena
New York
Buffalo Glass Co , Buffalo
Sickles & Nutting Co , New York City
Burhans & Black Co, Syracuse

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

Burwel) & Duan Co Charlotte
Ohio
Smith Bros. Hdwe. Co, Columbus
Oxlahdoma Territory
Alexander Drug Co., QklahomaCity
Oregon
F.E Beach & Co, Portlind
Pennsylvania
H.B Semple & Sons, Easton
Moyer Bros., Blromsburg
ST - Hanover
ardware Co,  Pitsburg
Zo.. Reading
Phielps-Straw & Cu , . Wilkesbarre
South Carghna
Murray Drug Co . Cotumbia
Tennecssce
Fritts & Wieh) Chattanooga
Benedict, Warren & Davidson
Co. Memphis
Strother Drug Co., Bristol.
Texas
Houston Drug Co., Houston
Greiner-Ketly Drug Co., Sherman
Utah
G F Culmer & Bru., Salt Lake
Virgania
Barker-Jennings Hdwe Co., Lynchburg
Washington
A. S Johnson & Co., Tacoma
Spokane Drug Co., Spokane
West Virginia
The Kanawha Drug Co , Charleston
The Witllams & Davisson Co., Clarksburg
W. H. Chapman & Sons. Wheeling

&
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That “ Convention.”

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

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

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

|
‘ been carefully studied out the previous

night.

The boys didn’t dance with our girls at
the annual reception, and were sorely
missed. We all missed them. We hope
that events will be so shaped that at the
end of 1go4 a general convention will be
deemed essential to the best interests of
Acmeville, and that at that time the re-
union will be all the happier and all the
more profitable because it has been de-
ferred. It may be necessary to cut out
some of thefrills that are really unneces-
sary, and lead to *‘that tired feehng.”
If we have the convention we hope for
such good hard work at our business
sessions that the pleasures of these con-
ventions and the getting togethe: in a
social way of those on the road and at
home who are responsible for the progress

. of Acmeville, will be heightened by the

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

A Happy New Year to you all, and may

we 4ll meet at the end of 19o4.
AMW

DAN DAVIES

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

Whitung Pamt & Glass Co., Topeka, |

Kansas. Come on, boys.

Couldn’t Land 2 Mnn W:th a Boil,

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

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

Altona, Pa , Jan. xo, 1904

Mr.A M Woodward

Sir—Well, [ promised to let you know what | did
with the first man I called on. Well, [ didn't get an
arder. This first man ] called on had a big boil on
hls neck—a fine start, a man with a votl, 1 told all 1
could think of about New Era, then [ put Floor Stain
on an axe bandle and went atl through the hne, then
he let go of bis boll long enough to tell me he had
ordered his stock from Lawrence. Then | tried fo get
him to let me put some paint and varnish remover on
his boit He wouldn’t do that. But I pot the next
mzn, a small oue. but 1t was an order—a §5 assort-
ment of Top Dressing  1didn"t do as well as 1 hoped
to last weck, but 1 am fearning to talk and that s
something, a good dea). }spend all of my spare
time studylng. for [ find | know very Iittle, and
that there [s lots to learn about pasnt, and the more }
know the easier it 1s to convince and the more confid-
ence | have inmyself, Hopethis reaches you and the
rast of the Acme enjoying the best of good health
lam, Yours truly,

F (. PEARCE,

We are just in receipt of a car-load order
through our Mr. S. L. McCombe, taken
fram our distnbuters, Messrs. Colburn,
Birks & Company, Peotia, [ll., compris-
ing New Era Paint and the various other
¢ Acme Quality ”’ brands handled by them.

1t begins to look as if our anticipations
for an exceptionally good season during
1904 will be more than realized.

Who will be next?

0007-SWP-000128339
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There is no use in talking, boys, but
we have the best paint and varnish re-
mover on the market, and any man who
cannotsell a customer a bill of these goods
after demonstrating to him what the
goods will do, had better get out of the
paint business, for if he can’t sell goods
that will back him up like these goods
will, he has missed his vocation. Now,
the way to sell these goods is to demon-
strate to a customer what the goods wall
do. Nothing more, nothing less. Thase
of you who do not carry a can of these
goods for demonstrating purposes had
better send in for a can at once and get
busy.

Experiments On White Lead and Zinc
Paints.
Apropos of the proposed substitution of
paints having zinc white or other zinc
compounds as a base, for white lead paints,

M. J. Breton, a French scientist, has .
lately made a series of experiments upon |
; managed to secure his object—apparently,

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

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

By a series of different methods which
give very concordant results, Mr, Breton
compared the covering power of white
lead and zinc oxide. He found that for
an equal weight the spreading capacity of
the zinc oxide is nearly double that of the
white lead. For equal volumes, the cover-
ing power of zinc oxide is superior to that
ot the white lead, but as for equal quanti-
ties the first of these bodies forms a much
less fluid mixture with the ofl, it is neces-
sary in practice to make the zinc paint
thicker in order to obtain the same result.
He shows that fresh white lead paint
gives off emanations containing lead and
which may in some cases bring about
serious consequences to persons who are
obliged to breathe them, This series of
expetiments forms a new argument in
favor of substituting zinc for lead paints,
which 15 so much to be desired from a
hygienic standpoint, and presents so many
advantages from a technical point of view,
—Scientific Amevican,

Mixed Paint Prices.
Uncontrolled and unreasonable competi-

tion in the paint trade has always led in- i

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

that is. We say apparently, because as a
rule, when he gets lower prices, in the end
he gets lower goods. This1s the explana-
tion of emulsion paints, of goods on which
the manufacturer’s real name does not ap-
pear, and of the oceans of trash which are
sold annually over the counters of country
drug and hardware stores.

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

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

|

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

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

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

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

We are running a special train consist.
ng of 28 cars of our goods from La
Crosse-to Bloomingten, Ill.  They will
reach Peoria on the z3rd about 6 p. m,
The writer will not be with the shipment,
but our Mr. A. Hirshheimer and Mr.
Clarke will be there, and if you feel well
enough to go we will be glad to have you
accompany the train from Peoriato Bloom-
ington.

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

You can get all the glory out of this you
can. Yours truly,

I.A CROSSE PLOW COMPANY

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

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

Wilder P. Clarke, Winchendon, Mass.

Midland Manufacturing Co., Torkio,
Mo.
Rock Island Plow Co., Rock Island, (Il
Moline Plow Co., Moline, Iil
Racine Sattley Co., Springfield, 1l
l"Rhea Theilens Implement Co., Peoria,
Jenks & Muir Manufacturing Co., De-
troit, Mich.

Buckeye Churn Co., Sidney, Ohio.

Heineke & Co., Springfield, 11l
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R M BILLINGS.

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

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

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

Wishing you a glad New Year, [ am,

Yours, very truly,
F E MYERS.

JANUARY 23, 1904.

A W MARTIN.

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

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

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

applied a coat of Acme and took Var-Ni-
Go, varnish and paint off. 1 took the
purse, an order for two gallons in one’s.

EGP

We are in receipt of a car-load order
from our distnibuters, E. & F. King & Co.,
of Boston, Mass. This order was sent 1n
by our District Sales Manager, Mr. E. J.
Carlyle. We are hearing complaints from

‘ our Factory Manager to the effect that he
has not quite enough of these kind of
¢ orders.

Come On, Boys.

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

Most of our men have made a splendid
i start in the spring campaign of rgog4, but
" we arc sorty to state that thereare severa
who are a little slow in striking their gait.

We hope that there will be na exceptions
to the rule from now on, and that you all
will be getting your full quota of business
soon.

CAPT W D NEAL

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

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

We wish that we could report that all
had made as good a start as Mr. [. D.
Wilson.  Mr. Wilson started off about
the ath day of January, and by the 14th
he had secured business from the retail
trade amounting to approximately thirty-
five (35) thousand pounds.

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

Paints,

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

Competition in the hardware business .

today, we must admit, is very active, and
1 order for us to continue to realize the

" of other lines which you carry.-—2ron and

same profit we did in the past it will

necessitate changing chanrels and methods

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

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

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

This, no doubt, has been the experience |

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

Steel,

&, H. HART,

Mr. Hart has landed a new distnibuter

at Toledo, O., Merrel] & Co. Their first
order consisted of a large car about 50,000
lbs. Come on, boys.

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

An Original Ditty.

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

R. B. & Co.’s Trusty Few.

Our band are few, but true and irled,
In R. B, C weare alhed

To make aur house the very best,

And witi wa win?  Well, [ guess, yes '

-

Our traveling men are alt the show,

Thay sell the goods and out they go

On raflroad tralns, on steambosts few,

For a boat which wii! move, it looks preity blue.

Well, let us look at the hives of some,
Whose deeds of glory must be sung
There’s McAfee, lilustrous knight,
{n manty form he §s not slight,

His 1ove for food It 1s immense,

1f soup 1s served he 15 incensed.

Plummer we have with his slorles bold,

And loud are the laughs when they arz taid,
G N. Rock, that stolild men,

He and Mac are penmen grand.

#'Tys Saturday night,”” we've heard proclaimed
By Mr. Joe, the “ king ™’ well named,

For svstermn and order he can't be beat,
Yetalas, lus desk Is the rats retreat

Now Harry Pfingst, of change sheet fame,

Has trouble enough 10 be insane.

His sisll in reading 1s unsurpassed,

Tn his copy and the ariginal there’s no contrast

‘When Saturday comes the Massie boys
Bring Into the house so many Joys,

As they te'l a tale with eycs of tears,
Of goods eft off. don’t draw no fears

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

So when days of gruceare very few,

They call for the money P D Q

Dedr Davie Wolf we can't forget,
Like him there never ever was yet,

At selling jobs bhe is 1he best,

And swears they all will stand the test.

¢

@

I've hearg reports of a stning of cars,

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

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

Unless you push yourself forward others
will push you back. If you never try to

do more than you have always done, you
will never know how much you can do.

Success will only smile on him who proves
himself brave.—Salesmanship,
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A New Baby in the * Acme Qualxty
Family,

We have christened it ** Porch Furniture
Enamel’’ because its mission in hfe 1s to
brighten and beautify articles used for
furmishing the porch. veranda and lawn.
It 1s made to bear up bravely under the
severest tests of rain and shine, and will
turn up smiling and happy uader conditions
of exposure that
would ruin the con-
stitution of ordinary
finishes used i the
same manner.

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

Put up in quarts,
mnts and half-pints
—just the sizes
everybody wants to
fix up last year’s fur-
niture, or to trans-
form some old piece
of stow-away woodenware with seating :
capacity mto an up-to-date article to dis-
play upon the front veranda next summer;

possnb]e for the thermometer to hover m

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

hottest rays of Qld Sol.

ACME
‘,qm .

It’s put up in easy-to-open packages,
with a label that makes everybody want
it, and a show card to reinforce this im-
Just what is needed to make the children’s ' pression, that simply renders it necessary
lawn swing ** a thing of beauty and a joy for the dealer to display the goods —his

forever,’” and something the householder !
can’t get along without when it comes to
fimishing the lawn settee that is to repose
invitingly on the shady side of the fence
in the hot and suitry days of July and l
August. That’s 8 per cent. profit tothe dealer on

The Settee Green imparts a finish that | his jnvestment. That ought to be good
1s so cool and inviting that you forget it is ; enough to satisfy, and itis.

customers will do the rest. Here's the
line, hst prices, and assortment:
Qs Pts. I3 Pra, Qs Pte
Chalr Red 75 45 2§ P
Scttee Green 75 45 @5 t 4§
Rasuing Black. 75 .45 .23 - z z
Disconnt to retail trade 40 per cent,

15 Pis

the region of 1oo degrees, and the Char
Red is such a bright, beautiful, permanent

minded persons whose thoughts might
dnft in that direction recognize at a glance
Its properties as a counter iwritant to the

TO CAP THE CLIMAX,

We have decided to let you offer this
case as a $5.00 assortment, You know
what that means, The gross amount of
the case i1s $9.c0. Forty per cent. dis-
count means $5.40 to the dealer. You
sell 1t for $5.00 and he gets not far from
10 per cent. extra wifhou! charge,

Tell the boys of our jobbing friends that
this line is to be
considered as one
of the items upon
which sales count
n the spring ptize
contest, and all they
have to do 18 to
simply write Porch
Furniture Enamel
on the notices they
send us —we will
see that the amount
1s counted to their
credit all nght.

It seems to us
you will have to do
considerable hunt-
ing for the dealer
who will not invest
to the extent of a
$5.00 bill 1y an as-
sortment of this
kind, that he must
recognize at a
glance is a good
thing for him, be-
cause it's good for
his customers. You have only to present
it right to get results. Show your label
and shew card and the colors.  The label
itself will sell the goods when they are
displayed—and then that profit of 8o per
cent. on the investment for this assort-
ment. Thelast argument ought to be the
fimshing stroke for any man who was
really trying to hold out against your
arguments. If there s anythung more you
want to know about these goods, just
ask questions, We are through, except
watching for results, and we don't think
there’s any doubt about them.
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Acme Paint and Vamish Remover.

[ find that in several instances paint
firms are selling a so-called paint and
varnish remover, and [ have satisfied
myself that not a single one of them is
anywhere near equal to ours. [ called on
a large contractor recently, and after talk-
ing lead, colors, etc., I told hin I had the
best paint and varmsh remover on the
market. He started to laugh, and when
he got through, stated that every paint
salesman calling on him claimed the same
thing, but that samples submitted and
tested did not substantiate their state-
ments, with but one exception, and that
even 10 that case one of the tests made
had proven too much for the remover he
thought wus the best on the market. |
then took my demonstrating can from my
pocket and told him 1 wanted to show him
what ours would do. He directed my
attentionto a board on a wall paper stniper,
pointing to a very dellcate spot, and said,
‘ there 1s where | tried my remover and
it was one of the things it wtll not touch, as
1t 15 shellac, and is too hard a test for any
remover.”” He was about to get some-
thing for me to demonstrate on when |
asked him to let me try our removeronit.
He did, and inside of a minute I had the
bare wood staring him in the face. He
then said, you have told me the truth and
when I get nd of this stuff [ will order
your remover. And-in the mean time |
would like to have you send me a catalogue

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

A Few Suggestions.

Many men go out on their trips half
ready, haviog relied upon someone else to
supply them with samples, price hsts, or
nformation, taking 1t for granted that the
other fellow would do the work nght, too

indolent or shortsizhted themselves to give
this important matter careful personal
attention.

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

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

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

A salesman may be compared to a me-
chanic who requires certain tools for the
performance of his work. A good me-

| chanic with poor toels can do better than
i a poor mechanic with good tools.

A salesman should take pride 1n doing
well with the tools and material supplied
him by his house.

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

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

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

" only to draw as we need, unhindered,

limited only by our power or diligence
Ideas move the world of commerce.

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

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

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

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

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

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

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

l
|

Silver Lake, Ind., Jan. 20, 1904.

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

Yours respectfully,
JOS WALBURN

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

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

F. B. Tait Manufacturing Co., Decatur,
11l., has entered mto contract with us for
their requirements of paints, etc., for the
ensuing year. They are extensive manu-
facturers of agricultural implements. This
is our third successive season with them.
A large order for immediate shipment
accompanied contract.
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Believe in Yourself,

Beleve in yourself. That is the way to
make other people believe in you, and it is
the way to become what you want to be.
It 1s the people who have believed thor-
oughly in themselves and their missions
who have made the world believe in them.
Napoleon was a great general because it
never occurred to him that he could lose.
Luther changed the thought of Europe and
the history of the world because he be-
lieved so thoroughly that he was right that
nothing could daunt him. Columbus
gained the support of a queen and found a
world because his belief in himself inspired
confidence in others.

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

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

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

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

Remaver, 10; Varnish, 4; Enamel, 6;

! the last named being over 100 gallons.

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

Business 1s At 1n old Indiana.
wJs.

S A HUNTER.
We are in receipt of another car-load

order for New Era and other ‘' Acme
Quality ” lines from our distributers,
Hackett, Walther, Gates Hardware Co.,
St. Paul, Minn., with which they favored
our Mr. S. A. Hunter. We shipped them
a large car on January 15th. Qur record
last month on car-load business was 14
cars. We would like to see this month
still better. Come on, boys.

“

Michigan Seal Whnz Lead in Oil.

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

The question has arisen, *“ Haw can our
claims be substantiated ?* and the answer
is, *“by comparative test.”’ A test of this
character should be made with great ac-
curacy and care, and either of the follaw-
ing tests will tell the tale:

TEST NO 1.

Weigh out four ounces ** Michigan Seal”’
in a clean can (weighing the can first),
then add two ounces linseed o1l, stirring
thoroughly. Then weigh out four ounces
of any other well known brand of strictly
pure white lead (weighing the can first),
and add two ounces linseed o, stirring
equally with the other. Paint a space on
black surface with each of the leads, using
a clean brush 1n each case.

TEST NO 2

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

TEST NO 3

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

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

It Can’t Be Beat.

fowa City, la., Jan. 30th, r904.
Acme White Lead and Color Works,
Detrott, Mich.

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

Yours truly,
BYRON STILLWELL
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Are You Ready?

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

We take a back seat for nobodv
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to our Interest, as well as the salesmen’s,

to establish and maintain confidence and
good will, which we realize can only be

. done with honest gocds, honest treatment,

and a vigorous and helpful busmess policy.

Are you ready for the spring fray?
Those $s5 and $10 assortments mean a lot
to the salesmen who recognize the fact

. that the time is here when dealers are

looking for the right line of goods with
which to meet the spring demand for
articles 1n our line that are demanded so
extensively after the winter season, and
especially when house-cleaning time comes.

Tell them that now is the time to place

. their order, and have the goods nicely

displayed with pertinent advertising matter

ready for the very first calls that are sure

to come thick and fast in a short time.
What dealer will dehberately refuse to

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

Wherever paints, enamels, stains and
- charge amounting to practically 1o per

varnishes are used there 1s a place for
‘“*Acme Quality”’ goods and they are enti-
tled to a conspicuous position.

There 15 nothing better and very few
just as good when 1t comes to goods in
our line for general use.

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

The salesmen of our jobbing friends can
offer the goods with complete confidence
in our ability and willingness to back up
every claim, and without any hesitation

due to a fear that they may possibly !

“ queer’’ a good customer who depends

largely upon their judgment and recom- ,

mendation for the gooeds they stock.

couragement of an extra quantity without

cent. of his order?

it don’t require much talking or urging
on the salesman’s part—just a statement
of facts.

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

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

. dinary channels.

1

Itis

1t 1s an opportunity at an opportune time
that 1s appreciated by all our jobbers' re-

presentatives. It builds proﬁtable bu51
ness that must grow.

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

§ H. HARY

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

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

Above 1s one of our star representa-
tives, but we had the hardest time getting
a photo from him of any man ever in our
employ, but we kept after him until we

got it, and here it 1s. [f we were as good
looking we would be having photos taken
all the tme.  Mr. Bethge travels in Okla-
homz Territory and manages to place
many stocks of New Era and Acme
Quality goods each season.

Cotrespondence.

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

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

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

1t takes but very little longer to comply
with our wishes, and we know yau would
all do so if you only realized whata saving
of time would be effected.

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

WHITE CITY NEWS

* purpose, as well as for showing our file

number. The file number enables the file

clerk to locate previous correspondence |

at a moment’s notice, and relieves the
mail clerk from the necessity of looking
up and putting file number on the papers.
We hope that the boys will help us out

i 1n this matter all they possibiy can.

H, R Tibbett's Paint Co.

As illustrating what push and energy
may do m the development of a business
In a short time, we cite the case of the
career of Mr. W. E. Little. A few years
ago he started to handle Acme products 1n
2 jobbing way at San Diege, and his suc-
cess at this point prompted him to open up
awholesale and retail store at Los Angeles,
a little over a year ago, still retaiming and
operating the business at San Diego as
before. In one year he developed such a
handsome trade on the ‘ Acme Quality”’
line at these two points, as to attract the
attention of the manager of a branch store
of a large eastern paint manufacturer with
the result that on February ist the stock
and business of the W. E. Little Paint
Co., at Los Angeles and San Diego, Cal.,
was bunght out by Mr. H. R. Tibbetts
and friends, and with a largely increased
stock of paints, colors and varnishes and
ample capital and business experience,
the trade demanding our product, ** Acme
Quality ”’ paints, oils and varnishes will
be served even better than when the busi-
ness was conducted under the progressive
management of Mr. Little and his able
partner, Mr. Wing. It gives us pleasure
to mention the fact that Mr, Tibbetts in a
few years of conscientious work, rose
from delivery boy to manager of whole-
sale and retail paint store. In his present
position at the head of the H. R, Tibbatts’
Paint Co., and his popularity and stand-
ng with the paint and varnish trade in
Southern California, we predict for his
company a continuance and enlargement
of the success of their predecessors.

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

Kempton, Ind., Jan. 27. 1904,
Acme White Lead and Color Works,
Detroit, Mich.,

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

Yours truly,
JESS M. MERRITT

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

A Word to Our Distributers,

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

Spring Advertising of $5.00 and $10.00
Assortments,

During the months of March, April and
May we shall run a full leaf (printed on
both sides) special insert in the Hardware
Dealers’ Magazine. The insert 1s so
worded as to direct inquiries for the goods
to the jobber. It is also provided with a
corner coupon to be cut off and mailed to
us, on receipt of which we furnish com-
plete information, color cards, etc., and
advise the inquirer of the jobbers nearest
him who are in position to supply the
goods. This is all supplemental to the
special advertising to be done for the
various jobbers who have already favered
us with large stock orders.

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

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

MR J H. MUNROE.
Who Las just joned vur Vanuch Department

that time had complete charge of thewr
varnish plant.

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

DETROIT, MICH

FEBRUARY 20, 1go4.

NO. 39

insuring the manufacture of varnishes
that cannot fail to fully meet the varied
requirements of the many classes of trade
to whom we cater.

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

Our President’s Valentine,

““In the spring a young man's fancy
Lightly turns 1o thoughts of love

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

acting in a mannet that would justify its |,

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

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

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

A valentine [ send to you,
Oh, Wilham, dear,
(Sourds like a breach of promive case)
But do not fear,
This 1> the tnng (o do waight,
You must recall,
And | am bound to do It nght.
Or not at all

Do you wonder why I chose you
From them atl >

“T1s because | want some varnish
For my hall,

OfF all ihe  Mixtures," your * Mixed
Paints " are best—

There's nothing worth the using
‘Mongst the rest

You'll see that } appreciate you
Every tine,

Sa wilt you let me be
Your valentine ¥

DAN DAVIES.

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

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

Troubles of His Own.

A few of the troubles that the practical
varmish fimisher has to contend with and
evercome ; some of his duties and hard-
ships briefly enumerated. Many of these
would be conspicuous by their absence if
the finisher always used high grade var-
mishes such as our New Era hne.

Blistering, Loss cf lusire,

Materia;.,
L . Minute scratches,
i . 4 o

Lo .
Brushes. keeping,

Care of Vehules, Perishing.

Causes of troubles Putung,

Cheap Japans and Dryers, Poclang,

~ .. rnIng,

‘ (. Proper temperature,
+ » +invarnishroom, Puckenng,

Cold weather, effects of. &
Colur coats, hnportance of, '
Color coats, proper cam »
bination of, Raughstuff spreading.

s and sags,

- uns.
., Rus g,

' o

‘ . N

1 . A

' ~ R swelling,

! hardening, ~

. [N

!, of wood, - k4

Fire checks, s,

Flaking, ~

Flalllni. - .

Frost checking.

Gramn showing, Wewing the floor,

Green, turning, When to finish,
Insects in varnish room, Work and working,
Wankhing

Many of these terms are umntelligible
to the ordinary man, but 1t is safe to
clissify same into th-ee general divisions;
and to state that the troubles 1ncident to
the painting and varnishing department in

any manufactory are due to one or more
of the following three causes:
r—Poor or inappropriate materials.
2~-Unskiiled, careless or hurried work.
3—Agencies of the weather, or atmos.
pheric influences.

Neal’s Interior Enamel.

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

Furthermore, the margin afforded the
dealer 1s a lLiberal ane, the gonds readily
netting a profit of at least 4o per cent.

There is no reason why every one of
our New Era agents should not handle
Neal’s Interior Enamel in connection with
New Era Paint, and the best of reasons
why they should.

Make it your business to see that before
close of the season of 1904 this becomes
an assured fact. The field is a good one,
the enamel 1s right in every particular,
the price 1s within the reach of all, and if
you make up your minds that you will
do your utmost to make Neal’s Interor
Enamel the most sought enamel, and
equally as popular as New Era Paint, we
are assured that success will attend your
efforts.

* Take Hold and Lift.”’

5 S M'coms

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

. goods to be proud of,

ALF R, KELLY,

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

Brown’s Example.
“ There,” said Brown, with a shake of his head,

. **1ve pamted the house and the barr and the shed.

The fence has been fixed, and the Jawn’s been mowed,
But [ do wish the town would 6ix up that road

1t's a shame, { ¢all :t, jusc plam and flat,

That we have to drzve over roads hike that,

Il wat no longer, I'Hl siart taday,

And fix my part of 1t, anyway.”

Now, Brown was one of those fellows who
When they start a thang, just ** rush 1t through,”
And a week or two after, as Neighbor Jones
Was driving home with a pair of reans,

Brown's raad was dry. while tis own, next door,
Was mud to the depth of a foot or more.

** By George,”” sald Jones, ** I'il jat Brown see
That I can buitd roads as wel. as he'"”"

Now, Nerghbor Smith. wha lived below,

Saw Jones repawing his road, and so

Hea fixed up his, 1o be " In (e game.”

And Neighbar Robinson did the same,

And soon every housebolder in town

Was trymg his best 10 ** beat out Brown.”

+ And now when the town Commitiee meets

To talk of roads, they call them ** streets.’
The moral this tale to the reader brings
Apphes to roads and other things
Ratorms, like snow-balis, wil. keep on growing
1f somebody only sats them goIng.
—Joe Lincoln, an Farmer s Voiwce

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

Washington, lowa
Acme White Lead and Color Works,
Detrore, Mich

Gendemen —{ received twelve and one-half Ibs of
your French Crowa Tinung Ochre and will say that
{ think 1t1s the best thing 1o its hine [ ever tried It
15 Just as you have claimed 1t to be  I11s the best
unting that | ever used in strengtih, bolliancy and

clearness. Yours truly,
Ben KEVES
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R M RILLINGS

We have just received an urder for three
car-loads of Acme Quahty goods to be
shipped to the Gray-Dudley Hardware
Co., of Birmingham, Ala. This Is nice
business, and we can handie more orders
of the same character.

A Good Word for French Crown
Tiating Ochre.
Burlington, N. J . Feb. 161h, 160s.

Acme White Lead and Color Works,
Det-ont, Mich,

Gertlemen -{ recerved your sample of French
Crown Tinting Ochire and have given it a thorough
trial, and would say It works finely under the brush,

and for strength 15 all right. It 15 ground finely, and
my men say 1t Is as nice a yetlow to work 1n as they
have ever used, and svweof them are nul very young
in the business. [ would have tet you known sooner
about 1t, but work has been 50 scarce that we have
just opened it within the past week.
AUGUSTUS CARTER,
415 Soutlh Wood SI.

-

LTI TP A VPOUR S icsk

Cchperahon thween Employer and
Emgloyee.

ALF R KELLY

We herewith print an address delivered
by our Mr. Alf. R Kelly before the Pacific
Coast Commercial Travellers’ Association
at one of their meetings 1 San Franasco
recently. We imagine we can hear Alf.
with his usual efoquence dehvering 1t :

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

tween the employer and his representative '
. ment of the firm by whom he is employed,

upon the road.

Mutual grod-will, esteem and respect is
a necessary essential; without this, all
else I1s a2 sham, a mere seeming, a super-
ficial glaze ar veneer, that may crack and
break through wrthout a moment’s warn-
ing, bringtng te light all that is mean, all
that 1s Jow, all that 1s vulgar and coarse
in human nature. With good feeling as
the foundation-stone,
many httle peculiarities of temper, many
little faults of manner, are overlooked ; al-
lowances are made for mistakes of judg-
ment, and indiscretions not intentional—a
smile and a laugh cover many otherwise

rufflings of temper.

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

—

[T IS

these vapid outpourings within the circle

of therr intimate friends, their gall and
venom find an outlet with their customers.

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

Do they think, do they for a moment in
their own minds, believe that a2 merchant
is apt to buy or patronize an establish-
ment, where the very men in their employ,
drawing their salanes, their expenses paid
by them, are acting, to use vulgarism, as
““knockers.”

No, this particular species, this par-
ticular style of traveling men (and thank

heaven they are rare), are short hved;
they are continually changing from house
to house, conttnually keeping up the same
“ knocking !’ tactics until finally they wind
up in an nglotious end, and are no longer
heard of, having vamshed into ““innoccu-
ous desuetude.”’

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

working hard, earnestly and conscientious-
ly, always a good, kind and pleasant word
for his employers, who 1s ready to resent
as a personal insult, any slur or reflection
upon the honesty orintegrity of his house,
any insinuations as to their methods of
carrying on their business; that man, I

many httle trifles, !

heart strings, and smaoth nver any little

say, is bound to rise, is bound to make his
mark in the commercial world, 15 bound to
| have the love, the honor, the respect and
. the good will of those with whom he
comes in contact, both his customers and
those by whom he is employed.

He works hand 0 hand with his em-
ployers, their interests are his interests,
their loss his loss, their gain his gain.

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

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

The same old human nature, with all its
faults and fraillties: with all its virtues
and lovable qualities.

The stern, harsh employer, who, having
risen after years of hard work and labor
to a proud and prominent position in the |
cotmmercial world, and having climbed to *
the pinnacle of wealth and prosperity,
looks down from his high monument, with
scorn and contempt upon his humble em-
ployee, scarcely considering him worthy a
thought or glance, looking upon him as a
machine, an automation, his paid serf, his
emolumented slave, whose whole life,
whose service, whose very thoughts,
whose very soul belongs to him and him
alone, who binds him with the fetters of
servitude, and brands him with the paltry
salary he reluctantly engages him with.
Cross and severe, with never a kind or
friendly word, overlooking no fault or
mistake, never praising or commending,
watching every chance, every opportunity
of discoverning some little petty wrong,
some peccadillo, visiting same upon the
poor unfortunate traveler with terrible :
penalties ; rough, gruff and uncouth te
those unlucky enough to be in his employ,
making life a burden, and a very hell upon
earth for them. This is the man who
wonders why business has fallen off with .
him, why 1t is not as it formerly was, why .
he cannot retain his traveling men, why
his profits keep dwindling and dwindling,
why new and younger men, with modern !

and more progressive ideas of busmess, i
pass him on the road to success, what is -
their secret, why are they constantly ad-
vancng and advancing, whilst he, on the
contrary. 1s continually retrograding ?

Good traveling men will sleer clear of
him, and if unfortunately they are com-
pelled by crcumstances to remamn with
him, their heart is not in their work, and
they are constantly on the lookout for a
house where conditions and surroundings
are more agreeable.

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

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

. are in a much better position, coming as

they do into direct contact with the trade
and customers, to judge of the temper and
will of those with whom they trade, than
the head of the firm, whose whole time is
occupled in looking after the details and
management of the business.

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

In conclusion, the traveling man who
has the interest of his firm at heart, who
does not look at his position In the mere
sordid light of dollars and cents, is the
man whe is bound to chmb to the topmost
round of the ladder of success in his pro-
fession, and, per cantra, that traveler who
merely travels for want of something
do, and a salary to draw, is from the very
veginning a failure ; the sooner he recog-

" nizes this fact, the better for alt concerned.

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

! hum, is certain to record a failure,

ALF R KELLY

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

Respectfully,
C LW

|

Ac M WOODWARD

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

Cleveland, O , Feb. 25, xgo4
Mr. A M, Woodward

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

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

They Seem to Suit.

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

St Loms, Mo, Feb 23, vgos.

New sample card 1s to hand and } want 1o say that
same s, without a doubt, the finest pamt card [ have
ever se¢nt put out by a paint company since I have
been peddling paints, and that 1s quite a while

Yours respectfully,
DAN DAVIES.

Mr A M Woodward :

Allow me to extend congratulations on our new
cotor card. Consider this 1ype the realest I have
ever seen 1n the color card ina  [n my oplnion “tls
perfect  Ithink “at swell ©*  Yours, etc,,

P C FRAYSER

Sandwich, lis , Feb 23, 1904.
Toe “new’ New Era Paint sample card recerved
twddy at Leland, s, and I must say the generat
style of 1t1s most attractnve. The reading matter 1s
Improved, but } cannot say that | think the colors
show to as good advantage as in the old card. That
1s, I think :hey. as a whale. look much durker than
in the ol3 card, but on the whole [ like the new card

very much Very truly yours,
A D. Hoace

Oklahoma City, Feb. 21, 19a4.

Permit me to congratulate the adverilsing depart-
ment 1n the way, shape, form and coloring our ad-
vertising matter of late 1s gouten out. My customers
expressed themselves that they are fine.

Yours respectfutly.
P.H BETHGE
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Devoted lo Matters of Inlerest lo Our Representatives.

E~ _-'—E ~ Pepartnen
- of °

: G'e)jqéral, Irédé

F R DOUGALL, SALES MANAGER

The information conlained 1 this
paper 1s of a confidential nature.
Please destroy after reading and do

i

not leave fying around,

NEALS
BATH TUS
ENANMELS

e

= Coming events cast their
shadows before them.””
It 1s a part of the duty of the secret '
service department of thc WHITE CITY |
NEWS to find out things that will later
develop nto interesting news 1tems, and
to pest the boys, specially in order that
they may meet such contingencies 1o the
proper spirit and with unfaitering nerve.
Keep your eye on the sign of the Skate,
108 Fourth street, Troy. We understand
it 15 to be changed to a pair of Skates.

A Good Word for French Crown
Tiating Ochre.

Burimgton, N J , Feb 16th, rqod4.
Acme Whtta Lead and Color Wurks.
Detrott, Mich
Gentlemen -1 received your sample of French
Crown Tintng Ochre and have given 1t a thorough
trial, and would say it works finely under the brush,
and for strength 1s all right It 1s ground finely, and
my men say 1t Is as nice a yellow to work 1 as they
have ever used. and someaf them are not very young
1in the business | would have let you known sooner
about 1t, but work has been so scarce that we have
just opened it within the past week.
AUGUSTUS CARFER, !
415 South Wood St.

PUBLIEHED BY
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Co-Operation Between Employer and
Employee.

AtF R. XELLY

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

1 shalil simply treat of one phase of this
subject, namely, the relation existing be-
tween the employer and his representative
upon the road,

Mutual good-will, esteem and respect 1s
a pecessary essential; without this, all
else is a sham, a mere seeming, a super-
ficial glaze or veneer, that may crack and
break through without a moment’s warn-
ing, bringing to light all that is mean, all
that is low, all that is vulgar and coarse
in human nature. With good feeling as
the foundation-stone, many little trifles,
many little peculiarities of temper, many
little faults of manner, are overlooked ; al-
lowances are made for mistakes of judg-
ment, and indiscretions not intentional—a
smile and a laugh cover many otherwise
heart strings, and smooth over any httle
rufflings of temper.

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

T ehtaand g 0 AN i sedf, ‘rm” ihididiinn donibibaeriloiattamdviniondon & : o

these vapid outpourings within the arcle
of their intimate friends, their gall and
venom find an outlet with their customers,

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

Do they think, do they for 2 moment in
their own minds, believe that a merchant
1s apt to buy or patronize an estabhish-
menl, where the very men in their employ,
drawing their salaries, ther expenses paid
by them, are acting, to use vulgarism, as
“knockers.”

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

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

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

His customers soon learn to appreciate
this trait n his character ; soon commence
to believe that if the employee 1s such a
staunch friend, such a staunch defender,
such a staunch champion of his employers,
that they must possess some traits, some

Py -

0007-SWP-000128353

Sirten, e, A 1 8 ikt ol



WHITE CITY NEWS

characteristics, to earn this grateful feel-
ing, to command this respect, and they in
turn become imbued with this feeling,
mutual good-will reigns between employer,
employee and customer, which results in
increase of trade, numetous orders, and as
a natural sequence, in an advance of salary
to the representative,

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

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

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

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

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

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

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

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

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

ALF. R KELLY.

Please accept my long delayed thanks for Ground
Color an@ Dark Oak Varno-Floor-Stain. [ wish to
state that Davies’ Varno~Floor-Stain is the best of
Its kind that ever happened. After finishing the floor
up with It, my wife decided that it would be best to
paper the rooms so that I could see after the work.
‘Whiie I was away, down town. the paper-hanger came
and moved the ptano out from the wall so he could
work around the walls, My wife was very much
distressed, thinking the ficor was ruined, however, 1
am happy to say that aside from the marks made by
the welght of the plano on the rollers, no harm re-
sulted.  And this Is the more 1o be wondered at as the
flooring was pine wood (hard) I examined these
marks closely, but found the surface unbroken. Am
delighted, to say the least, and shall push the same
at all imes. Thanking you again, 1 am,

Respectfully,
CLW

A M. WOODWARD.

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

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

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

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

T!; Seem to Suit.

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

St. Louls, Mo , Feb 23, 1904

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

Yours respectfully,
DAN DAVIES,

Mr. A M. Woodward :

Allow me to extend congratulations on our new
volor card. Consider this.type the neatest [ have
ever seen jn the color card hne. In my opinion ‘tis
perfect. 1 think ' it swell,”" Yours, etc,,

P. C. FRAYSER.

Sandwich, Ills., Feb 2z, 3904
Tone “new' New Era Paint sample card recelved
teday at Leland, liis., and I must say the general
siyle of it1s most attractive The reuading matter 15
ymproved, but | cannot say that I think the colors
show to as good advantage &s In the old card. That
is, T think they, as a whole, look much darker than
in the old card, but on the whole I like the new card

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

Oklahoma City, Feb. 21, 1gos.

Permit mc to congratulate the advertising depart-
ment In the way, shape. form and coloring our ad-
vertising matter of late 1s gotten out. My customers
expressed themselves that they are fine

Yours respectfully,
P. H. BETHGE.
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F R DOUGALL, SALES MANAGEA

The informalion conlained in lkis
papey 15 of n confidenhal nalure.
Dlease destroy after readng and do

not leave lying avound,

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

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

P. H. BETHGE,
L D. WILSON,

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

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

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

P. H. Bethge sent 1n a car from the
Alexander Drug Co., of Oklahoma City,
Oklahoma.

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

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

This 1s starting out the month of March
fairly well, but we can take care nicely of
all that comes in. Let us make this
month 2 record breaker.

L4

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

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

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

. given an appellation familiar to the trade.

“Consomme in Cups” was * Davies’
Liquid Filler,” ¢ Sliced Tomatoes’’ were

. about his candidacy for department com-

“ Devil’s Red 1n Distemper,”” * Reman ®

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

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

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

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

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

Those present were: Col. H. N. Bur-
hans, J. W. Black, W. W. Plumb, O.
D. Burhans, C. T. Blanchard, M. J. Rey-
nolds, W. H. Judson, W. J, Cowles,
Jdoseph Born, Charles H. Reusseau, A.
L. Hammond, A. T. Strong, D. Eggle-
ston, Charles Dietel, M. G. Hayes, F. S.
Persing, S. 1. Haynes, Charles F. Diel,
Joseph Black and J. W. Carlyle.

To Our Representatives,

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

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

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

As a rule, it will be noticed that the best

salesmen of this class make but little :

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

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

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

tions in order to sell gouds, for he knows |

it1s not profitable. He wants to sell his
customer agamn, and he must retain his
confidence. He must feel certain that the
customer believes implicitly all he says,
for this 1s necessary to his general plan of
work.

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

The idea of knowing just a little more
about his goods than the mere order-taker
knows 1s the key to the true salesman'’s
success. He must first know what he is
talking about when he attempts to sell a
bill of goods. [f he has cultivated along
with his knowledge sume graces of speech
and manner, he will be better able to
present his case. The man of refinements
who will talk of things whose nature he
thoroughly understands, can always get a
hearing, and sell goods, enlarging all the
time the field they are made to occupy.
Such salesmen are truly creators of busi-
ness.

Nothiog Like It.

Coffeaville, Miss , Jan 13, rao4
Acme White Lead and Color Works,
Detroit, Mich.
Dear Sirs-—! write you to send me color cards
which you putupin smajl boxes. Have lost one you

M . N N ' sent me last year. They are very handy to carry
he instructs him—tells him things of in . vest pocket, and are very valuable for seiling New Era

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

I have worked hard for the past three years to
knock out the Colller lead, which had the lead here
for the past ten or fifteen years, and have abont suc-
ceeded. For the past three seasons | have painted 1
good sized houses and one church. Three years ago
1 came here from St. Louis to paint a house for a
friand of mine, It was his desire for me to put on the
Collier lead | informed hun that he was making a
big mistake mn using the Collier, and that [ could re-
commend to him a paint which [s far superior materal
to the Cullier, * Well,"” he said, “ as you arean olg
pamter and an old frlend I am bound {o take your

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

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

‘The day ! started this, my first house in Coffes-
ville, a painter from Water Valley was second coating
one in the next block to me. That house today
is now ready to be done over agaln, when mine with
New Erals good for six years now, and all others
which 1 have Jone since. Of course I have built up
a pguod reputaton, for they say 1 am a good
painter. " Well, that may all be,” [ answered, * but,
my dear friends, you must not forget the material
which 1 pat on to build up a reputation.””

1 always gave them this answer ‘Tt is the New
Era, my friends  And another thing. If you find
where any of tha houses 1 have painted with the New
Era have cracked or scaled, I will paint your house
for nothing. Now show me 2 Colller house which
has been painted threa years ago, In as finea condl-
ton as my first house, and { will give you the price
In cash to pamnt your house.”

I have eight houses to do this summer and every
one of the owners want the New Era,

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

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

Wishing you good prospects, 1 reman,

Yours truly,

P, O, Box 72 P J. BERNARD.

Last fall Isold L C. Purdy. of Gagetown, Mich.,
New Era Varnish He says it1s the dest varmish he
ever handled and will not bandle any otber.

Yours truly,
W WESLEY

Daangerous to Stay at Home,

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

Peccent
Accidents to pedestrians 2474
At home (indoprs). .. 18.8
llurses and vehicles 18 16
At home {outside) 15.98
Recreation ,.... 615
Rarlroad trovel 477
Bicycle acadents. 406
Street car travel . 2.74
Use of firearms 173
Animal bites. 52
Assaults ... .. 120

Steamstup travel
Miscellaneous .. ..

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

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

Stackton, Cat, Feb 12, 1904,

Gentlemen —{ think that the hoys now have an
excellent oppartunity of disposing of large quantities
of Vul-K-Lac, owing to the very high pnce of both
alcohiol and wood alcohol shetlacs

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

Last summer whilst tn Los Angeles [ gave the
finisher for Reichenbach., a maker of fine fancy
designed furnitura, a haif-pint sample can and asked
him to test same.

He laughed at me, told me that ! did rot know what
I was talking about, but good-naturedly promised to
try 1t anyhow. and that he would ba careful that it did
not do much damage

Well, this trip [ met bim in the store of the W. E
Litite Paint Co, Los Angeles, Cal . and he informed
me that he was using 1t altogether, not only as a first-
coater, but as a finlslung varntsh as well, and would
not o back 10 shellac

Would advise 1hat you serd thie buys small sample
boards, both hard and soft boards, fimshed In one and
two coats

{ telt you It 1S a Strong argument wh_en YOu Can save
the consumer $2 oo and upwards per gallon

Respectfully,
ALF R KELLY

Tam justn receipt of new color card showing the
thirty-eight colors, [ want 1o say that the arrangs-
ment of same is very becoming. andl think wil do
much to assist in sales Tt appaars almost llke a new
line, as the arrangement [s much baifer classified.
These helps are appreciated by both the trade and
salesmen. '* Many thanks.'”

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

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

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

MARCH 12, 1904,

NO. 42

The Varnish Manufactuurs’ Pmblcm.

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

CECCECECECCCEECECCEECE

Now Is The Time

A |

to talk $5.00 and $10.00 Assort-
ments of

to dealers. They are ready to
“do business,” and want the
special inducements offered in
these assortruents.
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finished products, due to steady and con-
tinuous advances in the cost of raw ma-
terials and operating expenses,

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

producers whereby the output is materially

. restricted, has advanced to a very high

. figure.

Rosins, also benzine, used in

- some of the cheaper grades of varnishes
. and dryers, have also advanced in prices

materially advanced costs of -

" to reasons stated.

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

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

. necessary, in order to keep this industry

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

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

of manufacture. A reduction in the cost

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

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

{Irom Drugs, Oy and Pamnis)

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

The second step towurds 1he production
of mixed paints came when the corroders,
realizing either the superior results or the
greater profits obtainable from mixtures of
pigments, began to put forth combinations
of Jead and barytes, Jead and zinc or of all
three materials, in varying proportions.
These combinations requinng only the ¢
addition of tinting colors, oils, driers and
turpentine. if desired, taught not only the
consuming public, but the painter as well,
several important economic facts; fist (it
15 claimed) that a combination of bases
gives better results than a straight or un-
mixed base; second, that with such com-
pounds more work can be done for less
money; third, that machinery is not only
more economical, but more efficient than
manual labor ; fourth, that the uniformity
of materials and treatment made possible
by manufacture on a large scale is an
important factor in securing satisfactory
results,

At this point the native alertness of the
Yankee genius caught the logic of thefacts
and quickly carned it to 1ts inevitable con-
cluston. If 1t is advantageous and econ-

nmical to substitute machinery and factory
crganization for hand labor and shop rule
of thumb in the grinding of lead, colors
and paint bascs, why would it not be
sirnilarly advantageous to bridge the en- |
tire chasm and bring the paint factory in
immediate contact with the brush? If 1t

1s advantageous and economical to super- l
sede the muller and the hand mill with the |
power chaser and buhr mill, why not also |

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

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

The first ready-mixed paint is believed
to have appeared locally about the middle
of the last century. The advantage of the
proposition was so immediately obvious
that paint factories rapidly multiphed all
over the country, and where paint was
before somewhat of a luxury, it speedily
became a necessity. By 1870 there was a
“paint factory ” in every village, and
many thickly populated regrons 1t was net
uncemmon to find an old barn transformed,
with its bench of mills and mixers vigor-
cusly turning out compounds for the deco-
ration of the neighborhood.

The fierce competition that resulted from
this swift multiphcation of enterprises re-
sulted in constant endeavors to secure ad-
vantage by cheapness, and here the emul-
sion paint found 1ts chance. Linseed ol
was expensive, water was as free as ar,
every druggist knew how to make oil and
water mix, and the paint manufacturer
speedily avalled himself of the knowledge

| of his fnend the druggist.

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

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

! more about pigments, vehicles and paint-

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

(T2 e contirreed 11 nay we vl issne)

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

A, W. MARTIN,

F. B. SANGSTER,
C. F. ELLIOTT,

H. H. HALLADAY.

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

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

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

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

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

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

Echoes From the Manufacturing Trades,

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

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

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

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

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

distributers' salesmen placing the goods

during the month of March, 1904.

DETROIT, MIOH
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£5.00 Agsortment Porch Furniture Enamel -

Chatr Red .o . %5
Seuee Green . .., . 75
Rahng Black..... .. eo00n ~ 75

(iross amount of this assortinent
Less 4o per cent discount .

Regulw Price

Assottment price 10 new Cusiomer ,
Goods furnished gratls amountto .

LIST PRICES
Pes %Pty (3]
$o 45 fo a5 1
45 25 3
45 48 -
2

P .

ASSORTMINT

"t 34 Pty

4 5

4 5

2 2

10 12
$900

- 3 60
+ 85 a0
. 500

e 4o v . ..§ 0w
Packed ready for shipment with attractive advertising matter for
store display.
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The Boys Who Sent In Car-
Load Orders This Week :
ALF. R, KELLY,

DAN DAVIES,
H. N. TURNER.

Alf. sent in three car-load orders—two
from the Spokane Drug Co.. of Spokane,
Wash., and one from A. M. Holter Hard-
ware Co., of Helena, Mont.

Dan sent us in a car-load from the A.
R. Whiting Paint & Glass Co., of To-
peka, Kansas.

The car-Joad habit seems to be catching.
Our Mr. H. N. Turner, of the Railway
Sales Department, sent us n a car-load
order this week from the Seaboard Air
Lmne Railroad.

Davies’ Varno-Floor Finish.

Calling a few Jays ago on one of our enthusiastic
New Era agents. viz. M C. Sparr. Wyoming, Jii..
he drew my attention to a new counter 4nd glass
<how case. asking what [ consldered ihe finish on
came 1o be and how 1t looked, Making severa]
guesses, hie then informed yours truty that 'twas ail
Jdone with * Davies’ Varno-Floor-Statn,’ transparent
fnish, and claimed that for appearance and wearing
yualties he had yet to find its equal. He is about to
put In some more cases and deciares they shall be
fimshed 1n the same way S. L McComse

Your catalog cavering materlals for coach and
«arriage palnung received at Howell, Mich,, in care
af the Hotel Keliogg. All1 have to say s that 1 am
groud to carry itaround  Enough sald

Respectfolly.
G C. BURNHAM, JR

" warm-hearted,

MARC H19, 1904

SEEING SIGHTS AT CHARLOTIE, N. C.

A Reminiscence of M. Neal’s Recent
Southern Trip,
Washington, D. C., Feb. 30, 1904,
Editor WHITE CITY NEWS :

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

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

ot Florida 1 was detained a whole day by |

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

and our good friend Mr. Thomas, manager .

of the Tampa Hardware Co., gave up

much of his time driving me about the !

neighborhiood. But it remained for that
* prince of good fellows?’ and entertainer,

{ Mr. Robert Dunn, of the Burwell & Dunn

Co., Charlotte, N. C., to cap the climax
with one of the most unique entertain-
ments to a day’s pleasure that ever
happened. On my arrival at Charlotte,
in company with “ Uncle Henry’’ Halla-
day, we called upon Mr. Dunn. He at
once asked me if there was anything par-
ticularly I wanted to see. Itold him that
1 had often read in the paper that it was
almost, if not an every-day occurance 1n
Southern cities te burn a colored man at
the stake ; that I had traveled about 3,000
miles through the South so far and up to
then had not had the opportunity to see
anything of the kind. To this he replied :

** Never mind, wewill fix all that.’” After
lunch he gave me a carriage ride around
the town and surrounding country, pointed
out numerous cotton mills, old colonial
mansions from one to two hundred years
old, minus the negro gquarters long since
destroyed, and finally wound up on the
principat street, where he had very kindly
arranged to show me the one thing I had
expressed a desirc to see. The whole
town had turned out to participate, and
bid me welcome. The crowd was hilar-
10uS, the victim despondent, bul the show
was great. Yours,
THOMAS NEAL

P. S.—I forgot to say that the above
described event happened In front of the
residence of Mrs. Stonewall Jackson and
I was accorded the privilege and honor of
lighting the match. T.N

The Successful Salesman,

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

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

** {t is coming to be a difficult problem to
find capable men. Where we find one
man that will work hard, who will do
everything in his power to make the best
of his possibilities, we find nine who fail
to come up to this standard. The whole
solution of the salesman problem in the
future lies in that word ‘ work.' To-day
there are too many men who are doing
other things when they ought to be selling
goods.”’

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

Ira C, JONES
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The Logic of Mixed Paints.
Os and Pannis )
{Continued from last week,)

The result of this flood of investigation
could not fail to be a bettering of materials
and methods, a more intelligent selection
and more exact methods of manipulation.
Of this the paint consumer has received
the benefit, and he can to-day, if he so
wills, obtain a very intimate knowledge of
paints, both 1n their technicaland economic
Jspects. -

Anothcr result, contrary to earlier ex-
pectation, yet entirely in accord with the
logic of things, has been the specialization
of the industry and the establishment of
the ready-mixed paint as the inevitable
paint ot the future. It is worthy of note
that nearly all large industrial consumers
of paunt, even those that order by specifi-
cation and formula, are inchiming more and
more to the purchase of compounds ready
for the brush, and this tendency is inten-
sified everv year. Painters also, with
numerous exceptions among those who
still believe 1t possiblc to maintain the
competition of hand against machine, are
rapidly yielding to the logic of facts, and
more and more limiting their shop manipu-
lation to exigencies and special require-
ments.

The objections to this form of paint have
been threefeld: the first on the score of
possible, or as it is often asserted, inevite
able fraud; the second on behalf of the
painter, whose sphere of activity is cir-
cumscnibed by 1t ; the third, the technical
vbjection on the score of quality and
gcanomy.

The first objection has been practically
eliminated, as indicated above, by the com-
petition of manufacturers and by the
rapidly-growing tendency of the latter to
advertise and guarantee the general form-
ula. [t 1s also easy to 1nsure against it
by means of the techmcal information
now av:lable to anyone. The second
objection is on all fours with that farmerly
urged against the sewing machine, the
power loom and all other mechanical im-
provements and falls before the same facts

-increased employment following de-
creased cost.

The third objection 15 the one around
which most of the controversy has cen-
tered . Can ready-mixed paints, in fact, be

(4r90m Dragn,

as satisfactory technically as paints pre- .

pared for the occasion by an expert —what?
An expert paint manufacturer, chemist,
technician? Noj; an expert spreader of
painf. That, in the last analysis, is the

i question : It is the paint-making specialist

pitted against the specialist in the applica-
tion of paint; and should, it strikes us,
require no further discussion. Buot at
bottom the question has still anather
phase. Regarding the mere matter of
relative merit between a machine-mixed
and a hand-mixed product, it will be ap-
parent to all who appreciate modern condi-
tions of trade that even a simple mixture
of lead and o1l will be more satisfactonly
made, with better assurance as to advan-
tage of price and security against adultera-
tion, by the well-equipped factory than by
the shop, with limited equipment and facili-
ties. This much may be regarded as
settled; but the question of *¢straight?’
pigment versus °‘ combinations ”’ remains

Is a combination of zinc and lead or of
these with an “*inert”’ pigment intrinsical.
ly as economical as 2 mixture of simple
white lead and oil?—for practically all
ready-mixed paints are combinations of
the kind indicated.

We not only belteve 1t to have been
fully established that they are more econo-
mical ; but we also believe that the great
increase in their consumption, contrary to
the general received opinion, has marvel-
ously stimulated the production and cen-
sumption of white lead, and wil] continue
to do so until such time as the advance of
knowledge shall place within the reach of
paint manufacturers a white pigment with-
out defects and an oil which shall be zl!
that linseed o1l ought to be and is not.

f(éé@(éi(i((((éﬁ«Gi&(Gv

‘The special prize offer on sales
of $5.00 assorted cases of these
goods will be continued through
the month of April. All notifica-
tions of sales received by us up
to May 30th, inclusive, wifl be

counted. It's a quick-seller and a
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Our General Distributers.

Alabama

Gray & Dudley,
Arkansas

Whitlow- Wiiams Drug Co.
Cahiorma

H. R Tibbetts Pant Co.,

Tenbmnk & Co

H. R Tibbetts Pawt Co ,

Florida

The S B Hubbard Co.,

Tampa Hardware Co.
Georgia

N, L. Willet Drug Co.,
Itlinois

Geo E Watson Co ,

Colourn, Rirks & Cc .
Indiana

Rirmingham
Fayettewille

Los Angeles
Sacramento
San Diegn

Jacksonville
Tampa

Augusta

Chicago
Peona

The Evansville Patnt & Varmish

Co., L,
Iowa

Sickels, Preston & Nutting Co.,
H Torbert,
JwW Edi’erl) &Co ,
Hormck ess & Mnre.

Kansas

A.B Whiting Pant & Glass Co
Kentucky

Robinson Bros. & Co ,
Maryland

Carbn & Fulton,
Massachusetts

E &F Kmg & Co,
Minnesota

Hacketr, Walther, Gates  Hdwe

Co.

Montana

A M Holter Hiwe Co ,
New York

Buffalo Glass Co ,

Sickies & Nutumg Co .
Burhans & Black Co .

Jno L Thompson, Sonc & Co .

North Carolina

Burwe!l & Dunn Co
Ohio

Smith Bros Hdwe Co .

Merrell & Co .
Oklahoma Terntory

Alexander Drug Co .
Oregon

F. E Beach & Co.,
Pennaylvania

H B Semple& Sons,

udwnre Co

Phelps-Straw & Cn .
Rhode Istand

L'vE:lon Hawe & Electric Supply
0.,

South Carchina
Murray Drug Co ,
Tenncssee
Frns & Wietil.
Becnodlct, Warren & Davidson
S\n:?d;er Drug Co..
Texay
Houston Drug Co
Gretner-Kelly Drug Co.
Utah
G F. Culmer & Bro ,
Virginia
Barker-Jennings Hdwe Co ,
Washington
A S Johnson & Cu,
Spokane Drug Co.,
West Virginia

The Kanawha Drug Co ,
The Walliams & Davxssmx Co,
W H. Chapman & Sons,

Evansville

Davenport
Dubuque
QOttumwa
Sioux City

. Topeka

Lowssviile
Balumore

Boston

St Paul
Helena

Buffalo

New York City
Syracuse

Troy

Charlotte

Columbus
Toledo

Oktzhoma City
Portland

Easton
Hanover
Pittsburg
Reading
Wiikesbarre

Provtdence
Columbia
Chantanooga
Memphis

Bristwl.

Housion
Sherman

Sali Lake
Lynchborg

Tacoma
Spokane

Charleston
Clarksburg
Wheeling
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The Boys Who Sent In Car-
Load Orders This Week :
E. R, HOAG,
W. J. CARLYLE.

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

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

Give Us a Lift,

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

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

‘“ We are taking the town.”

New Era Coach and Carrisge Vatnishes
and Japans.

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

In our present New Era Coach and
Carriage Varnishes and Japans we offer
our friends in the carrage trade goods
that wall fill their wants perfectly., One
great trouble is frequently encountered by
large consumers of varnish. One lot of
goods will be found just right. The next
will be entirely different, causing all kinds
of trouble and annoyance. We can ap-
preciate just how the trade feel who have
to contend with anything of this kind.
We made up our minds that nothing of
this character will cause comment from

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

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

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

¢ Take Hold and Lift.”

i eve

[ Paint e sh
!

i Rl‘l I(l\fi »‘

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

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

Of all sad and pitiful things 1n this
world of opportunity and brightness, the
saddest and most pitiful is the man-who-
is-afraid-ofswork.  The tramp who has
lost self-respect and shirks the respon-
sibilthes of life is not the one considered
here. Heis known for what he is. But
the short-sighted man who neglects his
opportunities, leaves his tasks half done,
works for his salary and not for himself,
who is afraid of doing more than he
should, in short, the man-who-is-afraid-of-
work, 15 a subject for the profoundest
pity. He moves through his narrow span
of years a failure often because he hasn’t
known, hasn’t recognized that he is lazy
—afraid of work. Helpless, hopeless,
dragging his weary existence out' Pity,
pity the man who s afraid of work !

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

Paint and Varnish Remover.

Springfield, Mass . March 3, 1904,
| have demomstrated our Paint znd Varmsh Re-
mover several umes during the past week, and always
with sime otier imake  The 1esult has always been
ihe same, vz , Acme away (n the lead The argument
of applying 1t on perpendicular material appeals to
any dealer or consumar, and where a man has not a
large quantity of some other *“ stuff”” on hand, have

secured an orcer Yours truly,
G J RICHARDSON.

Ann Arbor, Mich , March 1o, 1904,
Acme White Lead and Cotor Works,
Detroit, Muh
Gentlemen —By referring to your books you wil}
find on January s. 3604, you shipped us to gallons in
s's Stucco Wall Size, with the understanding if 1t
met our approval we were to buy one barrel at same
price.  We find goods to be all O. K, and as we are
people of our word wili now hiave the barrel shipped
via tie D Y.A A & J. electric ime  Shaill exgect
you to ship at once. Yours respectfully,
BANCROFT & Co

Genius and Hard Work.

One hears much on the subject of
genius. The idea seems to prevail—a
mistaken 1dea~—that a genius can accom-
plish much by working little. In bosiness
[ believe genius 1s the faculty of finding
just what one is fitted for—and hard work.
There is no doubt in my mind that these
two charactenstics and ordinary ability
constitute what is generally taken for
genius. You will say that a man must be
possessed of extraordinary ability to be-
come a great factor in the commercial
world. Quite true, but it is 2 hard, long,
irksome toiling apprenticeship that makes
that ability. In few cases is it born in a
man, while in the majority it is developed.
The trouble is that while we desire that
extraordinary power we are entirely too
unwilling to labor enough to acquire 1t.
Success means unremitting totl in our
apprenticeship. It 1s only through tre-
mendous labor that anything in the
material world can be accumplished.
When looking over a corapleted piece of
work how easy it is to overlook the
mighty effort made in its construction.

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

A century of labor would not enable J.
Pierpont Morgan to pant like Le Page; to
write ke Poe; and he could never equal
the Ninth Symphony by Beethoven; but
he 1s 4 business genius and no doubt Le
Page, Poe cr Beethoven, if they toiled for
years and vears could not manage the
mgantic deals that have made Morgan
famous.— By Forbes Forbes wn the Busi-
ness Torld.

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

The Live Man.

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

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

One Live Man in a village is like a case

ov itch in a district skool—he sets evry
boddy scratching at onst.—/osk Billings.

Our General Distributers,

Alabama

Gray & Dudley Hardware Co .,
Arkansas

Whilow-Wiilllams Drug Co,
Cahtornia

H R Tibbetts Paimi Co .
Tenbrook & Co ,
H R Tibbetrs Pamnt Co ,

Flunda

The S B Hudbard Co .
Tampa Hardware Co

Geargia
N L Willet Drug Co ,
[inois

Geo E Watson Co |
Colburn, Birks & Co

Indtana

The Evansville Paint & Varmish
Co, Lxa

Iown

%}ckels. Preston & Nutting Co |

Torbert,
J W Edgerly & Co .
Hormcic, Hoss & More,

Kansas

A B Whiting Paint & Glass Co

Kenreky

Robinson Bros. & Co ,
Lowsiaona

David Bernhardt,
Maryland

Carlin & Fulwon,
Massachusetts

E &F King&Co .
Minncsota

Montana
A M Holter Hiwe Co .
New York
Buffalo Glass Co ,
Sickles & Nutting Co ,
Burhons & Black Co .

Jno L Thompson, Sons & Co .

North Carolina
Burwell & Dunn Co

. Olo

Smith Bros Hiwe Co .
Merrel: & Co
Qklaboma Territory
Alexander Drug Co |
Oregon
F E Beach & Co,
Pennsylvama
J € Tanger Co,
Logan-Gregg Hardware Co
Bird Hardware Co ,
Phelps-Straw & Co
Rhode Jsland
Unclon lidwe & Electric Supply
0,

South Carolina

Musrzy Drug Co ,
Tennessee

Frius & Wrehl

Bepedict, Warren & Davidson

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

Houston Drug Co ,

Greiner-Kelly Drug Co..
Utab

G F Coimer & Bro .
Virginia

Barker-Jennings Hdwe Co .
Washington

A S Johnson & Co.

Spokane Drug Co.,
West Virginia

The Kanawha Drug Co .

The Williams & Davisson Co .
H Chapman & Sons,

Hackett, Walther, Gales Hdwe

Rirminghzm
Fayeltewille

Los Angeles
Sacramerto
San Diegd

Jatksonville -~
Tampa

Augusta

Chicago
Peona

Evansville

Davenport
Dubuque
Ottumwa
Sioux Cily

Topeka

Lowisville

New Orleans

Balurore

Boston

St Paul

telena

Buffato

New York City
Syracuse

Troy

Charlotte

Columbus
Toledo

QOklahoma City

Porttand

[ |

Hznover
Pittshurg
Reading
Wilkesbarre

Providence
Columbia

Chattanooga

Memphis
Bnistol

Nashville -

Hecuston
Sherman

Salt Lake
Lynchburg

Tacema
Spokane

Charleston
Clarksburg
Wheeling
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French Crown Tioting Ochrc.

For the purpose of confirming our belief
thatin *‘ French Crown’ we are offering
2 tinting ochre having great merit, we
took occasion to submit a considerable
number of samples to practical, critical
consumers, who find it necessary to utilize
large quantities of goods in this line an-
nuilly. We looked for favorable reports
and were not disappointed. What pleased
us particularly was the fact that the great
desirabibity of this Ochre was referred to
by the recipients of samples in such glow-
1ng terms.

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

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

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

As to Prepared Paints,

In spite of the fact that the paint grind-
ers have long been the target of abuse
from all sides, they have generally
managed to thrive and extend their busi-
ness, There must be a good reason for
this phenomenon, since nothing persists
in the long run that does mot justify its
existence. We have been informed often
enough to know it by heart, that paint
grinders as a class are adulterators and
confidence men; but still the world goes
on buying their sophisticated compounds
and confiding in their arguments. This
fact is nothing short of phenomenal. Let
us see if we can explain it, Starting with
President Lincoln’s axiom that, ** You can
fool all of the people some of the time and
some of the people ail of the time, but you
can’t fool all the people all the time.”” It
must be admitted that the palnt grinders,
if they ever did so, are no longer fooling
all the people. A large number of the
people, then, know that grinders® whites,
etc., by whatever name they may be called,
are not pure lead. We have then before
us two facts: that a steadily decreasing
number of people are deceived as to the
character of prepared pamnts; and that a
steadily 1ncreasing number of people are
using such paints.

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

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

'now on the market) can be.

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

Taking the points of paint value as we
have stated them : the first cost of a gallon
of ready mixed paint or a pound of pre-
pared paint is certainly less than its
equivalent in * strength'’ or ‘‘pure”
material; the mixed paint is certainly
more couvenient for use {this being one
of the principal objections of painters
against the introduction); we can leave
out of the catagory as debatable (but
surely nothing more) the question of
economy of application; as for economy of
material, no ane who 1s familiar with the
expetiments of Mr. Oliver (G. Goodell, as
published by the Peninsular Leed and
Color Works, of Detroit (1896), need
remain in doubt upon that point; and in
beauty of result these paints are at least
equal to anything the painter can achieve
in his own shop, with the additional ad-
vantage of undeviating uniformity; as to
durability—that is the crux of the whole
matter and still remains without oficial
settlement.

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

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

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

propose to perpetuate the methods that |

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

<cale under conditions tnsuring umformity
and the highest economic skill. The
painter recognizes this fact in buying his
lead and his colors ground in oil, and in

" buying special varnishes for special uses.

He will, 1n the future, have to recognize
the same principle of progress in regard to
all lus matenals, or he will eventually see
his patronage dnfting into the hands of
painting mechantes, skilled only n the use
of the brush.

In view of this possibility, of which the
sigis are evident to all painters, would 1t
not profit the panters as a body to investi-
gate dispassionately the painting value of
the various combination paints, rrespec-
tive of preconcerved prejudice or second-
hand ‘“*saentific  conclusions?—Drugs,
Ouls and Pants,

Our representatives will regret to learn
that Mrs. H. C, Cater met with a very
sennus accdent as the result of falling
down starrs. Her arm was broken and
she was otherwise 1njured. We express
for our representatives and the many
friends of Mr. and Mrs. Cater at the

White City, the most sincere sympathy !

and wishes for speedy recovery.
Appreciate the Co-operation.
Birmingham, Ala , March 26th, woa.
A me Whie Lead aré Color Warks,
Detrolt, Mich
Gentlemen  We thank you for the support you are
gving us every way tn the paint business and hope
we wilt be 1ble to help inincreasing the paint business
n thes district sufiicient to justify your conunuance
in this matter Yours truly.
GRray & DupteY Harbware Co

The Live Man.

The Live Man 1z az full ov bizness az

the conductor ov a street kar—he iz often

hike a hornet, very bizzy, but about what,
the Lord only knows.

A man who kan draw New Orleans

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

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

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

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

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

The Live Man is not always a deep

. thinker; he jumps at concl just as
operations shall be conducted on a large ° ; e Jumps at usions, Just a5

a frog duz, and don’t alwus land at the
spot he 15 looking at.
—Josh Biliings,

€ Dyptn =

L

T W OONNOR, 8ALEs MAHAoER

We have just closed contract with the
National Novelty Corporation, New York
City, covening the requirements of their
vanous plants 1 paints, enamels and
varnishes. Thisis a very large piece aof
business, embracing, as it does, twenty-
seven distinct toy manufacturing plants
n different parts of the country. We are

{ very much gralified over securing this

contract, as all of the large paint manu-
facturers werce in competition,

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

We recently forwarded to Smith &
Dawis  Manufacturing Co., St. Louws,
Mo., a full carload of Neal’s Bedstead
Enamel. We call attention to this ship-
ment with pride, pardonable we believe,

as full carload shipments of enamels are .

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

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

other products of our manufacture, in car -

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

molassis in the month ov Junuary, thru a | Threshing Machine Co., Racne, 1l

QOur General Distributers.

Alabama

Gray & Dudiey Hardware Co, Birmingham
Arkansas
Whitlow-Wilhams Drug Co,  Fayetteville
Calformia
H. R Tibtetts Pamt Co , Los Angeles
Tenbrock & Co . . Sacramento
H. R Titbetts Pamt Co . San Diego
Flonda
The S B Hunbard Ca., Jacksonviie
Tampa Hardwere Co ampa
Georgla
N L Witiet Drug Co, Augusta
Iiinos
Geo E Wawson Co , Chicago
Brady Bros Hardware Co Jacksonvilfe
Comvurn, Birks & Cs. . Pevnia
Indiana
The Evansviile Paint & Vainish ‘
Co, L, Evansvilic
lowa Ty
Sickels, Preston & Nutting Co . Davenport
W H Torbert, Dubugue
J W Elgerly & Co , Onumwa
Hornick, Hess & More, Sioux Cizy
Kansas
A B Whiung Pamt & Glass Co , Topeka S
Rentucky
Robinson Bros & Co , Lomsville ~—
Lowstana
David Bernhardt, New Orleans
Maryland
Carlin & Fukon, Balturore
Massachusetts
E &F King & Co , Boston
Minnesnta
Hackett, Walther, Gates Hdwe
o, St Paul
Montana
A M Holter Hawe Co, Helena
New Yotk
Butfale Glass Co . Buffalo
Sickles & Nutung Co , New York City
Burhans & Black Cn . Syracuse
Jno L Thompson, Sons & Co, Troy
North Carolina
Burwell & Dunn Co Charlotte
Omo
Smuth Bros Hdwe Co Columbus
Co-Operating Merchauts Co,  Toledo
Oxlaboma Territory
Alexander Drug Co , Oklehoms City
Oregon
F E Beach & Co, Portiand n—
Pennsylvania -~
Shoemaker & Busch, Priladelphia,
ST T, Hanover
. ardware Co Piisburg
. Co, Reading
Phelps-Straw & Co , Wilkesbarre
Rbode Island
Union Hdwe. & Electric Supply
. Co, Providence
South Carohna
Murray Drug Co , Columbia
Tennessee
Tntis & Wieht Chattangoga
Beredict, Warren & Davidson
Co, Memphis
Strolher Drug Co., Bristol
Warren-Yarborough Paint &
lass Co, Nashville
Texas
Howston Drug Co . Houston
Gremer-Kelly Drug Co | Sherman
Utah
G F. Culmer % Bro, Sait Lake
Virgibia
Barker-Jennings Hdwe Co , Lynchburg
Washington
A S Johnson & Co Tacoma
Spokane Drug Co . Spokane
Waest Virgina
The Kanawha Drug Co , Charleston
The Wilhams & Davisson Co., Clarksburg
W H. Chapman & Sons. Wheeling

|
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/ Porch Furniture Contest.

k —

/ Standing of Salesmen on Sales of

Potch Futaiture Enamel, April
Ist to 6th, inclusive.

E. G. PEARCE - 1st
WATSON WESLEY znd
H. L. WILSON - 3rd
H. F. WHITAKER 4th
\ J. J. MAHONEY - sth
C. F. PULFER - 6th ).ﬁ

&\ 55 55555 555 55 >

4 Z

&
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Description of Porch Furniture Enamel,

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

The Acsne Furnifure Enamel has been
brought out to fill this demand. It is
switable for painting porch chairs, veranda
and lawn seats, lawn swings, flower
stands, window boxes, and anything sub-
jected to extreme changes that requires
bright color in varnish. The red will not
turn white like cheap vermilion. 1t is put

up at a less prnce than any other bright

and is supposed to be a counter Irritant to
the rays of Old Sol. The green 15 a
bright, cool color that would make one
forget that the thermometer was 100 in
the shade, and 1s the exact shade that 1s
required for this class of painting. The
black is for ron railings, iron seats, efc.
i The varnish in these cclors is ground, and
will not turn white when it gets wet, nor
will 1t soften from the sun’s heat so as to
stick ta the clothing.

There is a good margin of profit to the
dealer. The assortment which he buys
for $5.00 retails for $o.00, netting him 8o
per cent. The investment is small so the
risk is slight, The goods are handsomely
labeled and are easy to sell. If he wil]
properly display the window card sent
with each assortment, his customers will
do the rest.

Guod News.

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

We have experienced a severe winter,

our patience will be rewarded by the en-
joyment of a long, glorious spring and
summer, resulting In an unprecedent
demand for *‘ Acme Quality > goods
generally. v

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

red that is ground in this class of varnish :

now happily at an end. We expect that :

ity and desirability nothing will be found

lacking in a single line offered. You
know that this 1s so, and you sheuld
make 1t your business to see that the trade
knowsit. Place facts before them in such
a maanner that they won’t forget it.

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

Come on, boys!

Has Jap-a-Lac on the Run,

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

The New Man,

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

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

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

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

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

I do not intend to give vou any
“painter’s science;”’ for science (s an
argument of which the adept always
manages to retain the ¢ool end. | would
not insult yourtutelligerce by offeriog -to
you anything short of exact sclence, and

AR
L
.

| R

Standing of Districts

on Total Amount of Sales for the
Mbonth of March

$5.00 and $10.00 Assortments

District A. ...

19 B

“OC, e

“ D ...

“ Goeannn

R S T
$590 4svrenomny ¥ K
181 500 Sy “ B

! painting.

exact science is not taught in platform ad-
dresses or trade pamphlets. 1 could, of
course, tell you that if you turn a blow-
ptpe on pure white lead you will get a
bead of the metal, or if you distil zinc
white you will get the pure metal; but
that would indicate nothing as to the
value of either in painting, since the same
results can be obtained with ordinary sur-
gical plaster or with zinc ointment, and
neither of these has anything to do with
After all the dust of quasi-
science has been laid, the question,
“What is the best paint?"’ remains for
you to answer,

[ shall merely say something about com-
bination paints—a subject with which you
are all famihar; but a matter regarding
which paint manufacturers appear to have

learned a great deal more than painters. |

My reason for talking to you about com-
bination pamnts is entirely impersonal:
[ am not a paint manufacturer and own no
stock in any manufactory; but it is be-
cause therr knowledge of how to use the
several pigments in combination enables
the manufacturers of prepared paints to
compete with you in the painting market,
that [ think you will find a study of this
subject intereshing and profitable. The
principal materials used for combination
are white lead, zinc white, and the inert
materials—barytes, whiting, etc.

B e B
S VAN
. ;S of (i
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L’.""’l‘\"& % L TS
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Zd 113
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4th “

Sth €«

....... 6th  “

7th 33

.............. 8th *

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

It is natural that this should be so,
since the manufacture of zinc-white on an
economic scate In France dates back less
than fifty vears, while the manufacture of
white lead began before the tribes of
Western Europe began to wear clothes.
The discovery of the American zinc white
process 1s still more recent, dating from
about forty years ago, when Col. Samuel
Wetherill invented a furnace for direct
sublimation from low-grade ores.

French zinc is made by heating the
metal until 1t vaporizes, and when the
metallic vapor encounters the air it oxi-
dizes—producing oxide of zinc or zinc
white. American zinc white is made by
heating an ore of z1nc (the largest avail-
able body of the ore bemg the deposit of
Franklimte in Sussex County, N. J.)
in combination with powdered anthracite
coal 1n a furnace with perforated grate

. bars.

(76 be continued 1 onr next 1ssuc)

His First Born,

JIMMY DOUGALL, NO 1

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

(Compinned from last 1asney

Air 1s blown up through the bars
and oxidizing the zinc¢ in the mixture of
powdered ore and coal, carnes 1t off
through a serfes of flues and chambers,
into muslin bags, in which the fine oxide
is collected. About 26,000 tons of this
product are made annually in the United
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France turns out yearly about gooo tons.
American painters have generally certain
well defined objections to 7zinc and com-
monly use 1t only where lead, either on
account of situation or because of 1ts tone,
is inadmissible. French painters use 1t,
often under Government dJecree, very
generally in places where an American
painter would think it entirely deb.rred.
But above all stands the fact that in
America over 25,000 tons are used une
nually, chiefly for painting. The con-
sumption of white lead is about three times
as great, with every painter using lead to
! the extent of his abiity. Where does all
| this zinc go? Chiefly into prepared paints
i and combination leads, and every painter
| knows that the use of these 15 every year
increasing.
' What is the painters’ objection to these
l combination paints? s it that they are
less durable than materials mixed m his

NO. 47

THE HOME OF

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

= | States, while a single establishment in i own shop? s it that the better grades of

them produce eftects inferior to those
produced by his own combinations> |
don’t believe esther proposition, but think
that his deepest objection (speaking at
large, of course) 15 based on the fear that
these handy gouvds will take away his
occupation. The supposition is foolish on
the face of it. If a painter lives on his
ability to mix materials with a paddle or
is ability to “‘slather” paint with a
brush, s occupation is already doomed—
trade schools and puinters’ associations
have marked the beginning of the end of
that ¢lass of mechanics. The leading
painters of to-day are not mechanics: if

© not artists, they are at least artizahs and

shrewd business men. They hve by
thewr knowledge of decorative art, the
adaptability of materials, and the economy
of means and methods,

The farmer may buy his can of ready
mixed paint and ‘ slather” it on with a

0007-SWP-00012836¢
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brush to his own satisfaction; and some-

‘ crack and peel and blister and scale, and

times a small brush with plenty of *“ elbow- : must eventually he burned off; yet paint

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

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

1 am speaking to you now as business
men, and I want to ask this Association
as business men, whether it would not
pay to find out how paint manufacturers
have succeeded in fooling the people during
the past forty or fifty vears with mixtures
of lead, zinc and barytes, into the belief
that they were using pure white lead.
Not only have paint manufacturers done
this, but they have yearly increased their
output of the combination paints, into the
composition of some of which no lead
enters at all.

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

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

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

This 1s one consideration, and seems to
me a demonstration that p.iint manufac-
turers have found out things that 1t would

pay the painters to know. After all, paint- -

ing, ke everything else, is at the fast a
matter of competition 1n economy.

(70 be continued )

New Era Varnishes,

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

** New Era varnishes have very fineflowing qualities,

dre very elasiic and rasy working possessing a most
excelleni body and bnifiantjustre  The No-Rub-Flat
is the hinest piece of ‘flat goods | ever saw, 1} have
70 Juubt that they area pure gum varmsh and witl
use them exclusive in the future ™'

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

E. G. PEARCE

Paint and Varnish Remover.

MOUNTAINHDOME, IDAKO, Apnil 2, 1904

Gentlemen —1had an excelient opportunity yes-
terday of testing our Acme Palnt and Varnish
Remover against three other well Wnown bramds.
1 called upon Turpentng & Pettibone, Nampa, Idaho,
and whilst talking paints, drew out my sample bottle
of Acme Palnt and Varnish Remover, explaiming its
ments and advantages aver competing brands

Mr Turpening informed me that he was at the time

engaged in removing the varnish from a large walnut
© bar und fixtures, that he had used the three brands

ahdve mantioned, but that none of them did the work
satlsfactariy , however, if | wished to leave my
sample with him be would try it,and If all nght—I!
could call around in the afterncon—would give me an
order, winding up his remarks with the statement that
from his experience of the others, he did not believe
much i any of them

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

accomplished the work in first-class shape and he |

gave me the order which { enclose . aiso telephoned
1o a customer of mine at Boise City to express him a
gallon at once,

ALFRED R. KEtLy

The Boys Who Sent In Car-

Load Orders This Week :

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

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

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

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

“Come on, Boys! "

Takes 25 Per Cent. Less of New Era.

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

New Era for the same amount.”
Ira C JoNES
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Porch Furniture Contest.” 4

Standing of Salesmen on Sales of
Porch Furniture Epamel, April
Ist to 13th, inclusive.

E. G. PEARCE -
J. J. MAHONEY 2nd
E. R. HOAG - 3d
WATSON WESLEY 4th
H. F. WHITAKER 53th

1st

&

4
A
A
y
4
I
A
y
y
y
y
y

H. L. WIL.SON 6th
K W. J. CARLYLE  7th
S. A. HUNTER - 8t
S, W. NEWELL  oth
\ C. F. PULFER - 1oth
y . D. WILSON i1th

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

We mean “New Era.” We are be-
coming prouder of our product every day.
So are our friends 1n the trade. Now is
the time to make new friends. Don’ttake
““no” for an answer. Make the record of
your life this season. Start every new
customer with New Era that you possibly
can. Every one of them will quickiy
learn that they were wise in wishing to
be known as agents for ** Acme Quality’’
goods.

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

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

Mr. H. H. Hualladay sent us in a car
load order from a new distributer at
Greensboro, N. C., the Leak-Hailaday
Company.

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

Your last © SPATTERS ' 15 a * cracker-jack.” and

we enjoy it.

Wilkesbarcre, Pa NaGte DRUG Co

The Logic of Mixed Paints.

(Frem ** Drugs, Paints and Ol ™)

Within the memory of living painters
the wielder of the brush was also a paint
and varnish manufacturer. Every paint
shop was equipped with its slab and muller
for rubbing up colors 1n oil, and all shops
of any pretentions also had their smalt
hand mills for grinding and mixing tints
and bases. In the course of time, partly
because of the prevalence of lead poisoning
among painters, partly because of the cb-
vious economy of machine work, and

partly because of the rapid increase of de- |

mand incident npon the growth of the
country, the corroders of lead began to
offer their product ground i1n oil. This
was the first step in the progress towards
ready-mixed paints. The advantage, both
1n the efficiency and economy of this prac-
tice was so immediately obvious that the
color makers quickly followed suit, and
thus corroders and color makers became
paint manufacturers; a new industry belng
thereby created, while shop mixing was
inevitably doomed.

The second step towards the production
of mixed paints came when the corroders,
realizing erther the superior results or the
greater profits obtainable from mixtures of
pigments, began to put forth combinations

of lead and barytes, lead and zinc and of |

all three matenals, in varying proportions.
These combinations requinng only the
addition of tinting colors, oils, driers and
turpentine, if desired, taught not only the
consuming public, but the painter as well,
several important economic facts: first (t

' is claimed) that a combination of bases

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

. money; third, that machinery is not only

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

(Contirued next week’

W J CARLYLE

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

(REECEECECEEcEce<gse

o |

% Porch Furniture Contest. #
w —

&: Standing of Acme Salesmen’s Contest., %
\fﬂv . April Ist to 20th, Inclusive, g
¥  E. G.PEARCE - 1st A
¥  C.F. PULFER - 1st a
¥ ). J. MAHONEY st 2
y  H.F. WHITAKER 2nd A
¥ W. )L CARLYLE 3rd A
g E. R. HOAG - 3rd A
v  WATSON WESLEY 3rd &
Y S W.NEWELL g4h A
¥ H.L WILSON - 4h &
Y  S.A.HUNTER - sth %
Y A W.MARTIN - sth A
¥ LD WILSON - sth A
¥  G.C.BURNHAM Jr. Gth a
‘%A,\ M. L. MCKENNA  6ih j
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What Is The Best Paint ?
(Comecluded 1une dad ivyvie)

The man who can do the job at the least
cast may get the first order; but he that
shows the best resulis and saves the pro.
perty ow ner the mist money at the end of a
series or years, is the one that eventually
holds the trade. [n this final adjustment
1t 15 not he that can do the work in the
fewest coats, or with the cheapest ma-
terials, or in the shortest time that comes
out ahead, it 15 the man that1s most profit-
able to the owner 1n the long run thatas
able to wld and sncrease his irade and pay
his bifls.

If, then, the manuofacturers of mixed
paints, with pure white lead, zinc white
and barytes, etc., have been able to crowd
the panters with an always increasing
squeese, there must be some ultimate
ecornomy to the public in the use of mixed
paints.
10 interest the pamters wn this problem.
Of course, if you buy lead, or zing, or
birytes, you are entitled to demand them
free from any admixtuce, and 1 have no
apologies to make for misleading labels ;
but would 1t not pay the painters to turn
therr tavestigations in the direction of
commpetitive tests and try to learn the rela-
tive value, rather than the relative punity
of paints? The best paint is not neces-
saly the most durable paint: nor s it
necessirity the dearest notr the cheapest
paint, the economic value of a paint 15 the
sum total of the cost of material and it~
application, divided by the number of
times of renewal within a given term of
years. Thts comparative value of the
several materials [ think has never been
officially determined by pawnters as a
class.  To carry out effectually, it should
be dene on a large practical scale—simul-
taneous work on a black of exactly similar
new butldings, for instance—and should
be extended over a series of years. In
this competition mixed paints and com-
bimation whites should be included, as

There 15, 1t strikes me, something
N > ¢ hundred vears or moreshown a remarkable

|

'

talking theory) does not carry enough otl
and 15 too susceptible to chemical change
to furmish this 1deal paint; zinc alone
requires too greit care in conditions of

weather and work to yield perfect satis- |

faction m any but the skilifulest hands;
while birytes alone 1s not offered as a
pamting material. But with a pant in
which lexd sh il supply body and ease of
working: zinc, whiteness, oil carrying
capacity and firmness of coat ; and barytes
the ert adjunct of economy, we shall
have very nearly reached the present imits
of possible excellence in the pamnt line.
After all, other things being equal, the oil

"in the pigment is what we really paint

with, and no white pigment at present in
use carries so much ol as zinc, therefore
we want zinc in our paints, if for no other
purpose, simply to carry the oil. Remem-
ber, mn this summary | am not attacking
lead — lead has durmg the past three

I'crpaaity for taking care of itself, in the

well as pure lead and pure zinc prepared ,

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

My own personal belief is that no single
*ostraight”” material makes ““the best
paint.”” | am persuaded that each of the
three prinopal materials in vogue has sts
individual pornts of supertonty---lead, its
ease of working, its opacity; zinc, s
spreading capacity, its tone, its perman-

ence; barytes, its chemical Inertness, its

impermeabtlity,

face of sundry solemn anathemas by the
French authorities and others; but the
painter waats to know what is best, and 1
am endeavoring ta give im a hint gath-
ered from the evident experience of paint
manufactorers.  There is no necessity for
any violence of warfare in deciding this
questton, 1t1s simply a subject for obser~
vation and unbiased experiment.

You see, | am here toobtain rather than
te give mntormation. I think the paintis
not used half freely enough; that three
thin coats ought to be used where twothick
ones are now demanded, and that good
paint never costs anything, because it
save< more than (ts price. But the public
need information on these things; and
when the painter on the one hand tells
them that zinc white is no good for out-
side use, and the manufacturer on the
ather hand asserts, and offers money to
back his assertion, that his “ doped ” lead
will outwear any straight material, the
man with his ““money up ”’ has the better
of the argument, until the painter can cite
official testimony to the contrary. And
when he can do that, he can also put the
manufacturer’s money 1n his pocket and
drive the manufacturer out of business.

New Era Primer.

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

Lead alone (1 am now | build business.

We wish to say in i

Out General Disteibaters,

Alabama

Gray & Dudtey Hirdware Co ,
Arkansas

Whitlow-Wilhams Drug Co ,
California

H R Tibbetts Pamt Ca .

Binnmghum
Faycttevlle

Los Angeles

Teubrook & Co , Sacramento
H R T bbeus Pammt Co, San Diego
Flonda
The S B Huhbard Co , Jacksonville
Tamps Hardware Co Tampa .
Georgla
N L Willet Drug Co, Augusta
Ttinos :
Geo E Watsor: Co, Chicugo
Brady Bros Hardware Co Jacksonwlle
Colburn, Birks & Cr , Peona
[ndiana A
The Evansviliz Paint & Varnish
Co, Ltd, Evansvilie -—w
towsa
Sickels, Presion & Nutting Co , Duvenport
W 4 Tornert, ® Dubuque
J W Eigerly & Co , Cttumwa
Horatck. Hess & More, Sioux City
Kaosas c—
A B Winung Punt & Glass Co . Topeka
Kentucky ~—
Robiason Bros & Co , Loussville
Lousiana
Dawvid Barnharde, New Orleans
Maryland
Carlin & Falton, Batturore
Massachusetts
Raldwur-Robbins Co . RBuston
Minnesata
Hackeit, Walther, Gates Hdwe
o, St Paut
Montana
A, M Holter Hiwe Ca. Helena
New Yok
Buffalo Glass Co . Buffale
Sickles & Nutting Co , New York Cny
Rurhans & Blick Co . Syracuse
Jno L Thompson. Sons & Co , T>ryo_v
North Carolina
Burweil & Dunn Co Charioue
Ohio
Smuth Bros Hiwe Co. Columbus
Co-Opet wing Merchauts Co . Toledo
Oxlaboma Terntory
Alexander Drug Co , Oklahoma City
Dregon P
I'. E Beach & Co, Portiamd
Pennsylvania —
Shoemaker & Busch, Philadelphia,
3 C TwgerCo, Hanover
Logan-Gregg Hardware Co . Pittshurg
Bard Hardware Co , Readmg
Phelps -Straw & Co |, Wilkesbarre
Rhode Island -
Union Hdwe & Clectric Supply
Co. Pravidence -~
South Carolina
Murray Drug Co , Columtbia
Tennessee
Fritts & Wiehl Chattanooga
Benedict, Warren & Davidson
Co., _ Memphss
ST Bnistol
A1 3 Patre &
. . Nashville
Texas
Houston Drug Co , Houston
Greiner-Kelly Drug Co . Sherman
Utah
G F Cutmer & Bro, Salt Lake
Virgima
Barker-Jennings Hdwae Co , Lynchburg
Washingtorn
A S lohnson & Co, Tacoma
Spokane Drug Co . Spokane
Weast Virginig
The Kanawhs Drug Co . Charleston
The Willlams & Davisson Co . Clarksburg
W H Chapman & Sens, Wheelng
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Porch Fueniture Contest,

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

J. J. MAHONEY - st
C. F. PULFER znd
I. D. WILSON - 2nd
S. W. NEWELL 3rd
L. G. PEARCE - 4th
H. F. WHITAKER 4th
WATSON WESLEY sth
E. R. HOAG - 6th
W. J. CARLYLE - 6ih
G. S. RICHARDSON 7th
H. L. WILSON - 7th
G, C.BURNHAM Jr. 8h
S. A. HUNTER - 8th
A. W. MARTIN 8th
C. MEHLIG - - 8th
M. L. MCKENNA gth

YQ&S§§§>§§§§>§§>§>§§§>§>J

LLAL IR EIILIILLLLLLL L LLEL L LD L L L L IL S
SHSDSOIDIDOIOIIPIDIDIDIDIDIIIIIIIS>

>

Mr. Sam. Hunter sent us in a car load
order this week from our distributers, The
Hackett, Walther, Gates Hardware
Company, of Saint Paul, Minnesota.
This firm has ordered several car loads so
far this season and now that the season is
opening up in the northwest we expect
them to come thick and fast.

Sell New Era ancr lo every New
Era agen!.

New Era Primer.

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

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

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

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

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

On old work, In a fairly good state of
preservation. a primer, as a rule, is
unnecessary and the proper number of
| coats of New Era should be used through-

out. On new work,or on old work, if the
: surface is porous and requires priming,
New Era Primer can be depended on to
do the work and do it well. Through
its use, the proper foundation coat 1s
secured and the fifiished result will be n
., every way satisfactory. We expect that

New Era Primer will win the same high
place in the esteem of our friends in the
trade as New Era and the balance of our
hine. There is no reason why this should
not be the case, because New Era Primer,
like New Era Paint, is *“Acme Quality.”’
New Era Primer 15 offered 1n barrels,
half-barrel, tives, ones, halves and quarts,

Sell New Eva Primer fo every New
Ere agent,

“In a Class By Itseff,”

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

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

Sell New Era Primer lo every New
Era agent.

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

At this point the native alertness of the
Yankee genius caught the logic of the
facts and quickly carried itto its inevitable
conclusion. If 1t is advantageous and
economical to substitute machinery and
factory organization for hand labor and
shop rule of thumb in the grinding of lead,
colors and paint bases, why would it not
be similarly advantageous to Bridge the
entire chasm and bring the paint factory
in immediate contact with the brush? If
it is advantageous and economical to
supersede the muller and the hand mill
with the power chaser and buhr mull, why
not also supersede the mixing pot, paddle
and strainer with a mechanical mixer ?

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

The first ready-mixed paint is believed
to have appeared locally about the middle
of the last century. Theadvantage of the
proposition was so immediately obvious
that paint factoties rapidly multiplied all
over the country, and where paint was
before somewhat of a luxury, it speedily
became a necessity. By 1870 there was a
** paint factory 7’ in every village, and in
many thickly populated regions 1t was not
uncommon to find an old barn trans-
formed, with its bench of mills and mixers
vigarously turning out compounds for the
decoration of the neighboerhood.

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

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

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

The result of this flood of investigation
could not fail to be a bettering of materials
and methods, 2 more intelligent selection
and more exact methods of manipulation.
Of this the paint consumer has received
the benefit, and he can to-day, if he so
wills, obtain a very intimate knowledge
of paints, both in their technicai and
economic aspects.

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

paint, even those that order by specifica-
tion and formula, are inclining more and
more to the purchase of compounds ready
for the brush, and this tendency is inten-
sified every year. Painters alse, with
numercus exceptions among those who
still believe it possible to maintain the
competltmn nf hand agamst machine, are
.u x4 e logic of facts, and

©+ 1 their shop manipu-
lation to exlgencxes and special require-
ments,

The objections to this form of paint
have beenthresfold: Thefirst, onthe score
of possible, or as it i1s often asserted,
mevitable fraud; the second, on behalf of
the painter, whose sphere of activity is
circumscribed by it; the third, the techni-
cal objechion on the score of quality and
economy.

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

The third objection is the one around
which most of the controversy has cen-
tered: Can ready-mixed paints, in fact,
be as sausfactory technically as paints
prepared for the-eccasion by an ex

what? An expert paint manufacturer,

chemi~t, technictan? No; an expert
spreader of paint, That, in the last
analysis. is the question: [t 1s the paint-
making specialist _pitted agsinst the
specialist in the application of paint; and
should, it strikes us, require no further
discussion. But at bottom the guestion
has still another phase. Regarding the
mere matter of relative ment between a
machine-mixed and a hand-mixed product,
it will be apparent to all who appreciate
modern conditions of trade that even a
simple mixture of lead and ol will be more
satisfactorlly made,ovith better assurance
as to advantage of price and security
agatnst adulteration, by the well-equipped
factory than by the shop. with limited
equipment and facilities. This much may
be .. .. assettled; butthe questmn of
I pigment wversus *‘combina~
tions ** remains.

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

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

economical; but we also believe that the

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

Our General Distributers,
Alabama
Gray & Dudley Hardware Co . Birmingham
Arkansas

Whitlow-Willtams Drug Co.  Fayettevilie
Calfornia

H. R. Tibbetts Paint Co., Los Angeles

Tenbroo Co Sacramento

H. R Tibbexts Paint Co., San Diego

Flonda

Tbhe S B Hubbard Co., Jacksonvilte

Tampa Hardware Co. ampa
Georgia

N.L Wiilet Drug Co ., Augusta
Nimnoss

Geo E Wasson Co, Chicago

Brady Bros Haraware Co, Jacksonville

Culburn, Birks & Ce., Peona
Induana
The Evansville Paint & Varnish
Co., L, Evansville
lowa
chkels, Preston & Nutung Co., Dnvenport
Dubuque
J w Ed erly ‘& Co., Otrumwa
Hornmick, s'less & Mure Sioux City
Kansas
A B Whiting Paint & Glass Co , Tapeka
Kentucky
Robrnson Bros, & Co . Louisville
Louwwmana
David Bernharat, New Orleans
Maryland
Carlin & Fulton, Baltlmore
Massachusctts
Baldwir, Robbins & Co . Boston
Minnesota
Hackett, Walther, Gates Hdwe
Co, St Paul
Montana
A. M Holter Hdwe Co , Hetena
New York
Buffale-Glaws-Co., Bufinle..
Sickles & Numng Co. New York City
Burhans 8 Black Co Syracuse

Jno L. Thompson, Sons&Lo Troy
North Carohina

Burwell & Dunn Co. Charlotle
Ohjo
Smith Reas Hdwe Co , Columbus

Co-Operaung Merchants Co,, Toledo
Oklaboma Terrtory

Alexander Drug Co , Oktahoma City
Orcgon
F.E Beach & Co, Portlznd
Pennsylvania
Shoem\ker & Busch, Philadelphia,
Hanover
:r:lvure Co..  Pittsburg
Reading
Phelps-Straw & Co N Wilkesbarre

Rhbode [siand
Union Hdwe & Electric Supply
Co . Providerce

South Carolina

Murray Drug Co , Columbia
Tennessee
Fnus & Wiehl Chattanooga
Benedicr, Warren & Davidson
Co. Memphis
€ T - Brnistol
A LI Paint &
. Nashville
Texas
Houston Drug Co., Housion
Greaner-Kelly sz Co., Sherman
Utsh
G F. Culmer & Bra.. Salt Lake
Virgima
Barker-Jennings Hdwe Co . Lynchburg
Washington
A. S Johnson & Co, Tacoma
Spokane Drug Co, Spokane

West Virginia
The Kanawha Drug Co , Charleston
The Willlams & Davussun Co, Clarksburyg
‘W H. Chapman & Sons, Wheehng

Sell New Era Primey to every New
Era agent,
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Porch Furniture Contest. }

Stasding of Acm—zzlamen’s Contest.
April 1 to May 4, Inclusive.

[;
#
J. J. MAHONEY - st i
[;

-4

M. L. MCKENNA 1zth
COME ON, BOYS 1}
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M I D. WILSON - 2nd

Y S W.NEWELL 3d \
¥  E. G. PEARCE - st \
Y C.F. PULFER sth \
¥ H.F. WHITAKER 6th 1
¥  WATSON WESLEY 7th A
Y H.L. WILSON - 8th A
Y G.S.RICHARDSON gth ]
¥  W.J. CARLYLE - oth N
Y  E.R.HOAG - o¢th 'y
¥ A W.MARTIN ot A
¥  C.MEHLIG - - g¢th A
Y  G.C.BURNHAMJr.ioth 2
Y S. A HUNTER -irth A
g W. J. SELVAGE 11th h
v
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The Economy of Mixed Paints,
(From ** Drugs, Qs and Pamnls ")

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

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

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

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

Now since fully three-fourths of the
zinc white produced is consumed in the
manufacture of ready-mixed paints, 1t is

evident that while lead in o1l shows a
noemal increase of sumething over ten per
cent., the consumption of mixed paints has
increased by neatly 200 per cent. If these
facts proved nothing else they at least
demonstrate  beyond controversy a
phenomenally disproportionate increase
in the two types of paint. Mareover, as
it is perhaps safe to assume that at least
ninety per cent. of all the paint consumed
is applied by practical painters, it might
also be a just conclusion thatanincreasing
number of painters are finding their profit
in the use of mixed paints or are yielding
to necessity in using them. That this is
the case is a fact familiar to all paint
manufacturers.

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

Ready-mixed paints, including the so-
called comblnation “leads,” are as a
general proposition, compounded of zinc
white, white lead and linseed oil, with or
without greater or less proportions of inert
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materials, such as gypsum, china clay,
barytes, whiting, etc. This outhine of
composition applies, of course, only to the
high grade paints containing no water and
emulsifying matenals. They retail at
prices ranging downwards from about
$1.75 to $1.25 a gallon, according to the
proportion of inert extenders contained.
They will cover, per gallon, when ready
for apphication, from 3oc to 350 square
feet, two coats. the cost per hundred
squaie feet covered amounting, with the
additional oil used in the priming coat,
to about 50 cents,

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

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

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

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

Why, then, are not the bases of ready-
mixed paints composed entirely of zinc?
Simply because there are practical difficul-
ties which make a combination of Jead and
other pigments with zinc preferable to the
single pigment. The French painters,
whose first coat 1s frequently what eur
painters would call a knifing coat, find no
practical difficulties in the prohibition of
lead; but where the ultimatum partiles
are so extremely fine 1t is incompatible
with the essential ease of working to apply
a coat of pure zinc with no more than
enough oil to admt of 2 uniform and unin-
terupted layer of pigment on the surface.
Lead and other pigments are therefore
combmned with the zinc. among other pur-
poses, to reduce the proportion of ot and
to increase the thickness of the single
coating.

But the mixed paint manufacturer has
not proceeded from theory to ptactice, but
vice versa. 1tis the long continued daily
school of practical use and competition
that has taught him to devise paint form-
ulas which shall yield to the customer the
greatest average efficiency and economy.
His paint must exther be cheaper or better
than pure lead to gain him 2 heanng with
the distributer or the consumer; and hav-
ing succeeded in accomplishing one or the
other of these feats, his competitor soon
forced him to accomphsh both,

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

Whitlew-Wililams Drug Co.,  Fayeiteville
California

H R. Tibbetts Paint Co.. Los Angeles

Tenbmok & Co Sacramento

H. R Tibbetts Pane Co . San Diego

Florida

The S B Hubbard Co, Jacksonwviile

Tampa Hardware Co, Tampa
Georgra

N L Willet Drug Co , Augusta
tlinora

Geo E Watson Co , Chicago

Brady Bros. Hardware Co. Jacksonville

Cofbum, Birks & Co . Peoria
Indiaoa
The Evansville Pant & Yarmsh
Co., Ltd , Evansville
lowa
Snckels, Preston & Nutting Co., Davenport
. Torbert, Dubuque
W ‘Ed erly & Cu , Ottumwa
Hormick, Hess & More, Swoux City
Kansas
A B.Whiting Paint & Glass Co , Topeka
Kentucky
Robinson Bros. & Co . Louisvilie
Lomsiana
David Bernhardt, New Orleans
Maryland
Carlin & Fulton, Balur.ore
Massachusetts
Baldwwn, Robkins & Co, Boston
Minnesota
Hackett, Walther, Giates Hdwe
o, St Paul
Montana
A. M Holter Hdwe Co., Helena
New York - . -
- - - Buffalo
S Co. New York City

“~ K Syracuse
Jno. L Thowpsan. Sons & Co , Troy
North Carolina
Burwel) & Dunn Co
Oma
Smith Bros Hdwe Co . Columbus
Cu-Operaung Merchams Co., Toledo

Oxlahoma Territory

Charlotte

Alexander Drug Co , Oklaboma City
Oregon
F. E. Beach & Co, Portiand
Pennsylvania
Sncelraker & Busch, Philadelphia,
Hanover
irdware Co. Putsburg
Reading
Phelps-Straw & Co . Wilkesbarre

Rhode Island
Union Hdwe. & Electric Supply
Co., Providence

South Carolina

Murray Drug Co, Columbia
Tennessce

Fritts & Waenl Chattanooga

Benedict, Warren & Davidson

Co Memphis
Strother Drug Co.. Bristol
Warren-Yarborough Paint &
Glass Co , Nashvilte

Texas

Houston Drug Co . Houston

Grewner-Kelly Drug Co., Sherman
Utah

G F. Culmer & Bro, Salt Lake
Virgama

Barker-Jennings Hdwe Co , Lynchburg
Washington

A.S. Johnson & Co , Tacoma

Spokane Drug Co, Spokane
West Virgima

Thae Xanawha Drug Co , Charleston

The Willlams & Davisson Ca., Clarksburg
W, H. Chapman & Seons, Wheeling

0007-SWP-000128376



o

White City News

Devoted to Matters of Intferest to Our Representfalives.

PUSLISHED BY

oy COLORS.VARNISHES

OETROIT, MICH

MAY 14, 1904.

F. B. DOUGALL, SALEE MANAQER

The inforsmation conlained in this
papey is of a conmfidential naluve.
Please destroy after reading and do
not leave lymng avound,

Complaints on New Era Paint.

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

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

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

My MURTAGU.
Factory Manager

Deer Str —1 called on Mr. Thompson, as per your
instructions. and we visisted the house which he
pamted with New Era No s3 for body and No z4as
trimmer, and found it to be 1n very bad condibon on
the lower half of the house, espectally around the
veranda, railings, columns, and also on a lattice fence,
from which 1 took one of the slats. This will give
you an 1dea of the corditivn of the house.

The houase appears tu have been In good condition
befo-e the patnt was applied, for | scraped off some of
the paiat and found a solid undercoat, and am positive

I hai the paint been apphied properly, there would have

NO. 51

been no troubls

} am myseif sansfied that the cause of the frouble1s
due {0 the paint nct betng brushed out, and having
been fluwed un heavy in order 1o make it cover

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

A petter idea of what I mean can be seen on the
edge of the siat marked X, where the paint is wrinkied
and not dry vet, although appHed last October. This
portion would have been peehing as much as the sile
of slat had )t not been protected, but exposed to the
elements.

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

HARRY WALKER.

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

F R DOUGALL,
Sales Manager.

Re  Attached report.
satisfactory to me

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

New Era, as a body paint, needs plenty of elbow
grease~ it must be well brushed out Two ar three
thin Coats are much 1o be preferred ta ore thick coat
1f pant 1s applied toa heavy in the expeclation that
one coat will do the work, it will result infailure ang
1he palnter wilt lay the blame on the paint,

Ona other prolific source of trouble is in the prim-
ing, and personally I bave always closely scratimzed
this feature. What becomes of all the stuff that 1s
sold at 23 cents per pound in tin®> Most hikely
thnned with bum oils or Gryers on the supposiion
that overcoats of good paint wal bide 1t up and cure
all allments.

Another point which shouid be dwelt sirongly on {s
the thinning of New Era for first coat. There can be
no ebject in the manufacturer incorparating pure oils,

This 1s reasonable and

turps, etc.. in his paint, if the paiater can go to the
store and buy impure thinners, ctc., exc

[ have covered the principatl puints briefly so as to
gne you a tatking basis for future complaints

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

GORDON MONTAGU,
Factory Manager.

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

Turpoline Shellac,

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

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

*“ TAKE HOLD AND LIFT.”

0007-SWP-000128377
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Car Load Orders Received This Week,

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

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

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

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

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

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

The Economy of Mixed Paints,
(Frowm * Drugs, Oils and Pairts."”)

(Concluded from last week )

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

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

&«GQGGG@@GG@QG(@&@&W

Porch Furniture Contest,

Standing of Acme Salesmen’s Contest.
April 1 to May 11, Inclusive,

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

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

W.J.SELVAGE  rz2th
M. L. MCKENNA  zth

COME ON, BOVS 1!
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A Letter From Home.

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

What licle [ knew

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

That probably knew

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

From ' Hardwave Hints "

T. W. CONNOR, SaLta Maraarn

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

We are very highly pleased, indeed, with your
paintand dipping tanks. The equipment could nnt
be better and the stock glves us the very vest results.
It Is ali and even more than you stated. Only a few
days ago the foreman of the palnt shop was lking
with the writer and he voluntarlly stated that we
could not afford to think for a moment of making a
change in our paint lines, Cur business relations
with your company have been most pleasant, for
which we give you no small credit,

With best wishes, we are,

Yours ruly,
MiDLAND MANUFACTURING CO.,
Fred M. Ashe, Gen’] Mgr.

Qur General Distribulers,

Alabama
Gray & Dudley Hardware Co.,
Arkansas
‘Whitlow-Williams Drug Co..
Calitorna
H. R. Tibbetts Paint Co.,
Tenbraok &
H. R Tibbetts Palm Co.,
Florida
The S, B Huhbard Co.,
Tampa Hardware Co.
Georgua
N. L Wiitet Drug Co,
inow
Geo. E* Watson Co..
Brady Bros. Hardware Co.
Colburn, Birks & Cc.,

Indiana

The Evansville Paint & Varnlsh

0., Lt

lowa

%\;Ckl-?ls' Preston & Nutung Co ,

1w, Ed% ly "% Co .

Hormck, Hess & Mors,
Kansas

A.B Whiting Paint & Glass Co
Kentucky

Robinson Bros, & Co ,
Loumans

David Bernhardt,
Maryland

Carlin & Fulton,
Massachusette

Batdwin, Robbins & Co.,
Minnesota

Hackett, Walther, Gales Hdwe
Montans

A. M. Hotter Hawe Co.,
New York

Buffalo Glass Co.,

Sickels & Nutting Co ,

Burhans ack Co .

Jno L, Thompson, Sons & Co ,
North Carahina

Burwel & Dunn Co.
Ohia

Smith Bros. Hawe. Co.,

Co-Operating Merchaots Co..

« Oxlahoma Territory

Atexander Drug Co.,

i
: Oregon

F. E. Beach & Co.,

Peansylvania
Shoenmker & Busch,

s ardware Co..

Phelps-Straw & Co

Rhode Island
Uréon Hdwe. & Electric Supply
0.,

South Carolinz.
Marray Drug Co .
Tennesace

Fritts & Wiehl.
Benedict, Warren & Davidson

Co.
Strother Drug
Wnrren-Yarburonzh Dasnt &
Glass Co.,
Texas
Houston Druy Co.,
Gremner-Kelly Drug Co.,
Utah
G. F. Culmer & Bro.,
Virginig
Barker-Jenmings Hdwe Co.,
Washington
A. S Johnson & Co.,
Spokans Drug Co..
West Virginia
The Kanawha Drug Co.,
The Willlams & Davissan Co.,
W. H. Chapman & Sans,

,» Topeka

Birmingham
Fayetteville

Los Angeles
Sacramento
San Diege

Jacksonville
Tampa

Avugusta
Chicagn
Jacksonville
Peona
Evansville

Davenport
ubuque

Qttumwa

Sioux City

Louisville

4 o

New Orleans
Baltmore

Boston

St Paul
Hetena

Buffalo
New York Crny

Syracuse
ﬁﬂy
Charloite

Columbus
Toledo

Oklahoma Gi ty
Porttand

4 ’

Philade
Hanover
I.: craey

e ll‘u.:-b e

Providence
Columbia

Chattanooga

Memphls
Bristol

Nashville

Houston
Sherman

Salt Lake
Lynchburg

Tacoma
Spokane

Charleston
Clarusburg
Wheelng
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The information conlained in this
paper is of a confidential nature.
Please destroy after veading and do
not leave lying around.
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Porch Furniture Gontest.

COME ON, BOYS!!

&)93555»)>§>§»599»ﬁ4’

Mr. Joe Jinnett, representing our dis-
tributers, The H. R. Tibbetts Paint Co.,
Los Angeles and San Diego, Cal., advises
that New Era is getting to be a disease in
Long Beach,<Cal. By this, no doubt, he
means that it is 2 remedy for all paint ills.

M s
H A
¥ Standing of Acene Salesmen’s Contest. A
Y April 1 to May 18, Inclusive. %
v

¥ ). ) MAHONEY - st A
W LD WILSON - 2nd @&
v C.F.PULFER 3d 4%
¥V E.G.PEARCE - 4th 4
¥V S.W.NEWELL sth &
¥  W.J.CARLYLE - éth %
Y  H.F. WHITAKER 7th &
V  WATSON WESLEY 8th &
Y H.L.WILSON - 8h %
v  G.S. RICHARDSON 8th 2
v G.C.BURNHAM Jr. gth A
¥ ERHOAG - 1oth %
¥ A W.MARTIN  1oth a
¥ C.MEHLIG - -1mth &
V¥  S. A. HUNTER - uth i
g P. H. BETHGE 11th

¥  W.J.SELVAGE 1zth 4
¥ M L MCKENNA 12th %
¥ WM. GALLIE 13th A
w ;

P H., BETHGE.

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

We regret not being able 10 announce
that several other carload orders were
received during the week. We want all
the carload business you can possibly send
us, For the balance of the season try and
keep us husthng filling orders of a like
character.

COME ON, BOYs!

Our Latest New Era Booklets.

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

“ Acme Quality” Proof Conclssive,

after making a thorough test of our Mas-

ter Painters’ Tuscan Red, Ivory Black and |

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

By W N Aubucker (* Piccolo™)
(Copyright, 1904, by Joha Lee Mahin)

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

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

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

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

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

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

To discover the missing ink in his
methed may, and does mean much to the

; salesman.
Mr. J. W. Mitchell, Lincoln, Neb.,

How may he do this? By learning the
expericnce of others

Every 1dea supplies a ‘* missing link’’
in his chain of reasoning. Correct can-
clusions depend upon correct premises,
from which to reason. The more good
ideas, the better the basis for good work.

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

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

A man ssduller tn his own business, than
he 15 in the business of othets, at least, he
believes so, and with good reason. Inhis
own business he learns how much he
does mol know. The vastness of his
ignorance appalls him. Basing his action
on the rule that the average business
man realizes that he does not know too
much about even his own bustness, a
salesman may proceed even with more
confidence.

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

In war it is more difficult to make a suc-
cessful charge against forces whose posi-
tion 1s on an elevation. Attempting to
imfluence a buyer, who, tn your own
belref, 15 higher than you are, 1s like a
charge up hil. A4 reverence for man, is
with some human beings, greater than
their reverence for divimty. It is false
reverence 1n husiness, and detracts from
business force.

Salesmanship consists of brain work,
not brawn work. [tis mind, not muscle,
which does the business.

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

Ihe wish to estatlish confidence on the
part of the buyer, with a conseguent per-
manence as a customer, should not be
allowed to overbalance the wisdom of
tukung the order to-day.

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

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

A salesman does not make permanent
friends by yielding to demands for inside
prices. It 1s a sign of weakness and

weakness excites pity rather than admira-
tion.

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

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

Once buyers learn that a salesman will
yield to pressure and lower a price, that
salesman will be caused to Jead a miserable
existence thereafter, and will ged no orders
without a struggle,

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

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

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

When all the conditions of certain sales

. on the part of a competitor arc known, n

1 most cases there 1s less with which to find

fault than at first glance appears.

When a salesman, after repeated effort
by ordinary methods, fails to succeed with
a buyer, he should use extraordinary

methods, He has nothing to lose but all
to gain. There 1s a way to reach every
buyer.

[t s safer to disbelieve ill of a competitor

than to believe it.  If one belteves he will
bemnfluenced to do likewise, and experience
shows that at least 60 per cent. of such
information is false,

(Cont:ntied nexl week )

New Era in the Lead.

WHITE CITY, KANS . May 10, "o4.

ACME WHITE LEAD AND COLOR WORKS,
Detroit, Mich

Geuntlemen —1 have palnted five houses this spring
with New Era It )13 the best ready-mixed paint that |
ever used [ paimted a house three years ago with
one coat of New Era and 1t looks as good to-day as
the day ] put it on  There 18 a house right slong-
s1de st that was painted two years ago with another
brand of palnt, and 1t 1s peeling and comtng off, New
Era 1s all the* go '’ hera

Yours truly,
L WeEks,
House Puinter.

Our General Distributers,
Alabama
Gray & Dudley Hardware Co, Birmingham
Arkansas

Whitlow-Willhams Drug Co.,  Fayetteville
California

H. R Tibbetis Pamt Co,, Los Angeles

Tenbrook & Co.. . Sacramento

H. R Tivbetts Painc Co , San Diego
Flonda

The S B Hubbard Co.. Jacksonville

Tampa Hardware Co. Tampa
Georgia

N L. Witlet Drug Co.. Augusta
Minais

Geo E Watson Co , Chicago

Brady Bros Hardware Co Jacksonville

Calburn. Birks & Co . Peona
Indiana

The Evansville Paint & Varnish

o, L, Evansviile

Iowa

Sickels, Pyeston & Nutting Co., Davenport

W H Torbert, Dubugque

J W Edgerly & Cu . Ottumwa

Hornick, Hess & More, Stoux Caty
Kansas

A B Whiing Paint & Glass Co . Topeka
Kentucky

Robinson Bros. & Co., Loutsvilte
Lowsiana

David Bernhardt, New Orleans
Maryland

Carlin & Fuiton. Balumore
Massachusetts

Balcwin, Robbins & Co., Boston
Minacsota

Hackett, Walther, Gates Hdwe

o, St Paul

Montana

A M Holter Hiwe Co , Hetona
New York

Buffalo Glass Co , Buffalo

Sickels & Nutung Co., New York City

Burhans & Black Co . Syracuse

Jno L Thompson, Sons & Co, Troy
North Carolina

Burweli & Dunn Co Charlotte
Ohio
Smith Bros Hdwe Co. Columbus
Co-Opuraung Merchams Co, Taledo
Oklaboma Territary
Alaxander Drug Co., Oklahoma City
Oregon
F E Beach & Co. Portizngd
Pennsylvania
Shoemaker & Busch, Philadelphia,
J C Tanger Co., Hanover
Logan-Gregg Hardware Co. Prisburg
Bard Hardware Co . Reading
Phetps-Straw & Co , Wilkesbarre
Rhode Island
Union Hdwe & Electric Supply
Cn. Providence
South Carolina
Murray Drug Co , Columbia
Tennoessee
Entts & Wichl. Chattanooga
Benedict, Warren 8 Davidson
. Memphis
Strothe: Drug Co., Bristo)
Warren-Yarborough Doint &
Glass Co , Nzshvilie
Texas
Houston Drug Co . Houston
Gresner-Ketly Druy Co , Sherman
Ueah
G F. Culmer & Bro.. Salt Lake
Virginia
Barker-Jenmngs Hdwe Co. Lynchburg
* Washington
A S lohoson & Co, Tacoma
Spckane Drug Co.. Spokane
West Vugina
The Kanawha Drug Co, Charteston

The Willlams & Dawvisscn Co , Clarksburg
W H. Chapman & Sans, Wheeling

0 o®
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F R.DOUGALL, SaLES NANAGER

The information contained tn this
pagey 15 of a confidential natuve.
Flease destroy afier reading and do
not leave lving around,

Porch Furniture Contest

Standing of A:xn:s—almmn's Contest.
April 1 to May 25, laclusive.

cRELEx

1. D. WILSON st
J. J. MAHONEY 2nd
E. G. PEARCE 3rd
C. F. PULFER 4th
S. W. NEWELL sth
W. J, CARLYLE 6th
H. F. WHITAKER 7th

WATSON WESLEY 8th
H. L. WILSON 8th
G. S. RICHARDSON 8th
G.C. BURNHAM Jr. oth

E. R. HOAG 1oth
A. W. MARTIN foth
C. MEHLIG 1oth
S. A. HUNTER rith
P. H. BETHGE 1ith
W. J. SELVAGE 12th
M. L. MCKENNA 1z2th

DODDOIDIIIIIDIPIIDIDIIIDIDIIIIIIIDIIPIDD

COME ON, BOYS 1!

DSSIDSIDIISBIDDIBHS>

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

¢

MR W. L. Davies

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

Adamant Barn and Roof Paint and
Keystone Metallic Paint,

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

of cheap paint.

Car-Load Orders This Week.

C. L. Warren, aided by District Sales
Manager Dan Davies, has just landed a
new distributer for Northwest Texas.
The firm is The Texas Paint and Paper
House, Fort Worth, Texas, one of the
most enterprising, oldest and best known
firms in the state, Their first order 1s
for a car-load, sent in by Mr. Warren,
angd they intend pushing New Era Paint
and “Acme Quality '’ lines for all they are
worth.

F. R. Dougall, our genial sales manager,
sent in a large car-load order from The
Cruze-Sterling Co., Knoxville, Tenn., who
took hold of ““Acme Quality” lines about
a year ago, and have since enjoyed a won-
derful success in building up their paint
business, which they attribute largely to
the quality of our New Era Paint. They
are a firm of ‘‘hustlers”’ and order 1n car
lots.

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

New Era Primer.

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

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

Assistant General Manager G. B. Pul-
fer, s still in the West, where he is
getting '‘next? to the trade conditions
and trades people. George 1s a gifted
exponent of the art of **salve spreading "’
and finds the West a wvast field for the
exercise of his powers. He says he went
on this western trip for his health and a
much deserved rest, but judging from the
orders and the “ new deals” hie has made
and sent in, we think he simplycan’t help
talking about Acme Quality goods. Mr.
Pulfer is enjoying personal visits with
many of our western distributers and
customers, We understand that Alf.
showed him sz20s¢ of the sights of "Frisco.

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

met our various district sales managers -

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

$5.00 and $10.00 Assortments.

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

These assortments have proven very
popular with the trade and if you will
advise your customers that this offer will
be withdrawn before your next visit, they
should nearly all place an order for a case
or twe with you »ow and thus get the
advantage of the * gratis offer > of about
1o per cent. in additional goods.

There are only a few more weeks in
which to ‘“ hustie 7 on these assortments.
They should be the diggest and the best

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

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

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

On May 23trd, 24th and 2s5th The
Southern Wholesale Hardware Associa-
tion held its convention at Atlanta, Ga.

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

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

Ceylon Shellac,

Ceylon Shellac is a shellac substitute
that fills the bill in a most satisfactory
manner. It is just what is wanted by the

Hehasalso :

trade throughout the country who feel that

the present price on regular shellac is ex-
+ orbitant.  Qur Ceylon Shellac fulfills all

the purposes for which regular shellac may

be used, and is considerably cheaper. It
" possesses excellent working qualities,
dries as quickly as shellac, cannot be sur-
' pased for fillng and surfacing properties,
and 1s an excellent article for covering
knots, sappy and pitchy places.

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

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

: a larger quantity may cause the goods tp

curdle.

We have just decided to concede regu-
lar paint terms of 6o days, less 2 per cent.
in 15 days, on Ceylon Shellac, and we
hope that you will all take an 1nterest in
placing some of this materjal with each of
your customers.

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

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

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

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

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

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

A salesman whose success is dependent
upor: a good supply of *‘bargains ”’ can-
not hope to establish himself as an adept
in his profession.

There are real bargains in price, and
there are bargains in appearance only, but
the greatest bargains are those which
possess extraordinary merit in salableness.

If you get a chance, travel along the
road in company with your competitor.
The better you know him, the more you
will think of yourself.

Do not think because you get up at six
in the morning that you will sell the most
goods. Its more a matter of when you go
to bed and how much sleep you get.  You
must feel good to do good.

Do not rely upon the introduction of
another salesman to influence business for
you. You stand on firmer ground if you
ntroduce yourself.

We can work better to-day if we give
not toe much thought te to-morrow.
There wouldn’t be so much weight 1n the
pack of trouble we carry on our shoulders
if we didn’t burden ourselves with next
week’s supply.

To climb a hill with least fatigue, never
give thought to the many steps to the top,
but only to one step ahead of you.

When selling one man in a town, forget
all the others until you have done your
work thoroughly with one.

(Continued nexi week.)
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F R, DOUGALL, SaLts Manaaen

The information conlawned in this
paper is of a confidential nature.
Flease desiroy after reading and do
not leave lying around. i

Recent Car-Load Orders.

Mr. P. C. Frayser has sent in a car-

load order from The Evansvifle Paint

and Vamnish Co., of Evansville, Ine.,

who are our distributers at this point.

We can handle as many of them as ysu
can send us.

We have just heard again from

our Dustrict Sales Manager, Mr. C. F..

Elliott, and this time 1t was for a car-load
to be shipped to our distributers at Louis-
vilfe, Ky., Robinson Bros. & Co.

Mr. C. L. Warren just sent us in a
car-load order from the Lowe- Carter
Hardware Co., of Weatherford, Texas.
The car consists of $5.00 and $ro.co
Assortments, Colors, Specialties, etc.

Our District Sales Manager, Mr. C. F,
Eiliott, landed a new distributer in Atlanta,
Ga., while attending the Southern Hard-
ware Jobbers’ Association convention.
This firm is the West Lumber Co., who
are an up-to-date and energetic house.
We are pleased to add them to our list of
general distributers.  Their first order is
for a large car-load of New Era Paint and
a full hne of **Acme Quality ”” specialties,
We congratulate Fred upon landing this
very desirable concern,

*“Come on, Boys!?'

| than azy other brand.

Colonial Floor Wax.

We have recently received two com-
plaints from gdealers stating that they had
asked our salesmen if our Floor Wax was
powdered before buying and were assured
that it was. This seems to indicate a
lack of knowledge of the character of this
article on the part of some of our represen-
tatives, which we hasten to correct.

Colonlal Fleor Wax 1s #of a powder,
but a stiff peste, and is intended for use
on hardwood floors, furniture or wood-
work of all kinds. [t will produce a hard
wax finish that is now so popular and
works te perfection. , This Fleor Wax 15
acknowledged to give better satisfaction
To get the best
results the floors should be gone over
frequently with a weighted brush after
applying the wax. OUne coat of wax every
four or six months will keep a floor in
perfect conditton, and the weighted brush
should be used about every two weeks.
“However, it is not necessary to go to so
much trouble, except where people are
wery critical about the condition of their
floors. We should sell far more than we
do of this article and trust that this fur-
ther knowledge on the goods will result in
your pushing this hne harder than in the
past.

Salesmanship.

By W N Auvbuchon (** Precole™)
{Cpyripht, 3904, by John I ee Mahwm)
(Concinded from last weck )

Jumpmg ahead of your competitor
doesn’t pay. He gets all you leave be-
hind and you leave behind more than you
get.

Merely wishing for business doesn't get
it. 1t’s hke holding the bag in an after-
dark ** snipe hunt.”’

Seeing a customer once at the nght
hour is better than secing him ten timesat
the wrong one,

Sell many rather than sell few. Sell
often rather than over-stock a customer

No. 2
with petishable goods. Yet, see to it that
you sell enough to shut out a measure of
purchases of similar supplies from other
sources,

Do not try to get 1t all. Leave a ittle
for the other fellow. If he doesn’t get
some of the business he will be more stren-
uous, and get more than he would if he
were not satisfied in his 1gnorance of
greater things.

A man who takes sufficient interest tn
your goods to criticise them, 1s a better
man to wotk on than one who is indiffer-
ent.

.You must not expect the buyer to be
lavish 1n praise of your goods. It would
be poor policy en his part. He praises
your goeds to your competitor.

Next time—maore to salesman.— Makin’s
Magazine,

CECECEERECEE€e<€gg€s

Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
Aprif 1 to June I, Inclusive,

COME ON, BOYS !
§§>>>§>>>>>§>>§§§§>§>ﬁé

v A
v A
A A
N

¢ 2
¥ LD WILSON 1t A
¥ 1 J. MAHONEY 2n¢ A
g E. G. PEARCE 3rd §
¥  C.F. PULFER ath A
¥  S.W.NEWELL s A
M W. J. CARLYLE @b A
¥ H, F. WHITAKER 7th A
¥  WATSON WESLEY 8ta 4
Y  H. L WILSON $th A
¥  G.S.RICHARDSON sth A
v  G.C.BURNHAM Jr. gth a
v E. R. HOAG toth a
¥ A W.MARTIN  joth a
v C. MEHLIG 1oth 2
Y S A HUNTER  uth A
g P. H. BETHGE 11th A
v  W.J.SELVAGE 1zth a
v M. L. MCKENNA  12th a
¥ A

¢

0007-SWP-000128384



WHITE CITY NEWS

Southern Hardware Jobbers” Association Convention

Held at Atlanta, Georgia,
May 24, 25, 26 and 27, '04.

Below will be found delegates representing the Acme White Lead and Color
Works, Detroit, Mich.:

H. L WiLson,
Special Representative,

F R. DOUGALL.
General Sales Managor.

C F ELuorT,
District Sales Manager.
Distrsce H.

R. M. BILLINGS.
District Sales Manager
District K.

H H HALLADAY,
District Sales Manager.
Distnict M

The above five met their numerous friends among the hardware jobbers® of
the South and fully looked after, the interests of the Acme White Lead and Color
Woaorks, and talked the Acme Qhality lines, New Era Pants, New Era Varmishes
and Rapid Selling Specialties. The boys report the convention a success in the
fullest and best sense of the word.

|
|
|

Our General Distributers.

Alabama

Groy & Dudley Hardware Co, Birmingham

Arkansas
Whitlow-Wiltiams Drug Co,
California

Fayetteville

H. R Tibbetts Pant Co., Los Angeles

Tenbrook & Ca . Sacramenio

H. R Tibbets Paint Co., San Diego
Flonda

The S B Huhbard Ca., Jacksonville

Tampa Hardware Co. Tampa
Georgia

N L Willet Drug Co, Augusta

Wast Lumber Co , Atlanta
lihinos

Geo E Watson Co, Chicago

Brady Bros. Hardware Co. Jacwsonwille

Colburn, Birks & Cc.. Peona
Indiana

The Evansville Paint & Varnish “

Co, 14, Evansville y

lowa

Sickels, Preston & Nutting Co , Davenport

W H, Torbert. Dubuque

J W. Edgerly & Co , Ottumwa

Hornick, Hess & More, Sioux City

Kansas

A. B. Whiting Paint & Glass Co., Topeka

Kentucky
v Robinson Bros. & Co.,
Loutstana
. David Bernharat,
Maryland
Carltn & Fulton.
Mhssachuserts
Baidwin, Robrins & Co .
Minnesota

! Hkg,'m‘:(l, Walther, Gates |ldwe.

oW

Louisville
New Orleans
Balumwore

Boston

o, St. Paul
Montana
A M Hotter Hiwe Co , Helena
New York
Buffate Glags Co., Buffalo
Sickels & Nutung Co., New York City
Burhans 8 Black Co , Syracuse
Jno L Thompsan, Sons & Co , Troy
North Carolina
¢ Burweil & Dunn Co Charlotte
Leak-Halladay Co , Greensboro
Oho
Smath Bros. Hiwe Co. Cotambus.
Co-Operaung Merchauts Co., Toledo
Qxlaboma Territory
« Alexander Drug Co , Okiahoma Caty
Cregon
. F.E Beach & Co, Portland

Fennsylvania
. §h9_en£\ker &r_Busch.
] « " llardware Co..
H 1. v #Co.,
Phetps-Straw & Co ,
Rhode Istand

Union Hdwe. & Electric Supply

Co..
South Carolina
Murray Drug Co ,
Tennessee
Fritts & Wieht
Cruz Sterhing Co ,
Benadict, Warren & Davidson

0.
. Strother Drug Co .
Warren-Yarburough Paint &
Gilass Co.,
Texas
Houston Drug Ca.,

Texas Paint and Paper House,

Greiner-Kelly Drug Co.,
Utah

G, F. Culmer & Bro ,
Vgmia

Barker-Jennings Hawe Co..
Washingtan

A. S. Johnson & Co ,

Spokane Drug Co.,
West Virginia

The Kanawha Drog Co ,

Philadetphia,
Hanover
Pittsburg
Reading
Wilkesbarre

Providence

-

Columbta

Chattanooga
Knoxville

Memphus
Bristol

Nashwille

Houston
Fort Worth
Sherman

Salt Lake
Lynchburg

Tacoma
Spokane

Charleston

Twhe Wilhams & Davisson Co, Clarksburg

H. Chapman & Sons,

Wheehng
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F R.DOUGALL, SALES MANLGER

The informalion contained in this
paper is of a confidential naturve.
Please destroy after veading and do
not leave lying arvound.

Neal’s Brewers” Enamels,

Some of our boys are making friends
with the superintendents of breweries on
their territory, and the result 1s a nice
business on our high-class line of Brewers’
Enamels.

Brewers’ Enamels are ‘* Acme Quality
and cannot help but be highly endorsed by
the class of trade to whom such material
is naturally of interest. Our line com-
prises enamels admirably adapted for the
various purposes for which same are
designed.

Our Wall Enamel is just the thing for
finishing walls and ceilings and presents a
hard, lustrous, sanitary finish not affected
by steam or moisture in any form, and
the character of finish obtalned is such
that work fimshed is easily keptclean and
wholesome,

Enamel is used very extensively for
enameling the heads, sides and hoops of
kegs and barrels. To meet requirements
demanded we offer our Neal’s Brewers’
Keg Enamel. Same possesses cvery re-
quisite, has exceptional covering capacity,
dries quickly and hard, with an excellent
gloss and will withstand any amount of
washing and exposure without injury.

As a protection against rust and for the
purpose of finishing iron columns, stair-
cases, tanks, etc., we offer our Neal’s
Brewers’ Graphite Enamel.  These goods
represent the maximum durability and
serve as a mast excellent protection and

" very durable.

|

preservative on any surface fimished with
them,

Our Neal’s Brewers’ Insulating Enamel
for use on pipes, condensers, etc., has
the utmost elasticity, will withstand
expansion and contraction to a marked
degree, and like balance of the hne is

You would find it easy to get good
business from this class of trade, if looked
after carefully. We have the enamels
that we know a good demand exists for,
if you will only work with us and cater to
it. We will be glad to send color cards
and write letters toany brewers whon yon
succeed in interesting on this line.  If you
can do good work i this direction write
us for prices. Note color card attached.

fé«««««««««@«
Porch Furniture Contest

Standing of Acme Salc:men s Contest.
April 1 to June 8, Inclusive.

L D. WILSON st

SOSDPIPIDIDIIDIDY

J. J. MAHONEY 2nd /
C. F. PULFER 3rd 4
E. G. PEARCE 4th /
S. W. NEWELL  sth
W. J. CARLYLE 6th
H. F. WHITAKER 7th

WATSON WESLEY 8th
H. L. WILSON 8th
G. S. RICHARDSON 8th 7
G.C.BURNHAM Jr. gth /

E. R. HOAG Toth
A. W. MARTIN 1oth
C. MEHLIG 1oth 3
S. A. HUNTER 11th
P. H. BETHGE 11th 4
W. J. SELVAGE 12th y
M. L. MCKENNA  12th 4

This contest will not close until r
the gross amount sold reaches 4
$5,000.00. Y
COME ON, BOYS!! Y

LEECEEECEELEECCERCCECECELECCEREeL L gCCed€e
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Varnotile.
For Fumshing Floors

When you shall have enameled every-
thing you own, and painted your house,
there stili remain to be treated, your floors;
for with a shabby floor one is much like a
person very stylishly and becomingly cos-
tumed and wearing a pair of shabby boots,

Vamotile 1s a specially made varnish for
finishing floars. No. surface must with-
stand harder usage than that which is
walked wupon constantly. Varnotile 1s
tough and elastic, dries properly, and
is easily apphed. For new floors of open-
grained wonds, such as oak or ash, the
wood should fiest be filled with a good
paste wood filler, such as Davies’, tinted
to match the wood.

When a smooth surface has been pre-
pated, apply a coat of Varnotile, let it dry
thoroughly and hard, rub it with curled
hair or pumice and water (preferably the
latter), wipe, and when perfectly dry put
on the second coat and let # dry. You
can leave it glossy, or if you hke a Iitle
duller finish, rub it again with pulverized
pumice and water or oil, but wipe wery
thoroughly if oil is used, as dust adheres
to it easity and spoils the floor.

Davies’ Varno-Floor-Stains are best for
floors where you desire to tmitate oak,
mahogany, walnut, cherry or rosewood.

Golf Ball Enamel.

We have just added te our Acme Quat-
ity line, a new specialty that should prove
a ‘“‘long drive’* and a sure winner. Our
Golf Ball Enamel js far superior to any
other make and lower 1n price than the
Enghsh Enamels. There is a big field for
a bang-up, rehable articleof this chdracter

« and you will find it possible to do a nlce

business in this line with jobbers and
dealers in sporting goods all over the
country, Golf balls must be kept white
and frequent coats of enamel applied, so
that they are not easily lost. Hence the
demand from the consumers. It is offered
in quarter-pints and in white only.
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New Era Pamt Ta]ks

(A Contrnued Series )
No 1

Economy for the Practical Painter.

The practical pamnter can become a good
friend or bad enemy to New Era Paint, or
any other brand, and it depends largely
upon the salesman which way he will
“flop.” It is conceded that it pays to
cultivate his  friendship, to solicit his
approval and interest and to conzince
him that there s practical economy to him
in using New EraPaint. Thisisa mighty
simple proposition, and anybody can
proveit,

It only takes 24 gallons of New Era
Paint for the same job that requires 30
gallons of white lead and ol paint, mixed
by hand.

Assuming that the painter can mix his
uwn paint for the same cost per gallon
as New Era (and he certainly cannot do
1t any cheaper) he would save his time in
breaking up and mixing his paint, and he
would save the value of 6 gallons of paint
on every thirty-gallon job, or one-fifth of
his paint bill. The following cut shows
the difference between the covering capac-
ity of New Era Paint, white, and S. P. lead
and oil paint. I}t talks for itself:

s1x galions. Now can ! return the balance ? Please
let me know at once, and oblige
W E.Byhas
 Based on Mr. Byham’s remarks our
representatives, when they have occasion
to estimate quantity required to paint a

given surface, should always remember ;

that New Era has deadedly exceptional
covering capacity and should therefore
make a strong point of the comparatively
small quantity of samerequired, this being
only one of the economies in using New
Era.

Colonial Floor Wax,

The package is dressed In a new suit
We attach hereto one of our new labels
for Colonial Floor Wax. This label is
| more in harmony with the high grade
quality of the article. A good article
, should be well labeled, and Colenial Floor
Wax is essentially

a good article.

Nothmg for this

purpose is or can

be better. With

this handsome

label, the excel-

lent quality of our

wax and renewed

interest on the

By the use of New Era the contracting
painter saves money for himseif, does a
better job, and a far more permanent one,
thus giving his customer better satisfac-
tion and ** boosts ”* his own reputation as
a first-class painter.

Economy of New Era.

Acme WHITE LEA© AND COLOR WORKS,
Detroit, Mich.

Gentlemen —About one year ago your agent called
on me and measured my hall and told me It would take
about twenty gallons of paint 10 paint I, but he sad
if 1t d1d not take.that amount 1 could return the bal-
ance. This spring I had 1t painted and 1t only took

TReaaruo wahn
Leas  sad o

part of our repre-
sentatives and
distributers’  re-
presentatives in
*“ weighing up *?
the trade, the re-
sult will be that
most all of the

waxed floors in the country will be finished

in good old ““ Colonial 7’ style. Read the
i directions, they will post you on talking
! points.

OMAHA, NEH., June sth, 1904.
ACME WHITE LEAD AND COLOR WORKS,
Detrost, Mick.

Gentlemen.~Yours of late date at hand,’and in
reply would say that the Master Painters’ Oll Colors
sent me are beyond compare—ihe best 1 have ever
used of any kind. Should they be placed in this
market w1l use no ofher, Would be very grateful
for your color ¢ard case, and method of showing your
paints for house work, as Mr McKenra spoke of.
Wil do all 1 can 10 make your pammts popular with
all | come in contact.

Yours very truly,
L. D. BLACKWOOD, Contracting Painter,

Our General Disttibuters.
Alabama
Gray & Dudley Hardware Co., Birmingham
Arkansas
Whitlow-Wilhams Drug Co .
Caltlornma

Fayetteville

H R. Tibbeus Paint Co., Los Angeles
Tenprook & Co. Sacramento
H R Tibbetts Paint Co., San Diego
. Florda
The § B Hubbard Co., Jacksonville
Tampa Haraware Co Tampa
Georgia
N L Wiet Drug Co., Augusta
West Lumber Co Atlanta
hnors
Geo E Watson Co , Chicagn

Bragy Bros. Hardware Co. Jacksonville

Colburn, Birks & Ce.. Peona
ladiana
The Evanswville Paint & Varmish
Co., L, Evanswille
Iowa

S!Lkels. Prcsluu & Nuttung Co, Davenpon
W H Tor Dubuque

J W Ed rIV & Cu, Ottumwa
Hornick ess & Mors, Stoux City
Kaneas
A.B. Whiting Paint & Glass Co , Topeka
Kentucky
Rovinsen Bros. & Cn , Lowsville
Loumana
David Bernhards, New Orleans
Maryland
Carlin & Futwon, Baltimore
Massachusetrs
Baldwin, Robbins & Co . Boston
Mianesota
Hackeu, Walther. Gates Hdwe.
Co., St. Paul
Montana
A. M Holter Hdwe Co , Hetena
New York
Buffalo Glass Co., Buifalo

!
Sickels & Nutting Co , New York City
Burhans & Black Co., Syracuse
Jno L. Thompson, Sons & Co., Troy

North Carolina

Burwell & Dunn Co. Charlotte

Leak~Halladay Co.. Greensboro
Dhio

Smith Bros Hdwe. Co.. Columbus

Co-Operating Mercharts Co., Toledo
Oklaboma Terntory

Alexander Drug Co., Oklahoma City

Orcgon
F., E Beach & Co , Portband
Pennsylvania
Shoemnker & Busch. Phiadelphia,
T Hanover
| PR T IAN lnrdware Cuv.,  Piusburg
! Readin
Phelps~5tmw & Co , Witkesbarre
Rhode Island
Union Hdwe. & Electnc Supply
Co. Providence
South Carolina
Murray Drug Co , Columbla
Tennessee
Fnits & Wiehl. Chattanooga
Cruze-Sterling Co.. Knoxville
Banedlcr Warren & Davidson
Memphis
Sh'other Deug Co., Bristol
Warren- Yarborough Paint &
Glass Co , Naghville
Texas
Houston Drug Co.. Houston

Texas Paint and Paper House, Fort Worth

Gramar-l(elly Drug Co., Sherthan
tah

G. F. Culmer & Bro , Salt Lake
Virginia

Barker-Jennings Hawe Co., Lynchburg
Washington

A. S. Johnson & Co., Tacoma

Spokane Drug Co., Spokane
West Virginia

The Kanawha Drug Co, Charleston

The Willlams & Davisson Co., Clarksburg
W. H. Chapman & Sons, Wheeling
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ACME {imsih
Liquid Slating

A durable blackboard finish of excellent quality, offering an
exceptionally fine surface.

LIST PRICES
Gallon cans.ieeses «0- . . $3 oo per gallon
Half-gallon cans. .. . . PEEE
Quartcans .. . . .. oo v orn 360
Pintcans.... ... .. a0
Half-pint cans. ., s ecens b ans enes . . 48 ¢ *
A Liberal Dixcount to the Trade.
'L""'Il

TRADE BUPPLIED BY
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Paints, Enamels and Stains

FOR QENERAL USK

NEAL’S CARRIAGE PAINTS, ** The OW Original
For re-painting vehicies, or any 01d thing—indoors or
outdoors—requiring a durable vamish- gloss finish.

NEAL'S CARRIAGE TOP DRESSING
For leather and rubber tops, dash-boards and leather
Rgoods,

ACME WAGON AND IMPLEMENT PAINTS
For farm implements, wagons and trucks.

NEAL'S ENAMELS
For producing & real enamel finish upon furniture and
uoodpwork. Artistic, sanhiary and easy 1o keep clean,

NEAL'S INTERIOR ENAMELS
For interior woodwork, walls andcellings. Avealenawmel
ata popular price. Durable, sanltary, artlstlc and easy
to keep clean.

NEAL'S BATH-TUD ENAMELS
For zinc bath-tubs, footbaths, woodwork, walls and cell-
ings of baih-rooms, laundries, and alk surfaces exposed
to hol or cold waler, steam or molsture,

NEAL'S 'CYCLE ENAMELS
For mparting a real ¢enamel finish 1o bicycles,

NEAL'S SCREEN.ENAMELS
For door and window fly-screens and frames. Wil not
clog the meshes,

NEAL'S ALUMINUM ENAMELS
For fadiators, steam pipes, ormamenta) fron work and
aretal surfaces of all kin Unaffected by axtreme heat,,
<old or moisture.

NEAL'S FLORENTINE ENAMELS
For stove pipes, heating drums, grates. fenders, coal
hods, etc. ithstands extreme heat. Dense Brilhiant
Black and Russia Lron Color.

GRANITE FLOOR PAINTS
For tuterior fioors, Steps and surfaces to be walked upon
Quick-drying and durable.

ACME HOUSEHOLD PAINTS
For painting benches, shelves, chalrs, flower pots and
mumgzble articles aboutevery home that become marred

s}

> CCLORS VARNISHES ]
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A heavy-bodied Primer, the use of which
insures a proper foundation for the follow.
ing caats of New Era Paint, or any first
quality paint, It should be reduced gallon
for gallon with pure Linseed Qi1 : : :

It possesses greater body and elasticity
than ordinary ochre primers, and imparts
a surface over which subsequent coats of
paint give a much handsomer and more
durable finish. : : : H : :

0007-SWP-000128390



Practical Painters’ Use

The followiryg are recommended 2o muet The
tequir=inents of practicad pamters desning guods
that may be bpended  em oo secure ~ fisfactory
resuliae

Master Painters” Stock White
Master Painters™ Devil's Red, Intydtmn
Master Painters® Trimming Green, 1 qunt foem

Master Painters’ Color in Qil, Sincaly Pure

Acme Superfine Coach and Car Colors
Michigan Seal White Lead,
Davies® Paste Wood Filler

Davies' Liquid Wood Filler

French Crown Tinting Ochre, I» .

Neal's Enamels, Ths Soovine

New Era Varnishes
YARNDI E—Fer Flaois aned Smwdar 8 tfaces
NEFROVENF—Far Daterier Woodnore
FRIFROFTIE—For Faterior Worork
NORUB FLAL FINISH- For Prod a0 Flar
Erusy Wiyt R b hang,

———
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The inforination confatned tn this
paper 15 of a confidenfial nalure.
Please destroy after reading and do
not leave lying avound.

LL ST LLLLILEL L TLIL LIS
Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
Agpril 1 10 June 15, Inclusive.

I. D. WILSON 18t
J. J. MAHONEY  2nd
C. F. PULFER 3rd
E. G. PEARCE ath
S. W. NEWELL sth
W. J. CARLYLE  6th
H. F. WHITAKER 7th

WATSON WESLEY 8th
G, S. RICHARDSON 8th
G.C. BURNHAM Jjr. oth

C. MEHLIG toth
E. R. HOAG 11th
A. W. MARTIN 11th
S. A. HUNTER 12th
P. H. BETHGE 12th
W. J.SELVAGE 12th
M. L MCKENNA 13th
WM, GALLIE 14th

This contest will not close unti] the gross
amount sold reaches $5,000.00.

COME ON, BOYS !1
Yi‘s»»»%»»‘;»»»;

CEEEECECECEEEECECLECCECEEECECECEEEEEL&
SIDSOPIPIOIPIDOIIIIDIIIDIPIPISIISHIIDIIIID

A Good Practical Painter's Report.

After giving your French Crown Tinung Ochre a
thorough test, ] am pleased lo state that | find »
supertor to any dnting ochre I ever used during my
entire experience. | also had occasion to test your
Master Palnters” Chrome Yeilow, Medium. | found
same an excellent prece of goods. being most desirable
and econosucaf fur tnting purposes. It is my inten-
tion 10 use Your unung colors whenever 1 require
go0ds 10 this line. JOHN SANDERS.

Car Load Orders This Weck

District Sales Manager Alf, R. Kelly
and A. W. Martin have just sent in a car-
load order from A. S. Johnson & Co., our
distributers at Tacoma, Wash.

Alf. has also sent in an order this week
for two cars from The Spokane Drug Co.,
our distnbuters at Spokane, Wash.

Our distributers at Portland, Ore., F. E.

Beach & Co., are finding their business
growing so rapidly that they have foundit
necessary to order three car-joads of **Acme
Quality '’ goods. Alf, R. Kelly sent 1n
this order.

Alf. seems to be determined to clean up
a car order from every one of his distribu-
ters before coming n to the district sales
managers’ convention, He and Clarence
Jones have just sent in an order for a
large car for shipment to The A. M. Hol-
ter Hardware Co., our distributers at
Helena, Mont.

We are just in receipt of a car-load order
by mail from our distributers, The H. R,

Tibbetts Paint Co., at Los Angeles, Cal. |

Come on, boys !
= [00K OUT foR
> QUR

< JALESMAN>
Moral: Use Acme Porch Furniture
Enamel, It dries quick and hard.

Our hine does not comprise anything for
which a more active demand exists at this
season of the year than Neal's Screen
Enamels. These enamels are particularly
designed for finishing window and door
screens, wire cloth, etc., also for finishing
sash and frame or wood parts.

These enamels cover well and give an
excellent finish with the application of a
single coat. Neal’s Screen Enamels, while
having good bady, have no tendency
whatever to clog the meshes of the ware,
which would result in an unsightly ap-
pearance and prevent a free circulation of
air, Our product in this line has the
faculty of beautifying any surface on
which the goods are used, and of protect-
ing it from the ravages of the elements and
decay. The finish imparted is durablc.

These enamels are furnished under a
neat, attractive label. We provide our
jobbing friends with mailing shps fully
describing the goods, and same bear their
imprint.  Ample advertising matter is fur-
nished, including attractive hangers for
display purposes. No dealer should be
without a stock of Neal’s Screen Enamels.

Neal’s Screen Enamels sell so readily
and please so universally thatas a natural
consequence a demand for other ‘‘Acme
Quality ”” lines is created. We hope to
make many new friends in the trade
before the close of the season on this most
excellent line, which 1s constantly grawing
in pepularity,

0007-SWP-00012839z
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New Era Paint Talks
(A Cuniinued Scvies )

Things to Think of When You Buy
Paint Yourseff,

First.  THE REAL COST OF PAINT.
Tins does not depend nearly so much upon
the price per gallon as vpon the guantity
regurred and Jength of time it will wear,

Second. HOW MUCH WilLL BE RE-
QUIRED? This depends upon *‘ covering .
capaaty.’’ New Era will cover solidly as
many square feet of surface to the gallon 2
as it is possihle for properly made paint to
do. Much more than white lead and oil, |
inixed-by-hand, or cheap (?) brands of
paint—at least 25 per cent. morc. This !
means only four gallons of New Era needed ‘
to every five required of the mixed-by- .
hand, or chieap (2 ) kind.

Third. HOW LONG WILL IT WEAR.
This depends upon climatic cenditions.
New Era will wear five years—sometimes
longer, very seldom less. It is safe to say
50 per cent. Jonger than white lead paint,
mixed-by-hand, or cheap ( ? ) brands.

Fourth. THE COST OF PAINTING. It
costs much more to apply paint than for
the paint itself, to be conservative we will
STy 50 per cent. more, X cosls as muck
10 apply poor paint as good paint.

Fifth. THE COST PER YEAR. This
1s what tells the story. To determine it,
divide the cost of the paint and applying
the same by the length of time that will
elapse before it is necessary to paint again. -
We will assume for instance that it costs
as much to buy New Era Pant for a
building as for white lead paint or a cheap
inferior brand (the cost is more per gallon,
but it requires fewer gallons.) Paint and
painting cost say $6o. The lead paint
and cheap mixed kind would wear not to
exceed three years, or a cost of 20 per
year. New Era pant would wear at least
four and one-half years, or a cost, per year

of $13.33. A saving of 334 per cent.

New Era Primer.

As sample card, attached to this issue,
indicates this 1s a very heavy bodied
primer, the use of which produces the
proper foundation for the following coats
of New Era Paint orany firstquality paint.
Pigments 1in our New Era Primer are
essentially the very best for the purpose,
viz., pure white lead and imported French
ochre.
made by the old Dutch process. The
French ochreis an exceptionally high-grade
article, same as we use in ouar French
Crown Tinting Ochre. It is mast posi-
tively the best article for flling the pores
of the wood that has ever been placed on
the market, and it Is a distinct innovation
with us. Most of the grades on the
matket are composed of large quantities
of adulterations and inert matter, which
renders them practically useless for prim-
INg purposes.

The vehicle in New Era Primer is pure
linseed oil and a small quantity of binder.

The economy of using New Era Primer,
in view of the fact that it will stand reduc-
ing gallon for gallon with linseed oil, 15 at
once apparent.,
body and elasticity than ordinary ochre
primers, and imparts a surface over which

handsomer and more durable fimsh., The
field for afirst quality piece of goods of this
character should, we are satisfied, prove to
be a most productive one. 'When endeav-
oring to open up new agencies, if not
successful upon the first occasion of your
visit, see if you cannot secure an opening
order for New Era Primer. Try and get
prospective and New Era agents started
on this primer even though they may be
handling another manufacturer’s brand of
house paint. This will serve as a wedge
and mean a commencement at least, and
we are quite confident that dealers who
begin with us in this manner will be so
well pleased with our primer that by the
time you make your second visit, and in
many instances probably tefore, they will
have made up their minds that they require
New Era Paint equally as much as
they need New Era Primer. We consid-
er this suggestion worthy of consideration
on your part, as we feel positive that the
ultimate result we are Jooking for will fol-
low in due course. Take advantage of
every possible opportunity to put in a
sample order of New Era Primer, and thus
help build businesson New Era Paint, and
by its use #nder New Era Paint insure far
more reliable and satisfactory results.

The white leadis a pure carbonate, .

|

It possesses far greater |

Acme Liquid Slatiog.

Slating is a ine of goods used very ex-
tensively, particulatly during the months
of July and August when school is not in
session, Our AcmeLiquid Slating imparts
a very superior finish, We offer it in
black and dcep green. It is exceedingly
fine 1n texture, and Is made only from the
best materials the market affords. The
result of using our +lating i< a smooth sur-
face free from grit or gloss, very requisite
features, A surface finished with Acme
Liquid Slating has a perfect affinity for
chalk, We think it would be an excellent
plan to interview the superintendents of
the various schools at points you wisit,
and place the merits of our line before
them with a view of getting them to speci~
fy same. We are perfectly willing to
furnish them with sample for the purpose
of making practical tests if desired. Fol-
lowing out the plan suggested will, we are

| subsequent coats of paint give a much ! sapsfied, gain us many new friends and

result in matenally increasing our already
extens,ve busmess In this line of goods.

Neal’s Bath-Tub Enamel

This article is prepared with a view to
resist the effects of steam, moisture and
extremely hot water. No ordinary finish
will do this, not even for the walls and
woodwork, The entire room should be
enameled. Size the walls with thin glue,
as for papering, then finish with enamel.
Itis practically imperishable and can be
cleaned like a piece of china.

Far finishing the inside of refrigerators

; and sinks, nothing can compare with the

enamel made for the purpuse. A refriger-
ator, especially the ice chamber, very
quickly becomes foul, especially when at
all old; the metal becomes rough, every-
thing adheres to it and it becomes slimy.
Wash, scald and dry it thoroughly, then
enamel everywhere, racks and all, with
enamel. It will form a hard, smooth,
beautifully white surface which can be
wiped off with a damp cloth every day,
and your refrigerator or ice box will be as
sweet and clean as a china bowl. Same
with a sink; no rusting, no greasy sur-
faces and always such a sense of satisfac-
tion and perfect cleanliness is conveyed
by 1ts white surface.

0007-SWP-00012839¢
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Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
April 1 to June 22, Inclusive.

I. D. WILSON 1St
J. J MAHONEY 2nd
C. F. PULFER 3rd
E. G. PEARCE ath
S. W. NEWELL sth
W. J. CARLYLE 6th
H. F. WHITAKER 7th
C. MEHLIG 7th
WATSON WESLEY 8th
G.S. RICHARDSON 8th

H. L WILSON 8th
G C.BURNHAM Jr. oth
E. R. HOAG 10th
A. W. MARTIN roth
S. A. HUNTER tith
P. H. BETHGE 1ith
W. J.SELVAGE 1ith
M. L. MCKENNA 1z2th
WM. GALLIE 13th

PIDIIDOIISISIIFIOIIIIIPOIDIDIIIDSIIDIIIINID

COME ON, BOYS 1!
&§§§§§>§E§>§§§§§§§>§>

MCCLURE, OHIO, June 7, 1904

ACME WHITE LEAD AND COLOR WORKS

Dear Stis —I have received my sample of New
Era Paint of Wr. Lowery, and would say your paint is
att right. [ am palnting at present with your paint on
the second house, [tisthe best I have ever used.
Will use your paint right along. and | have more
painting tha# T can do this summer | remain,

Yours truly,
J N. DETRAY.

Car-Load Orders This Week,

J. 3 MAHONEY

Mr. J. J. Mahoney and District Sales
Manager S. H. Hart landed Messrs.
Romarys, Goeglein Co., Fort Wayne,
Ind., for a car-load of New Era Paint,
New Era Varnishes and a full assortment
of our specialties, etc. Thisfirm has been
our retail agents at this pointfor years and
their business has grown on New Era
Paint to such a large propoertion that
they now find it convenient and, in fact,
necessary to buy in car lots.

Mr. J. H. Kavanagh has just sentin a
nice car-load order for New Era Paint and
*‘Acme Quality ** lines from our distribu-
ters, The Burhans & Black Co., at Syra-
cuse, N. Y., in Mr. W. I Carlyle’s
district.

Neal’s Interior Enamels,

This article is prepared with a view to
covering large surfaces inexpensively, as
walls and woodwork. Formerly, to have
a painted wall that could be washed, it was
necessary to paint it with several coats of
paint, watting a long time for each to dry
hard, and in order to get a good, even
effect of color, the final coat would be
stippled ; this concealed 1mperfections and

|
|

inaidentally caught dust and retained it.

With Neal’s Interior Enamels, a perfect-
ly smooth surface of fine, even calor and
texture is produced, that will not mar
readily and is easily kept clean.

It 1s an entirely sanitary way of finish-
Ing walls, ceilings and interior woodwork,
and is easily applled over painted, var-
nished or new surfaces.

Coming in great varety of color and

: tint, it1s delightful for working out color

schemes in endless variety.

It is pot up in larger packages, also
gallons, half-gallons and quarts, as well as
pints, half-pints and quarter-pints, and
specific directions for it's application are
found on every package.

The cost is about the same as for ordi-
nary paint, and the effect is incomparably
better and handsomer.

LINCOLN, NEB , June 10, 1904,
ACME WHITE LEAD AND COLOR WORKS,
Detroit, Mich.

Gentlemen —Your Master Pamters’ Oil Colors
ave the best 1 have ever used. They are stronger,
hetter, cover and color mora lead than I even could
unagline, Respactfully yours,

J W MITCHELL.

BATTLE CREEK, MICH . June 20, 1904.
ACME WHITE LEAD ARD COLOR WORKS,
Detroit, Mach.

Dear Strs ~You have wntten in regard to the
sample of Tinting Ochre sent me I tried 11 and
think 1t is very fine quabty, firely ground and of good
strength ard shade. What s the price of i1?

Yours,
H.C W)NEBRENNER.

CAuroN, N.J | June 17, 1904.
ACME WHITE LEAD AND COLOR WORKS,
Detrost, Mich.,

Gentlemen —Your colors are very good. They
cover exira good. We painted a wagon yellow and
it was fine, but to test it, we have to wait to see how
fong it holds its color. Your Red was fine, but the
Green was too gay a color—nobody wanted it, but 1t
13 good, it covers so wall.

Yours truly,
Jas STEVENsON.
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F. R DolgaLt,
General Sales Manager

ALr R KEtLy,
District Sales Mgr. Dis. A

DAN DAV)Es,
District Safes Mgr. Dis, B.

A D Hoacg,
District Sales Mgr, Dis. C

S H. Harr,
District Sales Mgr. Dis D

Wu L Davies, THOMAS NEAL
President. Sec'y and General Manager.

Our District Sales Managers’ Convention.

Held in Detroit from June 20th to 30th, 1904,

\ UR conwvention of District Sales Managers has been *“on’’ all
week, and has been most successful in every way. The num-
ber and character of the subjects discussed, as well as the care-~
ful thought and minute attention to detail by our District Sales
Managers, on their respective districts, made evident by their
addresses and informal talks, testifics to the immense good derived
by us all from a meeting of this kind.

Each District Manager has come to this convention * primed to the
guards ' and we have adopted many resolutions pertaining to the future
handling of detail which cannot fail to be beneficial.

This i< a convention where every minute is devoted to business, and
many matters have been broughtto our attention by our District Manag-~
ers which will have careful thought, and many will be acted upon im-
mediately. )

This afternoon the officers of the Company and our District Sales
Managers will take the four o'clock car for the flats, and will forget alt
about business untit their return on Mondaynoon. Theyare going toshow
Dan how to catch éig black bass (and other fish) at Hank Avery’s well
appointed * hotel >’ on the north channel where the famous Ti-Ki Club,
No. 1, repaired some yearsago. Many of nur representatives will “remem-
ber the trip.”” Hank Avery says he wants to get even, if he can. In
any event we wtll have a good time, and on Monday noon will be backn
Detroit, when we will again be busy on matters .of interest to our District
Sales Managers, our representatives, our customers and ourselves.

In next week’s issuc of WHITE CITY NEWS we will tell you more
about this convention.

R. M BILLINGS. H.H HaLLADAY,
District Sales Mgr, Dis K. District Sales Mgr. Dis. M.

A M WOODWARD,
Mgr Promotion and Publicity.

;

E R HOAG. ~
District Sales Mgr. Dis F, ‘“

W J CARLYLE
District Sales Mpr Dis. G

C F EwuoTr,
District Sales Mgr. Dis. H.

H L wWison,
Distnct Sales Mgr Dis. J.
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Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
April 3 to June 29, Inclustve.

L D. WILSON 1st
J. J. MAHONEY  2nd
C. F. PULFER 3rd
E. G. PEARCE 4th
S. W. NEWELL sth
W. J. CARLYLE  6th
H. F. WHITAKER 7th
C. MEHLIG 8th
WATSON WESLEY 8th
G. S. RICHARDSON ¢th

H. L. WILSON oth
G.C.BURNHAM Jr. 10th
E. R. HOAG 11th
A. W. MARTIN th
W. J. SELVAGE 1ith
S. A. HUNTER 12th
P. H. BETHGE 12th
M. L. MCKENNA 13th
WM. GALLIE 14th

DHPDDEHHHIOBDHBIDDDIDHBIPHIDBIDIDIIDLIDBB

COME ON, BOYS!!
&“$§>§§§§>§§§§§B§§»>§§

We should have an unusually good de-
mand for Acme Liquid Slating during the
coming two months, “Take hold and
hft.”

Now is the time to sell Neal’s Screen
Enamels, Push them hard.

JULY 2, 1904.

N l‘ Sl
([¢rr17‘,,sg‘a,‘ 5> COLORS VARNISHES
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NO. 6

New Era Paint Taik_é

(A Continued Series)
Neo 3

The way our forafathers mixed paint by hand. Some
pamters, who are too siow to keep up-to-date,
s1iit use this method.

" Things to Think of When You Coantract

for Paint and Painting,

First. INSIST ON GOOD PAINT to in-
sure the greatest durability and so as to

" avoid the necessity of incurring the ex-

| pense of painting again long before it

should be necessary.

Second. WHY NEW ERA PAINT
SHOULD BE USED. It is made from the
best paint materials only. There is a tag
on every gallon can that tells just what it
s made of. There is nothing to conceal
or be ashamed of. We rather publish the
truth—and all of it. [t insures the maxi-
mum in durability and the minimum in
quantity required.

Third. WHITE LEAD AND OIL PAINT.

the best paint either for wearing or cover-
ing. Comparative tests with New Era
Paint have proven it beyond question.
White lead alone used as a base results
in a paint that in a comparatively short
time will “chalk off.”” Rub your hand
over the surface of a house painted
in this way. The powder upon your
hand is the lead which has become
*“loosened,” no longer forming a
protective coating, but will wash off
1 every rain storm. New Era Paint will
cover about 25 per ¢ent. more surface to
the gallon than white lead paiot.

Fourth. PROGRESSIVE PAINTERS
HAVE CONVINCED THEMSELVES that
the proper admixture of oxtde of zinc with
lead makes 2 much more serviceable and
economical paint than when lead alene
is used, and also that paint, mixed
in exact proportions and finely ground hy
means of special powerful machinery, is
far preferable and less expensive to them
and to consumers, than when imperfectly
mixed and tinted by hand in uncertain
proportions.

Fifth. A GOOD PAINTER AND GOOD
PAINT make the best combination that
can be secured to produce a good job of
painting—one that will be satisfactory in
years of service, appearance and cost.

New Era Varnishes.

1t cannot be too firmly impressed on the
minds of the trade that we are leaders in
the varnish as well as in the paint line,

Pure lead and linseed oil does NOT make : This fact is rapidly becoming recognized,

[ [
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as is evinced by our finding 1t absolutely
necessary to materially increase our facili-
ties a short time ago. We have plenty of
room to further enlarge our present ex-
tensive, commodious plant, and hope that
the time is not very far distant when
increase 1n volume of business will justify
steps being taken in this direction,

Qur business in New Era Paint and
Rapid-Seller Specialties is growing at a
rate which 1s a source of gratification to
us, This should apply with equal force
to New Era Varnich, and it wail if you
will all put your shoulders to the wheel. -

You cannot laud the praises of New
Era Varnish too highly. You get the
business and we will back you up with
goods that cannot help but make and
retain friends. You are well acquainted
with the fact that New Era Paint has
made hosts of friends among the painters’

fraternity. Every single one of these
painters should, and we are quite sure
can be convinced that eur varnish is on a
par as regards quality with our New Era
Paint. A host of practical painters are
now using our varnishes exclusively.
Talk New Era Varmsh to every painter
you meet.

Get them to call on our agents for these
goods. We are sure that 1n a great many
instances they will be perfectly willing to
do so. Present them with a varnish
catalog, so that they may know what a
complete line we offer. Keep after them
on the proposition vigorously. Express a
willingness to submit samples if desired.
Talk New Era Varnish just as hard as
you do New Era Paint and results must
follow. Make us hustle to take care of
business you secure 1n this line.

Come on, boys.

New Faces at the thte Cxty this Week.

A W MaRLIN
Temtory A 2

Some of our
most enthusias-
tic and success-
ful representa-
tives have never
seen the White
City, or learned,
at first band,
how extensive
and cowmplete 18
our equipment
and facilities.
For this reason
we asked them
to come to De-
troit for the last
week of the Dis-
trict Sales Man-

C L WaRREN
Temtory B 5

agers' Convention, and the gentlemen whose faces are shown here have been spending
a few days going over our plant, studying our advantages and learning many useful
lessons about our products and business methods, that will enable them to conduct

the campaign of their lives this fall.

P C T RAYNER
Terntory H 35

present and fu-
ture of each of
these gentlemen,
but we will re-
frain,and simply
state that they
are more than
ordinarily suc-
cessful sales-
men, and are
conducting the
work in their
respective terri-
tories in a man-
ner that 1s
highly gratify-
ing to us.

I

We could write Jong articles about the past,

H KAVANNAGH
Ferntary G a1

Qur General Distributers.

Alabama
Gray & Dudley Hardware Co., Birmingham
Arkansas
Whitlow-Wilhams Drug Co ,
Cah[arma
H R. Tibbetts Pant Co.,

Fayetteville

Los Angeley

Tenbrook & Co , Sacramento
H R. Tibbetts Pant Co San Diego
Flonda
The S B Hubtard Co., Jacksonviile
Tampa Hardware Co ampa
Georgia
N L. Willet Drug Co, Augusta
West Lumber Co, Atlanta
Himois
Geo. E_Watson Co , Chicago
Brady Bros. Hardware Co Jacksonville
Colbura, Birks & Ce.. eona
Indana
The Evansville Paint & Varnish
Co, L4, Evansvilie
lowa
blckels Preston & Nuttng Co , Davenport
. Torbert, Dubuque
W "Ed rerly & Co , Ovumwa
Hormck ’Hess & More, Sioux City
Kansas
A. B. Whiting Paint & Glass Co.. Topeka
Kentucky
Robinson Bros. & Co., Lovisville
Louisiana
David Bernhardt, New Orleans
Maryland
Carlin & Fulton, Baitim.ore
Minnesgota
Hacxkett, Walther, Gates Hdwe
Co St. Paul
Montana
A M Holter Hdwe Co , Helena
New England
Baléwin, Robtins & Co., Boston
New York
Buffalo Glass Co., Buffajo

Sickels & Nutung Co - New York City
Burhans & Black C Syracuse
Jno L Thompson, Sons & Co, Troy

North Carolina

Burwell & Dunr Co. Charlotte

Leak-Haliaday Co., Greenshoro
Ohio

Srmth Bros Hdwe Co., Columbus

Co-Operauing Merchams Co, Toledo
Oxlahoma Terntory

Alexander Drug Co., Oklahuma City

Oregon
F. E Beach & Co, Portland
Pennsylvama
Sthoemaker & Busch, Philadelpma.
J C Tanger Co., Hanover
Logan-Gregg Hardware Co Pitsburg

Bard Hardware Co., Reading
- Phelps~Straw & Co . Wilkesbarre
Rhode [stand

Union Hdwe. & Electric Supply
Co., Providence

South Carolina

Murray Drug Co., Columbia
Teonessee
Frts & Wiehl Chattanooga
Cruze-Sterling Co . Knoxville
Benedict, Warren & Davidson
Co, Memphis
: U Bristo}
| uw A vy Pamt &
: ¢ v Nashville
Texas
Houstor: Drug Co., Houston

Texas Pant and Paper House, Furt Worth

Gremer-Kelly Drug Co.. Sherman

Utah
' G F.Culmer & Bro, Salt Lake

Vairgina

Barkee- Jennings Hawe Co., Lynchburg
Washington

A. 8. Johnson & Co, Tacoma

Spokane Drug Co., Spokane
West Virginia

The Kanawha Drug Co, Charsleston

The Williams & Davisson Co . Clarksburg
W. H. Chapman & Sons, ‘Wheeling

UG . -
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Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
April 1 to July 6, Inclusive.

1. D. WILSON 1st
J. J. MAHONEY 2nd
C. F. PULFER 3rd
E. G. PEARCE 4th
S. W. NEWELL s5th
C. MEHLIG 6th
W. J, CARLYLE 6th
H. F. WHITAKER 7th
WATSON WESLEY 8th
W. J. SELVAGE gth
G. S. RICHARDSON g¢th
H. L. WILSON gth
G.C.BURNHAM Jr. roth

DS

/

A

E. R. HOAG 11th
A. W. MARTIN 1tth
S. A. HUNTER 12th
P. H. BETHGE 1zth
M. L. MCKENNA  r3th
WM. GALLIE 14th

EIELEA LR IL S LR RE LI L L S I B S A S L L L

COME ON, BOYS 11
xlﬁs»»»»»»»}»»»

President Wm. L. Davies has betaken
himself away to his favorite summer
resort, ““The Hermitage,”” in Grimsby,
Ont., where he expects to enjoy the sum-
mer months. Mr. Davies is in the habit
of mixing business with pleasure and gen-
crally comes back from his summer vaca-
tion with 1deas that mean new business,

&5;§>>§9§§Bb§§§§§>>>§§‘ EPS

|

1
‘ MR |. D WILS0N
!
i

i We are just in receipt of advices from
i Troy, N. Y., to the effect that the stork
i paid a visit to the home of Mr. L. D
1 Wilson, our genial representative for New
York state, the morning of July sth. A
9 pound baby girl was the result of the
visit. The inhabitants of the White City
all send congratulations and best wishes.

’ THEY INTEREST YOU.

!’ Coruaplaints on Davies’ Varnish Stains and
Davies’ Vatno-Floor-Stains,

1 We think you will be interested in not-
ng the results of our investigations of
several recent complaints on above lines
because you will then know how easy 1t
1s to adjust such complaints on the spof,
Customers frequently complain that the
shades are nat true to color card, or that
the contents of a can marked Light Oak
or Cherry looks like Mahogany, or that
Mahogany looks like Light Ouk, and will
state that they opened three or four cans
and found them all just as bad. How
glad we would be if our representatives,
or our distributers’ representatives, would
jump at this kind of a kick and eat it up
by a httle demonstration, And it Is se

! stans are ftransparent when
* therefore, there is not much pigment 1n

easy. Just a lttle etbow grease, a pleas-
ant smile and a short remark, such as
“ Well, ,why don’t you stiritthoroughly. i

All these complaints can be traced to the
same cause—not properly stirred. These
applied,

each can, but there is some, and 1t settles
to the bottom and the varnish and thmner
of course rises to the top. The Oak,
Cherry, Mahogany, and, 0 fact all the
shades, look just about ahke when the
cans are opened, because the thinners are
on top and they are the same colur 16 each
shade., But the pigment or stain is there

' just the same and needs very careful stir™

ning, because there is not much of it,
You can geta large variety of shades from
three or four cans of say Cherry, which
were put up at the same time and out of
the same batch, depending upon the amount
of stirnng you have done. We just had a
complamton Cherry. Sixcans wereopened
by customer and none were true to color.

1 Sa:d he got four different colors ot of
1 six cans. Date ontep of cans showed when

they were put up. We opened six cans
out of the same stock. The first can we
did not stir at all and got a fimish like
Light Hard Oil. The second can was
stirred slightly and we got a datker finish,
and so on until the last was sfivred thor-
oughly and the finish produced was right,
We then thoroughly stirred all the cans
that were complained of and returned and
the results In each case were identically
the same and proved conclusively that our
customer had not stirred the goods except
very little.  We wish you would educate
customers on this point and remember 1t
yourself, as the information will come in
useful very often. By this you will see
how easy it is for us to get the questinn-
able end of the stick.
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WHITE CITY NEWS

New Era Paint Talks

(4 Cou enred Serees )

No 4

*' Full Measure *'

Things to Think of by the Patoter and
Consumer When Deciding Between
the Use of New Era, Paint
or White Lead Paint.

THE COMPARATIVE COST of white
lead paint and New Era paint can easily
be figured by any painter or consumer.
The following example represents a mix-
ture intended for first-coat work:

1colbs. S P white lead in oil costs §
5 gations Iinseed o1l costs .. .
2 hours Iakor m mxmg .. .. e e

Totat cost §

Based on claim made by white lead
manufacturers that it requires five pounds
of strictly pure white lead n oil, reduced
to proper painting consistency, to cuver roo
square icet two coats, the above mixture
would cover zoco square feet two coats,
Divide the total cost by 20 and the resuit
is the cost for 100 square feet.

Now figure the cost of New Era Paint
reduced for first-coat worik:

1 gatlon New Era Paint costs. 3
¥ -gailon hnseed o1l costs. .+ .

No cost for miung and anting  Simply
needs to be thoroughly strred.

This makes 14 gallons of paint. To
get cost of one gallon, divide by 1%4. A
gallon of New Era covers at least 3o0
square feet, two coats. Divide the cost of
1 gallon by 3 and the result will be cost
for covering 100 square feet, two coats.
Compare this with the cost of white lead
paint for the same amount of surface and
note saving 1n favor of New Era.

In a 100 pound keg of white lead in oil

you only get from g5 to g7 pounds of lead
—the rest is keg. The proportion of keg
in the smaller packages 1s even greater.
New Era pzaint is put up in gallon pack-
ages containing a full U. S. standard gallon
of paint—237 cubic inches of pure paint.

The following is sent us by M. M.

. Cross, an enterprising salesman for Bene-

dict, Warren & Davidson Co., of Mem-
phis, Tenn. Mr, Cross makes good use
of this in securing New Era customers .
Prokens, Miss., June 1st, 1904,
To Whom 1t May Concern —This 1s to cerufy that
1 have handled '* New Era’ Pawnt and other goods
made by Acme White Lead and Color Works far
more than a year, and ¥ take occasion to say that no

othier hine of my business pays a larger perceniage of H

profit on amount 1nvested from time to Ume

Nutwithstanding there are paints handled here i

‘‘cheaper n price, but just as good’’ 1hey say, 1
betlave It could be safely stated and truthfully, too,
that 1 have sold twice as much paintas all other paint
dealers combined since 1 began seling *‘ New Era®
goods. Yours traly,
(Srgrned) H W JACKSON,
Dealer i Hardware and Paimts

Our General Distributers,

M

T W GCONNOR, Sauty MANAGLH

We have recently closed contracts for
year’s requirements of materials of our
manufacture with the following represen-

tative concerns *

Bloomsburg Lumber and Manufaciuring Company,
Bloomsburg, Pa Manufacturers of toy bedsteads
Large users of enamels

Foster Bros Manufacturing Company, Baltimore,
Md  Manufacturers of metal bedsteads

Specially Manufactuning Company, Tltusviiic, Pa
Manufacturers of lawn swings.

Taylor Wagon Works, Lynchburg, Va  Manufac-
turers of farm wagons.

Rumsey & Company, Ltd., Seneca Falls, N Y.
Manufacturers of ron pumps

The Siandard Harrow Company. Luca, N. Y.
Manutacturers of farm 1mplements

The Milburn Wagon Company, Toledo, Oio.
Manutacturers of farm wagons

The Ohio Manufacturing Company, Upper San-

Alabama
Gray & Dudley Hirdware Co, Birmingham
Arkansas
Whitlow-Williams Drug Co,  Fayetteville -
Califormia
H R Tibbetts Pant Co.. Los Angeles
Tenbrook & Co , Sacramanto
H. R Tibbketts Paint Co., San Diego
Florida
The S 8 Huhbard Co | Jacksonville
Tampa Hardwarz Co Tampa
Georgia
N L Willet Drug Co, Angusta
West Lumber Co , Atlanta
{llmno1s
Gen E Watson Co , Chicago
Brady Bros Hardware Co Jacksonville
Colburn, Birks & Ce, Peoriz
{ndiana
The Evansville Paint & Varnish
Co, L4, Evansville
lowa
Sickels, Preston & Nutting Co., Davenport
W H Torbert, Dubuque
J W Edgerly & Co., QOttumwa ~
Hormick, ‘;iess & More, Sioux City
Kansas
A B Whiting Paint & Glass Co , Topeka
Kentucky
Robinson Bros. & Co . Louisvitle .
Lowsiana ~L
Dawvid Bernharat, New Otleans
Maryland i
Carlin & Fulon, Baltsmore
Mianesota
Hackett, Walther, Gates Hdwe
Co. St Paul
A M Holter Hdwe Co, Helena
New England
Baldwin, Robbins & Co , Boston
New York
Buifalo Giass Co , Buaffalo
Sickels & Nutting Co . New York Ciy
Burhars & Black Co , Syracuse

Jno L Thompson, Sonc & Co , Troy
North Carolina

Burwell & Dunn Co Charlotte

Leak-Halladay Co . Greensboro
Ohiv

Smuth Bros Hdwe. Co.. Columbus

Co-Opseraung Merchants Co, Toledo
Oxlahoma Terntory
Alexander Drug Co , Okizhoma City *
Oregon
F. E Beach & Co, Portiand
Pennsylvania -
Shoemaker 8 Busch, Philadelphia,
J C Tanger Co, Hanover N \
Logan-Gregg Hardware Co. Pittsburg .
Bard Hardware Co . Reading
Phelps-Steaw & Co , Wilkesbarre
Rhode Island
Union Hawe. & BElectric Supply
Co. Providence -
South Carolina

dusky, Ohio. Manufacturers of farm 1mpl

The Gala Manufacturing Company, Albion, Mich.
Manutacturers of farm implements.

F. E. Myers & Brolher, Ashland. Otio  Manufac-
turers of iron pumps

The Farmers’ Handy Wagon Company, Saginaw,
Mich Manufacturers of farm wagons and Imple-
ments

Most of the above have their paint
department equipped with our system of
dipping appliances.

Notwithstanding the sa-called dull sea-
son at this time of year the Manufacturing
Trade Department is still shipping car-

loads, an eighty-barrel shipment of patnt *

reducer having gone forward to the Weber
Wagon Company, Chicago, last week.

Murray Drug Co . Columha
T
Fritts & Wiehl Chattanooga -
Cruze-Sterling Co , Knoxville
Benedict, Warren & Davidson
U, Memphis
Strother Drug Co . Bristol
Warrer-Yarbarough Paint &
Giass Co , Nashville
Texas e
Houston Drug Co.. Hauston
Texas Pamt and Paper House, Fort Worth
Greiner-Keny Drug Co. Sherman
Utah
G. F. Cutmer & Bro., Salt Lake
Virgmnia
Barker-Jennings Hdwe Co., Lynchburg
Washington
A.S Johnson & Co, Tacoma
Spokarne Drug Co.. Spokane
Weet Virginia
The Kanawha Drug Co , Charleston

The Willlams & Davlsson Co.. Clarksburg
W. H. Chapman & Sons, Wheeling
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Porch Furniture Contest

Standing of Acme Salesmen’s Contest,
April 1 to July 6, lnclusive.

L. D. WILSON 1st
J. J. MAHONEY 2nd
C. F. PULFER 3rd
E. G. PEARCE 4th
S. W. NEWELL sth
C. MEHLIG 6th
W. J, CARLYLE 6th
H. F. WHITAKER 7th
WATSON WESLEY 8th
W. 1. SELVAGE gth

(. S. RICHARDSON gth
H. L. WILSON oth
G C.BURNHAM Jr. 10th
E. R. HOAG 1ith
A. W. MARTIN 1ith
S. A. HUNTER 12th
P. H. BETHGE 12th
M. L. MCKENNA 13th
WM. GALLIE i4th

COME ON, BOYS!!

&S§>§§§§§§>§§B§ >§>§>>>§;?
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New Era Paint Talks

(A Continued Sevics)

Things to Think Of by the Practical
Painter.

The best practical painters agree that
pure lead and oxide of zinc, combined in

. proper proportions, and thoroughly and

finely ground n and reduced with pure
linseed oil and sufficient turpentine and
turpentine dryer, make a paint that will
cover better, go farther, produce a better
finish and wear much longer than if lead
alone is used as a base. Such a paint we
are offering in our New Era,

QOur New Era Paint differs from other
ready-mixed paints in the market for the
reason that it is not a “ patent’’ or chem-
ical combination, soap mixture, or emulsion
paint, but is a pure lead paint, containing
enough zin- oxide fo preventthe lead from
chalking, with the necessary colors
required to produce tne various tints and
shades, thoroughly ground in and thinned
to the proper consistency with pure refined
linseed o1l, turpentine and turpentine
dryver—-just such matenal as any first:
class practical panter weuld use and
endors>  ‘-ure :éad is the most desirable
base p.gment for psat. It possesses

greater opacity than other white pigments.
However, to secure the most durable,
economical and satisfactory results from
s use, 7t is Tmportant that it be com-
bined with zinc white in proper and exact
proportions. While white lead has the
advantage of great opacity, 1t possesses
two disadvantages 1n that it requires more
of it to cover a given surface than it
does of zinc oxide, and also its lack of
durabitity under exposure. These faults
are corrected when combined with zinc
white, and a result of a proper com-
bination of the two, as presented in
our New Era Paint, 1s an 1deal and perfect
paint as regards durability, covering
capacity and superior finish,

No Fish Story.

One of our representatives tells the fol-
lowing: He was discussing the merits of
New Era Paint with a painter the other
day. This painter had spread thousands
of gallons of New Era Paint and was an
enthusiastic Acme Quality man. The
painter, in the course of the conversation,
said: “Why, there are only two brands
of mixed paint on the market, anyway.’’
This statement rather took out represen-
tative’s breath away and he sad:
“Why! What do you mean?” The
painter replied: * New Era Paint and all
the others.”

Car-Load Orders This Week.

We are in receipt of another car-load
order from our distributers, H. R. Tibbetts
Paint Co., Los Angeles, Cal., whose car
orders are received regularly and fre-
quently.

We received an order this week for a
car-load of Acme Quality products sent in
by our Mr. S. A, Hunter and shipped to
our distnibuters at St. Paul, Minn,, The
Hackett-Walther - Gates Hardware Co.
This concern 1s enjoying a splendid paint
business this season.
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District Sales Managers’ Convention.

il i

LAY -

C F Fllwott
A D Hoagy
Wm I. Daves

Frank R Dougall
H 1. Wilson
H H Halladay

S, I Hart

Dan Pavies W § Carlyle R M Billinga
¥, R Hoag Thomszs Neal
A M Woodward  Alf R Kelly

Above is a very good photo of our District Sales Managers, taken while attending
our District Sales Managers’ Convention, June 20th and 3oth last. The boys all state
that this was the most successful convention ever held by the Acme Co.

Qur representatives are now atl ’caking
their vacations. While they are enjoying
a well earned rest, no matter in what form,
whether lying 1n a hammock swung n
some shady nook epjoying their after-
dinner Havana, or if it’s trymg to entice
the wily black bass from his lake home,
or strolling along the board walk at
Atlantic City, or taking in the sights of
gay Coney Island, we hope they will
improve the shining hours in thinking up
new ways of increasing their business and
formulating a campaign for this fall that
will place the Acme Quality products to
the front on their various territories. We
wish them all a pleasant holiday and hope
they will return to their work refreshed
and prepared to ‘‘take hold and lift’’
with renewed vigor.

We are just in receipt of a wire from
Mr. J. W. Daly, advising us that the
sterk paid a visit to hus home at 7 o’clock
a4, m. on Monday, the 11th inst., the
result of which wasan eight pourd boung-
ing boy. The WHITE CITY NEWS joins
Mr. Daly’s many friends 1n extending
congratulations and best wishes.

MR FRANK SCHADE

The Sales Departr-ant has just been
informed that Frank Schade, salesman for
Logan-Gregg Hardware Co., of Pittsburg,
Pa., is contemplating paying Detroit and
Whate City a visit. We will all be glad
to meet Frank and renew old acquaintance-

l ship. .

' Atabama

Gray & Dudley H-«rdware Co,
Arkansas

Whitlow- Williams Drug Ca
Cahforom

Our General Distributers,

Birmingham

Fayettewille

H R. Tibhetts Paint Co.. Los Angeles
Tenbruok & Co, Sacramento
H. R Tibbetts Pant Con,, San Diego
Flonda .
The S B. Hubbard Co., Jacksonvilie .
Tampa Hardware Co, . ampa ~
., Georpia '
N. L Willet Drug Co., Augusta
West Lumber Co , Atlanta
Illinoss
Geo E Watson Co, Chicago .
Brady Bros Hardw’we Co. Jacwsonville
Colburn, Birks & C eoria
Indana
The Evansville Paint & Varnjsh
Co,ld, Evansville
Towa '
S:ck:ls‘ Preston & Nutung Co , Daven]:orl (EAY
Torbert, Dubugque
. W Edgeriy & Co , Ottumwa
Hormck ess & More, Sioux City
Kansaz
A B Whiting Pamnt & Giass Ca Topeka
Kentucky
Roblnson Bros. & Cu , Lowsvilte
Lowmana ~
i David Bernbardt, New Orleans
i Marylangd
. Carlin & Fulton, Baltimore
i Minnecsota
Hacket, Walther, Gates Hdwe.
Co. St Paw)
Montana
A. M Holter Hdwe Co , Helena
New England
Baldwin, Robbins & Co , Boston

New York

Buffalo Glass Co ,
Sickels & Nutting Co.,
Burhans & Black Co.

North Carolina
Burwell & Dunn Co.
Leak-Halladay Co.,
Ohio
Smath Bros Hdwe Co.,
Co-Opervating Merchants Co.,
Oklaboma Territory
Alexander Drug Co..
Oregon
F.E. Beach & Co,
Pennsylvama
Shoemake' & Busch,

. ardware Co.

Phelps-Straw & Co N
Rhode Island
Urggn Hdwe. & Elecinc Supply

South Carolina
Murray Drug Co .
Tennessee
Fots & Wieh),
Cruze-Sterling Co .,
Benadla. Warren & Davidson
s - -
v '
o
Texas
Houston Drug Co ,
Texas Paint and Paper House,

Pant &

Gresner-Kelly Drug Co
Urgh

G. F. Culmer & Bro.,
Virginia

Barker-Jennings Hdwe Co..
‘Washingron

A, S. Joiinson & Co.,
Spokane Drug Co ,

West Virginia
The Kanawha Drug Co ,
The Wilhams & Davisson Co ,
W. H, Chapman & Sons,

Jno. L. Thompson, Soms&Cn, T

Buffalo

New York City
Syracuse

roy

Charlotte
Greensboro

Columbus
‘Toledo

Oklahoma City
Portland

Philadelphia, o
Haunover
ttsburg
Reading
Wilkesbarre

Providence

Columbla T

Chattanooga
Knoxville

Memphis -
Bristol

Nashville

Houston
Fort Worth
Sherman

Salt Lake
Lynchburg

Tacoma
Spukane

Charleston
Clarksburg
Wheeling

0007-SWP-00012840:




