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INTRODUCTION 

T
E wide divei·sity of t he General Electric 
ompany's products and service frequent ly 

auses its vari ed publicity to be regarded 
s a series of unrela ted adverti sing efforts . 

In reali ty, the many aspects of t he Compa ny's 
publicity are so closely bound together by a common 
purpose that they a re, in t he la rgest sense, a complete 
and unified express ion of its service as a whole. 

' Vith the intent of presenting General Electric 
~ublic i ty as such a unified expression, t his book seeks 
~accompli sh three p rincipal object s: 

1. T o sum up t he Co mpany's tot a l ser vice to t he 
public as set fo rt h in t he collected p ublicity of prod­
ucts that carry t his service into t he lives of millions. 

2. T o trace, link by link , the unbroken cha in of 
publicity which extends from t he great public 
utili ty that purchases generating appara tus to t he 
householder who buys a sin g ! ~ lamp. 

3. T o picture to every di vision of t he Compa ny 
- research , engineering, manufacturing, a nd com­
mercia l- t he valu e of Genera l Electri c contact wi t h 
the purchasin g public a nd to indicat e the ways in 
which t his contact, created by p ublicity, can assist 
in building a yet greater fu t ure for t he Company . 

Genera l Electri c has m ade a nd cont inues to make 
la rge investments in its ma nufact uring plants and 
machinery, its laboratori es a nd ma teri a l, its fini shed 
products and- most important of a ll- its t housands 
of employees. 

Balanced again st th ese tangibl e assets is a more 
elusive property- but one which a lone can justify 
the materia l investment and establish its value. 
This property consist s of public good will expressed, 
directly or indirectly, in terms of purchase. It is 
measured by t he Company's hold on the consciousness 
of men ~nd women- by t he ext ent of t heir conviction 
that the G-E monogram represents t he highest worth 
in the product that carri es it- by their belief that it 

symbolizes a service rendered by the General Electric 
Company as a whole, even though exemplified in the 
smallest electrical device. 

This good will is creat ed and continued by four 
active agencies, occupying separa te fields but exercis­
ing a close mutual support. They a re personal effort, 
radio broadcasting, motion pictures, a nd printed 
publicity . 

Direct sales result from the personal efforts of 
General Electric salesmen and of t he organizations 
built up by G-E Distributing J obbers. Their most 
obvious work is t he selling of appara tus to the 
actual user and of commodities to the reta il trade. 
G-E products, through their long and dependable 
service, a re without question the best advertising 
t ha t the Company can produce, but" its ran ge is 
limited to purchasers and to t hose who have imme­
diate contact with the apparatus or device. Of im­
mense service also is the creation of good will 
throu~h the salesman 's personality . H e is in a posi­
t ion t o render- heart ily and resourcefully- countless 
little a ttentions and t o perform worthwhile service 
t hat will be ·gratefull y remem bered by cust omers, 
actual and prospective. 

A .favora ble acquaintance with the General Elec­
t ric Company is fos t ered a lso by its radio broadcast­
ing service. The broadcast programs of ' VGY a t 
Schenectady and of t he more recently erected 
sta tion , KGO at Oakland, have created a good will 
and appreciation tha t in thousands of hearts amounts 
a lmost t o personal a ffection. vVGY has been in 
opera tion a little more than two yea rs, KGO for 
only a few mont hs, but in a short span of time they 
have est ablished a n intimate rela tionship between the 
General Electric Compa ny and hundreds of thousands 
of list eners. 

The uni versal popula ri ty of motion pictures has 
created another opportunity to spread abroad a 
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friendly conception of electrical service and to link 
the G-E monogram with stories of national progress 
and personal advantage. Apart from films of a 
directly advertising nature, the Company has pre­
pared many educational pictures which dramatize 
various phases of electrical manufacture. Every year, 
these films are suggesting to millions of people who 
see them the scientific accomplishments of General 
Electric and the scope ~f its service. 

For print.ed publicity, however, there is reserved 
an exclusive and unique function in the Company's 
program- that of crystallizing friendly public senti­
ment, making it a fixed and substantial possession 
of General Electric, and fostering its growth among 
a ll classes of consumers. . 

Publicity not only supplements direct sales 
work by putting the buying public in a receptive 
frame of mind; it also tells the story of specific 
G-E products to millions who cannot be reached 
by personal salesmanship, and to those who as Yet 
have no personal knowledge of these products. It tells 
a uniform, balanced story, stressing the points that 
need emphasis accord ing to the class of prospects 
to whom the advertising is addressed . It is the voice 
of the Company speaking to a great public tha_t 
determines the amount of the Company's business. 

On a common basis of educational promotion, 
General Electric publicity erects its various groups 
of advertising and at the same time co-ordinates 
them in an essential unity. The purchaser of a large 
generator may think of General Electric as an 

embodiment of engineering knowledge applied to 
heavy apparatus.. The retail electrical dealer knows 
the Company best in the guise of a great distributing 
house. The home dweller may think of it as the : 
exponent of fine lighting and of efficient wiring 
devices. It remains for General Electric pubficity 
to tell the whole story of the Company to the whole 
world- to gather its many activities, its various 
aspects, and all its forms of service into a single 
thought symbolized by the G-E monogram. 

Our publicity is designed to sell G-E products to 
those who have not yet become acquainted with 
them; it is designed to convince former purchasers of 
the wisdom of continuing a relationship that has 
a lready brought them so much of benefit; it is 
designed to create a wider and keener appreciat ion 
of electrical goods and service- an appreciation that 
will continue to develop a broader opportunity 
for the promotion and sale of General Electric 
products. 

In estimating the importance of General Electric 
publicity, it must be borne in mind that the Com­
pany's service cannot be appreciated until its 
products have been bought and put to use. Our 
business cannot attain the utmost stability until the 
name and monogram of the Company become a ' 
purchasing guide to a ll those who can receive benefit 
from articles of G-E manufacture. 

To this end General Electric publicity seeks a 
binding contact with the millions who control the 
Company's destiny- those who purchase its products. 
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Gra:ehic Analysis of 1924 Publicity 

DISTRIBUTION OF PUBLICITY FOR ALL PURPOSES AND PRODUCTS 

SPACE ADVERTISING A- La mps 40.9 % C- Apparatus and Supplies 24. l % 

OTHER P UBLICITY B- Merchandise 10.7 D - Gencral 24.3 

DISTRIBUTION OF SPACE ADVERTISING 

IN PERIODICALS 
FOH. ALL P URPOSES AND PROD UCTS 

EXCEPT LAMPS 

A- T echnical Journals 
13- Industrial J ourna ls 
C- Trade J ourna ls 
D--Newspapers 
E - General Magazines 
F - Farm Journals 
G- College Periodicals 
I-I- Ju venile Magazines 

PROD UCTS 
A - Centra l Station Dept. <i.5 % 
B - Turbine Sales .6 
C- Switchboard Dept. 3.5 
D - Ra ilway Dept. 2. !J 
E - Marine Sales .8 
F- Industr ial Dept. H .8 
G- Fractiona l H .P . Motors 2.8 
I-I - Merchandise Dept. 16 6 
I - Composite Products Promotion 4.1 
J - Field Sales Promotion 2.7 

19.8 % 
13.6 
3.5 
8.'l 

42.3 
6.4 
5.5 

.7 

IN PERIODICALS 
FOR ALL SALES DIVISlONS 

EXCEPT LAMPS 

7 

F 

D 

IN PERIODICALS AND OUTDOORS 
LAMPS ONLY 

A- T echnical Journals 
B- lnduslria l Journals 
C-Trade Journals 
D- General' Magazines 
E- Farm J ournals 
F--Posters 

• 

EDUCATIONAL 
K.- llural Communities 
L - College U ndergraduates 
M- Factory Neighborhoods 

1.3% 
.8 

5.5 
42.8 

8.5 
41.1 

General Advertisiqg 

N - Magazines 
:-.II - Ju venile Magazines 
N2 - Alumni Magazines 

(i .4% 
5.5 

.9 

30.8 % 
.7 

1.4 

Graphic Analysis of 1924 Publicity 

DISTRIBUTION OF PUBLICITY FOR ALL PURPOSES AND PRODUCTS 

D 

L. '.C . SPACE ADVERTISING A—Lamps 40.9% C—Apparatus and Supplies 24.1% 

[ OTHER PUBLICITY H—Merchandise 10.7 D—General 24.3 

DISTRIBUTION OF SPACE ADVERTISING 

G 

A 

E 

D 

IN PERIODICALS 
FOR ALL PURPOSES AND PRODUCTS 

EXCEPT LAMPS 
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C—Trade Journals 
1) —Newspapers 
E—General Magazines 
F—Farm Journals 
G—College Periodicals 
H—Juvenile Magazines 

19.8% 
13.6 
3.5 
8.2 

42.3 
6.4 
5.5 

.7 

c 

D 

B 

IN PERIODICALS AND OUTDOORS 
LAMPS ONLY 

A—Technieal Journals 
B—Industrial Journals 
C—Trade Journals 
D—General Magazines 
E— Farm Journals 
F—Posters 

1.3% 
.8 

5.5 
42.8 
8.5 

41.1 

IN PERIODICALS 
FOR ALL SALES DIVISIONS 

EXCEFT LAMPS 

PRODUCTS 
A —Central Station Dept. 
B —T urbine Sales 
C—Switchboard Dept. 
D—Railway Dept. 
E—Marine Sales 
F—Industrial Dept. 
G—Fractional H.P. Motors 
II—Merchandise Dept. 
I—Composite Products Promotion 
J—Field Sales Promotion 

A 
B 

G 
D 

L 

N 6.5% 

3.5 
2.9 

:N1 14.3 
Nz 2.3 

G 16 6 
4.1 
2.7 

H K 

EDUCATIONAL 
K—Rural Communities 6.4% 
L —College Undergraduates 5.5 
M—Factory Neighborhoods .9 

General Advertising 
N—Magazines 30.8% 
Nl — Juvenile Magazines .7 
N2—Alumni Magazines 1.4 

7 



Graphic Analysis of 1924 Periodical Advertising 
TO THOSE WHO PURCHASE DIRECT FROM GENERAL ELECTRIC 

COMPANY- ALL PRODUCTS EXCEPT LAMPS 

TFTHNl CAL JOL'.H:\ .\LS 
A - Railway Dept. 13. 1 C:O 
H Central Station Dcpl. 26 .. 5 
C - I ndustria,J Dept. 24 .5 
D- Merclrnndise Dept. 3 
E - Turbine Dept. 2.!J 
F'- Switchboarcl D ept. 13.8 
G- Marine Sa,les ~l .8 
K Composit e Product Promot ion I 'l A 

l:\D USTIU:\L JOUllNALS 
A- Hai lway Depl. 2.3 c;a 
R -'-Centra l Stat ion Dept. 4.7 
C - lnd11s tri11l Depl. 67.5 
D - Merch11 11rl isc Depl. 4.7 
F - Switchboarcl Dept . 6.'2 
H- Fra ctional 11 .P. M olor Dept. 8.4 
.K - Composite Product Promotion 6.'2 

TRADE JO URl\ALS 
R · Central Station Dept. 18.3 % 
C- lndustrial Dept. 7.8 
D- Merchanrlise D ept. 41.8 
H- Fractiona, J H.P. Motor Dept. 18.8 
K - Compositc Product Promotion 13.8 

TO THOSE WHO PURCH.\SE FROl\I AGENTS. D~ALERS OR OTHER CUSTOMERS OF THE GENERAL 
ELECTR JC COl\lPANY - .\LL RESALE PRODUCTS EXCEPT LAMPS 1 

NEWSPAPERS 
A- Fan Alhwlising 
B - Factory Conditions Advcr ti si11g 
C - Sales Promotion 

.55.5 '/0 
11 .'2 
33.3 

MAG.\ZINES 
A- (; encral Educa tional Adverti sing 
B- Merclrnndise Prod11cts 
I - Composite Produc ts Promotion 
0 - Fra ction:il H .P. Moto rs 
E- Collegc Alumni Ad ver ti sing 

TO EDUCATE FUTURE USER S OF THE SERYICE AND PRODUCTS 
OF THE GENERAL ELECTRIC COMPANY 

A- Rural Communit y Ad verli sing 50.7 % 
B - Co llege Und ergraclu11 le Adverti sing 4:'! .4 
C- JuYenil e Advertising 5.9 

8 

7'L5 % 
22.! 

.8 
1.2 
3.4 
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Graphic Analysis of 1924 Periodical Advertising 

TO THOSE WHO PURCHASE DIRECT FROM GENERAL ELECTRIC 
COMPANY—ALL PRODUCTS EXCEPT LAMPS 
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A—Railway Dept. 13.1% 
B Central Station Dept. 26.5 
C—Industrial Dept. 24.5 
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E—Turbine Dept. 2.9 
F—Switchboard Dept. 13.8 
G—Marine Sales 3.8 
K Composite Product Promotion 12.4 

INDUSTRIAL JOURNALS 
A—Railway Dept. 2.3% 
B -Central Station Dept. 4.7 
C—Industrial Dept. 67.5 
D Merchandise Dept. 4.7 
F—Switchboard Dept. 6.2 
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K—Composite Product Promotion 6.2 

TRADE JOURNALS 
B—Central Station Dept. 18.3% 
C—Industrial Dept. 7.8 
1) —Merchandise Dept. 41.8 
II -Fractional H.P. Motor Dept. 18.3 
K -Composite Product Promotion 13.8 
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ELECTRIC COMPANY—ALL RESALE PRODUCTS EXCEPT LAMPS 
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NEWSPAPERS 
A—Fan Advertising 
B —Factory Conditions Advertising 
C—Sales Promotion 

55.5% 
11.2 
33.3 

MAGAZINES 
A General Educational Advertising 72.5% 
B Merchandise Products 22.1 
C—Composite Products Promotion .8 
D—Fractional H.P Motors 1.2 
E—College Alumni Advertising 3.4 

TO EDUCATE FUTURE USERS OF THE SERVICE AND PRODUCTS 
OF THE GENERAL ELECTRIC COMPANY 

A 
B 

A—Rural Community Advertising 50.7% 
B —College Undergraduate Advertising 43.4 
C— Juvenile Advertising 5.9 
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GENERAL MAGAZINE 
ADVERTISING 

DEVELOPING AN ELECTRICAL CONSCIOUSNESS 

T
HE most important purpose of our general 
advertising is to develop a persistent 
consciousness of the value of electricity to 
the public and to each individual. 

Closely related to this object is the intent to 
familiarize readers with the place of General Electric 
in the development of electrical service, with its 
past and present accomplishments, and with the 
beneficial possibilities of its future. 

The fact is that electricity has crept almost 
unawares into the life of the civilized world; the 
world has come to depend on it, but by degrees so 
gradual that the dependence is not properly realized. 
To make the public comprehend this necessary 
service, realize the possible e'xtent of its future 
growth, and recognize the G-E monogram as its 
highest exponent- this is to develop not only an 
Electrical Consciousness hut also a General Electric 
Consciousness. 

These advertisements differ in their approach 
according to the classes of readers whom they will 
reach. At present, electri city affects the life of the 
city resident at more points than in the case of the 
country dweller. For the instruction of the former, 
special emphasis may be placer! on the public utilities 
that make streets brilliant and safe, that speed the 
trolley car, exped ite commerce and build up produc­
tion. These messages give occasion to mention the 
supporting service of General Electric, which designs 
and manufactures the generating apparatus, the 
!amps, the motors, and the control. 

. The service of electricity to country life is often · 
less direct. It may consist in the products of elec­
trically driven mills or factories, but there is also the 
promise of more intimate applications in the measure 
that the demand for energy makes it practi cab le to 

extend power lines farther and farther into the rural 
areas. 

In a multitude of cases the immediate service to 
the individual is due to the more remote se rvice of 
General Electric. At the far end of the chain are the 
G-E engineer and the G-E product though there may 
be many links between them and the comumer. To 
make this relationship known is an important object 
in the preparation of these advertisements. 

The sale of electrical products must await the 
creation of a profitable use for them. Advertising to 
our customers will not increase their business nearly 
so much as will advertising to their customers- the 
whole American public. Only thus will many 
minds be awakened to their electrical needs; only 
thus will be created a demand for service- a demand 
that will be refl ected in a multiplied distribution of 
Genera~Electric products. 

Among the specific ideas which this advertising 
co ntributes to the growth of an electrical conscious­
ness are (1) a better understanding of the services of 
public utiliti es- transportation and electric power 
companies; ( ~ ) a definite message tending to raise 
the accepted standards of street lighting intensities; 
(3) visual evidence that G-E motors affect every 
phase of daily life; (4) information as to the service 
of electri city in the home, supplemented by " The 
Home of a Hundred Comforts"; (5) a comprehensive 
picture of General Electric activities in the realm of 
research, the art of radio broadcasting, the develop­
ment of illumination, etc.; (6) a plain message to 
seven million farmers in the United States, supple­
mented by "The G-E Farm Book." Even these 
ideas, with all their importance, are secondary to the 
main theme present in every advertisement- elec­
tricity as an aid to all human endeavor. 

GENERAL MAGAZINE 

ADVERTISING 

DEVELOPING AN ELECTRICAL CONSCIOUSNESS 

THE most important purpose of our general 

advertising is to develop a persistent 

consciousness of the value of electricity to 

the puhlic and to each individual. 

Closely related to this object is the intent to 

familiarize readers with the place of General Electric 

in the development of electrical service, with its 

past and present accomplishments, and with the 

beneficial possibilities of its future. 

The fact is that electricity has crept almost 

unawares into the life of the civilized world; the 

world has come to depend on it, but by degrees so 

gradual that the dependence is not properly realized. 

To make the public comprehend this necessary 

service, realize the possible extent of its future 

growth, and recognize the G-E monogram as its 

highest exponent—this is to develop not only an 

Electrical Consciousness but also a General Electric 

Consciousness. 

These advertisements differ in their approach 

according to the classes of readers whom they will 

reach. At present, electricity affects the life of the 

city resident at more points than in the case of the 

country dweller. For the instruction of the former, 

special emphasis may be placed on the public utilities 

that make streets brilliant and safe, that speed the 

trolley car, expedite commerce and build up produc- 

tion. These messages give occasion to mention the 

supporting service of General Electric, which designs 

and manufactures the generating apparatus, the 

lamps, the motors, and the control. 

•The service of electricity to country life is often 

less direct. It may consist in the products of elec- 

trically driven mills or factories, but there is also the 

promise of more intimate applications in the measure 

that the demand for energy makes it practicable to 

extend power lines farther and farther into the rural 

areas. 

In a multitude of cases the immediate service to 

the individual is due to the more remote service of 

General Electric. At the far end of the chain are the 

G-E engineer and the G-E product though there may 

be many links between them and the consumer. To 

make this relationship known is an important object 

in the preparation of these advertisements. 

The sale of electrical products must await the 

creation of a profitable use for them. Advertising to 

our customers will not increase their business nearly 
so much as will advertising to their customers—the 

whole American public. Only thus will many 

minds be awakened to their electrical needs; only 

thus will be created a demand for service—a demand 

that will be reflected in a multiplied distribution of 

Genera^ Electric products. 

Among the specific ideas which this advertising 

contributes to the growth of an electrical conscious- 

ness are (1) a better understanding of the services of 

public utilities—transportation and electric power 

companies; (2) a definite message tending to raise 

the accepted standards of street lighting Intensities; 

(3) visual evidence that G-E motors affect every 

phase of daily life; (4) information as to the service 

of electricity in the home, supplemented by "The 

Home of a Hundred Comforts"; (5) a comprehensive 

picture of General Electric activities in the realm of 

research, the art of radio broadcasting, the develop- 

ment of illumination, etc.; (6) a plain message to 

seven million farmers in the United States, supple- 

mented by "The G-E Farm Book." Even these 

ideas, with all their importance, are secondary to the 

main theme present in every advertisement—elec- 

tricity as an aid to all human endeavor. 



SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN GENERAL MAGAZINES- 1924 

The use of dates incliC'ales weekly or semi-monthly publications. 
G-E indicates General Eclucalional Advertising. 
The average number of insertions in each College Alumni ancl Agricultural periodical throughout the year is eight. 

Circula- Sc11EDUl.E OF PROD UCT.S ADVERTISED 
Pcriocli ca.ls by Fields lion 

per Issue Jan. Feb. Mar. Apr. May .June July Auj! . 

FARM JOURNALS 
Hoard' s Dairyman 90,6'W 25 'l 9 28 2.5 30 27 2.5 29 

G-E I G-~ G-E G-E G-E G-E G-E G-E 
Breeder's Gazette 61 ,74.5 3 6 3 1 5 3 7 

G-E G-E G-E G-E G-E G-E G-E G-E 
.'I nwr1:ca.11 Frui t Grower J 58,234 G-E G-E G-E G-E G-E G-E G-E G-E 
American Thresher-

1nan 31 ,828 G-E G-E G-E G-E G-E G-E G-E G-E 
Power Farmi ng .56,160 G-E G-E - G-E Motors G-E Motors G-E 
Capper's Farm er 719.75.5 G-E G-E G-E G-E G-E - - G-E 
Fann & Ranch 135,458 2 1 5 3 

- G-E G-E G-E G-E - - -
Fann Life 891 ,237 - G-E G-E G-E G-E - - G-E 
S uccessful Farm i ng R.59.420 G-E G-E Edison Nall Edison Nall - -

Country Genlleman 887,000 5 2 8 5 3 5 2 
MAZDA MAZDA MAZDA MAZDA Natl - MAZDA G-E 

12 9 22 • 19 17 28 
G-E G-E Natl Edison Natl Edison - -

Fann and Fireside 808,800 - G-E G-E G-E G-E - - G-E 
Farm and Hom e 618,416 - G-E G-E G-E G-E - - G-E 
Farm Journal 1, 144, 188 G-E G-E Edison I Nall IEdison Natl - -
S ou.them A griculttl'rist 393,845 15 15 15 1.5 

- G-E I G-E G-E G-E - - -
Progressive Farm er 361 ,554 2 l 5 3 

- G-E G-E G-E G-E - - -
29 

G-E 
Southern Rura.list 431.81?3 15 15 J.5 lii - - -

- G-E G-E G-E G-E 
Pacific Riiral Press 3'2 ,413 5 2 1 5 3 7 5 2 

Motors I Motors Motors Motors Motors Motors Motors Motors 
19 16 15 19 17 21 19 16 

G-E G-E G-E G-E G-E G-E G-E G-E 
Wallace's Farm er 79,130 18 15 21 18 J (j 20 18 15 

G-E G-E G-E G-E G-1': G-E G-E G-E 
California. Cultivator 3,;,435 5 2 l 5 3 7 5 2 

Motors Motors Motors Motors Motors Motors Motors Motors 
12 9 I 8 12 10 15 12 9 

G-E G-E G-E G-E G-E G-E G-E G-E 
P aC1fi c Northwest 

Farm Trio 121,263 j 7 (j 3 1 5 3 7 
G-E G-E G-E G-E G-E G-E G-E G-E 

Oklahoma Farm er-
S tockm an 143,371 10 

I 
10 

- - G-~; - G-E - - -
Oklahoma Fa.r111er 132,442 I 10 I IO 

- G-E - G-E - - Combined with Okla 

Total 8,189,139 

18 College Agricultural 29,100 G-E G-E I G-E G-E G-E G-E G-E G-E 

Hm!E L1f'E 
Fruit Ga.rden & llomc 178,091 - G-E - G-E - Mdse - G-E 
Country Lif e 26,975 G-E - G-E - G-E - G-E -
K eith'" Maga zine 11 ,220 G-E - G-E - G-E - G-E -
llo11 se & Garden ll7,394 G-E - G-E - •G-E - G-E -
Garden Maga zine 32,856 G-E - G-E - G-E - G-E -
Hou se Beautiful 63,662 - G-E - G-E - Mdse - G-E 

Total 430,198 

SCIENTIFIC HEVI E\\'S 
Science & ln:ve11t1'on 103,642 G-E Mdse I G-E G-E G-E G-E G-E G-E 
Popular M echa11ics 456,469 G-E !\1 else G-E G-E G-E G-E G-E G-E 
Populnr Science 

G-E Mdse Tun gar Tun gar Tun gar G-E G-E G-E M o11thly 250,143 
8cie111!:fic A mericlm 78,307 G-E Mdse G-E G-E G-E G-E G-E G-E 

----
Tota.I 888,561 

LABOR 
Electrfral W orkers 

J ournal 63,000 G-E G-E G-E Mdse G-E G-E G-E G-E 
A mericnn Fedrration-

I G-E I Mdse ist 100,000 G-E I G-E G-E G-E G-E G-E 
----

Total 163,000 

10 

Sept. Oct. Nov. 

26 31 28 
G-E G-E G-E 

4 2 6 
G-E G-E G-E 
G-E G-E G-E 

G-E G-E G-E 
Motors G-E Motors 
G-E G-E G-E 

(j 4 l 
G-E G-E G-E 
G-E G-E G-E 
Edison Natl G-E 

6 4 l 
Natl Edison MAZDA 

13 11 8 
MAZDA MAZDA G-E 

18 
G-E 

G-E G-E -
G-E G-E -
Eclison Natl G-E 

15 15 15 
G-E G-E G-E 

6 4 1 
G-E G-E G-E 

. 
15 1.5 15 

G-E G-E G-E 
6 4 l 

Motors Motors Motors 
20 18 15 

G-E G-E G-E 
19 17 21 

G-E G-E G-E 
6 4 l 

Motors Motors Motors 
13 11 8 

G-E G-E G-E 

4 2 6 
G-E G-E G-E 

10 
- G-E -

lwma Far mer - S tock 1nan 

G-E G-E G-E 

- G-E -
G-E - G-E 
G-E - G-E 
G-E - G-E 
G-E - G-E 

- G-E -

G-E Mdse G-E 
G-E Mdse G-E 

Tun gar Mdse T11ngar 
G-E Mdse G-E 

----

G-E G-E G-E 

G-E G-E G-E 

Dec. 
----

26 
G-E 

4 
G-E 
G-E 

G-E 
G-E 
G-E 

(j 

G-E 
-

G-E 
6 

MAZDA 
13 

G-E 

-
-

G-E 
15 

G-E 
(j 

G-E 

15 
GE 

6 
Motors 

20 
G-E 

19 
G-E 

6 
Motors 

13 
G-E 

4 
G-E 

JO 
G-E 

G-E 

G-E 
-
-
-
-

G-E 

----

G-E 
G-E 

Mdse 
G-E 

G-E 

G-E 

SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN GENERAL MAGAZINES—1921 

The use of dates indicates weekly or semi-monthly publications. 
G-E indicates General Educational Advertising. 
The average number of insertions in each College Alumni and Agricultural periodical throughout the year is eight. 

Periodicals by Fields 
Circula- 

tion 
per Issue 

Schedule of Products Advertised 

Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 

Farm Journals 
Hoard's Dairyman 

Breeder's Gazette 

A merican Fruit Grower 
American Thresher- 

man 
Power Farming 
Capper's Farmer 
Farm & Ranch 

Farm Life 
Successful Farming 
Country Gentleman 

90,6«0 

61,745 

158,^34 

31.828 
56,160 

719,755 
135,458 

891,237 
859,420 
887,000 

25 
G-E 

3 
G-E 
G-E 

G-E 
G-E 
G-E 

G-E 
5 

Mazda 
12 

G-E 

29 
G-E 

7 
G-E 
G-E 

G-E 
G-E 
G-E 

2 
G-E 
G-E 
G-E 

2 
Mazda 

9 
G-E 

28 
G-E 

6 
G-E 
G-E 

G-E 

G-E 
1 

G-E 
G-E 
Edison 

8 
Mazda 

22 
NatI 

25 
G-E 

3 
G-E 
G-E 

G-E 
G-E 
G-E 

5 
G-E 
G-E 
Natl 

5 
Mazda 

19 
Edison 

30 
G-E 

1 
G-E 
G-E 

G-E 
Motors 
G-E 

3 
G-E 
G-E 
Edison 

3 
Natl 

17 
Natl 

27 
G-E 

5 
G-E 
G-E 

G-E 
G-E 

Natl 

28 
Edison 

25 
G-E 

3 
G-E 
G-E 

G-E 
Motors 

5 
Mazda 

29 
G-E 

7 
G-E 
G-E 

G-E 
G-E 
G-E 

G-E 

2 
G-E 

26 
G-E 

4 
G-E 
G-B 

G-E 
Motors 
G-E 

6 
G-E 
G-E 
Edison 

6 
Natl 

13 
Mazda 

31 
G-E 

2 
G-E 
G-E 

G-E 
G-E 
G-E 

4 
G-E 
G-E 
Natl 

4 
Edison 

11 
Mazda 

18 

28 
G-E 

6 
G-E 
G-E 

G-E 
Motors 
G-E 

1 
G-E 
G-E 
G-E 

1 
Mazda 

8 
G-E 

26 
G-E 

4 
G-E 
G-E 

G-E 
G-E 
G-E 

6 
G-E 

G-E 
6 

Mazda 
13 

G-E 

Farm and Fireside 
Farm and Home 
Farm Journal 
Southern Agriculturist 

Progressive Farmer 

808,800 
613,416 

1,144.188 
393,845 

361,554 

G-E 

G-E 
G-E 
G-E 

15 
G-E 

2 
G-E 

G-E 
G-E 
Edison 

15 
G-E 

1 
G-E 

29 

G-E 
G-E 
Natl 

15 
G-E 

5 
G-E 

G-E 
G-E 

/Ellison 
15 

G-E 
3 

G-E 

Natl 

— 

G-E 
G-E 

G-E 
G-E 
Edison 

15 
G-E 

6 
G-E 

G-E 
G-E 
G-E 
Natl 

15 
G-E 

4 
G-E 

G-E 
15 

G-E 
1 

G-E 

G-E 
15 

G-E 
6 

G-E 

Southern Ruralist 

Pacific Rural Press 

Wallace's Farmer 

California Cultivator 

Pacific Northwest 
Farm Trio 

Oklahoma Farmer- 
Stockman 

Oklahoma Farmer 

431,823 

32,413 

79.130 

35,436 

121,263 

143,371 

132,442 

5 
Motors 

19 
G-E 

18 
G-E 

5 
Motors 

12 
G-E 

3 
G-E 

15 
G-E 

2 
Motors 

16 
G-E 

15 
G-E 

2 
Motors 

9 
G-E 

7 
G-E 

10 
G-E 

G-E 
15 

G-E 
1 

Motors 
15 

G-E 
21 

G-E 
1 

Motors 
8 

G-E 

6 
G-E 

10 
G-F. 

15 
G-E 

5 
Motors 

19 
G-E 

18 
G-E 

5 
Motors 

12 
G-E 

3 
G-E 

10 
G-E 

15 
G-E 

3 
Motors 

17 
G-E 

16 
G-E 

3 
Motors 

10 
G-E 

1 
G-E 

10 
G-E 

7' 
Motors 

21 
G-E 

20 
G-E 

7 
Motors 

15 
G-E 

5 
G-E 

5 
Motors 

19 
G-E 

18 
G-E 

5 
Motors 

12 
G-E 

3 
G-E 

Combined 

2 
Motors 

16 
G-E 

15 
G-E 

2 
Motors 

9 
G-E 

7 
G-E 

with Ohio 

15 ' 
G-E 

6 
Motors 

20 
G-E 

19 
G-E 

6 
Motors 

13 
G-E 

4 
G-E 

homa Far 

15 
G-E 

4 
Motors 

18 
G-E 

17 
G-E 

4 
Motors 

11 
G-E 

2 
G-E 

10 
G-E 

mer - Stock 

15 
G-E 

1 
Motors 

15 
G-E 

21 
G-E 

1 
Motors 

8 
G-E 

6 
G-E 

man 

15 
G E 

6 
Motors 

20 
G-E 

19 
G-E 

6 
Motors 

13 
G-E 

4 
G-E 

10 
G-E 

Total 8,189.139 

18 College Agricultural 29,100 G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E 

Home Life 
Fruit Garden & Home 
Country Life 
Keith's Magazine 
House & Garden 
Garden Magazine 
House Beautiful 

178,091 
26,975 
11,220 

117,394 
32,856 
63,662 

G-E 
G-E 
G-E 
G-E 

G-E 

G-E 

G-E 
G-E 
G-E 
G-E 

G-E 

G-E 

G-E 
G-E 

•G-E 
G-E 

Mdse 

Mdse 

G-E 
G-E 
G-E 
G-E 

G-E 

G-E 

G-E 
G-E 
G-E 
G-E 

G-E 

G-E 

G-E 
G-E 
G-E 
G-E 

G-E 

G-E 

Total 430,198 

Scientific Reviews 
Science & Invention 
Popular Mechanics 
Popular Science 

Monthly 
Scientific American 

103,642 
456,469 

250,143 
78.307 

G-E 
G-E 

G-E 
G-E 

Mdse 
Mdse 

Mdse 
Mdse 

G-E 
G-E 

T ungar 
G-E 

G-E 
G-E 

Tungar 
G-E 

G-E 
G-E 

Tungar 
G-E 

G-E 
G-E 

G-E 
G-E 

G-E 
G-E 

G-E 
G-E 

G-E 
G-E 

G-E 
G-E 

G-E 
G-E 

T ungar 
G-E . 

Mdse 
Mdse 

Mdse 
Mdse 

G-E 
G-E 

Tungar 
G-E 

G-E 
G-E 

Mdse 
G-E 

Total 888,561 

Labor 
Electrical Workers 

Journal 
American Federation- 

ist 

63,000 

100,000 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

Mdse 

Mdse 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

G-E 

Total 163,000 
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN GENERAL MAGAZINES- 1924 

Cir. 
SCHED ULE O~' PROD UCTS ADVERTISED 

Periodicals by Fields per Issue 

~~I Jan. Feb. Mar. Apr. May June July Oct. Nov. Dec. 

TRAVEL 
Nalionol Geographic 819,391 G-E - G-E - G-E - G-E - G-E - G-E -
A sia 66,839 G-E - G-E - G-E - G-E - G-E - G-E -

Total -886,230 ' 

RECRE.\TION 
Photoplay 486,793 G-E - G-E - G-E - Mdse - G-E - G-E -
QST 37,206 Tungar - Tun gar 'fun gar - - - -- Tun gar Tungar Tun gar -
Radio Broadcast 57,416 Tun gar - Tun gar Tun gar - - - - - Tun gar 'run gar 'fun gar 
Jt1dge 1G7,(i40 l6 19 21 l6 18 20 

- G-E - G-E - G-E - G-E - G-E - G-E 
Life 184,537 J9 15 22 17 18 20 

G-E - G-E - G-E - Mdse - G-E - G-E -
Motordom. 2,000 - - - Lghtg Lghtg Lghtg Lghtg Lghtg Lghtg - - -

Total 93,5,59'! 
---

BUSINESS REVIEWS 
System 209,304 Edison National Edison National Edison National Edison National Edison National Edison National 

- - - Motors - Motors - Motors Motors Motors - Motors 
Nation'.Y Business l 1.5,792 Natl Edison Natl Edison Natl Edison Na tl Edison Edison Natl Nntl Edison 
Bt1Sine.Y8 160,776 Natl Edison Natl Edison Na tl Edison Natl Edison Na ll Edison Nall Edison 

Total 485,872 I 
FICTION 

Red Book 701,286 G-E G-E C.-E G-E G-E G-E I G-E G-E G-E G-E Mdse G-E 
All Fiction Field 
Includes HJ Magazines 2,225,999 - G-E - G-E - G-E - i G-E 

- G-E - G-E 
----

Total 2,927,285 
-----

GE:-.;EnAL REVIEWS 
Current Opim:on 87.298 G-E - G-E G-E - - G-E - Mdse - G-E -
Our W orld 25,000 G-E - G-E G-E G-E - G-E -- G-E - Mdse -
W ide World 110,000 - G-E - G-E - G-E - G-E - G- E - C.-E 
Review of R e1Jiews 150,799 G-E - G-E - G-E - G-E - G-E - Mdse -
Nauti lu s 62,500 G-E - G-E - G-F: - G-E - G-E - G-E -
Nation 27,744 l6 20 19 9 21 18 16 20 17 22 19 24 

G-E G-E G-E G-E G-E G-E f ;- E G-E G-E G-E G-E G-E 
23 

I G- E 
011llook ' 87,046 9 6 5 2 7 4 23 13 24 8 5 2·1 

G-E G-E G-E G-E G-E G-E G-E G-E G-E I G-~~ Mdse G-E 
Literary D1:gcst l ,263, 115 12 9 8 12 IO 7 5 2 13 8 (l 

G-E Mdse G-E Mdse G-E MAZDA MAZDA MAZDA MAZDA I M.\ZDA MAZDA G-E 
19 HI lJ 26 24 1'I 12 9 20 11 22 13 

MAZDA MAZDA Tun gar G-E MAZDA G-E G-E G-E G-E G-E G-E MAZDA 
22 27 29 20 

MAZDA - - Tun gar - Ttmgar Tun gar 
Atlantic Monthly 38,000 G-E - G-E - G-E - G-E - Mdse - G-E -
Survey Graphic 19,448 G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E 
II earsts l nt1mwtional 390,131 G-E - G-E Mdse 1G-E - G-E - Mdse I - G-E -
New Republic 36,985 23 20 26 23 21 11 16 20 24 22 19 24 

G-E G-E G-E G-E G-E G-E G-E G-E G-E I G-E G-E G-E 
Mentor ll8,174 G-E - G-E - G-E - G-E - - G-E - G-E 
World' s Work 104,721 G-E - G-E - G-E - G-E - G-E - G-E -

----
Total 2,520,961 

I 
WOMEN'S 

I G-E II arper' s Bazar 94,455 - G-E - G-E - G-E - - I G-E - G-E 
The Delineator 1,025,263 G-E - G-E - G-E - G-E - G-E - G-E -
McCalls l ,676,964 - - G-E - G-E - G-E - G-E - G-E -
Vogue 124,365 15 15 15 1.5 15 15 

G-E - G-E - G-E - I G-E - C-E - G-E -
Woman's Hom e Com- - G-E - G-E - G-E G-E - G-E - G-E 

pan ion 1,810,606 
Good II ousekeeping 8.55,610 - Natl Edison Natl Edison Mdse G-E G-E Natl Edison N a ll Edison 
Ladies' Home Journal 1.994,385 - Edison Natl Edison Natl G-E G-E Mdse E<lison Natl Edison Natl 
Pictorial Review 2,257,083 G-E - G-E G-E - - G-E - G-E G-E - -

Total 9,838,731 
----- ----

Ju VENJL,E 
Boy's Life 104,077 - G-E - G-E - G-E - G-E - G-E - -
American Boy 250,297 G-E - G-E - G-E - G-E - G-E - - G-E 
Youth 's Compan-io11 304,797 17 13 15 17 18 20 

G-E - G-E - G-E ·- G-E - G-E - G-E -
St. Nicholas 63,056 - G-E - G-E - G-E - G-E - G-E - -

----
Total 722,2'!7 

-- - - -- - -
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN GENERAL MAGAZINES—1924 

Periodicals by Fields 
Cir. 

Schedule of Products Advertised 
per Issue 

Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 

Travel 
National Geographic 819,391 G-E — G-E — G-E — G-E — G-E — G-E — 
Asia 66,839 G-E — G-E — G-E — G-E — G-E — G-E — 

Total 886,230 • 

Recreation 
Photoplay 486,793 G-E — G-E — G-E — Mdse — G-E — G-E — 
QST 37,206 Tungar — T ungar Tungar — — — Tungar Tungar Tungar — 
Radio Broadcast 57,416 Tungar — Tungar Tungar — — — — T ungnr Tungar Tungar 
Judge 167,640 16 19 21 16 18 20 

— G-E — G-E — G-E — G-E — G-E — G-E 
Life 184,537 19 15 22 17 18 20 

G-E — G-E — G-E — Mdse — G-E — G-E — 
Motordom 2,000 — — — Lghtg Lghtg Lghtg Lghtg Lghtg Lghtg — — 

Total 935,592 

Business Reviews 
System 209,304 Edison National Edison National Edison National Edison National Edison National Edison National 

— — — Motors   Motors — Motors Motors Motors — Motors 
Nation's Business 115,792 Natl Edison Natl Edison Natl Edison Natl Edison Edison Natl Natl Edison 
Business 160,776 Natl Edison Natl Edison Natl Edison Natl Edison Natl Edison Natl Edison 

Total 485,872 

Fiction 
Red Book 701,286 G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E Mdse G-E 
All Fiction Field 
Includes 12 Magazines 2,225,999 — G-E — G-E — G-E — G-E — G-E — G-E 

Total 2,927,285 

General Reviews 
Current Opinion 87,298 G-E — G-E G-E — — G-E — Mdse — G-E — 
Our World 25,000 G-E — G-E G-E G-E — G-E — G-E — Mdse — 
Wide World 110,000 — G-E — G-E — G-E — G-E — G-E — G-E 
Review of Reviews 150,799 G-E — G-E — G-E — G-E — G-E — Mdse — 
Nautilus 62,500 G-E — G-E — G-E — G-E — G-E — G-E — 
Nation 27,744 16 20 19 9 21 18 16 20 17 22 19 24 

G-E G-E G-E G-E 
OQ G-E G-E G-E G-E G-E G-E G-E G-E 
ZO 

G-E 
Outlook ' 87,040 9 6 5 2 7 4 23 13 24 8 5 24 

G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E Mdse G-E 
Literary Digest 1,263,115 12 9 8 12 10 7 5 2 13 4 8 6 

G-E Mdse G-E Mdse G-E Mazda Mazda Mazda Mazda Mazda Mazda G-E 
19 16 15 26 24 14 12 9 20 11 22 13 

Mazda Mazda Tungar G-E Mazda G-E G-E G-E G-E G-E G-E Mazda 
22 27 29 20 

Atlantic Monthly 
Mazda — — Tungar — Tungar Tungar 

38,000 G-E — G-E — G-E — G-E — Mdse — G-E — 
Survey Graphic 19,448 G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E 
Hearsts International 390,131 G-E — G-E Mdse 'g-e — G-E — Mdse — G-E — 
New Republic 36,985 23 20 26 23 21 11 16 20 24 22 19 24 

G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E 
Mentor 118,174 G-E — G-E — G-E — G-E — — G-E — G-E 
World's Work 104,721 G-E G-E — G-E — G-E — G-E — G-E — 

Total 2,520,961 

Women's 
Harper's Bazar 94,455 — G-K — G-E — G-E — G-E — G-E — G-E 
The Delineator 1,025,263 G-E — G-E — G-E   G-E — G-E — G-E — 
McCalls 1,070,964 — — G-E — G-E — G-E — G-E — G-E — 
Vogue 124,365 15 15 15 15 15 IS 

G-E — G-E — G-E — G-E — G-E — G-E — 
Woman's Home Com- — G-E — G-E — G-E — G-E — G-E — G-E 

panion 1,810.606 
Good Housekeeping 855,610 — Natl Edison Natl Edison Mdse G-E G-E Natl Edison Natl Edison 
Ladies' Home Journal 1,994,385 — Edison Natl Edison Natl G-E G-E Mdse Edison Natl Edison Natl 
Pictorial Review 2,257,083 G-E — G-E G-E — — G-E — G-E G-E — — 

Total 9,838,731 

Juvenile 
Boy's Life 104,077 — G-E — G-E — G-E — G-E — G-E — — 
American Boy 250,297 G-E — G-E — G-E — G-E — G-E — — G-E 
Youth's Companion 304,797 17 13 15 17 18 20 

G-E — G-E — G-E — G-E — G-E — G-E — 
Si. Nicholas 63,056 — G-E — G-E — G-E — G-E — G-E — — 

Total 722,227 
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN GE ERAL MAGAZINES- 1924 

·P eriodicals b.v Cir . SCll EDULE OF Aov1<: HTt Sl NG 
Fields per Issue J,w . F eb. MHr. Apr. May June . July Aug. Sept. Oct. Nov. De< .. 

'.\J ISCEl.l.A '.'IEOUS Gt: :-;-
f~ l< Al. MA c .u1 :-; 1·:s 

S unset Hl ,966 G-E Edison Edison G-E G-E G-E Mdse Edison Edison Edison Edison G-E 
Physical ('11 //11re 259,132 - G- E - G-E - G-E - G-E - G-E - G-E 
Scribn ers 7:3,036 G-E - Mdse - G-E - G-E - G-E - G-E -
H arpers 68,697 - G-E - i\ldse - G-E - G-E - G-E - G-E 
.-I 111 erican 2,021 ,76!) G- E G-E G-E G-E G-E G-E Mdse G-E G-E G-E G-E G-E 
Century 32,29 1 - G-E - i\Jdse - G-E - G-E - G-E - G-E 
Cosmopolitan 1,101 ,160 G-E G-E G-E :\Jclse G-E G-E G-E G-E G-E G-E G-E G-E 
Colliers l ,00\! ,39Q 19 16 8 .5 2+ 7 26 16 13 ]] 8 JS 

G-E G-E Mdse G-E G-E G-E G-E G-E G-E G-E G-E G-E 
29 

G-E 
For be.• 33,993 .5 2 l l ·2 2+ 7 5 2 ] ~ 11 8 6 

G-E G-E G-E :\ldse G-E G-E G-E G-E G-E G-E G-E G-E 
S aturday Erewing Po81 2,356,976 5 2 ] l '2 ~ H 5 2 6 + 1 6 

- G-E Edison G-E i\I dse Edison G-E G-E Nat l Nall Edison -
12 23 15 19 17 21 12 9 l ~j 11 1.5 20 

G- 1~ G-E G-E Edison Na tl G-E :\'all Edison G-E G-E G-E G-E 
26 22 20 29 27 

:'\ atl Natl Ed ison Nat l 
.l/cC/ures 195,+ 11 G-E G-E Mdse G-E G-l~ G-E G-E G-E G-E G-E G-E G-E 
I ' anily Fair 77.708 G-E - G-E - G- E - ;\J dse - G-E - G-E -

----
Total 7.36+,529 ,,, 

---- ------------ -------- - ---
71 College Alu111nae 260,000 G-E G-E G-E G-E G-E G-E G-E G-E (; - E G-E G-E G-E 

(;rand to ta l 35 ,fH 1,425 magazines issued to as many reade rs regularly ta ke part in advert ising G-E . 

GE ERAL ELECTRIC ADVERTISING IN COLLEGE UNDERGRADUATE PERIODICALS- 1924 

' 

Slate 
:'\o. l\o. C ir . per Sta le No. :\'o. C ir . per Sta le 

No . . No . Cir . per 
Colleges Pub. Issue Colleges Pub . Iss ue Colleges Pub. Issue 

------- ---- ---- ----
Alaska l 1 2,000 L ouis iana 5 5 7,800 North Dakota 2 2 3,500 
:\!11bama (i 7 32,56'2 i\'fa ine 4 6 6,69+ Ohio 27 32 40,405 
Ari~orm 1 ·2 2,800 Maryland 9 10 20,617 Okla homa 4 4 10,950 
Arkansas 3 3 1,682 Massa ch use t I.· 15 21 39 ,565 Orego n 6 8 18,775 
Ca li fornia IO H G0 ,408 :\'lich iga n JO 12 rn, 733 Pen n sylva nia 26 34 70,350 
Colorado 6 I+ 21,7GO Minn esota 6 7 11 ,069 Hhode Island 2 2 3,500 
Connect ic ut :3 5 10,93+ Miss issippi + 5 7,200 SouthCa rolina 3 4 3,150 
!)pl a ware l I 750 Missouri 1:1 15 21,470 South Dakota 3 3 2, 450 
D ist.of Columbia 3 5 8,300 Montana 3 + 4 ,262 T enn essee 7 8 7,9i!5 
Florida 3 + 5,5(i5 :'>l ebra ska 6 6 5,131 T exas 15 16 1!5,250 
(.;eorgia 4 8 H ,+Ol :\'e rnda 1 2 2,500 Uta h 3 5 8,600 
Ida ho 2 2 2,1!35 N . Hampshire 3 + 8,2+1 Vermont + 5 4 ,400 
Illinois 17 'H 37, 120 
Indiana 11 17 33,+7+ :\' ew J ersey 3 6 13, 100 Virginia 8 9 13,050 

Iowa 17 23 29,127 New Mexico 3 3 1,690 Washington 3 3 8, 100 

Kansas 1-' 18 l!l.+70 New Yo rk 30 +2 80,264 West Vi rgi nia 3 5 19,'lOO 
K entucky 6 (i 6,495 North Carolina 10 11 14,rnO Wisconsin 8 10 16,625 

The average number of insertions in each periodical is nine a ~·ea r . Grand total 357 463 807,809 

I 

l ~ 

SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN GENERAL MAGAZINES—1924 

Cir. Schedule of Advertising 
rerioaicais oy r leius per Issue Jan, ' Feb. Mar. Apr. May June July Aug. Sept, Oct. Nov. Dee. 

Miscellaneous Gen- 
eral Magazines 1 

Sunset 141,966 G-E Edison Edison G-E G-E G-E Mdse Edison Edison Edison Edison G-E 
Physical Culture 259,132 — G-E — G-E — G-E — G-E — G-E — G-E 
Scribners 73,036 P-E — Mdse —• G-E — G-E — G-E — G-E — 
Harpers 68,697 — G-E — Mdse — G-E — G-E — G-E — G-E 
American 2,021,769 G-E G-E G-E G-E G-E G-E Mdse G-E G-E G-E G-E G-E 
Century 32,291 — G-E — Mdse — G-E — G-E —- G-E — G-E 
Cosmopolitan 1,101,160 G-E G-E G-E Mdse G-E G-E G-E G-E G-E G-E G-E G-E 
Colliers 1,002,390 19 16 8 5 24 7 26 16 13 11 8 13 

G-E G-E Mdse G-E G-E G-E G-E G-E G-E G-E G-E 
29 

G-E 

Forbes 33.993 5 2 1 12 24 7 5 2 13 11 
G-E 

8 6 
G-E G-E G-E Mdse G-E G-E G-E G-E G-E G-E G-E G-E 

Saturday Evening Post 2,356,976 5 2 1 12 3 14 5 2 6 4 1 6 
— G-E Edison G-E Mdse Edison G-E G-E Natl Natl Edison — 
12 23 15 19 17 21 12 9 13 11 15 20 

G-E G-E G-E Edison Natl G-E Natl Edison G-E G-E G-E G-E 
26 22 20 29 27 

Nat! Natl Edison Natl 
McChires 195,411 G-E G-E Mdse G-E G-E G-E G-E G-E G-E G-E G-E G-E 
Vanity Fair 77,708 G-E — G-E — G-E — Mdse — G-E — G-E — 

Total 7,364,529 * 

71 College Alumnae 260,000 G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E G-E 
Grand total 35,641,425 magazines issued to as many readers regularly take part in advertising G-E. 

GENERAL ELECTRIC ADVERTISING IN COLLEGE UNDERGRADUATE PERIODICALS—1924 

State No. 
Colleges 

No. 
Pub. 

Cir. per 
Issue State No. 

Colleges 
No. 
Pub. 

Cir. per 
Issue State No.. 

Colleges 
No. 
Pub. 

Cir. per 
Issue 

Alaska 1 1 2,000 Louisiana 5 5 7,800 North Dakota 2 2 3,500 
Alabama 6 7 32,562 Maine 4 6 6,694 Ohio 27 32 40,405 
Arizona 1 2 2,800 Maryland 9 10 20,617 Oklahoma 4 4 10,950 
Arkansas 3 3 1,682 Massachusetts 15 21 39,565 Oregon 6 8 18,775 
Cal ifornia 10 14 60,408 Michigan 10 12 16,733 Pennsylvania 26 34 70,350 
Colorado 6 14 21,760 Minnesota 6 7 11,069 Rhode Island 2 2 3,500 
Connecticut 3 5 10,934 Mississippi 4 5 7,200 SouthCarolina 3 4 3,150 
Delaware 1 1 750 Missouri 13 15 21,470 South Dakota 3 3 2,450 
Dist.of Columbia 3 5 8,300 Montana 3 4 4,262 Tennessee 7 8 7.925 
Florida 3 4 5,565 Nebraska 6 6 5,131 Texas 15 16 25,250 
G eorgia 4 8 14,401 Nevada 1 2 2,500 Utah 3 5 8,600 Idaho 
Illinois 

2 
17 

2 
24 

2,235 
37,120 
33,474 

N Hampshire 3 4 8,241 Vermont 4 5 4,400 
11 17 New Jersey 3 6 13,100 Virginia 8 9 13,050 

Iowa 17 23 29,127 New Mexico 3 3 1,690 Washington 3 3 8,100 
Kansas 14 18 21.470 New York 30 42 80,264 West Virginia 3 5 19,200 
Kentucky 6 6 6,495 NorthCarolina 10 11 14,160 Wisconsin 8 10 16,625 

The average number of insertions in each periodical is nine a year. Grand total 357 463 807,809 
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Opening an Empire 
\ Vest•·! Ocn\·cr 1~ tht': C-O nti­
n"°nul Dw1d»: h"mn'lt·d 1n ht.'­
h11~i 1t 1ttJn und<'Vt..: k·pt:d cm· 
J·m.: .Jti IJr~"' JS Maryl.ind. 
Thal ernmrc thi: ni>w Mctf,\t 
·runnel .,..,,.,11 open up. 

Ct>lltc'nll Ek~·tn..: nv' t>Jrs \\ 111 
Ploy~ 1.>re.1l p:u-1-driv1n~ mr 
, <•mpre~ini µumping .... ·ntt·r 
t1 .•m und· r~rnunJ ri\'t'T.:ii and 
ru o nrn~ 1 h t> mine Iv .1Jmnti \'!!~ 
th:l.l will ("~rry out rhf" ro.; lc 

GENERAL ELECTRIC 

_, ... ,,._ 
!·::.:;.: .:;; 
.:;;....~:. ;..,, 

Fit for the 

' ,1 \, , 
r ..... " 

i~ ~:.':~:::~~~· 
... . .. • ,' .-.. ~ . .- .... ,.-~ . 
.. ~1 • c·- ~ 

'"''· ....... _. '" .,. .... . . . .... ,, 
··- ·-·-· 

heaviest duty 
Mi td1sol\ , h.ln~s ... -..:.i. l h::u mi:r­
.;h mt-i \\ill n~.-• k~t ,111 C'lt\' Je-
11.,,.t·nts with dt~tnc tru\:k s 

A.nd ht.~1 .. I.."> :1 bil!gcr tnH•k 
Iii f.._,, the he:wit'Sl duty n~· 
•1um .. -.J 1.:•J u hy 1he P hilndi:I· 
phin El..:.... l ric Compnny ll 1s 
d~monstrnlln~ th••t Gen~rn l 
E lt.-C' lri ... • mot•Jr., w ill drin! 
h•.:.1vv rrucks lv ith t h~ ~re.it 

,hl Yn nt.l~t'S o f IO ll b lif~. 
minmHun rt>r• •. :u rs. ond uni.n­
tcrt up ted s-.'Tv1co 

GENERAL ELECTRIC 

GENERAL ELECTRIC 

' 

TRANSPORTATION 

10 locomotives 
will do the work of 25 

•• • • 
Tht_o Gt:n.._•r;.il Eh.-... 1ric 1...'om­
p..1ny 1s <"lt.<t' tri 1y1n~ tlu: J\fox-
11 .... in R.ulw.t\ b •. ;tWl'l'll V11-

.1 11b;1 dnd 1· ... spt'1.1n,·.1. On 
th._ 111s.t .,.._.(·uon with m~n\ 
... ~un•1:s .111d tt•i nrk ~radt'" 
10 f'lt."<·trfr· I0..:•)1thH1\'t•.., will 
t:ikt: iht' pl:t,·t· of 15 "t f"am 
IOCOtllt)ls\lt.''.> 

E\.'.On<"mtl'" rt·~ult1n1t 11<.i1n 
t.'kdntk.Hum .,·111 n:PJ\' tht> 
<·v.;t of th"° 1m pro,.._.mun1 
with in th-t> or "ix n:.u., 

GENERAL ELECTRIC 

The N a tion owes its growth and development 
to tra nsporta tion. R a ilways , with their millions 
of passengers and vas t freigh t, t rolley cars, sub­
way and eleva ted t rains, a nd ·ea-going ships a re 
wealth producers in proportion to t he po wer, 
speed , and economy of their opera tion. Every 
class of socie ty - every form of commerce a nd 
manufac ture- is be nefited by improvement 111 

the equipment of common ca rri ers. 

Electricity , which now dominat es certain fi elds 
of t ransportati on, has already demonstra ted its 
power to rcYoluti oni ze long-dista nce carriage 
both by sea a nd la nd. Appropriate advertising, 
consistently and rightl y direc ted , is stimul a ting 
public interes t in th e General Elect ri c Co m­
pa ny' s contributions to the immense economies 
a nd th e effi ciency of elect ri c propulsion a nd 
railway elec trifi catio n. 
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■ 
$ . •»»■•■**>« lit- i 

W OF FAT m.VNKL 

Opening an Empire 
Weal of Denver is the Conti- 
nentaJ Di-ode; homrrwd in be- 
hind if iaan undeveloped em- 
pire as tarife as Maryland. That empire the new Moffal 
Tunnel will open up. 
Gen«r«l Electric motors will 
play a ijieat part—driving air 
romprwworm pumping water from underground rivers and 
ru nning the mi ne locomotives that will carry out the rock. 

GENERAL ELECTRIC 

Fit for the 
heaviest duty 
Mr. Edison,forewaes that mer- chants will make all city do- 
liveriea with electrio trucks. 
And here is a bigger truck, 
fit for the heaviest duty re- quired of it by the Philadel- 
phia Electric Company, It is 
demonstrating that General 
Electric motors wilt drive heavy trucks with the great 
advantages of long life, minimum repairs, and unin- 
terrupted service. 

GENERAL ELECTRIC 

-13 

sSse3 

10 locomotives 
will do the work of 25 

The General Electric Com- pany is electrifying the Mex- ican Railway between Oii- /aba and Bsperarua. On the first section—with many curves and terrific grades- 10 «/evtr/o locomotives will take the i^«;e of 23 s/eam locomotives. 
Economies resulting from 
electrification will repay the cost 01 i^lts improvement wm* ym ' within fi ye or six years. 

GENERAL ELECTRIC 

UIM.V ih# 

/' 

What a miracle it is.. 
Twelve years 
^^ulp-Heco^ 

ai. lupi tee with eleowcdrtve 
Mm {Jo « £«»< expenmeet. 
W Soheedwxnely^^^; »- perforfii that now 

United Statee haul®- 
i.tSTK Sup, ate eleotncelly driven. 
r.'S".'™S W|,al amitacle it ie-an i»- 
K-SS S.%Vten> » - -.rtra-S , wyvn b.ttl«,h.p' 

iENERAL ELECTRIC 

'V.ltK-rt 

Coming through with rye 
Lasr.c^,.. . yC O— rvim |-ye 

e'ecinc ship -T^l"!i5"esei 
ended her m ^w'nPort," 
•» New YixThfhL"03'^ f'to of r% 

wi® a 

"S-'sfiS 
general ELECTRIC 

TR ANSP( )RTATION 

The Nation owes its growth and development 
to transportation. Railways, with their millions 
of passengers and vast freight, trolley cars, sub- 
way and elevated trains, and sea-going ships are 
wealth producers in proportion to the power, 
speed, and economy of their operation. Every 
class of society—every form of commerce and 
manufacture-—is benefited by improvement in 
the equipment of common carriers. 

Electricity, which now dominates certain fields 
of transportation, has already demonstrated its 
power to revolutionize long-distance carriage 
both by sea and land. Appropriate advertising, 
consistently and rightly directed, is stimulating 
public interest in the General Electric Com- 
pany's contributions to the immense economies 
and the efficiency of electric propulsion and 
railway electrification. 
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The world's 
biggest coal saver 
This ia the largest lrlydro--elec­
tric genera tor in the world; 
one o( three new giants in­
stalled by the Niagara Falls 
Pow~r Com pany. Two mil­
lion people share in the in­
creased elec tric lirht and 
power supplied by these great 
cenerators. 

Multiply by sixteen million 

-N a• <>n!)' dou •h' 
(°b11t•• i ... u-...-<.'-
1"'•1P'~U..~· 
,.. ,., ... t.r •.hi~ • 

• lw\rid•J'.S -.it 

~""=:':.'!'.~ 
• iuulc" J••k•• 
....... , ...... k ..... 
Le><.irf<1fU..kl""' 
Ci-IC""'"""'*'-"• 
lM1wtto)"1nl)ol\,f 

~ :';;;.~; ~~ ...... .i.~; 

The turbine generators 
in vented and made by the 
General Elec tric Company 
in the past 3l years Jmvea 
total capacity of aldeeo mil· 
lion kitw,ratts. cont inuously. 

Co nsidering hov.1 cheaply 
kilowa tts work , don't you 
think it w'flld be a good 
scheme to put mQre of them 
to ~ork in your home? 

Each of these machines saves 
the equ ivalent of 700,000 
tons of coal a year. 

GENERAL ELECTRIC 

GENERAL ELECTRIC 

Pillars of Progress 
h' 19'21 tM Americ~n .peoµle 
used onebilliondo\la rS ~~::~ 
ofe\eetr\ca\ ener&Y· An d for 6 five years tl\e derrHH\ 

~ energy doubles. _ 

,,.. 1'hink what ~~is ':~~1~~ 
::,:r<~g~~ use of eleetnc1t~ roducts 
·- ...... - _.... brighter honies. '~/in bur-
:.::-'~~· rn:u\Ufactured. a t eman-
-·- ·~ dens lifted· T he greO\ . rght 
!:..01-"'~~ ci 3.tor is the el~lnc i . 

;~;;/;:.:,\~ • 1~d wor p\a"t. hs clum· 

What's the use of 

fl 
.......... •h• 0 .... , . 1 
C fo'(\d¢ Ctomp • ., ,. 
w~ or.;......,..,~.,,"'~' 
&h~• ...... ,s ., .,, 

~~":~~"t.:: 
_,.,~.· .. 4··• >n<•"" 
Sd'"n"t .. dl' ••d 

~:: . .!:;: 
"'C•l>t~fll~.,. 
·-~·GI<! Ito..,,,. 
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artificial lighming? 
None, M pr&aent.Many of the 
experiments corded on at 
large cost by the scientists 
of the Gener31 Electric Com­
pany yield the Company no 
immediate return . 

But in the Ion, run they Me 
all prnc ucal and important. 
Thoy 3rc p nri. of the itltdy 
\ .. ·hich must go on unce:i~­
ingly if this powerfu l forc e-. 
Electricity, is to be i!Ompleto\ y 
lamod and enlistt>d in your 
service. 

GENERAL ELECTRIC 

:.;;:;.r:;. -;·;t....,. ~eys~rc p\\lars of progress. 

GENERAL ELECTRl:. !;ENERAL ELECTRIC 

TRANSMISSION 

This series of advertisements aims to empha­
size the service of transmission- the bringing of 
energy over long distances to the very door of 
the consumer- the fact that current , despite its 
ever growing usefulness, has been held to a low 
cost in a period of generally rising markets. 

An appreciation of these facts helps to an 

l 4 

understanding of the constructive policies which 
have brought electric power development to its 
present degree of importance in the promotion 
of lighting a nd industry. This advertising also 
furthers the objects of the . National Electric 
Light Association and supplements that Associ­
tion's publicity . 

I 

II Mil 
11 ■ I ■ 11 III 

The world's 
biggest coal saver 
This ia th® largest hydro-eleo 
trie generator in the world; 
one of three new giants in- stalled by the Niagara Falls 
Power Company. Two mil- lion people share in the in- 
creased electric light and power supplied by these great 
generators. 
Each of these machines saves the equivalent of 700,000 
tons of coal a year. 

GENERAL ELECTRIC 

New V*«V rtc.Wnry -m • 

WHkT ORE KW. CAR 00. 
rrxith CmrcvU am Cewor •» t'R. l"« In«r#ir. 

To« uon D( 'U i»/ W41 Ui» M- 'ST. 

jsu-ior;. sS MY 
V atcepttnc^S'' 

Multiply by sixteen million 
The turbine generators 
invented and made by the 
Genersd Electric Company 
in the past 31 years have a 
total capacity of sixteen mil- 
lion kilowatts, continuously. 
Considering how cheaply 
kilowatts work, don't you 
think it w<^ld be a good 
scheme to put more of them 
to work in your home? 

GENERAL ELECTRIC 

Mill 

What's the use of 
artificial lightning? 

None, at present. Many of the experiments carried on at large cost by the scientists of the General Electric Com- pany yield the Company no immediate return. 
But in the long run they are all practical and important. They are part of the study which must go on unceas- ingly if this powerful force. Electricity,isto becompietely tamed and enlisted in your service. 

GENERAL ELECTRIC 

w 

rc-: n 

Pillars of Progress 

energy doubles. 

«uhrtt O*""- W" 

nulttaft J, of O* 

energy — 
Think what this incrWW* 
brighter homes. »n P . 

™'r* r 

GENERAL ELECTRIC 

And he hj 
to see it 

'won,roi,, ramovnlu 
'od«Proraiw 

h"'vsm~>t 
The prenris, »«• e.,.., . 

month, * <rfcity«3JO*goW^««c- 

GENERAL ELECTRIC 

TRANSMISSION 

This series of advertisements aims to empha- 
size the service of transmission—the bringing of 
energy over long distances to the very door of 
the consumer— the fact that current, despite its 
ever growing usefulness, has been held to a low 
cost in a period of generally rising markets. 

An appreciation of these facts helps to an 

understanding of the constructive policies which 
have brought electric power development to its 
present degree of importance in the promotion 
of lighting and industry. This advertising also 
furthers the objects of the National Electric- 
Light Association and supplements that Associ- 
tion's publicity. 
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Follow Frepi.ont! 
j ohn Charles Premont, "The 
Pathfinder," el<p lored Ohio 
ninely years ago. When you, 
in your car, are exploring 
Oh1o·s fine highways today. 
you will come to a little city 
which bears the Pathfinder's 
name. 

A tw~year study revealed 
1hat poor street lighting 
causes t 8% of traffic fatal-
1t1es; contributes to approx­
imately 41% of c1ime: adds 
to traffic congestion: holds 
back commercial develop­
ment. 

Light your streets better. 
What good is a good home 
if it's on an unsafe street? 

Light is the best policeman 
Cleveland has proved it . 
Summing up 

0

U1e reeults oi 
better llghbng in the down­
town district, a prominent 
aulhor1t'y says : ''Crimes in 
this district in the year 1916 
were but little more than one­
half .SW.» what Vie might well 
have expected had no changu 
been made in lhe lighting." 

lt 1s one of the best lighted 
cities in the world : and yet 
the per capita cost of the 
hght is less than $2 a year. 

GENERAL ELECTRIC Yet the cost of the best street 
lighting averages less t han 9% 
of the total of a c ity's taxes. 

GENERAL ELECTRIC 

L·mawhen Where was i 7 
the lights went out. 

As part o~ e.n ec~~:yl~~ 
gram , t.1qi.:i, he . ~treet 
turning out t th.tee 
tights.'The trial \3.sted 

~ night.S. · 
~ One n~wspaper sun:~:; 

..,...,.., ... .,, , zed the result as ".ir..:.1;..,.._.,...:.:: n '01ewave. 
- probabili.tY of a cri be< of 

~: .. r-,",'",':!"", ... ~~i · the num ... " increase in dthe\OSS 
~-'\ .. ~;,:::; trafficacc\dent.S,an 
- "'~ to Lima business hou~B 
~.-~ ""<!--· ~ - .. , - dunng ,_ ... "' of a gigantic suu•,. 
~!~_:=.· the holiday season. 

~~~ ELECTRI<::_ 

--

t 

GENERAL ELECTRIC 

GENERAL LIGHTING 

Street lightin g intensities t hat were considC'red 
a mple ten years ago a re inadeq uate to meet th e 
conditions of today. This se ri es of adverti se­
rnents, a ppearing in 1924, will help edu cate the 
public to dema nd public illumination in accord 
with mod ern standards . I t will also show to 
the individual that a triAing increase in munic-

15 

ipal Laxes will greatly redu ce acc idents, dis­
courage many forms of cr ime, a nd rai se the 
intrinsic value of real estate. It will tend to 
increase the market for a ll kinds of street-I ighting 
eq uipment, widen the a rea se rved by electricity, 
and encoura ge the sale of home elect rical appli­
ances and housewiring. 

$ 

Follow Fremont! 
John Charles Fremont, "The 
Pathfinder." explored Ohio 
ninety years ago.When you, in your car. are exploring 
Ohio's fine highways today, 
you will come to a Uttte city 
which bears the PathfindeifB 
name. 
It is one of the best lighted 
cities in the world; and yet 
the per capita cost of the light is less than $2 a year. 

GENERAL ELECTRIC 

ACCMSBIMD 

Ntw auk txpurtn. M T*»! ym* twi. fiM tnrti- Htaowafwt CM* bn&vmni. 
HWOSS TO WE Still «U. Men TO council. 

What good is a good home? 

at e«p«rt». 
ZJSZffSS «nl XXrMc Cam 

A two-year study revealed 
that poor street lighting 
causes 18% of traffic fatal- 
ities; cootributea to approx - 
imately 41% of crime; adds 
to traffic congestion: holda 
back commercial develop- 
ment. 
Light your streets better. 
What good is a good home 
If it's on an unsafe street? 

GENERAL ELECTRIC 

ItbtwUvMyJUftM. 

Light is the best policeman 
Cleveland has proved It.. 
Summing up the results of 
better lighting in the down- 
town district, a prominent 
authority says: "Crimes in 
this district in the year 1916 
were but little more than one- 
half 15996) what we might welt 
have expected had no change 
been made in the Ugh ting.^ 

p—vwntiW jwra On ttwtl ma' «w<*br hi 
mrt*t Inikt 

QirtrdiM* irnJ « pwn Yet tfvacost of the best street 
Ughung average* less than 9ft 
of the total of a city's taxes. 

GENERAL ELECTRIC 

BOOS 

ti-r'ifr —*■ —■ 

3S»i" 

graco, Wp . the 

ri.,a th. r««u!t »• <»• 

tte holiday aaom. 

general ELECTRIC 

biggest and the smallest 

Electric iabn^ . GenVral 
syiwowMf <,ra,or'« '■> 

general ELECTRlr 

S^&ZL 

GENERAL LIGHTING 

Street lighting intensities that were considered 
ample ten years ago are inadequate to meet the 
conditions of today. This series of advertise- 
ments, appearing in 1924, will help educate the 
public to demand public illumination in accord 
with modern standards. It will also show to 
the individual that a trifling increase in munic- 

ipal taxes will greatly reduce accidents, dis- 
courage many forms of crime, and raise the 
intrinsic value of real estate. It will tend to 
increase the market for all kinds of street-lighting 
equipment, widen the area served by electricity, 
and encourage the sale of home electrical appli- 
ances and housewiring. 
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"The 100,000 Man" 

The whole world 
in your hands 

Ccner:d Electric motor:s en­
able one gn::u mill to produce 
paper enough in adav to cover 

~ 
~~::.:.7!i~ 
"'*''"'•*•··­_,, ... 1.••.J111-
Ml!""'c..-•• -... 
"'u.a.-a111i... c-._, ........ 
::,:.,..•!!._,'I·~ ··-~ 
~· >" .... I.!< 
....._tt..,1,llcon,.. 

.... ,., ·~11 

or Napoleon it was said 
that his presence on the 
battlefield was equivalent 
to 100,000 additional men. 
''The 100,000 ma n ,'' hi<:t I 
ent•mics called him. 

Napoleon dealt in death. 
Bii General Electric mo­
tors, like the ono in the 
picwre, lift heavy loads off 
human shoulders, and con· 
lributc to the enrichment 
oi life 

Building the world's 
longest tunnel -I~ "' I' '"' 

...... --•"f;;ot 

~<'I ·~ '"'"" l> 

To dnuble NL".\' York City's 
water suppl~. l'Og'iOt'C.rS have 
built the Sh md.lkt·n Tu1lncl, 
18.1 mile:; long 

~~·I• ' t 

;i lJ·foot ro~ld fr~m New 
York to Chi..-:ngo. Other G-E 
motors run the huge presses 
which can print as many cis 
:ioo.ooo newsp;Apers <dl hour. 

So. served by elt."Ctric1!y, you 
break.fas! like a king-· an clt.>t·­
lrir: percola1or and ;m tlectric 
toaster on your tablt.·, and 1!:w 
wor!d'1' rlC\\I~ in your hands! 

GENERAL ELECTRIC i. .. =t =~--~ 
.... t .~ . .. "'" ·!t 
f"t.I .... "°''~· ,. 

Electricity helped 1 Jw builders 
to finish the work one yc·u· 
J.he.id of :...:ht·dule. l::v<>ryonc 
knows that eh.•('ln..:. motors 
sa.vu hum.lo l,1hor: hem is 
lmpressivt: uv1dr~n.·e 1hat they 
:i!:.o Rave money and time. 

<•.--•F ... -.<,!,...,. 
•1wr ..... .i1::i..,,,.,. 
1.: ~-~ '" ..... 
(, .... 
•tt ~. ~ 

GENERAL ELECTRIC 
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·!~~;';';?..:::s 
u.1.-t>Kr·-•<i• 
~~·"'-~'"' .. ,. 
::~=~;:·F~~ 
;~ /' "" ~b 

GENERAL ELECTRIC 

ELECTRICITY IN INDUSTRY 

Sixteen million people a re engaged in indus­
trial occupations in the United Sta tes. It is im­
portant that they a ppreciat e the value not only 
of electric dri ve in general , but of G-E apparatus 
in particula r . One a nd a half million of them 
a re managers or t echnical ad visers who have a 
part in the selection of electrical machinery . It is 
doubly important tha t they be reached by pub-
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licity such as is shown on this page a nd which 
features the q ua lities of G-E equipment and 
ma ny of its spec ific applications. 

This group of ad verti sements has a double 
value. It t ell s the story of G-E electrification 
t o t hose who consume the produ cts of industry 
a nd it carries a n obv ious lesson to the ma nu­
facturer himself. 

*+■>* l»,0 I 

S-' 

The whole world 
in your hands 

Efectric motor* en- able ooe great miB to produce 
paperenoygh in a day to cover a 13-foot road from New 
Yoj* to Cbicago. 0«her G-E 
motors run the huge presses 
which can print as many as 
300,000 newspapers an hour. 
Sfe ssived by electricity, you 
breakfast like a king-an elec- 
tric percolator and an electric 
toaster on your table, and the #dsdkr« new* in your hands! 

GENERAL ELECTRIC 

« E 
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"The 100,000 Man" 
Of Napoleon it was said 
that his presence on the 
battleBeld was equivalent 
to 100,000 additional men. 
"'The 100.000 man,'* his f 
enemies called him. 

i r uKonm 

sS4- 

r 

S&itxm Qi 11-. I 

hv*—Nc). nuii. 

Napoleon dealt in death. 
Big General Electric mo- 
tors, like the one in the 
picture, lift heavy loads off 
human shoulders, and con- 
tribute to the enrichment 
of life. 

GENERAL ELECTRIC 

-rr 

Building the world's 
longest tunnel 

rgaSssi 

To double New York City's 
water supply, engineers have 
built the Shandaken Tunnel, 
18.1 miles long. 
Electricity helped thebullders 
to ftaish the work one year 
ahead of schedule. Everyone 
knows' that electric motors 
save human labor; here is 
impressive evidence that they 
also save money and time. 

GENERAL ELECTRIC 

> ... 

This battleship grew a long arm 
Man, ot'our bis battl«sWt>» 
^r^'brsunVmprac- 
tice at aoa- 

ESSj a»S^3 

IS 

The good old fightw sarge" is n<W a good y0""8 
wofker. The G-E motors w 
her big crane are strone^noug 
to raise a submarine- Created 
of this staunch old ehip » to save. 

GENERAL ELECTRIC 

Where holiness 
counts most of ai} 
wor^8

lC
T^ors are ciea„ 

Arid rj 
>to rlzf^ Wront in u. 

ELECTRICITY IN INDUSTRY 

Sixteen inillioii people are engaged in indus- 
trial occupations in the United States. It is im- 
portant that they appreciate the value not only 
of electric drive in general, but of G-E apparatus 
in particular. One and a half million of them 
are managers or technical advisers who have a 
part in the selection of electrical machinery. It is 
doubly important that they be reached by pub- 

licity such as is shown on this page and which 
features the qualities of G-E equipment and 
many of its specific applications. 

I his group of advertisements has a double 
value. It tells the story of G-E electrification 
to those who consume the products of industry 
and it carries an obvious lesson to the manu- 
facturer himself. 
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"Charge, Tungar, Charge!" 
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Does your car stand dead 
in a cold garage? Connect 
the battery with Tungar; 
tomorrow morning you will 
have current for the starter 
and the lights. 

Withou t a well-charged 
battery your radio set is 
mute. Connect the stor­
age ba1tery with Tunga r. 
and behold! Music comes . 
into your home from a dis­
tance or a thousand miles. 

GENERAL ELECTRIC 

One cent will drive your fa n 
for two hours. It win keep 
your washing machine at 
work for twenty minutes. 
Oritwillgive'you two hours 
of Hg-ht from your .50-watt 
MAZDA lamp. 

This is the biggest cent's 
worth in history-the ser­
vice of yo ur fan, of your 
washing machine or o( your 
MAzoAlamp. 

GENERAL ELECTRIC 

Increase the comfort of your home 
by sending for this book 

-

This book gives Hoor plans of 
vari ous s izes and types of 

. houses, showing just how 1he 
!~~.t;:!e",;i electrical ou tlets and switches 
;:1",t":n!·"'r..c:= can be arranged for maximum 
""'-- ""' ,._"""" convenience. 
=~~..:r=: ,,., _ _ l<to ll')' 

611 .... ,.,.... ....... l«'< 
""'1bwlklcrl0bo.-· 
th&ot""'°'""'- br 
tloeO.-..l~~k "'""'""' . 

By adding a few electrical con­
veniences every year you will 
make your house a better place 
to live in, and easier to sell. 

GENERAL ELECTRIC 

Your Daughter 
How much Of 
be spent in fi/ij her !ife muat 
sc r ubbing tgoil lamps, 
PUmJ>ing W.:it~r~thes and 

Nooe. 

~~r aour generation has 

to huma~:~~ con~i~ution 
transferred g?'ess. it has 
the burden to elec tricity 
Women us!~me Work that 
daughterent to do. Your 
at a fortunat:~~ the worJd GENE . .,,. 

'?'; RAL ELECTRIC 

--

ELECTRICITY IN THE HOME 

The thirty million readers who see these 
advertisement will instinctively apply the 
message to conditions in their own homes. Th e 
promotion of complete housev11 iring if#accumulat­
ing power in every part of the country a nd 
will receive additional impetus through this 
publicity. 

electrical service in unwired or inadequately 
wired hou ses, a nd to increase the demand for 
labor-sav ing appliances and heating devices. 
An estimated market of e ight million residences 
without electrical installation demands plentiful 
advertising of this nature- advertising which 
will eq ually advance the sale of appliances in the 
million homes already wired . The object 1s two-fold- to sell the idea of 
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"Charge, Tungar, Charger* 
Doec your car atand dead 
in a cold garage? Connect 
the battery with Tungar; 
tomorrow morning you will 
have current for the starter 
and the lights. 
Without a well-charged 
battery your radio set is 
mute. Connect the stor- 
age battery with Tungar, 
and behold! Music comes 
into your home from a dis- 
tance of a thousand miles. 

•owl lo wn-rftrl Ilk* 

«SS,"o 

GENERAL ELECTRIC 

i- 

V. 

One cent will drive your fan 
for two hours. It will keep 
your washing machine at 
work for twenty minutes. 
Or it will give you two hours 
of light from your 30-watt 
Mazda lamp. 
This is the biggest cent's 
worth in history—the ser- 
vice of your fan, of your 
washing machine or of your Mazda lamp. 

GENERAL ELECTRIC 

Increase the comfort of your home 
by sending for this book 

*v«» tapartasi pun 
•toipmrm 1. Hidden 
ham Mm raur nund M rent icgardfan rtee ttie Mrnig mod aw. 

This book gives floor plans of 
various sizes and types of houses, showing just how the 
electrical outlets and switches can be arranged for maximum 
convenience. 
By adding a few electrical con- 
veniences every year you will make your house a better place 
to live in, and easier to sell. 

GENERAL ELECTRIC 

I 

\ 

If father did the washing 
just once. 

Eour Daughte 

•crubbi„/™«°'|lan.M, 
None. SSoSt Saturday mght. 

For fatbrrsarsust^wfl^; ing costs. T y k'gwash- electricity for cake 
ine 00",Humati Um" and 
»' •0'Fh ^ So prccour lo* 
do so cheaply and uiau- 

tranWe J it ha, 
"« durdensomi. women 

at«ftrtUM^^WWOrW 

r"   dtanda th 
kaJ tat 

'"lor^^°WaU 

general elects 

OS-ThO 
'tha 

GENERAL ELECTRIC 

ELECTRICITY IN THE HOME 

The thirty million readers who see these 
advertisements will instinctively apply the 
message to conditions in their own homes. The 
promotion of complete housewiring i.^accumulat- 
ing power in every part of the country and 
will receive additional impetus through this 
publicity. 

The object is two-fold—to sell the idea of 

electrical service in unwired or inadequately 
wired houses, and to increase the demand for 
labor-saving appliances and heating devices. 
An estimated market of eight million residences 
without electrical installation demands plentiful 
advertising of this nature—advertising which 
will equally advance the sale of appliances in the 
million homes alreadv wired. 
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Everywhere, this monogram 
You may travel through a 
trop ica l jungle on a frain 
\\'h1c h a G-E locom otive 
pulls: in :in Oriental city you 
mny drink water which a 
G-E motor pumps. 

... e 
" •U 

K·~~· •• '"'" •·••>l•h ..... ,, 
'"· --~· "., """'' "~""' ••• •h, ~ 
""'""*"'''"'•"•"'"' ............. I. 

'"' ·-··-· ·~' .1 ............... h••h" 
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Steinmetz 
Thtl spirit of Dr. Stcmrnutz 
kt:pt Im: frn 1l bodv alive It 
,: lothed h1m with Surpassing 
µowcr . ht: tcimed the light· 
nin~ and d1~hnrl:{ed the t'r.rst 
ar111kia l th underbolt. 

Gre~u honors c ami: 10 him, 
\-t•t he w ill bi" remembered 
not for Wh3t he riXe1ved, but 
for wha1 he ~ave . Humanity 
w ill s hareforcveri n the protlt 
01 l11s resCJ:1r<:h Tlus is the 
reward 01 the scientist, this 
is tmdu ring g lory. 

, 

~~~~~. '··~:·,··,~; . .'': . : ::. '< ·~.,~ ."'.: h~ M ··1Y ""''· 1 1k O•~•• 
• ~ ~ ,1 11 ~ ,,_.,..~IN·-.. • 

•h~ '''"" < fl•· .... ,,.,,, " " h' '" y ..... 11-

An Exciting Evening 

-~~ 
L~ C·t~ ·;:~:~'.~·' 

H ere ;,m: four of t ht: \VGY 
Plrtvers ! lhc wor ld 's first 
ntd10 dramatic company I 
at a thnllin g c limax whic h 
a1most turn s s ound into 
:.ight. 

The sun never sets on this 
m onogram : a nd w he rever 
you find it, it is a symbol of 
service - an evidence that 
elec tricity is doing one more 
hea\'y task whic h men and 
women used to do. 

GENERAL ELECTRIC 1!,..1'_ ............ . ... . 

'"'"".-I d ...... ,,,,. 

Tune 1n , s om e evening, 
on one of their productions. 
You will be surprised to 
!ind how r e ad d ~ your 
imag·1nation w d! s upp ly 
s tng·c and senmg . 

GENERAL ELECTRIC GENERAL ELECTRIC 

:ENERAL ELECTRIC 

GENERAL 

Th e corner s tone of t he Genera l Elect ri c Com­
pa ny's t echnica l a uth ority a nd commercia l suc­
cess is scientifi c research conducted in t he Co m­
pa ny's laborato ries by ackno,vledged maste rs of 
il1\·estigation in the electrical a nd allied fi elds. 
The va lue of t his se rvice to the public at la rgf' 
a nd to individual co nsumers is f' mpha sized in 
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the educati onal ad,·er t isements show n on t his 
page. Th e subject matte r, in itself , is of in teres t 
fo r t he story it tell s, a nd t hi s in te rest will lead to 
personal ap pli cat ions by each reader as he learns 
t he meaning of the G-E monogram a nd its ass ur ­
a nee of worth a nd ,·a l 11 c to hi m w hf' rcvc r fo und 
on elec tri cal produ (' ts. 

;• -r" 

Ever\'where, this monogram 

batak dwvlop- 

You may travel through a tropical jungle on a train which a G-E locomotive pulls: in an Oriental city you may drink water which a G-E motor pumps. 
The sun never seta on this monogram: and wherever you find it, it is a symbol of service — an evidence that electricity is doing one more heavy task which men and women used to do. 

GENERAL ELECTRIC 

^^ss'S££.'sri.'; 

Steinmetz 
The spirit of Dr. Steinmetz kept bis frail body alive. It clothed him with surpassing power; he tamed the light- ning and discharged the first artificial thunderbolt. 
Great honors came to him, yet he will be remembered not for what he received, but for what he gave. Humanity will share forever in the protit of his research. This is the reward of the scientist, this is. enduring glory. 

* 

GENERAL ELECTRIC 

An Exciting Evening 
Here are four of the WGY 
Players (the world's first 
radio dramatic company) 
at a thrilling climax which 
almost turns sound into 
sight. 
Tune uij some evening, 
on one of their productions. 
You will be surprised to 
find how readily your 
imagination will supply 

»■«•«... stage and setting. 
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Your Boy 

S" tMBt"®-1. * IJIBI 

Me will have mow 1«,u^ 

do mom than you did. 

Sr'upoT.hei- 
life s buntenson"' 'a''"- 
A difierent world ''"5 * to be—and a belter «"«■ 

vv'iere the money goes 

becomes nff k .... 
' & 

^aniaati;^Kby^ Electric Company? ^3' 
T.hia cJ>art t«?i„ .t _ 

<Vwof 

-- -«.npany? 

•"Oil dollar eo^ " out of 

*•* wage, nO-E J"*"*' womeo^ w-b "•"> and 
n»'a. sales™ ' °"*l- worker,. Sm'n and oth,. workers.' 

divideno^ to'fb?5°in aaah 
penerai BleetH ert 

■nvestors |6 oon women. ■000 »r them S-SSS ^ be—end a better one. 

general electric general electric 

GENERAL 

The corner stone of the General Electric Com- 
pany's technical authority and commercial suc- 
cess is scientific research conducted in the Com- 
pany's laboratories by acknowledged masters of 
investigation in the electrical and allied fields. 
The value of this service to the public at large 
and to individual consumers is emphasized in 

the educational advertisements shown on this 
page. The subject matter, in itself, is of interest 
for the story it tells, and this interest will lead to 
personal applications by each reader as he learns 
the meaning of the G-E monogram and its assur- 
ance of worth and value to him wherever found 
on electrical products. 
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Pumping prosperity 
through a State 

•• h ....... i.. • ..., •• ..i 

'"""' .. 

Electncuy. earn ed hunareos 01 
miles from mountmn power houses, 
pumps the wa ter that h1:1.s mlflS­
formed an arid region in10 a 1Rncl 
of plenty-does the hard work on 
1he far'ms -ancl urelessly shoulders 
the drudgery of women's work. 

Utah. a suu e of farms. ht13 doubled 
115 use of electric power m the past 
five years-many C'#her fa.rm :.I ates 
are mukmg s imilar records. 

GENERAL ELECTRIC 

Winning the West 
Irrigation byelectricallydrivenf 

umps has made hundreds o 
~housands of acres of dese.rt 
\a nd in the lnt~rmounta1n 
West blossom hke the rose. , 

For a few c~~ts ~ ~~:t:i:~ 
acre e\ectnc1ty .. 
worker-brings the life-gw1ng 
water from distant lakes and 
rivers to rainless valleys. pr~ 
ducing rich harvests of fruits 
a nd vegetables. cereals and 

forage. 

Better than aching backs 

o ... ..i,~· -·~ .. -
,., ... v ..... po.i ...... ..i 
~1 G_., or ol ltl«I"< 

~~~;~~~ 

The first labor-saver th e wom­
an of the family wa nts when 
the farm home is electrified 
is a w ashing machine-that 
banishes " blue Monday·· by 
subs t ituting elec tric horse­
power for her back-power. 

Then comes the electric iron 
- and after that the man of 
th e family can decide where 
h e needs e lectric power to 
take the load off his shoulders. 

Eleqtric light and power on 
Jhe farm is an investment in 
better a nd happier living. 

GENERAL ELECTRIC 

Push-the-button farms 
They ca ll them " push - the­
button farms" out through 
the wheat belt 
Electricity pumps the water, 
does the washing. churns the 
butter, dusts the carpets, 
threshes the wheat, cuts the 
ensilage - a t the touch of a 
button. 
More than half.a million farm­
ers have turned over the tire­
some chores and hard jobs to 
th is tireless worker. 

Millions of farmers need the 
same efficient help. 

GENERAL ELECTRIC 

/ ~:;:.;..._~. 
Harnessing . 

gravity to do our work 
California farm 

~f:7;=:.;~~ 
::1:. ·-*"··~·~~~ 

mountain wate~:U are making 
of their hard Work. s~o much 
!hou~nds of farms an many 

p::~~~g~~es light, he~~n~ 
sometimes h~'5/ brought 

~~~:gh-tensio~ t:;s~;::~~ 

GENERAL ELECTRIC 

~: b the Whole country . 
lines an~ ~Uetwork of electn~ 
~w~r is utiJ~:::Jable w~ter. 
life wiJ / be . • Amencan 
happier era. in a new and 

~ENERAL ELECTRIC 

RURAL ELECTRIFICATIO 

Only half a million peo ple in Lhe United States 
li ve on elect rifi ed farm s, but there a re millions 
of rural dwe ll ers wh o will constitu te a new 111 a r­
ket for current a nd applia nces a;;: soon as t he 
fa t -approarhing li nes beco me a Ya il able or th o. e 
already at ha nd beco me a pprec ia ted. 

The ad verti se ments here shown reae h t he 
larger pa rt of th e farm s i11 t hi s eou 11tr:v; t hey 
expla in th e comfor t, labor sa \'ing, a nd economy 

' 

of elect rical se rvice, a nd th ey tend to a rouse a 
se ntiment in favo r of line ex tension throughout 
t he country side. Such a general mo vement will 
result in increased powe r house business as well 
as in heayy additional sales of motors a nd a ppli­
a nces. The fa rm co mbines t wo ma rket s in one­
homr a nd business; hence t h is ad ve rti sing he! ps 
to open a double sales opportunity for the elec­
t rical ma nufac ture r a nd for the central st ation. 

Pumping prosperity 
through a State 

Electricity, carried hundreas oi mile# from momuam power houses, pump* the water that has trans- formed an arid region into a land of plenty—does the hard work on the fartns—and tirelessly shoulders the drudgery of women's work. 
Utah, a state of farms, has doubled its use of electric power in the past five years—many c^her farm states are making similar records. 
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Better than aching backs 
The first labor-saver the wom- an of the family wants when the farm home is electrified is a washing machine—that banishes "blue Monday" by substituting electric horse- power for her beck-power. 
Then comes the electric iron — and after that the man of the family can decide where he needs electric power to take the load off his shoulders. 
Electric light and power on pie farm is an investment in better and happier living. 
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Push-the-button farms 
They call them "push-the- button farms" out through the wheat belt 
Electricity pumps the water, does the washing, churns the butter, dusts the carpets, threshes the wheat cuts the ensilage —at the touch of a button. 
More than halfa million farm- ers have turned over the tire- some chores and hard jobs to this tireless worker. 
Millions of farmers need the same efficient help. 
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Winning the West 

Irrigation byeleotn^y^"ve" pumps has madohundreds of 
thousands of acres of desert 
land in the Intermountarn West hlossom like the rose., 

^al'fomia farmers ar« ■ ~ ... . "W 
mountain WteSfH"13'"'* 
thousands of farmo 013ny a switch gives STf ® ^ of Power—and 

somebmes hunSL. ?UKht 
For a few cents a month per 
I°m electricity-the g^ht worker—brings the life-giving 
water from distant lakes and 
rivers to rainless va"eysl? ducing rich harvests of fruus 
and vegetables, cereals and forage. 

serv^1 by^in^^1" .COU n ^ is 
Power is umJfrT' water- 
''fe will bo in a n me"Can 

^PP'er era. nevv and 
Hid rtiWT* 

GENERAL ELECTRIC 
general electric 

RURAL ELECTRIFICATION 

Only half a million people in the United States 
live on electrified farms, but there are millions 
of rural dwellers who will constitute a new mar- 
ket for current and appliances as soon as the 
fast-approaching lines beeome available or those 
already at hand become appreciated. 

The advertisements here shown reach the 
larger part of the farms in this eountry; they 
explain the comfort, labor saving, and economy 

of electrical service, and they tend to arouse a 
sentiment in favor of line extension throughout 
the country side. Such a general movement will 
result in increased power house business as well 
as in heavy additional sales of motors and appli- 
ances. The farm combines two markets in one— 
home and business; hence this advertising helps 
to open a double sales opportunity for the elec- 
trical manufacturer and for the central station. 
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"What's the use of it?' 
Michael Faraday saw the real beginning 
or the age or electrici ty nearl y a century 
ago when he thrust a ba.r magnet into a 
coil orwireconnected with agaJ vanomete r 
and made the needle swing. 

Gladstone. wa tching Faraday a t work in 
his laboratory . asked , " What's the use or 
it?" The experimenter jestingly replied, 
" There is every proba bility tha t you will 
soon be able to tax iL " The world-wide 
use of electricity tha t has followed the 
Faraday discovery abunda ntly justifies 
the re tort to G ladstone. 

Faraday 's theory of lines of force is con­
stantly applied in the Research Labora­
tories of the General Electric Company in 
devis ing new electrical apparatus of which 
Faraday never dreamed. Every genera tor 
and motor is an elaboration of the s imple 
instruments with wh ich he fi rst discov­
ered and ex pla ined induction. 
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They oouldn't destroy 
the work he did 

"The Republic. has no need for savan ts," 
sneered a tool of Robe:.pierre as he sent 
Lavoisier , founder of modem chem istry, to 
the guillotine. A century later the F rench 
Government collected all the scientific 
studies of this great citizen of P aris and 
published them , tha t the reoord of. h is re-· 
searches might be preserved for all time. 

Lavoisier showed the errors of the theory 
of phlogiston-that hypothetical. ma teriaf 
substance which was believed to be an ele­
men t of all combustible compounds and to 
produce fire when liberated. He proved 
fire to be the union of other elements with 
a gas which he named oxygen. 

Lavoisier's work goes oil. In the Research 
Laboratories of the General E lectric Com­
pany the determina tion of the effects of 
a tmospheric air on lamp filamen ts. on metals 
and on delicate instruments is possible be­
cause of the discoveries of Lavoisier and 
h is contemporaries. 
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He first made 
water from gases 

Henry Cavendish. an eoceotrfe millionaire 
recluse. who devoted his life to research , 
was the discoverer of the H and the O in 
H:ib. In fact he first told the Royal Society 
of the existence of hydropo. 

He found what water was by making it 
himself, and so became one· of the first of 
the synthetic chemists. 

Cavendish concluded that the atmosphere 
contained elements then unknown. His 
conclusion has been verified by the dis-­
covery.of argon and other gases. 

The Research Laboratories of the General 
E lectric Company have found a use for 
argon in developing lamps hundreds of 
times brighter than the guttering candles 
which ~hted Cavendish 's laboratory. 
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But nobodY had t't 
thought to do 

. . dawn from the c\ouds 
By bringii;'g elec~et~t was a simple thing 
over a kite s~ g, . was nothing more 

to prove !~~~~~:S~ec~ f\aSh. 

than a . {ore Franklin flew his ~te 
For centu°:es be had been speculatinC 
in 17 51 philOSoPhe7 lightning. With elec­
about the nature o ed bottles.others had 
trifled g\obeSandc~t the puny sparkS of 
evolved the thec>rY do\lSpbenom­
the 13bQr'atoryand the stu:. relatecl; but 
e n on of the h~~:stact for theory- by 
F ranklin subst:ltu 
scientific experiment. -made 

Roaring electrical ~~i;;:clouds. 
lightning as deadly: scientists in the R~ 
a re now produ~ ~f the General Elect:nc 
search Laboratones of experiments 
Com pany. The~ ~t part ib~e to use the 
which a re maki~g t~rr= farther and far­
power of mountain t industrial oent.ers-
ther from the gr-ea 
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For this he was 
sent to Prison 

~':; Roger Bacon ma 
.,?;.,"!. ~ powder, as has ~nn~t ~ave invented gun-
• .,._ &nd raphers of the famou !~med ,by some biog-

:fe::.i~Ploded some of ~e ~~ friar, but 
lrteenth century th ding errors 

his advanced teach.in oug hL Because of 
Yea.rs of his life in ~· Bacon spent many 

In an age of abstra:~· . 
~rted the malhema::ecuJati~n he boldJy 
s_<:Jences. But even caJ basis of aU the 
tio~ . he showed, mu7t:ema~caJ caJCUla­
?enment, w hich diseo ven fied by ex-
ulation COUid never r~~~ truths tha t spec.. 
In the R esearch La . 
eraJ E lectric Com bora tories of lhe Gen­
a re_ foUowed in ev~!~ Ba~·s principles 
ga t1on. The gas-fi lled J>enmenta.J investi­
lhe electron tu be wereelectric lamp and 
paper, but it was expe . worked ou t on 
of the underlying ma th nme~ taJ verifica tion 
?1ade electric iJJuminatieomau~ theory that 
mg and X-rays wha t lb~~ ~~o tbodaroadcast-

y. 
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COLLEGE UNDERGRADUATES 

It is most important that the million students 
at American colleges be reached, at their impres­
sionab le age, with the story of General Elec tric 
research couched in the form and phrase to 
which study has accustomed them. 

The adYerti sements here shown are carried 
monthly in 463 college publications. Their 
purpose is to hold up before undergraduate 
bodies the great ideals which an imate G-E 
research and lead it to distinguished achieve-
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ment. They are so timed and placed as to form 
an integral part of the knowledge and habits of 
judicious thought which students absorb at 
college and >vh ich they constantly use in after 
years . The Company's contact with a lumni is 
preserved through advertising of a more general 
nature published in a ll college alumni magazines. 
While college advertising is, in large part , sow­
ing for the future, it has a lso proved of very 
real present value. 

What's the use of it? 
Michael Faraday saw the real beginning 
of the age of electricity nearly a century ago when he thrust a bar magnet into a 
coil of wireconnected with a galvanometer 
and made the needle swing. 
Gladstone, watching Faraday at work in 
his laboratory, asked. "What's the use of 
it?" The experimenter jestingly replied, 
"There is every probability that you will 
soon be able to tax it" The world-wide use of electricity that has followed the 
Faraday discovery abundantly justifies 
the retort to Gladstone. 
Faraday's theory of lines of force is con- 
stantly applied in the Research La bora tories of the General Electric Company in devising new electrical apparatus of wh ich 
Faraday never dreamed. Every generator 
and motor is an elaboration of the simple 
instruments with which ho first discov- 
ered and explained induction. 
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They couldn't destroy 
the work he did 

"The Republic has no need for savants," sneered a tool of Robespierre as he sent Lavoisier, founder of modern chemistry, to the guillotine. A century later the French Government collected all the scientific studies of this great citizen of Paris and published them, that the record of. his re- searches might be preserved for all time. 
Lavoisier showed the errors of the theory of phlogiston—that hypothetical, material substance which was believed to be an ele- ment of all combustible compounds and to produce fire when liberated He proved fire to be the union of other elements with a gas which he named oxygen 
Lavoisier's work goes on. In the Research Laboratories of the General Electric Com- pany the determination of the effects of atmospheric air on lamp filaments, on metals and on delicate instruments is possible be- cause of the discoveries of Lavoisier and his contemporaries. 
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He first made 
water from gases 

Henry Cavendish, an eooeocrtc millionaire 
recluse, who devoted his life to research, 
was the discoverer of the H and the O in 
HjO. In feet he first told the Royal Socioty 
of the existence of hydrogen. 
He found what water was by making it 
himself, and so became one of the first of 
the synthetic chemists. 
Cavendish concluded that the atmosphere 
contained elements then unknown. His 
conclusion has been verified by the dis- 
covery, of argon and other gases. 
The Research Laboratories of the General 
Electric Company have found a use for 
argon in developing lamps hundreds of 
times brighter than the guttering candles 
which lighted Cavendish's laboratory. 
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COLLEGE UNDERGRADUATES 

It is most important that the million students 
at American eolleffes be reached, at their impres- 
sionable age, with the story of General Electric 
research couched in the form and phrase to 
which study has accustomed them. 

The advertisements here shown are carried 
monthly in 463 college publications. Their 
purpose is to hold up before undergraduate 
bodies the great ideals which animate G-E 
research and lead it to distinguished achieve- 

ment. They are so timed and placed as to form 
an integral part of the knowledge and habits of 
judicious thought which students absorb at 
college and which they constantly use in after 
years. The Company's contact with alumni is 
preserved through advertising of a more general 
nature published in all college alumni magazines. 
While college advertising is, in large part, sow- 
ing for the future, it has also proved of very 
real present value. 
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MERCHANDISE ADVERTISING 

T
HE 1924 progra m of Merchandise Advert is­
ing invites t he public to consider the group 
service of certain G-E products for home 
use. Its purpose is to stimulat e the sale of 

wiring devices, electric fans, Tungar Battery Cha rgers, 
t ransformer specialt ies, condui t products and code 
wire, individually and coll ecti vel~r . This plan effects 
a maximum publicity fo r a ll these products. During 
1924, over sixt een million messages, in leading na tional 
magazines, will describe the nature and uses of this 
group and will emphasize t heir quality and relations 
one to another. 

The reader, a roused to interest, approaches t he 
dealer with an informed mind and, in many cases, 
with a buying intent that makes the sale an easy 
matter. E ach product carries its reminder of others 
in the same group by force of the rela tionships 
suggested in t he adverti sements, each of which 
features two or more items in a logical combination. 
The re ul t is cumulative in its stimulation of retail 
busines . 

Supplementing t he Company's national pro­
motion of better housewiring, is t he offer of a copy 
of " The H ome of a Hundred Comforts," . which is 
featured in many of t he Composite Ad vert is<::: ments. 
This booklet is p ubli shed ' in direct support of every 
qualified cont ractor. 

The atten t ion of t he house builder and realtor is 
directed t o the added sales a nd rental value of t he 
house that is complet ely wired with dependable 
material- a value t ha t is la rge in proport ion to the 
extent of t he installation. Illustrations of specific 
G-E wiring devices, together wit h reproductions of 
advert isements current in the popula r magazines, 
show the builder t he kind of electrical equipment 
that the public is being taught to value, and demand. 
A copy of " The H ome of a Hundred Comforts" 
is offered him so that he can correctly estimate the 

, 

2 1 

nature of the Company's promotional work in the 
housewiring field. 

E ach magazine advertisement of the Composite 
Campaign will be given prominence in the monthly 
displays in trade papers. This practice helps the 
electrical dealer to adjust his inventory to meet 
current demands. 

G-E dealer helps- display materia l, printed pub­
licity, and the like- are pointedly featured .in trade 
advertising, and their use is urged on the dealer as a 
merchandising asset and as an effi cien t tie-in with 
G-E magazine advertisements. 

T1mgar 

Over t en million people in the United Stat es own 
automobiles. It is estimated that five million radio 
receiving set s are in a lmost nightly use. These 
figures represent a market which , in very la rge part, 
utilizes storage battery ser vice. 

An extension of the Composite :Merchandise 
a dvertising program, featuring Tungar battery 
chargers, is scheduled for 1924 . This is addressed 
directl y t o radio enthusiasts and· car owners, to 
whom it is a imed t o sell small Tungars, and to 
battery s·ervice st ations and garages, which constitute 
t he market for la rge Tungars. 

The Tungar publicity in t he radio field is a 
cont inuation of t he previous year 's campaign and 
consists of six advertisements in the principal radio 
p ublications during the active sales season. In the 
a utomotive field , t he advert ising of large Tungars 
deals with profitable insta llation and operation in 
garage and service station. 

This intensive Tungar campaign is closely co­
or~inated wit h t he Composite l\Ierchandise campaign 
in which two advert isements feature Tungar a nd 
four others link Tungar with " The Home of a 
Hundred Comforts. " 

THE 1924 program of Merchandise Advertis- 

ing invites the public to consider the group 

service of certain G-E products for home 

use. Its purpose is to stimulate the sale of 

wiring devices, electric fans, Tungar Battery Chargers, 

transformer specialties, conduit products and code 

wire, individually and collectively. This plan effects 

a maximum publicity for all these products. During 

1924, over sixteen million messages, in leading national 

magazines, will describe the nature and uses of this 

group and will emphasize their quality and relations 

one to another. 

The reader, aroused to interest, approaches the 

dealer with an informed mind and, in many cases, 

with a buying intent that makes the sale an easy 

matter. Each product carries its reminder of others 

in the same group by force of the relationships 

suggested in the advertisements, each of which 

features two or more items in a logical combination. 

The result is cumulative in its stimulation of retail 

business. 

Supplementing the Company's national pro- 

motion of better housewiring, is the offer of a copy 

of "The Home of a Hundred Comforts," which is 

featured in many of the Composite Advertisements. 

This booklet is published in direct support of every 

qualified contractor. 

The attention of the house builder and realtor is 

directed to the added sales and rental value of the 

house that is completely wired with dependable 

material—a value that is large in proportion to the 

extent of the installation. Illustrations of specific 

G-E wiring devices, together with reproductions of 

advertisements current in the popular magazines, 

show the builder the kind of electrical equipment 

that the public is being taught to value and demand. 

A copy of "The Home of a Hundred Comforts" 

is offered him so that he can correctly estimate the 

nature of the Company's promotional work in the 

housewiring field. 

Each magazine advertisement of the Composite 

Campaign will be given prominence in the monthly 

displays in trade papers. This practice helps the 

electrical dealer to adjust his inventory to meet 

current demands. 

G-E dealer helps—display material, printed pub- 

licity, and the like—are pointedly featured in trade 

advertising, and their use is urged on the dealer as a 

merchandising asset and as an efficient tie-in with 

G-E magazine advertisements. 

Tungar 

Over ten million people in the United States own 

automobiles. It is estimated that five million radio 

receiving sets are in almost nightly use. These 

figures represent a market which, in very large part, 

utilizes storage battery service. 

An extension of the Composite Merchandise 

advertising program, featuring Tungar battery 

chargers, is scheduled for 1924. This is addressed 

directly to radio enthusiasts and car owners, to 

whom it is aimed to sell small Tungars, and to 

battery service stations and garages, which constitute 

the market for large Tungars. 

The Tungar publicity in the radio field is a 

continuation of the previous year's campaign and 

consists of six advertisements in the principal radio 

publications during the active sales season. In the 

automotive field, the advertising of large Tungars 

deals with profitable installation and operation in 

garage and service station. 

This intensive Tungar campaign is closely co- 

ordinated with the Composite Merchandise campaign 

in which two advertisements feature Tungar and 

four others link Tungar with "The Home of a 

Hundred Comforts." 
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COMPOSITE MERCHA DISE CAMPAIGN 

Backed by educational advertising, which is 
primarily concerned with the "Electrical Con­
sciousness," the Merchandise D epartment ca m­
paigns contain messages to the consumer, which 
cover specific app lica tions of elec tri cal products 
and their attending benefit s. By appealing 
through "The Home of a Hundred Comforts," 

this publicity will teach the public lo tran sla te 
electricity a nd the products which make it avai l­
able, into term. of personal utilit.v and co mfort. 

Exa mples of this advertising, shown a bove, 
feature Tungar Bat tery Chargers. G-E fans, the 
contribution of co mplete wiring to home co mfort , 
a nd the advantages of bell-ringing tran sform ers. 
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COMPOSITE MERCHANDISE CAMPAIGN 

Backed by educational advertising, which is 
primarily concerned with the "Electrical Con- 
sciousness," the Merchandise Department cam- 
paigns contain messages to the consumer, which 
cover specific applications of electrical products 
and their attending benefits. By appealing 
through "The Home of a Hundred Comforts," 

this publicity will teach the public to translate 
electricity and the products which make it avail- 
able, into terms of personal utility and comfort. 

Examples of this advertising, shown above, 
feature Tungar Battery Chargers, G-E fans, the 
contribution of complete wiring to home comfort, 
and the advantages of bell-ringing transformers. 
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Th e Tungar intensive ca111pa1gn reaches three 
spec ifi c fi elds: General consumer, radio , a nd 
automotive, The Small Tungar adverti sing is 
aimed at a ge neral consumer market of near ly 
1,400,000 indi vidu a ls through the medium of 
the Literary Digest. Ninety-one per cent of the 
readers of this periodical live in wired homes; 
fifty-two per eent are automobile owners, Th e 

Yast number of enthusiast ic radio li steners 1s 
growing g reater eYery day . 

This series of advertisements em bodies sales 
a rgu ments that will appeal both to famil ies 
O\\'ning a utomobiles a nd to those \\'h o haYe 
installed radio sets, Tn every ease the usefulness 
of Tunga r is gi,·en specia l point: t he a rgument 
is based on both co1l\'enienee a nd economy. 
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TUNGAR ADVERTISING 

The Tungar intensive campaign reaches three 
specific fields; General consumer, radio, and 
automotive. The Small Tungar advertising is 
aimed at a general consumer market of nearly 
1,400,000 individuals through the medium of 
the Literary Digest. Ninety-one per cent of the 
readers of this periodical live in wired homes; 
fifty-two per cent are automobile owners. The 

vast number of enthusiastic radio listeners is 
growing greater every day. 

This series of advertisements embodies sales 
arguments that will appeal both to families 
owning automobiles and to those who have 
installed radio sets. In every case the usefulness 
of Tungar is given special point; the argument 
is based on both convenience and economy. 
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LAMP ADVERTISING 

P
URCHASING interest in MAZDA lamps, 
both Edison and National, is being held to 
a consistently high point by magazine adver­
tising that reaches every part of . the lamp 

market. In addition to the genera] publicity in pop­
ular periodicals, the specific fields include lighting 
for homes, farms, commercial buildings, stores, fac­
tories, automobiles, and even more closely segregated 
interests. 

Many of the spreads in popular magazines 
embody the same illustrations that give character 
to 1924 window display material. Apart from the 
obvious sales value of this tie-in, additional force is 
given to these advertisements by the reiterated 
emphasis placed on the economy and comfort of 
good home lighting. 

All advertisements published in class or trade 
magazines are carefully · tuned to the personal 
interests of their respective readers, and m many 
cases give specific data of like special value. 

With all the present large volume of lamp sales, 
there is a vast opportunity to obtain new business 
from unwired homes and buildings, from those that 
are inadequately wired, and from uncounted people 
who still think that one type of lamp is very like 
another and hence get the least return in lighting 
values from their installations, whether domestic, 
commercial, or industrial. 

MAZDA lamp advertising holds an allu~·ing picture 
before the home owner who has no wiring installation 
or whose wiring is insufficient for correct lighting. 
The strong personal appeal of beautiful and useful 
illumination, contained in this publicity, sells house­
wiring as a preliminary to a subsequent continuous 
sale of lamps. 

Agents and dealers in MAZDA lamps will find their 
local newspaper advertising immeasurably strength­
ened by the prestige of national publicity on this 
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scale. The merchant who holds before the com- . 
munity his status as a specialist in MAZDA lamps and 
correct illumination virtually signs his name and 
address to evei'y magazine page on which MAZDA is 
advertised. A nationally recognized product is 
invariably a locally favored product; prospective 
purchasers instantly associate the lamp in the store 
with the lamp ih the magazines. 

The preparation of publicity for periodicals with 
a very large national circulation has been undertaken 
and carried through with the knowledge that these 
advertisements must be more than merely attractive 
to the eye- that they must contain a thoroughly 
practical story of personal interest to each reader. 
Otherwise the space is wasted. Every MAZDA lamp 
spread takes up some intimate, everyday need that 
is met by MAZDA lamp illumination correctly applied. 
Through the consistent application of this practice, 
these advertisements sell lamps in volume and pave 
the way to future business while cultivating the 
present market in its every part. 

MAZDA Service 
MAZDA is "The Mark of a Research Service," and 

as such has become a household word through years 
of educational publicity. The principaPpurpose in 
advertising MAZDA SERVICE is to keep this meaning 
of the word before the public and to maintain 
confidence in MAZDA by emphasizing the standards 
of development and production represented by 
every lamp that carries the familiar mark. 

MAZDA SERVICE has nothing to do with buying or 
selling or "servicing" in the ordinary commercial 
sense. Nor is MAZDA a service to the electrical 
industry alone. It is, of course, rendered directly to a 
group of manufacturers v,rho are privileged to mark 
their lamps "J\1AZDA," but in its finest sense it is a 
great public service. 
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PURCHASING interest in Mazda lamps, 

both Edison and National, is being held to 

a consistently high point by magazine adver- 

tising that reaches every part of the lamp 

market. In addition to the general publicity in pop- 

ular periodicals, the specific fields include lighting 

for homes, farms, commercial buildings, stores, fac- 

tories, automobiles, and even more closely segregated 

interests. 

Many of the spreads in popular magazines 

embody the same illustrations that give character 

to 1924 window display material. Apart from the 

obvious sales value of this tie-in, additional force is 

given to these advertisements by the reiterated 

emphasis placed on the economy and comfort of 

good home lighting. 

All advertisements published in class or trade 

magazines are carefully tuned to the personal 

interests of their respective readers, and in many 

cases give specific data of like special value. 

With all the present large volume of lamp sales, 

there is a vast opportunity to obtain new business 

from unwired homes and buildings, from those that 

are inadequately wired, and from nnconnted people 

who still think that one type of lamp is very hke 

another and hence get the least return in lighting 

values from their installations, whether domestic, 

commercial, or industrial. 

Mazda lamp advertising holds an alluring picture 

before the home owner who has no wiring installation 

or whose wiring is insufficient for correct lighting. 

The strong personal appeal of beautiful and useful 

illumination, contained in this publicity, sells house- 

wiring as a preliminary to a subsequent continuous 

sale of lamps. 

Agents and dealers in Mazda lamps will find their 

local newspaper advertising immeasurably strength- 

ened by the prestige of national publicity on this 

scale. The merchant who holds before the com-, 

munity his status as a specialist in Mazda lamps and 

correct illumination virtually signs his name and 

address to every magazine page on which Mazda is 

advertised. A nationally recognized product is 

invariably a locally favored product; prospective 

purchasers instantly associate the lamp in the store 

with the lamp in the magazines. 

The preparation of publicity for periodicals with 

a very large national circulation has been undertaken 

and carried through with the knowledge that these 

advertisements must be more than merely attractive 

to the eye—that they must contain a thoroughly 

practical story of personal interest to each reader. 

Otherwise the space is wasted. Every Mazda lamp 

spread takes up some intimate, everyday need that 

is met by Mazda lamp illumination correctly applied. 

Through the consistent application of this practice, 

these advertisements sell lamps in volume and pave 

the way to future business while cultivating the 

present market in its every part. 

MA ZD i Service 

Mazda is "The Mark of a Research Service," and 

as such has become a household word through years 

of educational publicity. The principar purpose in 

advertising Mazda Service is to keep th 3 meaning 

of the word before the public and to maintain 

confidence in Mazda by emphasizing the standards 

of development and production represented by 

every lamp that carries the familiar mark. 

Mazda Service has nothing to do with buying or 

selling or "servicing" in the ordinary commercial 

sense. Nor is Mazda a service to the electrical 

industry alone. It is, of course, rendered directly to a 

group of manufacturers who are privileged to mark 

their lamps "Mazda," but in its finest sense it is a 

great public service. 
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a nd a quarter million 
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P ost advertisements, with 
their adm irable drawing 
enh anced by the attrac­
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reproductions, will ma teri­
a lly advance the sale of 
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THE Saturday Eve- 
ning Post reaches two 
and a quarter million 

people weekly. These 
Post advertisements, with 
their admirable drawing 
enhanced by the attrac- 
tive colors of the original 
reproductions, will materi- 
ally advance the sale of 
Mazda lamps. 
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A New Light 
on an Old Friend Wtei you ptn yourself in the nwenint is you see that other yog peem( and scowfanf, or doc* be beam on you with a sparkling eye and a cheerful face that says: 'Here's a height Kan Co a brand new day"? 

Whether you own or rent your ho ok. you are the one to light it properly But don't think of that at a problem—juat ute National White Mazda Lamps generously through- out the house. They belong m portable flour and table tamps, and in every kind of tstute on which you u« open shades 

i brackets, and in closets. In sU such Sutures, they give real illumin- ation without glare. You can get Naaonal White Mazda lamps by the canon—see lamps. Keep a supply on hand. Near you m a National Mazda lamp score — where the Blue Canon or the Blue Carton Lantern is duptsyed- There you can obtain real ir.r<rm- atmn about good lighting. Wnlc to National Lamp Work, at Gm- ml Else IOC Cempsnv, Ncii PaA, ClrvfUrut Ohio for "Modrm Rrcipra For lashnog chr Homr " wturh dtow, Kow m hfKt properly 
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EDISON MAZDA LAMPS 

In addition to Saturday Evenin,q Post adver­
tising, six adverti sements, such as shown above, 
are appearing in Sunset magazine. In t his case 
the same illustrations are used that form the basis 
of MAZDA lamp win dow displays. This co-onli ­
nation of magazine publicity and mercha ndising 
material is obviously of value to the la mp agent. 

MAZDA la mps a nd their proper applica tion a re 
a lso bei ng fea tured throughout a four -color se ries 
appearing in th e Ladies' H ome J ournal a nd Good 
H ousekeepin,q- a total of eleven million messages. 

Th e eYer-i ncreasi ng Yogue of the a u tomohi lc 
justifi es the considerab le advert ising space that 
is being de\'Oted Lo auto la mps, a nd which ti es 
in closely as to des ign \\'ith the billboard poste rs 
that a re heing displayed in a nd about t he la rger 
ce nters of population . 

The co mprehensive variety of magaz ine ad­
verti sing devoted to Edison MAZD .\ la mps a nd 
correc t li ghting pract ice furni shes strong local 
support whereYer lamps a re offered fo r sale a nd 
given consist ent ly promi nent disp lay. 
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EDISON MAZDA LAMPS 

In addition to Saturday Evening Post adver- 
tising, six advertisements, such as shown above, 
are appearing in Sunset magazine. In this case 
the same illustrations are used that form the basis 
of Mazda lamp window displays. This co-ordi- 
nation of magazine publicity and merchandising 
material is obviously of value to the lamp agent. 

Mazda lamps and their proper application are 
also being featured throughout a four-color series 
appearing in the Ladies' Home Journal and Good 
Housekeeping—a total of eleven million messages. 

The ever-increasing vogue of the automobile 
justifies the considerable advertising space that 
is being devoted to auto lamps, and which ties 
in closely as to design with the billboard posters 
that are being displayed in and about the larger 
centers of population. 

The comprehensive variety of magazine ad- 
vertising devoted to Edison Mazda lamps and 
correct lighting practice furnishes strong local 
support wherever lamps are offered for sale and 
given consistently prominent display. 
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UCCESSFUL 
FARMING 
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THAN 850,000 CIRCULATION 

UCCESSFUL 

·· AUTO LAMPS 

MAZDA AUTO LAMPS 

While the billboa rd message of M AZDA a uto 
lamps is ca tching the attention of every motoris t 
at the great cross roads of highway travel, th e 
same publicity will trave l to more remote 
regions where progress iye farme rs ha \·e learned 
the value of a utom obiles. Through the medium 
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of nationally circulated agricultura l magazines , 
the adverti sements shown on this page wi ll 
cover a Yas t territory tha t is even now seeking 
furth er electrifi cation a nd that will be fruitfu l in 
sales wh ereve r this auto lamp public ity is 
read . 
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AUTO LAMPS 
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MAZDA AUTO LAMPS 

While the billboard message of Mazda auto of nationally circulated agricultural magazines, 
lamps is catching the attention of every motorist the advertisements shown on this page will 
at the great crossroads of highway travel, the cover a vast territory that is even now seeking 
same publicity will travel to more remote further electrification and that will be fruitful in 
regions where progressive farmers have learned sales wherever this auto lamp publicity is 
the value of automobiles. Through the medium read. 
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MAZDA SERVICE 
explores the world 

MA71lA SKRVIC•; st>.archcs the 
world for new ideas on light­
ing. And in the R~earch 
Lahora.1ories 1t d6velops. m 
untiril"g ex.µ<"nmen t and 111-
v1..-sti~<Hion, tht> ni.:w improve· 
ments th,11 e.:tch year make 
hght bettt>r and more eco­
noniic:\I. 

When \'OU G:.k for a lamp 
m.Jrked M A201t, vou are ~k­
ing for o. lnmp th .. n bears the 
m;irk of organized rcse<trch 
.se-n•1ce. 

MAZDA 
TilE MARK OF A R ESEARCH S ERVICE 

l\.I\J(.O,Cll LAIOl'.ATO ... ltS 

~(Gl'NLkAL hec:n..tc COMPANY 

To improve light 

t<~• ... 

. . ::.:-:i:.."' .,, ' .... " ~."., 

I~ .:"' ',,., 

1·· ~· .. 

To di~cover m:w wav.s to im­
prove:: li~ht. To apply 

0

lhesc d1s.­
coverics and mainw.111 in mnnu· 
!iti.::tur1:1 the hij.!h('St st<i11dud of 
111odnn ach1e\•cmem. Then to 
go on improving. Tllo.t is the 
~rcat p11blic function of 
MAzuA StKVKf-

h is th\> service of research ren­
dered rn manufacturer:;; au­
thor1zt'd to rnark their lamps 
M AlOA. It is tht: i.ervice thll.t 

ha::. producecl for every home 
use.and c\•t•ry public nt.-ed, light 
thret.i tunes better than twenty 
:e.trs ago. 

. MAZDA 
T11 .E M Al\K Of A R ESEARCH SER.VICE 

R tst.All..C'U lAJOll..ATO l!.. lliS 

o Cu•:t.llAt Eu.c1 N C C OMPANY 

MAZDA SERVICE 

Specialists are expending their best efforts in 
the Compa ny's R esearch Laboratories to make 
ever further advances in lamp effi ciency a nd 
redu ctions in li ghting cost s. 

No world-wide industry could rece ive more 
valuable support th an is afforded by MAZDA 
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SERVICE a n<l t he publicity which incorporates it 
in the public consciousness. Th rough the con­
stant reiterati.on of engineering ideals a nd of 
care in manufacture, there is created a national 
a ppreciation of MAZDA lnmps, which e ffects a 
continuously hi gh level of sales. 
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Mazda Service 
explores the world 

Ma/ua Skrvick swarches the world for new ideas on light- ing. And in the Research Laboratories it develops, in untiring experiment and in- vestigation. the new improve- ments that each year make light better and more eco- nomical. 
When you ask for a Jump marked Mazda, you are ask- ing for a lamp that bears the mark of organised, research service. 

MAZDA 
The Mark of a Research Service 

JUsEAIkCB LABO*.ATOM£8 
gTCwrtkAL Evuctwc Company 
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i To improve light 
To discover new ways to im- 
prove %ht. To apply these dis- 
coveries and maintain In manu- 
fiicture lh« highoit standard of 
modern achievement. Then to 
go on improving. That Is the 
great public function of 

ah Mazda Srkvjcf. 

M*Xt>A*X«VIL-K 
WW*. WX-iwH 
littwsi. *M >»•■> 

A»X«* AV^.. 

It is the service of research ren- 
dered to manufacturers au- 
thorieed to mark their lamps 
Mazda It » the service that 
has produced for evtyy home use. and every public need, light 
three times better than twenty 
years ago 

MAZDA 
The Mark of a Research Service 

RtBCAACH LAB OKA TOMES afGiKtRAi ELECTIUC Company 
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,1 >1 

» 

f [. VV ,""n doe, 
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MAZDA SERVICE 

Specialists are expending their best efforts in 
the Company's Research Laboratories to make 
ever further advances in lamp efficiency and 
reductions in lighting costs. 

No world-wide industry could receive more 
valuable support than is afforded by Mazda 

Service and the publicity which incorporates it 
in the public consciousness. Through the con- 
stant reiteration of engineering ideals and of 
care in manufacture, there is created a national 
appreciation of Mazda lamps, which effects a 
continuously high level of sales. 

28 



NEWSPAPER ADVERTISING 

G
ENERAL ELECTRIC Publicity, in the 

form of direct newspaper advertising, seeks 
two objects in the year 1924. The first 
is to create a wave of interest in G-E 

fans that shall sweep across the United States 
from south to north in even progress with the ad­
vance of warm weather. Wide variations in cli­
matic conditions make necessary this method of 
promoting a highly seasonal product. Probably every 
prospective purchaser of an electric fan reads the 
newspapers, and the Company's allocation of advertis­
ing is planned to cover each sales territory completely 
through a careful selection of the most widely circu­
lated papers. 

This publicity forms a local background for each 
G-E fan dealer 's personal efforts and for his promi-

nerit use of the merchandising helps described on 
other pages of this book. The purchasing public is 
more familiar with newspaper advertising than with 
any other form of sales promotion and is, as a 
rule, guided by it not only in the choice of products 
but as well in its selection of the merchant from 
whom they shall be secured. 

The second obj ect sought through direct news­
paper advertising is to cultivate a favorable acquaint­
ance with General Electric plants throughout local 
areas of which they a re centers. This purely educa­
tional publicity is also intended to explain- in brief 
and simple t erms- the in~uence of the Company not 
only in its immedia te relations with employees but 
as a factor in the sc ientific and industrial develop­
ment of the nation. 

GENERAL ELECTRIC FAN ADVERTISING IN EWSPAPERS- 1924 

State Inserting Period No. Ins. per Circula tion per 
State Inserting Period No. Ins. per Circula tion per 

Papers Paper l ssue Papers P aper Issue 

Colo. June 16- Sept. 20 l 6 140,570 Miss. Ma r. 24- Nov. 15 9 6 41 ,450 
Conn. Mar. 26- Sept. 27 8 4- 6 186,250 Mo. May l - Oct. ll 14 4- 6 1,300,250 
Del. June l - Oct. 18 l 6 19,950 Mont. June 23- Sept. 6 l 6 l'i!,450 
D. C. May 1- 0 ct. 18 2 6 149,400 Nebr. May 19- 0ct. 18 3 4 158,650 
Fla. Mar. 1- Dec. 12 16 6 109,250 N. J . June 1- 0 ct. 4 11 4- 6 401 ,500 
Ga . Apr. 21- 0 ct. 25 22 6 315,550 N. Y . May 26- Sept. 27 10 4- 6 396,550 
Idaho June 23- Sept. 6 l 3 13,650 N. C. Apr. 21- 0ct. 25 15 6 152,350 
Ill. May 26- Sepl. 27 25 4 1,202,300 Ohio May l - Oct . ll 19 4- 6 938,300 
Ind . Apr. 21- 0ct. 11 6 4- 6 231,300 Okla. Apr. 14- 0ct. 25 4 3- 6 170,400 
Iowa May 12- 0 ct. 11 3 4 188,700 Penn. June l - Oct. 4 22 4- 6 1,310,250 
Kans. May 1- 0 ct. 1 4 4- 6 141 ,050 R. I. May 26- Sept. 27 4 4 140,900 
Ky. May 19- 0 ct. 4 7 6 98,950 s. c. Apr. 7- Nov. 8 9 6 80,200 
La. Mar. 10- Nov. 15 9 6 188,800 T enn . Apr. 21- 0 ct. 25 9 4- 6 270,600 
Me. June 16- Sept. 13 2 4 60,750 T exas Ma r. 24-Nov. 8 14 3- 6 397,500 
Md. June 1- 0ct. 18 5 6 161 ,500 Utah June 23- Sept. 13 l 3 10,150 
Mass. May 26- Sept. 27 15 4 1,212,900 Va. M ay 1- 0ct. 18 6 6 153,550 
Mich . May 26- Sept. 27 7 4 620, 150 W. Va. May 12- 0 ct. 11 8 4- 6 84,100 
Minn. June 5- Sept. 6 3 4 26,5.55 Wisc. June 9- Sept. 20 2 4- 6 16,850 

Grand total 298 ll,489,570 

GENERAL ELECTRIC NEIGHBORHOOD ADVERTISING IN NEWSPAPERS- 1924 

State No. Insertions C irC'ulaLion No. Insertions Circula tion 
Papers per Paper per Issue Slate P apers per Paper per I ssue 

Mass. 9 4- 12 190,22.'; Pa. 6 (H2 90,450 
Conn . 10 6- 12 179, 125 N . J . 4 3- 12 45 ,000 
N. Y. 13 4- 12 155,750 Ind . 3 6- 12 51,9'25 

Grand Total 712 ,475 

GE ERAL ELECTRIC MOTOR ADVERTISING IN NEWSPAPERS - 1924 

Stale No. Papers Insertions per Paper Circula t ion per Issue 

Califo rnia 18 8- 14 140,450 
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NEWSPAPER ADVERTISING 

G 

ENERAL ELECTRIC Publicity, in the 

form of direct newspaper advertising, seeks 

two objects in the year 1924. The first 

is to create a wave of interest in G-E 

fans that shall sweep across the United States 

from south to north in even progress with the ad- 

vance of warm weather. Wide variations in cli- 

matic conditions make necessary this method of 

promoting a highly seasonal product. Probably every 

prospective purchaser of an electric fan reads the 

newspapers, and the Company's allocation of advertis- 

ing is planned to cover each sales territory completely 

through a careful selection of the most widely circu- 

lated papers. 

This publicity forms a local background for each 

G-E fan dealer's personal efforts and for his promi- 

nent use of the merchandising helps described on 

other pages of this book. The purchasing public is 

more familiar with newspaper advertising than with 

any other form of sales promotion and is, as a 

rule, guided by it not only in the choice of products 

but as well in its selection of the merchant from 

whom they shall be secured. 

The second object sought through direct news- 

paper advertising is to cultivate a favorable acquaint- 

ance with General Electric plants throughout local 

areas of which they are centers. This purely educa- 

tional publicity is also intended to explain—in brief 

and simple terms—the influence of the Company not 

only in its immediate relations with employees but 

as a factor in the scientific and industrial develop- 

ment of the nation. 

GENERAL ELECTRIC FAN ADVERTISING IN NEWSPAPERS- 1924 

State Inserting Period No. 
Papers 

Ins. per 
Paper 

Circulation per 
Issue State Inserting Period No. 

Papers 
Ins. per 
Paper 

Circulation per 
Issue 

Colo. June 16-Sept. 20 1 6 140,570 Miss. Mar. 24-Nov. 15 9 6 41,450 
Conn. Mar. 26-Sept. 27 8 4-6 186,250 Mo, May 1-Oct. 11 14 4-6 1,300,250 
Del. June 1-Oct. 18 1 6 19,950 Mont. June 23-Sept. 6 1 6 12,450 
DC. May 1-Oct. 18 2 6 149,400 Nebr. May 19-Oct. 18 3 4 158,650 
Fla. Mar. 1-Dec. 12 16 6 109,250 N. J. June 1-Oct. 4 11 4-6 401,500 
Ga. Apr. 21-Oct. 25 22 6 315,550 N. Y. May 26-Sept. 27 10 4-6 396,650 
Idaho June 23-Sept. 6 1 3 13,650 N C. Apr. 21-Oct. 25 15 6 152,350 
III. May 26-Sept. 27 25 4 1,202,300 Ohio May 1-Oct. 11 19 4-6 938,300 
Ind. Apr. 21-Oet. 11 6 4-6 231,300 Okla. Apr. 14-Oct. 25 4 3-6 170,400 
Iowa May 12-Oct. 11 3 4 188,700 Penn. June lAJct. 4 22 4-6 1,310,260 
Kans. May 1-Oct. 1 4 4-6 141,050 R. I. May 26-Sept. 27 4 4 140,900 
Ky. May 19-Oct. 4 7 6 98,950 S. C. Apr. 7-Nov. 8 9 6 80,200 
La. Mar. 10-Nov. 15 9 6 188,800 Tenn. Apr. 21-Oct. 25 9 4-6 270,600 
Me. June 16-Sept. 13 2 4 60,750 Texas Mar. 24-Nov. 8 14 3-6 397,500 
Md. June I-Oct. 18 5 6 161,500 Utah June 23-Sept. 13 1 3 10,150 
Mass. May 26-Sept. 27 15 4 1,212,900 Va. May 1-Oct. 18 6 6 153,550 
Mich. May 26-Sept. 27 7 4 620,150 W. Va. May 12-Oct. 11 8 4-6 84,100 
Minn. June 5-Scpt. 6 3 4 26,555 Wise. June 9-Sept. 20 2 4-6 16,850 

Grand total «9S 11,189.570 

GENERAL ELECTRIC NEIGHBORHOOD ADVERTISING IN NEWSPAPERS—1924 

No. Insertions Circulation 
State No. Insertions Circulation Stutt? Papers per Paper per Issue Papers per Paper per Issue 

Mass. 9 4-12 190,225 Pa. 6 6-12 90,450 
Conn. 10 6-12 179,125 N, J. 4 3-12 45,000 
N, Y. 13 4-12 155,750 Ind. 3 6-12 61,925 

Grand Total 7X2,475 

GENERAL ELECTRIC MOTOR ADVERTISING IN NEWSPAPERS—1924 

State No. Papers Insertions per Paper Circulation per Issue 
California 18 8-14 140,450 
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Special 
al/j)urpose 

9 inch 
Oscillator 

$/5-

The 9-mch oscillann_g fan 
for home and office. Great 
quahty m a small oscillato• 

Gt\ es a whale of a brec-..e 
Costs about one·half a cent 

an ho ur to run. 

Look /or 1ht G·E Fan CJ irl 
an iht- Dwler's Wmdoui 

GENERAL ELECTRIC 

\ Vihed worken bring slow sales. F~esh. 
cool air in s1ore and office makH lively 
cuswmers and snappy business.. 
G-E Fans cost but one-half a cent an 
hour to run. 

Look /M ifu G·E Fan Gl'rl in ihl' Dl!aln's Window 

GENERAL ELEC 
G·E Fans Sold B;s> 

This is the G-E Fan Girl. 
She points th ,~ way to 
coolness and health. 

Look for her in the G·E Fan dealer's tvindow. 

ENERAL ELECTRIC 
C-E FanJ Sold By 

Heoa lthier babies from fresh, live air. 
Motht-n mnre fit . There's heahh and 
comfon in homc5 with C-E Fans. They 
n'>SI al-out Cine-half a cent an ho urtorun . 

GENERAL ELECT 
G-F Fote.' .'\old B_,, 

G·EFans 
Every home 
shop, office ' 
and store 
can have 
cool, live air. 
This G..E Fan COStll 

abour one-half a cent 
an hour to run. 

..31,, 
Special 
allpurpos, 

inch 
Oscillator 

$'5-
-..11.1.11..'LJ"''J.L.t ELECTRIC 

G·E Fa.., Sold By 

More work, better work fro . 
fresh air around the o ffice F m bosli ve, 
to erTa d bo 1 · rom s 
G E F n y, a l gain vim. 
a~ ho~~ocost about one.half a cent 

run. 
Loolc /OT r~ G·E Fan (jirl in ihc- Dealn's Window 

GENERAL ELECTRIC 
C. E Fo,,s Sold By 

FAN ADVERTISI GIN NEWSPAPERS 

General ma gazin<'s arouse interest in G-E 
produ cts; the newspa per goes furth er and tells 
where th ese products may be bought. H ence the 
newspaper is used on ly for local public ity and 
only in case where intensive effort will promote 
local husi ness. 

}<'ans are sold almost entirely in hot weather 
and chieAy in th e larger cities; therefore news­
papers in towns of fifty thousand inhabitants a nd 

3 0 

OYer a rc u ti ! ized in th e north ern states, wh il c 
papers in so uthe rn states a rc used in citi es with 
a population as low as ten thousand . Carefu l 
co mputation determines the relative amounts of 
advertis ing that should be placed in eac h co m­
mun ity, with a view to eliminating waste effo rt. 
The a nnual sale of the Company 's output of fans 
in a co mpa ra tively short time could not be 
accomplished without this local intens ive effort. 

G-E Fans 
jftc r 

Special 
all-purpose 
(linch 

Oscillator 

'15- 

ft 
The 9-inch oscillating fan for home and office. Great quality in a small oscillator. Gives a whale of a breete. Costs about one-half a cent an hour to run. 

Look for the G-E Fan Girl in the Dealer's Window 

general electric 
f? E Earns Said R* 

or 
cttcr 

f 
Busine 

L_ 

Wilted workers bring slow sale*. Fresh, cool air in store and office makes lively customers and snappy business G-E Fans cost but one-half a cent an hour to run. 
Uol /or ihr Q.E Fun Qirl in ihr DtaUr'i Window I 

GENERAL ELECTR 
G-£ Fans Sold By 

E F^ns 

I ool 
\ Live Air/ 

This is the G-E Fan Girl. 
She points the way to 
coolness and health. 

Look for her in the Q-E Fan dealer's window. 

ENERAL ELECTRIC 
G-E Fans Sold By 

ns 

for 
the Hoi 

> 

Look / 

G-EPSns 
Every home, 
shop, office 
and store 
can have 
cool, live air. 

G-E Fan costs ■bout one-half a cent an hour to run. 

She 
Special „ 
all-purposi 

finch 
Oscillator 

*'5- 
/or An G-E Fan Girl e Dealer's Window 

ELECTRIC G-E Fans Sold By 

EE s 
JF m 

fo 
the 

Office 

Healthier babies from fresh, live air. 
Mothers more fit. There's health and Q-E Fan QiW | 
comfort in homes with G-E Fans. They m the Dealer'* | cost about one-half a cent an hour to run. 

GENERAL ELECT 
G-F. Fans Sold By 

2.hoIr to
C^n

about0-1-'face„t 

Window 

general electric 
G-E Fans Sold By 

FAN ADVERTISING IN NEWSPAPERS 

General magazines arouse interest in G-E 
products; the newspaper goes further and tells 
where these products may be bought. Hence the 
newspaper is used only for local publicity and 
only in cases where intensive effort will promote 
local business. 

Fans are sold almost entirely in hot weather 
and chiefly in the larger cities; therefore news- 
papers in towns of fifty thousand inhabitants and 

over are utilized in the northern states, while 
papers in southern states are used in cities with 
a population as low as ten thousand. Careful 
computation determines the relative amounts of 
advertising that should be placed in each com- 
munity, with a view to eliminating waste effort. 
The annual sale of the Company's output of fans 
in a comparatively short time could not be 
accomplished without this local intensive effort. 

30 



-~-c• .l11....Jlt.1 I\ 

Footsteps of Progress 

I 
C•n•r• I El.etric: 

Company 
!k.hen.ctad:r. H. Y. 

Thr0u_ih the Main Gate of the C22enooJ E:: 
tric Company, Schenectady, ' 
ployees pau daily 

Many of these worker• have io;~QQ~:· e~: 
lhe year 1922 there were - 13 bOo 
men-760 1wenty-6ve year mh · .ed. 
hve-year men-a~i othera-w o pas 
1hrou11:h this aale daily. 

Among these a.re to be lound cranemenk 

mach1niit1. steoogr1ap~~: g\au~::.~"e::~~ driver1,draftamen. OU1>1.1.1.Jmen, ' 
boys-a mi11:hty hott. 

This Peace Army whole ~~Utepi lead to 
proare11 and iucceu, was orh1gijally com~ 
of youna pe_ople who saw t e uture pou1 • -
ties and enlisted early. 

A . tdea and ideal-of wantina l}bec.o mer~:rt of bis and important enter­
;ilCl-:r: fmnlf established in these work.en. 

ig things are done at Pittsfield 

c.--· u.c.n. ......... , h•• ~ ...... 
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.,al Electric: 
Company 
tt.Mld. M ..... 

Recently ~ laraat tramformen ever built-
20,000 n ..... 220,000 vol~ae completed. 
It ia an achievement of which the wed.en in the 
Piuh ld Plant ol the General EJectric Com­
pany are jU1tly proud. 

Thcte men and women arc coatioually doin1 
bia thi.nas. At their factory the beat equipped 
hivh voltaae testioa laboiatory in the wodd ia 
mai.ntained. L iahtninv arresten and othtt elec.. 
Inca! protective apparatus arc manufactwed. 
Electric fans are made in thou.and Iota. Small 
a.1 well a.1 la.rae 1ran.Jonncn arc builL Hu.ae 
tub arc undertaken in a bia manner. 

Contact with such a plant tends to broaden men 
and women. They find .atia.fac.tioo in koowina 
that their wOfk i1 a part ol a bia. worth-while 
accompl iahmcnL 

Why not a Trade for the 

Th• c . .... . 1u . . .. 1o 
c. ......... , .... ,.i ..... . .. 

:::~~-· i.: :~!'·u ... i:.: 
s.. . ... , ti•• .... ,_, .... 

r.:;.~·.h~. ~:::: .. _ .. , ... , .. _,...,, .. , 
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•pi•u wh .. • ,_ ca• _ ....... ,._, _ .. ... ........ ,...,. ... _ ........ . 
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C•naral Electric 
Company 

Ft. w.,,... Ind. 

Fort Wayne General flectric 
Khool wu tlarted in 1913. M ore 
youna; men have 1raduated from 
1inc:e thal time. The courses are ol 
four year duration. 

1n 1921 , fortY out of lorty-sb arad 
1till wOfkini in Fort Wayne GeoCf 
Of the miui.n11: 1 one wu a1tendine a 
two were deceucd. and three 
for other coocema. 

The record 1howi that 8 7 
i'aduates preferred to rem.ai.n 
Fort Wayne General fJectric. 

A boy with a common tchool cd 
ta.kc a four-year apprentice c:oune 
iat and tool maker, or a pallem 
moldtt. Hi11:h tchool 11aduates 
thr~year course for electrical tes 

Where Men Use Brains and Skill 
-More than Muscles • 

C•neral Electric: 
Comp.ny 

C.n•ral Electric 
Company 

L,.nn, M .... 

The value lo tnan1ind ol electric. . 
just be. . 1ty II 0nJy 

the e:r.1':!1 ~=· h is ~p.hleof thinas 
tell. ooJy tune alone will 

GENERAL ELECTRIC 

COMMUNITY ADVERTISING IN NEWSPAPERS 

"In lhe General E lec tric is a goo<l p lace Lo 
work ." The Company's eigh ty-five thousand 
employees rea lize this, but it is des irable that the 
message be carried to a ll the inhabitants of G-E 
factory cities, and to those who, dwell ing in out­
lying distri cts, are pla nning their life's career. 

The Factory Newspaper Campaign puts before 
the public the major fact s concerning the local 
G-E plant and its employment co ndition s. These 
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ad\'erlisements appear once a month in fifty lea d­
ing newspa pers published in twenty-one cities 
a nd towns. Each plant has a d iffe rent series of 
advertisements with a distinctively local appeal 
featuring the k ind of work done there and its re­
lation to th e world 's progress. This publicity is 
giving a true conception of "G-E" to millions of 
readers and may bring many an undeveloped 
ge111us into the service of the co mpany. 
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ig things are done at Pittsfield 

Recently the largest trarulorroer* ever built— 
20,000 kv-a, 220.000 volt*—were completed. 
It i* an achievement of which the wotken in the 
Pitafield Plant of the General Electric Com- 
pany are justly proud. 
These men and women are continually doing 
big things. At their factory the best equipped 
high voltage testing laboratory in the world is 
maintained. Lightning arresten and other dec- tncal protective apparatus are manufactured. 
Electric fan* are made m thousand lots. Small 
as well as large tranxfonnen are built Huge 
tasks are undertaken in a big manner. 
Contact with such a plant tends to broaden men 
and women. They find satitiaction in knowing 
that their work is a part of a big, worth-while 
accomplishment 

neral Else trie Company 

ENERAL ELECTRIC 

general ELECTRIC 

Where Men Use Brains and Skill 
—More than Muscles 

Tfc« C.n.r.l EUwirt. 

Sr. 

Company 
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Why not a Trade for the 
Fort Wayne General Dectric I 
school was started in 1913. More 
young men have graduated from tl 
since that time. The courses are of 
bur year duration. 

Birthplace of an Industry 
f» • -O" • 4i Uuldi*. i. whk, w„ 
I™1" " Tlx™™ HoioJon WoT 

to«etb«. gw voice to an idea. 

In 192 I. forty out of lorty-six grad 
still working in Fort Wayne Genet. 
Of the missing, one was attending a 
two were deceased, and three wd Tha c 
for other concerns. 

2^ The record shows that 87 p r*** graduates preferred to remain 
Fort Wayne General EJectnc. 

T d^dop*<, « "oJ kdxxr, 
'l",^W 0/xup^^ ^ A boy with a common school ed 

take a four-year apprentice coune isl and tool maker, or a pattern j 
moldcr. High school graduates J 
three-year course for electrical tesj ^ b«»« mcogniMd. It is capable of tf.;,. G-s^-al EJactrfe Lom pan j, Gno. Mm. 

GENERAL ELECTRIC GENERAL 

COMMUNITY ADVERTISING IN NEWSPAPERS 

"In the General Electric is a good place to 
work." The Company's eighty-five thousand 
employees realize this, but it is desirable that the 
message be carried to all the inhabitants of G-E 
factory cities, and to those who, dwelling in out- 
lying districts, are planning their life's career. 

The Factory Newspaper Campaign puts before 
the public the major facts concerning the local 
G-E plant and its employment conditions. These 

advertisements appear once a month in fifty lead- 
ing newspapers published in twenty-one cities 
and towns. Each plant has a different series of 
advertisements with a distinctively local appeal 
featuring the kind of work done there and its re- 
lation to the world's progress. This publicity is 
giving a true conception of "G-E" to millions of 
readers and may bring many an undeveloped 
genius into the service of the company. 
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TECHNICAL JOURNAL 
ADVERTISING 

REACHING THE PUBLIC UTILITIES 

T
HE General Electric Compan~' contributes 
to the success of public utilities_ because of 
the excellence of the ::ipparatus which it 
manufactures for these industries . On the 

other hand , public utilities swell the volume of its sales 
through their progressive policies of extension and 
electrical promotion. 

Central Stations 

According to conservative estima tes, it will be 
necessary to increase centra l st ation generating 
capacity by more than thirty-two million kv-a . 
to meet the demand in 1933. There is evidently no 
ground for a belief tha t the crest of growth in the 
industry is passed or tha t its extension is likely to be 
reduced for many years to come. A backward look 
at the history of centra l sta tions for the past twenty 
years shows a relatively consistent growth amount­
ing to an in c re~L e of 1700 per cent in kilowatt-hours 
generated. 

These facts show why G-E sales to this industry 
have been so steady, and t hey justify the aggressive 
advertising acti vities planned for the immedia te 
present and near future. The Company's messages 
to thi s field a re numerous and varied because of the 
ever changing needs and conditions. 

Electric Railways 

After experiencing diffi culties, largely imposed by 
war conditions, electric railways are again making 
encouraging progress. During 1923, more than 
$280,000,000 was spent for new equipment. It is esti­
ma ted tha t in 1924 the expenditure will be more 
than $260,000,000 . General Electric adverti sing in 
this field appears regula rly in appropriate magazines 
a nd emphasizes the wisdom of high standa rds in 
power equipment a nd supplies. 

32 

Steam Railroads 

Steam railroads represent an annual ma rket for 
electrical material approximating sixty million 
dollars, a nd consisting largely of materi als which 
General Electric manufactures. There is no indica­
tion of any future decrease in thi s fi eld. N umerous 
advertisements ha ve been prepa red featuring the 
advantages of electric motor drive, electric welding 
and many other applications of electrical equipment. 

The electrification of steam roads is of slow 
growth despite its obvious advantages. It is of 
great importa nce to these syst ems tha t capacity be 
increased by electrify ing the limiting sections. Force­
ful a rguments in fa vo r of such development will be 
presented in the Company's advertisin g to railroad 
executives. 

Marine Transportation 

The shipbuilding industry has made ra pid strides 
in the las t few years. The General Electric Company, 
which has long cha mpioned the cau se of electric ship 
propulsion, is now promoting elec tric drive for 
shipboard auxilia ries. The Compan y's periodical 
advertising has stimula ted this mo vement for the 
las t two years and will continue its efforts to reach 
and persuade executives and engineers in the 
industry . 

Engineers and A rchitects 

Technical journal publicity al so reach es consult­
ing engineers in every branch of specialization. it 
is read by experts on whose advice the purchase of 
much electrical material depends; it goes t o a rchitects 
in a form tha t appeals especia lly to th eir st a ndards 
of art and craftsma nship. This a pproach to the 
sources of t echnical guidance has a very considerable 
effect on the ultimate sale of G-E products. 

TECHNICAL JOURNAL 

ADVERTISING 

REACHING THE PUBLIC UTILITIES 

THE ( jeneral Electric Company contributes 

to the success of public utilities because of 

the excellence of the apparatus which it 

manufactures for these industries. On the 

other hand, public utilities swell the volume of its sales 

through their progressive policies of extension and 

electrical promotion. 

Central Stations 

According to conservative estimates, it will be 

necessary to increase central station generating 

capacity by more than thirty-two million kv-a. 

to meet the demand in 1933. There is evidently no 

ground for a belief that the crest of growth in the 

industry is passed or that its extension is likely to be 

reduced for many years to come. A backward look 

at the history of central stations for the past twenty 

years shows a relatively consistent growth amount- 

ing to an increase of 1700 per cent in kilowatt-hours 

generated. 

These facts show why G-E sales to this industry 

have been so steady, and they justify the aggressive 

advertising activities planned for the immediate 

present and near future. The Company's messages 

to this field are numerous and varied because of the 

ever changing needs and conditions. 

Electric Railways 

After experiencing difficulties, largely imposed by 

war conditions, electric railways are again making 

encouraging progress. During 1923, more than 

$280,000,000 was spent for new equipment. It is esti- 

mated that in 1924 the expenditure will be more 

than $200,000,000. General Electx-ic advertising in 

this field appears regularly in appropriate magazines 

and emphasizes the wisdom of high standards in 

power equipment and supplies. 

Steam Railroads 

Steam railroads represent an annual market for 

electrical material approximating sixty million 

dollars, and consisting largely of materials which 

General Electric manufactures. There is no indica- 

tion of any future decrease in this field. Numerous 

advertisements have been prepared featuring the 

advantages of electric motor drive, electric welding 

and many other applications of electrical equipment. 

The electrification of steam roads is of slow 

growth despite its obvious advantages. It is of 

great importance to these systems that capacity be 

increased by electrifying the limiting sections. Force- 

ful arguments in favor of such development will be 

presented in the Company's advertising to railroad 

executives. 

Marine Transportation 

The shipbuilding industry has made rapid strides 

in the last few years. The General Electric Company, 

which has long championed the cause of electric ship 

propulsion, is now promoting electric drive for 

shipboard auxiliaries. The Company's periodical 

advertising has stimulated this movement for the 

last two years and will continue its efforts to reach 

and persuade executives and engineers in the 

industry. 

Engineers and Architects 

Technical journal publicity also reaches consult- 

ing engineers in every branch of specialization, it 

is read by experts on whose advice the purchase of 

much electrical material depends; it goes to architects 

in a form that appeals especially to their standards 

of art and craftsmanship. This approach to the 

sources of technical guidance has a very considerable 

effect on the ultimate sale of G-E products. 
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' SCHEDULE OF GE ERAL ELECTRIC ADVERTISI G IN PRI CIPAL TECHNICAL JOUR ALS- 1924 

The use of dales indicates weekly or sem i-mon thl y pub li ralions. 

C ircu- Sc 11 E o u1.E OF l' l!OD l'('TS ;\ll\'El! TISE ll 

Periodicals by Fields lat ion 
per Issue 

Jan . Feb . i\l a r. Apr . M ay June .July :\ug. ~epl. Oet. \' o \". D.ec. 

----------------- --------------------- --------
CENTRAL STATIO:OOS .5 2 I 5 3 7 .5 2 6 4 I 6 

Electrical World 18,048 ComProd Hegul R egul T ur b Turb T ur b Turb Gene" T ur b Turb Turb Turb 
M otors Tran sf Turb Cont ro l Transf Transf Cable Turb Hegul Gene r Gener Tra n sf 
R egul !\'l.•ZDA Ca hi t.> Transf Cont ro l Cutou ts T ra nsf Tra n sf Cuto ut s Transf Tra n sf C utouts 
'.\'a ti Hegul M AZDA Outdoor Lighting \'a t I }J AZIH Ar1·es t :'11.u n.• 

Breakers \' a tl '.\1 .UIH iVJAZDA Lighting 
MAZDA M AZDA ' 

12 9 8 12 JO 14 1'2 9 13 II 8 13 
}J e lers Arres t C utouts Turb Gener Turh Turh C u lo ut;; Turb Turb Turb Turb 
Com Prod j\j eters Turb M eters Transf Ai-rest i\l e lers Tw-b Arres t Lig hting C u lout s Hegul 
Tra n sf l\I o tors Arres t Lighting Turb Lii!hling :\lo tors Hegul Me te rs Me ters Arres t .-\rres t 
Ins tru l\J e ters Outdoor Regul Swbds lns tru Arrest lns tru lns tru Me ters Me ters 

\'a LI Cutouts Me ters T rn nsf Me ters Breakers l ns tr11 lns tru 

I X a ll T ns l ru Control Outdoor -
Brea ker M.U DA 
Swbds 

19 16 15 19 17 21 19 16 20 18 1.5 20 
Swbds R egul Arres t Tmb Turb T ra n s f Breakers I ns tru Turb Turh Turh Turb 
R eguJ Turh • \ Hegul Wi r ing Brea kers Turb Tu rh M e ters Swbds Au tom Lighting Lighting 

Meeers Tra n sf Lighting Breakers Swbds Tmb \' a t I Ou tdoor Brea kers Ca ble 
Tlll'b Arres t Cont m l Arres t T ran sf \' a ll S" bds Brea ker s 

Meters \Y irin g- Swbds Brea kers l\' a tl Swbds 
X a tl Contro l 

26 23 2'l 26 24 28 26 23 27 2:1 22 27 
Auto111 Turb Control M o to rs Breakers Turb :Vlo tors Swbds Turb Turb Turh Turb 
C u lo ut s Au tom Breake rs Turb Turb He la ,·s Turh Cable M o tors Ca ble Swbds Motors 

Arrest Aulo111 Wir ing A ti tom A11tom Turb Au to m Motors Relays 
Ou tdoor Lighting Outdoor Hegul Out door Outdoor Helays Auto111 
Brea kers Wiring Wiring Ou tdoor Outdoor 

\! 9 31 30 \!9 
Turh i\Jotors Mo tors Turh 
Motors Aulo 111 Helavs :\l o tors 
Wiring 011trloor Turl; Au to m 
Swbds T urh Aut o111 
Arres t Cable Outdoor 
.-\ulom 

Jour. of Electricity a11d l I I 1 1 I 1 1 1 1 I I 
W estem Industry 3,088 l\l eters Com Pro ' T ra nsf Breakers Tra nsf Breakers T ra nsf C utouts Tra nsf C:ener Tra nsf T ra nsl' 

.\l o lors Control Au tom Br<>a kers lns tru :\1 e ters Tra n sf f1reakers Auloru 
:\l e ters Outdoor M o tors \\'e ldi ng Au torn Cont m l 

15 15 1.; 15 15 I :; 
Hela~·s 

15 15 15 15 1.5 1.5 
T ra n sf Trunsf Outdoor Tran~f Arres t M otors C ener T ra nsf Con l rnl Tra nsf T ra nsf :\J o tors 
M AZO.• ('onlro l T ra n sf .-\uto m Cu lo uts Ar res t Transf M o tors Outdoor M o tors H ealing S"bds 
:\1a tl :\' a ll ( 'utou ls :'\ a tl Hea li ng :\nll Outdoor Arres t Swbrls Breakers 011trloo r MAZDA 

:vf AZDA i\f AZIH YfAZJH Au tom MAZDA He l a~· s M .-1.ZJH 
\' a tl :\'a tl :VLHDA \' a tl N ull :\'all 

\' a ll 
Central Station 6,650 .\le ters Cu lout s Heg11l :\l e te rs Mele r.• :\l e l ers .-\rres ters Breakers Swhd Outdoor H elays Helays 

:\all :\a ll 
Gas Age Record 3,3.56 I I :J 7 5 9 6 4 1 6 

Locos ( 'ompres Co mpres Co rn pres ( 'om pres ( 'om pres ('ompres Com pres Compres Compres 
15 17 12 20 ----- Locos Locos L OC'OS Locos 

Totul :JJ ,142 
----- - - ------- - ----

ELECTRIC H..\ILWA YS :'i 2 I 5 ~l 7 5 '! (i 4 1 6 
Elect r·ic Raihcay J 011 r. 5,503 Car Eq u Mo to rs Ca r Eq11 Ca r Eq 11 Car Eq u Ca r E q u Car Eq u Ca r Equ ( 'ar Equ Co nver Ca r Eq11 Car Equ 

Motors Aul om l\l otors M o to rs Motors Motors M o tors . \l o tors Arres t Mo tors M otors 
Aulom 

I '! 9 8 12 10 14 l 'l !) rn JI 8 13 
Car Eq u Au to m Ca r Eq u Ca r E q u Car Eq u Locos .-\rrest Locos l\I otors Ca r Equ Arres t Locos 
Mo to rs Welding P a ri s .-\rres l Pa r ts Ca r Eq 11 Pa rts Au to m Pa rt s Au to m Pa rt s 

19 16 15 19 17 21 19 16 20 18 1.5 \!O 
Pnrt s Welding Pa r ls Loeos :\Jo lo rs Ca r Equ Locos Ca r Eq u Ca r Equ Locos Car Equ Car Equ 
Au to m Au to m Ca r Eq u i\l a leria l Aulo m Mo to rs M o tors Pa rt s Mo lo rs Mo tors l\J a leria l 

\!6 23 2\! \!6 \!4 28 'W 23 \!7 25 \!\! 27 
Car Equ P a rt s :\1 a ler ia l Car Eq u Par ts Au tom Car Eq u :Vl a leria l Car Equ Car Equ Pa ri s Car Equ 
Au to rn Au torn Aul o 111 Ou tdoor P a rts Ou tdoor W elding Outdoor Weld ing 

\\'elrlin g 
29 31 30 29 

M o tors Car Eq 11 Ca r Eq 11 Car Equ 
Par ts :\la ler ial \\'cldin i: Ma teria l 
Outdoor 

J:.'letlr ic Traction 2,400 Locos Ca r Eq11 Ca r Equ Car E q u Motor ( 'ar Eq u l\l oto r Car Equ Ca r Equ Car Eq11 Ca r Equ Car Equ 
Mo lo rs Pa r ts M o tors Mo tors Weld ing P a rts Line M al )fotors M otors Line Mal Mo tors Parts 

Welding Parts Line Ma t Outdoor Au to m W eld ing .-\rres l Pa rls Au to m Welding Arrest 
Atrn 5,49.5 Part s Car Equ Ca r Equ Car Equ Pa rt s Pa r ls Locos Ca r Equ Motors Ca r Equ Ma terial Car Equ 

?.lo to rs 
Street Railtcay Bulle- Car E q u Car E q u Car Equ :\l o tors Car Eq u Line l\l a t Car Eq u :\l o tors Car Equ I' a rts Car Equ Car Equ 

ti11 1,200 Mo lo rs .-\u to m Au lom Mo tors Aul om M o tors Aulom 
Pa r l s Line M a l 

Total 14,598 
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL TECHNICAL JOURNALS^1924 

The use of dates indicates weekly or semi-monthly publications. 

" W r" Circu- hCHEDULE OF PllODUCTS ADVERTISED 
Periodicals by Fields lation 

per Issue Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 

Central Stations 5 2 1 5 3 7 5 2 6 4 1 6 
Electrical World I8.04H ( oml'rix Regul Regul Turb Turb Turb Turb Gener Turb Turb Turb Turb 

Motors Transf Turb Control Transf Transf Cable Turb Regul Gener Cener Transf 
Regul Mazda Cable Transf Control Cutouts Transf Transf Cutouts Transf Transf Cutouts 
Natl Regul Mazda Outdoor Lighting Natl Mazda Arrest Mazda 

Breakers Natl Mazda Mazda Lighting 
Mazda Mazda l 

12 9 8 12 10 14 12 9 13 11 8 13 
Meters Arrest Cutouts Turb Gener Turb Turb Cutouts Turb Turb Turb Turb 
ComProi Meters Turb Meters Transf Arrest Meters Tqrb Arrest Lighting Cutouts Regul 
Transf Motors Arrest Lighting Turb Lighting Motors Regul Meters Meters Arrest Arrest 
Instru Meters Outdoor Regul Swbds Instru Arrest Instru Instru Meters Meters 

Natl C utouts Meters Transf Meters Breakers Instru Instru 
Natl Instru Control Outdoor 

Breakers Mazda 
Swbds 

19 16 15 19 17 21 19 16 20 18 15 20 
Swbds Regul Arrest Turb Turb Transf Breakers Instru Turb Turb Turb Turb 
Regul Turb - Regul Wiring Breakers Turb Turb Meters Swbds Autom Lighting Lighting 

Meters Transf Lighting Breakers Swbds Turb Natl Outdoor Breakers ('able 
Turb Arrest C ontrol Arrest Transf Natl Swbds Breakers 

Meters Wiring Swbds Breakers Natl Swbds 
Natl Control 

26 23 22 26 24 28 26 23 27 25 22 27 
Autom Turb C ontrol Motors Breakers Turb Motors Swbds Turb Turb Turb Turb 
Cutouts Autom Breakers Turb Turb Relays Turb Cable Motors Cable Swbds Motors 

Arrest Autom Wiring Autom Autom Turb Autom Motors Relays 
Outdoor Lighting Outdoor Regul Outdoor Outdoor Relays Autom 
Breakers Wiring Wiring Outdoor Outdoor 

29 31 30 29 
Turb Motors Motors Turb 
Motors Autom Relays Motors 
Wiring Outdoor Turb Autom 
Swbds Turb _' Autom 
Arrest Cable Outdoor 

Jour, of Electricity and 
Autom 

1 1 1 1 1 1 1 1 1 1 1 1 
Weetern Industry 3,088 Meters Com Pro Transf Breakers Transf Breakers Transf Cutouts Transf Gener Transf Transf 

Motors Control Autorr^ Breakers Instru Meters Transf Breakers Autom 
Meters Outdoor Motors Welding Autom Control 

15 15 
Relays 

15 15 15 15 15 15 15 15 15 15 
Transf Transf Outdoor Transf Arrest Motors Gener Transf Control Transf T ransf Motors 
Mazda Control Transf Autom Cutouts Arrest Transf Motors Outdoor Motors Heating Swbds 
Natl Natl Cutouts Natl Heating Natl Outdoor Arrest Swbds Breakers Outdoor Mazda 

Mazda Mazda Mazda Autom Mazda Relays Mazda 
Natl Natl Mazda XT„ tl Natl Natl Natl 

Central Station 6,650 Meters Cutouts Regul Meters Meters Meters Arresters 
iSau 
Breakers Swbd Outdoor Relays Relays 

Gas,Age Record 
Natl Natl 

3,356 1 1 3 7 5 9 6 4 1 6 
Locos ('ompres Compres Compres Compres Compres Compres Compres C ompres Compres 

15 17 12 20 

Total 
Locos Locos Locos Locos 

31,142 

Electric Railways 5 2 1 5 3 7 5 2 6 4 1 6 
Electric Railway Jour. 5,503 Car Equ Motors Car Equ Car Equ Car Equ Car Equ Car Equ Car Equ Car Equ C on ver Car Equ Car Equ 

Motors Autom Motors Motors Motors Motors Motors ■ Motors Arrest Motors Motors 
Autom 

12 9 8 12 10 14 12 9 IS 11 8 13 
Car Equ Autom Car Equ Car Equ Car Equ Locos Arrest Locos Motors Car Equ Arrest Locos 
Motors Welding Parts Arrest Parts Car Equ Parts Autom Parts Autom Parts 

19 16 15 19 17 21 19 16 20 18 15 20 
Parts Welding Parts Locos Motors Car Equ Locos C ar Equ Car Equ Locos Car Equ Car Equ 
Autom Autom Car Equ Material Autom Motors Motors Parts Motors Motors Material 

26 23 22 28 24 28 26 23 27 25, 22 27 
Car Equ Parts Material Car Equ Parts Autom Car Equ Material Car Equ Car Equ Parts Car Equ 
Autom Autom Autom Outdoor Parts Outdoor Welding Outdoor Welding 

Welding 
29 31 30 29 

Motors Car Equ Car Equ Car Equ 
Parts Material W;elding Material 

Electric Traction 
Outdoor 

2,400 Locos Car Equ Car Equ Car Equ Motor Car Equ Motor Car Equ Car Equ Car Equ Car Equ Car Equ 
Motors Parts Motors Motors Welding Parts Line Mat Motors Motors Line Mat Motors Parts 

Aera Parts 
Welding Parts Line Mat Outdoor Autom Welding Arrest Parts Autom Welding Arrest 

5,495 Car Equ Car Equ Car Equ Parts Parts Locos Car Equ Motors Car Equ Material Car Equ 
Street Railway Bulle- 

Motors 
Car Equ Car Equ Car Equ Motors Car Equ Line Mat Car Equ Motors Car Equ Parts Car Equ Car Equ 

tin 1,200 Motors Autom Autom Motors Autom Motors Autom 

Total 
rftrts Line Mat 

14,598 
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SCHEDULE OF GE ERAL ELECTRIC ADVERTISING IN PRINCIPAL TECHNICAL JOUR ALS- 1924 

Circu- SC HEDULE OF AovEnT1s1NG 
Periodical by Fields lation 

per I ssue Jan . Feb. l\lar. Apr. Mn.v June July Au f!. Sept . Oc·t. Nov. Dec. 
---------- ----------

STEA M H.AILll'AYS 
Railway Electrical Wiring Turb T11rh Motors Turb Motors Turb Acees Turb Motors Turb Motors 

Engin rer 2,'i?53 ~a ll Motors \\'iring \Yiring Acces \\'i ring Welding Motors Wiring Wirin!! Acces Wiring 
Wiring Natl \\'i ring Nall Wiring Wiring Nall Wiring Natl 

Nall 
Railway Re1,iew 6,959 19 16 22 5 3 7 5 2 6 4 1 6 

Motors Tmb Motors Locos Locos Locos Locos Locos Locos Locos Locos Loco 
19 17 H 19 16 20 11 22 13 

Tmb Motors Tmb Motors Turb Motors Turb Motors Turb 
Railway },'/ echml'ica l 7,505 Motor \Velding Motors Turb Motors Motors l\1 otors Welding Motors Turb Motors 

Engineer Turb Turb Welding Turb Turb Welding 
Rai lway Age 8,829 12 2 l 5 3 7 5 2 6 4 1 6 

Acees Turb T11rb Turb Turb Turb Turb Turb Turb Turb Turb Turb 
19 9 8 12 10 H 12 9 13 11 8 13 

Motors Locos Lo<'oS Locos Locos Locos Welding LuC'OS Locos Locos Locos Locos 
16 l ii 19 17 2 1 19 16 20 17 15 20 

Welding Locos Welding Weldin g Motors Locos Weldin g Weldin g Weld in g Locos 
23 22 26 24 28 26 23 27 2.5 22 27 

Motors Motors Motors Motors Motors Locos Welding Motors Motors Motors Moto r~ 
29 30 29 

Locos Motors Locos 

T otal 25,546 
---- ---------

MARI NE 
Pacific Marin e Review 3,487 MarTurb MarTurb MarTurb Motors MarTurb 1otors MarTurb Mo lo rs MarTurb Motors MarTurb Motors 
ilf ari11e Review 3,786 MarTurb MarTurb MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors 
Marin e N e1l's 4,083 - MarTurb - Motors - MarTurb - Motors - MarTurb - Motors 
M otorship 4,230 MarTurb MarTurb MarTmb - - - - MarTurb MarTurb - - Motors 
Marine Engi neeri·ng 4,185 MarTurb MarT,urb MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors 
Nautical Ga zette 2,151 2 1 3 5 (i 1 l 

- MarTmb MarTurb - MarTurb - Motors - MarTurb - Motors -
T otal 21,922 

---- -- - ---------
WIRELESS 

W freless Age 3-~ ,274 Tungar Tungar Tungar - - - - - Tunga r Tungar Tun gar -
Radio New• 193,453 Tun gar - - Tungar Tungar - - - Tun gar Tunga r - Tunga r 
Radio 6,000 Tun gar Tunga r Tunga r - - - - - Tungur Tun gar Tun ga r -

----
T otal 233,727 

---- ---- ·--
ENG INEERING 

Chemical and M etal- H 4 3 14 5 2 7 1l 1 13 3 15 
lurgical E11gineering 10,644 Healing Meters Motors Hea ling Motors Mo lo rs Meters Trans!' Outdoor Ilea ling Meters Heating 

Motors 
11 10 21 12 9 14 18 8 20 10 2'l 

Heating Hea lin g Motors Hea ling H ealing Hea ting H ealing Meters Motors Tran sf Motors 
Outdoor 

18 17 28 19 16 21 9.6 15 27 17 !(9 
Motors :!\lo tors Mo lo rs Mo lo rs Motors Motors l\l otors H ealing Mo lo rs Heating Motors 

\!5 24 26 23 28 22 24 
Motors Outdoor Motors Motors Mo tors Motors Motors 

31 30 29 
Au tom Au tom Motors 
Outdoor Outdoor 

Industrial and Engi- 13,000 Motors Healing Motors 
ueering Chemistry 

Motors H ea ling Motors Motors l lca ling Motors Motors Hea lin g Motors 

J our. of American Jnslru - Acces Ins tu Trans Tnstru Gener Ins lru Swbd s J nslru Aulom Relays 
lu stitute of Elec- Regul R egul Regul Arrest Breakers 
tri:cal E11g·in eers 18,840 Meters 

General t:lel'lr ic Re- Meters Transl' Locos Tmb Motors T ran sf Gener Tran sf Locos Cable C'ulouts Furnaces 
t''iew 10,318 Regul Regul Regul Regul Arrest H.egul Control Transl' Welding Motors Relays 

Con trol Cable Meters Con trol In lru Arres t i\.lolors Locos Au tom 
i\lolors Healing Outdoor Cable Healing Brea kers 

Welding Locos Locos Au lorn -
Welding Welding Outdoor 

jJ ec/wn ical Engin eer- Tmb Turb Turb Turb Turb Tmb Turb Turh Turli Turb Turb Turb 
ing 'l l ,5'20 .Meters ( 'onl ro l Welding Healing Control \\'elding Motors Healing 

Motors 
W elding Engin eer 2,043 Welding Welding Welding \\'elding Welding Welding Welding Weld ing Welding Welding Welding Welding 
M itting and M eta/- Swbd - Swbd Locos l\lolors Motors Mo lo rs Locos Motors - Motors Swbd 

lurgy 10.411 
P ower 28,730 1 5 4 1 (i 3 1 ;j 2 7 4 2 

Turb Turb llegul Turb Turb Turb Turb Turn I Turh Turb Turb Turb 
R egul Regul Transl' Transf Acces Trnnsf Transf 
Swbds Arrest Meters 

Meters 
8 12 11 8 13 JO 8 12 9 H 11 g 

Turb Turh Turb Turb Turh Turb Turb Tmb Turb Turb Turb· 
Arrest Hegul Tran sf Arrest l nstru Acces Hegul Meters 

lnstru Arrest Breakers 
I I 
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL TECHNICAL JOURNALS—1924 

Circu- Schedule of Advertising 
i c HiAlriG lation renouKius uy x iciiis 

per Issue Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 

Steam Railways 
Railway Electrical Wiring Turb Turb Motors Turb Motors Turb Acces Turb Motors Turb Motors 

Engineer 2,«53 Natl Motors Wiring Wiring Acces Wiring Welding Motors Wiring Wiring Acces Wiring 
Wiring Natl Wiring Natl Wiring Wiring Natl Wiring Natl 

Natl 
Railway Review 6,959 19 16 22 5 3 7 5 2 6 4 1 6 

Motors Turb Motors Locos Locos Locos Locos Locos Locos Locos Locos Locos 
19 17 14 19 16 20 11 22 13 

Turb Motors Turb Motors Turb Motors Turb Motors Turb 
Railway Mechanical 7,.505 Motor Welding Motors Turb Motors Motors Motors Welding Motors Turb Motors 

Engineer Turb Turb Welding Turb Turb Welding 
Railway Age 8,829 12 2 1 5 3 7 5 2 6 4 1 6 

Acces Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 
19 9 8 12 10 14 12 9 13 11 8 18 

Motors Locos Locos Locos Locos Locos Welding Locos Locos Locos Locos Locos 
16 15 19 17 21 19 16 20 17 15 20 

Welding Locos Welding Welding Motors Locos Welding Welding Welding Locos 
23 22 26 24 28 26 23 27 25 22 27 

Motors Motors Motors Motors Motors Locos Welding Motors Motors Motors Motors 
29 30 29 

Locqs Motors Locos 

Total 25,546 

Marine 
Pacific Marine Review 3,487 MarT urh MarTurb MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors 
Marine Review 3,786 MarTurb MarTurb MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors 
Marine News 4,083 — MarTurb — Motors — MarTurb — Motors — MarTurb — Motors 
M otorship 4,230 MarTurb MarTurb MarT urb — — — - - MarTurb MarTurb — — Motors 
Marine Engineering 4.185 MarTurb MarTurb MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors MarTurb Motors 
Navtical Gazette 2,151 2 1 3 5 6 1 1 

— MarTurb MarTurb — MarTurb — Motors — MarTurb — Motors — 
Total 21.922 

Wireless 
Wireless Age 34,274 Tungar Tungar T ungar — — — — Tungar T ungar Tungar — 
Radio News 193,453 Tungar — — Tungar Tungar — — — Tungar Tungar — Tungar 
Radio 6,000 Tungar Tungar Tungar — — — — ■— Tungar Tungar Tungar " — 

Total 233,727 

Engineering 
Chemical and Metal- 14 4 3 14 5 2 7 11 1 13 3 15 

lurgical Engineering 10,644 Heating Meters Motors Heating Motors Motors Meters Transf Outdoor Heating Meters Heating 
Motors 

11 10 21 12 9 14 18 8 20 10 22 
Heating Heating Motors Heating Heating Heating Heating Meters Motors Transf Motors 

Outdoor 

18 17 28 19 16 21 25 15 27 17 29 
Motors Motors Motors Motors Motors Motors Motors Heating Motors Heating Motors 

25 24 26 23 28 22 24 
Motors Outdoor Motors Motors Motors Motors Motors 

31 30 29 
Autom Autom Motors 
Outdoor Outdoor 

Industrial and Engi 13,000 Motors Heating Motors Motors Heating Motors Motors Heating Motors Motors Heating Motors 
neering Chemistry ■ 

Jour, of American Instru — Acces Instu Trans Instru Gener Instru Swbds Instru Autom Relays 
Institute of Elec- Regul Regul Regul Arrest Breakers 
trical Engineers 18,841 Meters 

General Electric Re- Meters Transf Locos Turb Motors Transf Gener Transf Locos Cable Cutouts Furnaces 
view 10,3U Regul Regul Regul Regul Arrest Regul Control Transf Welding Motors Relays 

Control Cable Meters Control Instru Arrest Motors Locos Autom 
Motors Heating Outdoor Cable Heating Breakers 

Welding Locos Locos Autom * 
Welding Welding Outdoor 

Mechanical Engineer Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 
ing 21,521 Meters Control Welding Heating Control Welding Motors Heating 

Motors 
Welding Engineer 2,04; Welding Welding Welding Welding Welding Welding Welding Welding Welding Welding Welding Welding 
Mining and Metal- Swbd — Swbd Locos Motors Motors Motors Locos Motors — Motors Swbd 

lurgy 10,411 
Power 28,73t 1 5 4 1 6 3 1 5 2 7 4 2 

Turb Turb Regul Turb Turb Turb Turb Turn Turb Turb Turb Turb 
Regul Regul Transf Transf Acces Transf Transf 
Swbds Arrest Meters 

Meters 
8 12 11 8 13 10 8 12 9 14 11 9 

Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 
Arrest Regul Transf Arrest Instru Acces Regul Meters 

Instru Arrest 
i 

Breakers 
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' SCHED LE OF GENERAL ELECTRIC ADVERTISI G IN PRINCIPAL TECHNICAL JOURNALS- 1924 

Circu- Sc 11 Eou LE OF Ao1'EHT1s1r-:G 
Periodicals by Fields la lion 

per Issue Jan . FeL. Mar. Apr. May June July Aug. Sept. Oct. Nov. D!'c. 
----

Po1l'er (Concluded) 15 19 18 15 20 17 1.5 19 16 21 18 16 
Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 
Meters Access Breakers Meters Meters Transf Rreakers Inslru Breakers Tran sf Transf 

Arrest Meters Meters 
Meters 

22 26 2.5 22 27 24 22 26 23 28 25 28 
Turh Turb Turb Turb Turb Turb Turh Turb Turb Turb Turb Turb 
Rrea kcrs Breakers Rreakers Breakers Brea kers Breakers 13reakers Tran sf Breakers Breakers Breakers 

Swbds 
29 29 29 30 30 

Turb Turb Turb Turb Turb 
Rrenkers Breakers Rreakers Swbds 

Po1l'Pr Plan t Engi- l I I l 1 I l l l l l l 
11 eeri11g J8 ,7(J!) Turb Turh Trnnsf lnstru Turb Turb Turb Turb Turb Turb Turb Turb 

Meters Swbd Swbd Swbd Arres t Swbcl ] nslru Trnnsf Meters Regul 
S11·bd Swbd 

- l!i J.5 1.5 1.5 15 15 15 J.5 15 .5 15 15 
Turb Turb Turb Turb Tran sf Turb Turb Turb Turb Turb Turb Turb 
llegul Regul Regul Swbcl Swbd Swbd Swbcl Arres t Transf Swbd Swbd 

Meters Swbcl Swbcl 
Na lion al Engi11 eer 20,01 8 Turh Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 

Swbcl Swbd Meters Meters Meters Meters Meters 
C'ombustion 2,495 Meters Meters Meter Meters Meters Meters Meters Meters Meters Meters Meters Meters 
Southern E11gin eer 17,728 Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 

Meters MPlers Meters Meters Swhcl Meters 
Science 8,62.5 25 22 21 18 16 20 18 15 19 17 21 19 

Inst I'll Ilea ling J nstru Ilea ting I nstru Hea tin g Instru Healing Instru Heating Instru Hen ting 
Profess ional Engineer 15,82(; Hclays He lays - - - - - - - - - -
Physical Review 1.600 1 nslru Healing Jns lru - J nstru Heating - foslrn Tnstru JI ca.ting - lnstru 
U. 8. Air Ser1>ice 3,300 Search L Sea rch L Search L Search L Search L Search L Se11rch L Search L Seareh L Search L Search L Search L 
Fire a11d Water E11gi- 2 (; 5 2 7 4 2 6 3 l 5 3 

neeriug 2,904 i\ lolors i\Jotors i\lolors Mot ors i\Jotors Motors Motors Mo lo rs Motors Motors Motors Motors 
Hi 

Motors 
Public Sen ice Man- ~lelcrs - Transf Meters Outdoor Arrest Tran sf Au tom Outdoor Meters - Swbds 

agement 7.204 
American C1'ty 8,Ql I Lighting Lighting Lighting Lighting Lighting Lighting Lightin g Lighting Lighting Lighting Lighting Li!!hling 

----
Tot a.I 2Q2,186 

I ---- ----
,\ RCH ITECTURE 

Pencil Poi11ts 10,765 Swbds Swbd ~ Swbds S1d)(IS Swbds Swbds Swbds Swbds Swbds Swbcls Swbcls Swbds 
Architecl11ral Record l l ,294 - Na ll :\'all :\'atl Mdse - Meise - Meise - Meise -

Erlison Edison Edison 
Architectural Forum G,125 Swbds Swbcls Swbds S11·bds Mrlse S11·brls Mdse Swbcls Mdse Swbds Meise Swbds 

Swbds 
American I nstilute of Swbds Swbds Swbds Swbds Swbds Swbcls Swbds Swbcls Swbds Swbcls Swbcls Swbds 

Architects Journal 3,265 
8ma/l llome .5.000 - ;\'ldsc - Meise - Meise - Meise - Mdse - Mdse 
.lrchitecl & Engineer 1.830 - - - Mdse - Mdse - Mdse - Mdse - Mdse 
A merica11 Architect 6,853 30 27 26 16 Ql ll 16 20 24 15 19 10 

Swbds Swbcls Swbds Mdse Swbds Meise Swbcls Mdse Swbcls Mdse Swbds Mdse 
23 18 27 2Q 31 

Swbds Swbcls Swbcls Swbcls Swbds Swbds 
Architecture 7,562 Swbds Swbds Swbds Swbds Sll'bds Swbds S11·bds S11·bds . wbcls Swbds Swbds Swbds 

Tota.I 604,81 5 

Grand total of 604,81 5 readers whose interests are technical and whose purchasing power is imporlanl. 
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL TECHNICAL JOURNALS—1924 

Circu- Schedule of Advertising L- A. « r ij1* — ) A r. renonicais Dy rieicis lation 
per Issue Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 

Power {Concluded) 15 19 18 15 20 17 15 19 16 21 18 16 
Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 
Meters Access Breakers Meters Meters Transf Breakers Instru Breakers Transf Transf 

Arrest Meters Meters 
Meters 

22 26 25 22 27 24 22 26 23 28 25 23 
Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 
Breakers Breakers Breakers Breakers Breakers Breakers Breakers Transf Breakers Breakers Breakers 

Swbds 
29 29 29 30 30 

Turb Turb Turb Turb Turb 
Breakers Breakers Breakers Swbds 

Power Plant Engi- 1 1 1 1 1 1 1 1 1 1 1 1 
neering 18,76!) Turb Turb Transf Instru Turb Turb Turb Turb Turb Turb Turb Turb 

Meters Swbd Swbd Swbd Arrest Swbd Instru Transf Meters Regul 
Swbd Swbd 

- 15 15 15 15 15 15 15 15 15 5 15 15 
Turb Turb Turb Turb Transf Turb Turb Turb Turb Turb Turb Turb 
Regul Regul Regul Swbd Swbd Swbd Swbd Arrest Transf Swbd Swbd 

Meters Swbd Swbd 
National Engineer 20,018 Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 

Swbd Swbd Meters Meters Meters Meters Meters 
Combustion 2,495 Meters Meters Meters Meters Meters Meters Meters Meters Meters Meters Meters Meters 
Southern Engineer 17,728 Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb Turb 

Science 
Meters Meters Meters Meters Swbd Meters 

8,625 25 22 21 18 16 20 18 15 19 17 21 19 

Professional Engineer 
Instru Heating Instru Heating Instru Heating Instru Heating Instru Heating Instru Heating 

15,826 Relays Relays — — — — — — — — — — 
Physical Review 1.600 Instru Heating Instru — Instru Heating — Instru Instru Heating — Instru 
U. S. Air Service 3,300 Search L Search L Search L Search L Search L Search L Search L Search L Search L Search L Search L Search L 
Fire and Water Engi- 2 6 5 2 7 4 2 6 3 1 5 3 

neering 2,904 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 

Public Service Man- 

16 
Motors 

Meters — Transf Meters Outdoor Arrest Transf Autom Outdoor Meters — Swbds 
agement 7,204 

American City 8,211 Lighting Lighting Lighting Lighting Lighting Lighting Lighting Lighting Lighting Lighting Lighting Lighting 

Total 222,186 

Architecture 
Pencil Points 10,765 Swbds Swbds Swbds Swbds Swbds Swbds <■ Swbds Swbds Swbds Swbds Swbds Swbds 
Architectural Record 11,294   Natl Natl Natl Mdse — Mdse — Mdse — Mdse — 

Architectural Forum 
Edison Edison Edison 

6,125 Swbds Swbds Swbds Swbds Mdse Swbds Mdse Swbds Mdse Swbds Mdse Swbds 

American Institute of 
Swbds 

Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds 
Architects Journal 3,265 

Small Home 5,000   Mdse .— Mdse .—. Mdse — Mdse   Mdse — Mdse 
Architect & Engineer 4.830     — Mdse   Mdse   Mdse   Mdse — Mdse 
American Architect 6,853 30 27 26 16 21 11 16 20 24 15 19 10 

Swbds Swbds Swbds Mdse Swbds Mdse Swbds Mdse Swbds Mdse Swbds Mdse 
23 18 27 22 31 

Architecture 
Swbds Swbds Swbds Swbds Swbds Swbds 

7,562 Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds Swbds 
Total 604,815 

Grand total of 604,815 readers whose interests are technical and whose purchasing power is important. 
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High-power Tes ting Apparatus to Reproduce Actua l Condjtions 

C""~~•d E.l.c:trlc CIM!l,..ny 
s.--•••r· "'· Y· 

A '\;U')' Unpon.mt flfle\ot i11 the f('ttnt imf'l'O'l"llr\CM• rml(fe 

in 1he '-1r ~"'PC Oit CirMlit Brt.:ikM" 11.M the modern 
C E lf'Sting J.t:ltio!1 «i;o.npp.:d to tro;t h.idi intMTUptin(• 
atMdt;· appo.rntm to c::k!tructx1n. 

Tiie value of tht stparwtioa c~rntx..._ the •tuffui&·box and 
the lntM type ol bdRe in the •·H" type ~lctt has 
been PfO\cd conc:u,ivtly, 

Inside t he <»1 VtUCI uction1 t ake 111att y.·hicl1 (« a lone 
t ime could l)Ot be dettrmintd. Por innancr. tht" !~'th 
or the are uodtr """'l'iow C001tit10N, the prt"uurn ¥tntr­
ated, the ~pttd of t he: movina p&rh at a!\ n::i.~" ()( the 
IJtt'Oke, w Jnopet oi l Je ... tl, t he k.,tntiJic ~coti.111t or the a;•• 
t o pn!'\.'tnt oil tl1rowin( 11nd mlllny ot.htt phf"nomcna w en! 

h.i.&hl~ t>prcularfrc anJ 1'1.U (,.- t~ data .i..lklfd"'! l>y this 
tnllr..C ~tdion \!.ould r.1111 be unl..Jw ... : •. 

We II.ft now al.Ile tn rc-prod:.:et: t>.a(1.)y all of t><t opcrati~ 
tof'ld1tlon.1 ?>)' c:on-.pklt' C<ll'ttt'I or \'oltai.;t, t"l.lrrt"1:1, l'Olli'l'f• 

factcr, tt(' .• v.ithout l\t!ays ''•l11d1 -...ouJd dttract from the 
\'Ai~ o( the lillta and impede •ltwlopmcn~. 

Ptt:tcnt day intcrco:mcrt«I r.i;t'o\'otkl denwl<I that 
brmk~n Ix- aat:ntlhail:y do.:.g11N •nd han! 11'\u•m1pui1c 
aipsc::.i:y v.hK"h ii u·1-.uo11t1Nbk. Equ.ippt'd ...,,th the 
dau which thi• tutin11 lllA!iOft i• µmd11cir.t. CE \"!\cinN..'l"• 

l 1'0M' tllt a1p.bihtie1 of tlit cVcuit hru«..-. th"}' 
R<Ununt:nd. 

Are you •~1rt" thnl Utt! m!'*tit>· u r )"Qtlr circ:uit brt'akcra Jiu 
b(!en equally "'~n d~termmc::d.? ~~~±i~ 

GENERAL ELECTRIC 

CENTRAL STATION EQ IPMENT 

As a rule, centra l station engineers read th e 
advertising pages of technical peri odica ls with as 
much interest as they bes tow on any other part 
of the magazine. Thi s adYertising is inforrnatiYc 
and is ahn1ys timely in its sugges tion s. 

As typica I of Genera I El ectric ad Ycrtising 
addressed to ce ntral s tations, the examples 

shown on this and the followin g page illu strate 
th e variety of material that reaches the engineers 
and official s who influence or control th e purchase 
of apparatus for light and power companies . 
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This puhli city points out the improvements 
incorporated by th e Genera I Elect ri c Company 
in its large-ca pa cit y oil circuit breakers. 

' 

A Problem that Requires 
Engineering Analy 

Thousands EV
n
e5««>«0°ti»S 

"Li-teat »« "T's®#- 
,_i» «D«dc. a<*n<'titne» a c' IKTKiit rtlays 5* »J( that is necessary; in sKlvaotagcsmt to waoiit nnethcr type. 
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How the improved f-J Breaker was achieved 
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High-power Testing Apparatus to Reproduce Actual Conditions 

G«o«f«l CWtr t Company 

A vciy JmportHirt factor Li the rcccot tmp«ry\mcnu made In the ■,lr, type Oil Ctrrui; Breaker was tlw modern G-E tcrting stseion equipped to teat hifih intnruptifl*. capacity apparatus to dcstructioo. 
Tht value of the sepamtin* chamber*, the staffiug W and the latest type of baffle in the ' 8*' type Breaker baa been proved conclusively. 
Inside the oil vtaael actions take place which for a loot tkac eouid nM be rfetenniwd. for insunce, the length of the arc ttndcr various cooctitions. the pressures gener- ated, the speed p# the moving part* at alt stages of the ntnaha. the paapar ot! level, the adenttfic venting of the gas to pecrckt ©a throwing and many other phenosnena ware 

highly speculative and hut Ux the data afforded by this testing station would still he unknown. 
We are now aWe to reproduce tiaclly all of the operating conditions by compku- conrrej o.' voltage, current, power- factor. etc., without delays winch wouM detract from the ▼ahse of the data and impede development. 
Present-day intcreonawted network* demand that hrenkers be scUntiftoBlly dtsigmd and Java intemjpiiag capacity which Is uuqucstionahle. Equipped with the daea which this testing station it prortiiemg, Ci E enghwsrs know the cspsbdifats of the circuit breakers they NCMIMWnd. 
Are you sure that Ih. capacity of yew cWit breakers bat hem equally srefl detrtmiaed? 

GENERAL ELECT 

rrr 

bjs a 

s^ijawwats: 

I c 

CENTRAL STATION EQUIPMENT 

As a rule, central station engineers read the 
advertising pages of technical periodicals with as 
much interest as they bestow on any other part 
of the magazine. This advertising is informative 
and is always timely in its suggestions. 

As typical of General Electric advertising 
addressed to central stations, the examples 

shown on this and the following page illustrate 
the variety of material that reaches the engineers 
and officials who influence or control the purchase 
of apparatus for light and power companies. 

This publicity points out the improvements 
incorporated by the General Electric Company 
in its largc-capacity oil circuit breakers. 
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Cables that Insure 
T ransmisaion Service 

It is a significant fact that G-E 
W ires and Cables hBve been spcci· 
fied for many of the world's largest 
engineering dc-velopments where 
the essential is continuous opera~ 
tion over o long term of years. 
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GENERAL ELECTRIC~-

CENTRAL STATION EQUIPMENT (Continued) 

This class of ach·erti s ing cites engineering 
sen ·ice rendered by the Compa ny in prescribing 
!'Orrect relay protection to a central station ; it 
calls attention to achievements in the manu ­
facture of large G-E transformers; it shows wh y 
G-E Walthour :Mete rs are unsurp assed for 
accuracy; it reYiews late de,·elop ments in static 

:n 

condensers, the eYolution of automatic sw itc hin g, 
,·oltage regul ation, a nd lightnin g protection. 

Such adverti sing as this not only makes ne w 
customers, it a lso perpetuates a nd strengthens 
the confidence of those wh o are a lready using 
G-E apparatus and affords a substantial support 
to the efforts of the Company's salesmen . 
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Cables that Insure 
Transmission Service 
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::^ti-.e'onefo'"ev» It is « significant fsct that G-E 
Wires and Cables have been speci- 
fied for many of the world's largest engineering developments where 
the essential is continuous opera- tion over a long term of years. 
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csissisiF5 Bullrttn t*o. *3742 Cp«tw«1 Ehdrir Comroar 4.' rmi 
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f.f:- * 

GENERAL ELECTRI 

CENTRAL STATION EQUIPMENT {Continued) 

This class of advertising cites engineering 
service rendered by the Company in prescribing 
correct relay protection to a central station; it 
calls attention to achievements in the manu- 
facture of large G-E transformers; it shows why 
G-E Watthour Meters are unsurpassed for 
accuracy; it reviews late developments in static 

condensers, the evolution of automatic switching, 
voltage regulation, and lightning protection. 

Such advertising as this not only makes new 
customers, it also perpetuates and strengthens 
the confidence of those who are already using 
G-E apparatus and affords a substantial support 
to the efforts of the Company's salesmen. 
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ELECTRIC RAILWAY EQUIPMENT 

The elec tric railway may be regarded as a 
combination of industries. It embodies such 
diversified elements as power distribution , in 
so me cases power generat ion, ciYil engineering, 
passenger traffic, freight haulage, and other 
form s of sc ientifi c and industrial activ ity. As a 
prominent a nd ex tensive part of the electrica l 
industry , electric railways furni sh a highly im-
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portant market for General Electri c apparatus. 
For years the General Electric Co mpany has 
been the leading manufacturer in th is field. 
Its advertis ing appears regularly in specified 
positi ons on the pages of leading period icals and 
a lways emphasizes th e necess ity of high stand­
a rds in the se lec tion of car eq uipment, renewal 
parts,andgeneratinga nd transmitting apparatus. 
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g^FM^LECTlj GENERAL ELECT? 

ELECTRIC RAILWAY EQUIPMENT 

The eleetri<- railway may be regarde<l as a 
combination of industries. It embodies such 
diversified elements as power distribution, in 
some cases power generation, civil engineering, 
passenger traffic, freight haulage, and other 
forms of scientific and industrial activity. As a 
prominent and extensive part of the electrical 
industry, electric railways furnish a highly im- 

portant market for General Electric apparatus. 
For years the General Electric Company has 
been the leading manufacturer in this field. 
Its advertising appears regularly in specified 
positions on the pages of leading periodicals and 
always emphasizes the necessity of high stand- 
ards in the Selection of car equipment, renewal 
parts, andgeneratingand transmitting apparatus. 
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STEAM ROAD AND MARINE EQUIPMENT 

Th e advertising of electrical equipment for 
steam railroads is of necessity addressed sepa­
rately to va rious railroa d departments. It tells 
the signal engineer of new G-E signal accessories; 
it explains to the mecha ni cal department the 
merits of the G-E H eadlight Turbines; it points 
out the numerous steam road ap pli cat ion for 
G-E motor drive; a nd it reminds exec utives of 
the results that have already been obtained by 

3 !) 

elect rifi ca tion with General Elec tri c apparatus. 
Marine eq uipment is usually of special des ign 
because of the unusual condition s that are met 
and the se verity of the se rvice that is demanded . 
G-E propul sion equipment is advertised on the 
bas is of its performance and established success. 
Th e importa nce of elect ri c dri,·e for auxiliaries is 
also stressed and particular emphasis is laid on 
its economy over stea m apparatus. 
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STEAM KGAD AND MARINE EQUIPMENT 

The advertising of electrical equipment for 
steam railroads is of necessity addressed sepa- 
rately to various railroad departments. It tells 
the signal engineer of new G-E signal accessories; 
it explains to the mechanical department the 
merits of the G-E Headlight Turbines; it points 
out the numerous steam road applications for 
G-E motor drive; and it reminds executives of 
the results that have already been obtained by 

electrification with General Electric apparatus. 
Marine equipment is usually of special design 
because of the unusual conditions that are met 
and the severity of the service that is demanded. 
G-E propulsion equipment is,advertised on the 
basis of its performance and established success. 
The importance of electric drive for auxiliaries is 
also stressed and particular emphasis is laid on 
its economy over steam apparatus. 
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INDUSTRIAL 
JOURNAL ADVERTISING 

ADVERTISING TO INDUSTRIES 

T
HE electrification of indu stries has taken 
giant strides <luring the last twenty years. 
Torlay manufacturing plants are more than 
fifty per cent electrifi ed , and the consump­

tion of current ha s mounted from one-half billion to 
twenty-five billion kilowatt-hours annually . 

Manufacturing plants are now using, through elec­
tric motors, twenty milli on horse P°'Yer. HoweYer, 

there a re several hundred thousand factories and 
mines that use mechanical power and these constitute 
a market which justifies advertising on a liberal and 
consistent scale. Over one thousand pages of G-E 
advertising are addressed each yea r to the indus­
trials that can use electrical apparatus, and each 
page reaches the eyes of thousands who carry the 
responsibility for efficient plant operation. 

SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL INDUSTRIAL JOURNALS- I924 

The use of elates indica tes weekly and semi-monthly publica tions. 

(' " 

Periodica ls h,,. F ields ';-c u a- I I 
--------- ~er 'f;~'.:_ -~:'_,. ___ Feb. __ :'l'la_r ___ Ap_r·-~~-~ __ :::__ __ A_u_i.:. ___ se_p_t_. ___ o_et_. ___ ~_'o_"_· _ __ D_e_c_. 
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ADVERTISING TO INDUSTRIES 

THE electrification of industries has taken 

giant strides during the last twenty years. 

Today manufacturing plants are more than 

fifty per cent electrified, and the consump- 

tion of current has mounted from one-half billion to 

twenty-five billion kilowatt-hours annually. 

Manufacturing plants are now using, through elec- 

tric motors, twenty million horse power. However, 

there are several hundred thousand factories and 

mines that use mechanical power and these constitute 

a market which justifies advertising on a liberal and 

consistent scale. Over one thousand pages of G-E 

advertising are addressed each year to the indus- 

trials that can use electrical apparatus, and each 

page reaches the eyes of thousands who carry the 

responsibility for efficient plant operation. 

SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL INDUSTRIAL JOURNALS—1924 

The use of dates indicates weekly and semi-monthly publications. 

Schedule of Products Advertised 
Circula- 

Periodicals by Fields tion 
per Issue Jan. Feb. Mar, Apr. May June July Aug. Sept. Oct. Nov. Dec. 

Metal Production 
Engineering <(" Mining 5 2 1 5 3 . 7 5 2 6 4 1 6 

Journal Press 11,226 Parts Locos Motors Parts Locos Locos Locos I/OCOS Locos Material Locos Locos 
12 9 12 10 14 12 9 13 11 8 13 

Parts Locos Locos Locos Locos Locos Locos Locos Locos Locos Locos 
16 15 19 17 21 16 20 18 15 20 

Locos Locos Motors Locos Locos Locos Locos Locos Locos Swbds 
22 26 24 28 26 J3 27 25 22 27 

Transf Locos Swbds Swbds Motors Transf Swbds Motors Swbds Motors 
23 29 31 30 29 

Transf Swbds Swbds Motors Swbds 

Mining Congress 4,667 _ _ Locos _ Motors _ _ _ Motors Locos 
Journal 

The Mine Electrician 3,62,9 Locos Locos Motors Motors Motors Locos — — — — 

Skillings Mining Re- 5 2 1 5 3 7 5 2 6 4 1 6 
view 1.300 Locos Motors Locos Motors Locos Motors Locos Motors Locos Motors Gicos Motors 

Brass World and Pla- 5,137 _ Furnaces   Furnaces   Furnaces   Furnaces   Furnaces _ Furnaces 
ter's Guide 

Metal Industry ■1..962 — Furnaces Furnaces Furnaces Furnaces Furnaces Furnaces Furnaces Furnaces Furnaces Furnaces Furnaces 

Foundry 9,382 1 1 1 1 1 1 1 1 1 1 1 
Heating Compres Heating C ompres Motors Compres Welding Heating Heating Furnaces Heating 

Motors 
15 IS 15 15 15 15 15 15 15 15 15 

Welding Furnace Welding Furnace Heating Motors Furnace F urnace Motors Motors Compres 
Motors Welding 

Total 39,349 
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SCHED LE OF GENERAL ELECTRIC ADVERTISING IN PRI TCIPAL INDUSTRIAL JOURNALS- 1924 

Cir cu- ScHF.otTJ.E OF PHoot:cTs An1·ERTISED 
Periodicals by Fields lation 

-~~1 per Jssuf' .Jan . Feb . I ;\l ar. .-\pr. i\ln.1· .June Jul~· Aug. Oct. N°'·· Dec. 
---- -- ---- ------------------------- ---- -----

lONBTRUCTIO!'i 

Notional Real F-.•tote JO .; 14 l 3 
Jour . 6 .9 14 - - :\ldse - :'llrlse - i\ l dse - :\lrlse - :'ll rlse -

National Builder 'i!l.960 - l\lrl se :\ldse - :'ll dse - Mdse - Mdse - :\<ldse 
Building Age and - :\J dse - :\·ldse - i\ldse - '\ldse - Mdse - :'If rls1• 

Builder& Journal 18.i14 
American Builder .53.839 - :'ll o tors :\l ose :\l o t ors ;\ldse :'ll otors :\ldse :\l olor s :\lldse \l ot(lrs i\f rise :\fotors 
Engineering Ne1c3 3 i 6 !l 1 ,5 3 i 4 q 6 4 

Record \!9.439 '.\l o t ors i\lotors i\lotnrs :\l ot ors :\l ot or' :'ll oto rs :\l olors :\lotors :'ll otors :\lot ors :\l ot ors :\lotore 
'i i 'lO 10 R 12 10 14 1l !l 13 11 

:\l ot ors :\ lot ors :\l o t ors :\lot ors :\l ot ors :\lo tors :\fut ors :\l ot ors :'ll otors :\l ot or~ M otors 
'l8 Ii 1.5 HJ 1i 2 1 18 16 'li Hl 

Swhds i\fotors :\l otors :'ll otors :'ll otors :\l otors :\l ot ors :\l ot ors Swbds :'lfot or~ 
2'l 

~whds 
the-Et.covdting En- -- [,.,ros :'ll otors :'ll otors Locos :'ll olors :\l otors :\lotnrs L OC'OS :'ll otors :'ll otors :'I l o tors 

gineer 1i.il6 

T otal 148,58'l 

----- --------- ---- -------------- ____ I ____ 

lao~ AND STEEL 3 7 6 3 1 .5 3 i 4 2 fl 4 
Iron Age J3A16 Gears Heating Gears Gears Gears Gea rs Gear.~ Gears \,ea rs Gea rs Gen rs <lea rs 

Gears 
10 14 JS 10 8 12 10 14 11 !) 13 11 

Heating Control H t>a ling Il ea I in g Healing li en ting Heal ing Healing ( 'on lrol H eating Heating :\lot ors 
Weldi ng 'Yelding 

\!4 'i? l \?O l i 15 HJ 17 'i! l 18 16 \?O 18 
Welding F11nu1< ·e 'Yeld in g FurtHH'C 'Yelding Cont rol Control 'Yelding Healing Control \Yeldin g HeRting 

3 1 \?8 '27 2-1 2'l 26 'l4 28 \?.5 '?3 'i?i 
Motors :\l o t o rs :'ll ntors :'vl otors Furnace Weldin g Furnnce Motors F11rnacr F11rtHl('(' Furna<·c 

'i?!J 3 1 30 
i\1ot ors :'ll o tors :'ll otors 

Iron. Trade Review 8,673 3 14 Ii :i 1 ,; 3 7 -I \? 6 
;\l ot ors Control ( 'nntrol c·ontrol Trn nsf Lof'os ( 'ont rol Tran sf Locos Transf C'ont ml 

10 2 1 13 JO 8 l\? 10 14 11 !) 13 11 
C'ompres ( '01npres ( 'om pres ComprC'S Control Compres Compres Cont rol ( 'omprC's ( «1n trol Compres Compres 

I i \!O J i 15 1!J l i \! l 18 Hi 20 19 
Locos 2R f ,O('OS :'ll olors Compres Swbds Locos Compres :'l'lo tors Compres l.oros \lot or~ 

l\lolors '!~ Motors 24 \?3 
'27 'i4 l\lotors 26 :'lfolors '?8 q,; Mntors '?i 

:'ll otors :'ll olors 29 Swbds 3 1 l\lolors :'ll otors 30 :\lo tors 
Motors Motors :'ll otor!' 

Blast Furn are and Con t rol :'ll olors l\l olnr!' ( 'o nt rol l\lolors ( 'ont rol Compres Motors C'ontrol Motors c·ompre!' Motor~ 
Steel Pla11 I 2,783 :\ l otors i\ l otors Motors i\l o tors 

Forging, Stamping n11d Il ea I in!? Il ea l ing Heating Hea ling Healing II eat ing Hea tin g II ea ting HC'at ing HC'aling II ea ting Heat in!? 
Heat Treati11g 1,338 

----
T ota l 26,\?10 

---- ----------------- ----- -------------- --- --
GENERAL MANUJ" . 

American Mnrhinist 17,6.5(; 3 i (i 8 .5 i -I q 13 4 
Gears Heal ing (;ears Cea rs ll e11ti ng (; ea rs Gears (;eRrs Ge11rs H eating 'Yeldin !? 

C: ea rs Control Control Control 
Welding 

HJ 'l! l l !! 10 15 12 JO 1-1 II !) 'lO 11 
H ea ting ( 'ontrol II eat ing Hea ling Gears Il ea ting Heating Hea ling Il ea I ini: Il ea ting (;rars Motors 
Con t rol Welding 'Yeldin l! Weldi ng 

'iO 17 22 1!J Ji '2 1 18 Hi \!7 18 
Control l\l otors Control :'ll otors Control \Yeld in,:: ( 'ontrol Con trol :'llo tors H eating 
\\·e ldin g l\l o tors l\:lolors :'11otors :\l otors 

\!4 29 \?7 2-1 11!1 \?(i \?4 28 \?.5 23 'l5 
:\Jotors 'Yelding Welding :'ll olors :\l ot ors Motors c·ontrol :'11otors We lding Gears 

!ii Motors !l l :'l'l olors 30 
:\1 otors I :'ll otors l\1otors 

Western MochinPTy Heat ing 'Ycldin g Motors ( 'onlrol Healing 'Yeldin g :'lfotors Cont rol Jlenting Weld ing l\l oto rs Cont rol 
World 1.506 

Industry 11/uslraled 11.9.50 - Welding - Hea ling Welding - Heati ng Welding - Heating ·- -

Industrial Mo11aoe- Meters Hegu l Motors Healing Locos Il ea ling Motors Healing Hegnl Lo<os Meters Weldi nl{ 
men I 14.903 Edison Loc-os Edison Welding Edi so n :\at I Edison Welding Edison We lding Motors :\Rtl 

:\at I :\a ti Natl :\'a ti Edison 
A utomolfrr l 11d11 slrir., (l.84 1 10 7 (i 3 l 5 !l 7 4 9. (l 4 

Hea tin g Gears (;ears Gears Motors (;en rs Gears Gears Gears Gea rs (;ears Gears 
Gears 

14 J !l lO 8 ]~ 10 14 J I !J 13 11 
. Hea ting Jl eal in g H ea ting (;ea rs Hea ling H ea tin g Il ea t ing Heating Heating H eati ng Heatinl( 

'lO li 1.5 ]!) li 9.1 18 16 9.0 
Motor~ Welding Heating i\1 olors \lotors Motors Welding \l o tors Welding 

'l4 21? 24 9..5 9.i 

I 
Motors Weldi ng Weldin g :\!lo tors :\<lolors 

SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL INDUSTRIAL JOURNALS—1924 
» 

a — l tfv ■ rfin 1 m ^ T 1 yj g. Circu- Schedule or Products Advertised 
lation rcnoaicais oy ricins 

per Issue Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 

CoNSTHrCTtON 
National Real Eefate 10 5 14 1 3 

Jour. fi.flU — — Mdse — Mdse — Mdse — Mdse — Mdse — 

National Builder Jl.Dfin Mdse Mdse Mdse Mdse Mdse Mdse 
Building Age and — Mdse — Mdse — Mdse — Mdse — Mdse — Mdse 

Builders Jnurnal 18,714 
American Builder .53,83(1 — Motors Mdse Motors Mdse Motors Mdse Motors Mdse Motors Mdse Motors 
Engineering News 3 7 6 3 1 5 3 7 4 2 6 4 

Record 29.433 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
21 20 10 8 12 10 14 11 9 13 11 

Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
28 17 15 19 17 21 18 16 27 18 

Swhds Motors Motors Motors Motors Motors Motors Motors Swbds Motors 

the Eicataiing En- 

ZX 
Swbds 

— Looos Motors Motors Locos Motors Motors Motors Locos Motors Motors Motors 
gineer 17,716 

Total 148,582 

Ir6n akd Steel 3 7 6 3 1 5 3 7 4 2 6 4 
Iron Age 13,416 Gears Heating Gears Gears Gears Gears Gears Gears Gears Gears Gears Gears 

Gears 
in 14 13 10 8 12 10 14 11 9 13 11 

Heating Control Heating Heating Heating Heating Heating Heating Control Heating Heating Motors 
Welding Welding 

24 21 20 17 15 19 17 21 18 16 20 18 
Welding Furnace Welding Furnace Welding Control C ontrol Welding Heating Control Welding Heating 

31 28 27 24 22 26 24 28 25 23 27 
Motors Motors Motors Motors Furnace Welding Furnace Motors Furnace Furnace Furnace 

29 31 30 
Motors Motors Motors 

Iron Trade Review 8,673 3 14 6 3 1 5 3 7 4 2 6 
Motors Control Control Control Transf Locos ("ontrol Transf Locos Transf ('ontrol 

10 21 13 10 8 12 10 14 11 9 13 11 
Compres Compres Compres Compres Control C ompres Compres Control ('ompres Control Compres Compres 

17 20 17 15 19 17 21 18 16 20 19 
I-ocos 28 Locos Motors Compres Swbds Locos Compres Motors Compres Locos Motors 

Motors 22 Motors 24 23 
27 24 Motors 26 Motors 28 25 Motors 27 

Motors Motors 29 Swbds 31 Motors Motors 30 Motors 
Motors Motors Motors 

Blast Furnace and Control Motors Motors Control Motors Control C ompres Motors Control Motors C ompres Motors 
Steel Plant 2,783 Motors Motors Motors Motors 

Forging, Stamping and Heating Heating Heating Healing Heating Heating Heating Heating Heating Heating Heating Heating 
Heat Treating 1,338 

Total 46,210 

General Manut 
American Machinist 17,656 3 7 6 8 5 7 4 2 13 4 

Gears Heating Gears Gears Heating Gears Gears Gears Gears Heating Welding 
Gears Control Control Control 

Welding 
10 21 13 10 15 12 10 14 11 9 20 11 

Heating Control Heating Heating Gears Heating Heating Heating Heating Heating Gears Motors 
Control Welding Welding Welding 

20 17 22 19 17 21 18 16 27 18 
Control Motors Control Motors ("ontrol Welding Control Control Motors Heating 
Welding Motors Motors Motors Motors 

24 29 27 24 29 26 24 28 25 23 25 
Motors Welding Welding Motors Motors Motors Control Motors Welding Gears 

31 Motors 31 Motors 30 
Motors Motors Motors 

Western Machinery Heating Welding Motors ("ontrol Heating Welding Motors Control Heating Welding Motors C ontrol 
World 1,506 

Industry Illustrated 11,950 — Welding — Heating Welding — Heating Welding — Heating — — 

Industrial Manage- Meters Regul Motors Heating Locos Heating Motors Heating Regul Locos Meters Welding 
ment 14,993 Edison Locos Edison Welding Edison Natl Edison Welding Edison Welding Motors Natl 

Natl Natl Natl Natl Edison 
Automotive Industries 6,841 10 7 6 3 1 5 3 7 4 2 6 4 

Heating Gears Gears Gears Motors Gears Gears Gears Gears Gears Gears Gears 
Gears 

14 13 10 8 12 10 14 11 9 13 11 
Heating Heating Heating Gears Heating Heating Heating Heating Heating Heating Heating 

20 17 U 19 17 21 18 16 20 
Motors Welding Heating Motors Motors Motors Welding Motors Welding 

24 22 24. 25 27 
Motors Welding Welding Motors Motors 
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL INDUSTRIAL JOURNALS- 1924 

\ir. Sc 11 EDULE OF PnoniwTs !\ o n : wrnm n 
Periodica ls h.r Fie lds per l •sue 

Aug. I Oct . Jan . Fe!. . M a r. Apr. M ay Ju ne July Sept. Nov. Dec. 
----- ·- ----------- - --- - ------ -----

GE~. MA NUf' (Co11c/"d ) 
/ 11d11 strial /~ 11(/i11 err H .016 Conl rol - Cable Transf lreatin g \a hie H eati ng Tran sf Heat ing C a b le Con trol Transf 

M o tors M e ters Control Motor Control Co ntrol ·weldin g M otors We ldin g M otors 
Motors W eldin g Motors 

M a.11u.facturers Record 8,510 3 7 6 3 1 5 3 7 4 2 6 4 
M eters Hegul H ealing Tran sf Edison W elding Edison R egul R enting Nall Begul Welding 
!<:di son Nall Edison Natl Natl Natl Edison I Edison Na ll 

17 1-1 'W JO J 5 10 14 18 !) 13 
H ea ling \\'elding i\l o tors Welding JJ ca l ing Il ea ting W elding M o tors I W eldin g H eating 

~11 29 24 27 
M o tors Motors Motors Motors 

Factory 25,5-1 1 M eters II ca l in g Il ea lin g Hegnl Lo<'os iVTolors M e ters H eal in g Loeos l1cg11l H eating 
:\'all Ediso n \\'elding Swbds Natl Edison Natl Weldin g Mo tors Swbds Nall Edison 

!\al l Edison Edison Natl Edison 
Compressed Air M aga- Mo to rs Molor·s l\1olors Mo tors Motors M o to rs i\ l o lors M o tors M o tors Mot ors M o lo rs Mo lo rs 

z ine J 6.6-l!J 
J[ anufaclurers S e1rs :l ,000 2-1 \!.I 20 17 1 :i 12 10 7 4 CJ. 'l.7 25 

Il ea I in g l\l otors Locos Weldin g Il ea ling Motors Locos " "clding H ealin g M o tors Locos Welding 
30 

Motors 
.l/ achi11 ery l:'l ,173 M o tors Co11lrol M otor s ( 'ontrol M otors Control M o tors Control Motors Control M otors Control 
/Joi/er JI a leer -1 ,28"1 - We lding - Weld ing - W elding - Weld in g - W eldin g - Welding 

---·-
T ot>rl J 3f. .117 

--------

T EX'l'lLE>; 
A merican Silk J o11r. 'l, :JOO Molurs Motors i\ l ol o rs l\ (o l<H'S Mo tors M o tors Mo tors Motors Motors M o tors Motors Motors 
So uthern Tc.rtilc Bui- '28 27 \!-I CZ 9 'ZG 3 1 28 25 30 27 25 

lclin :l ,778 - Motors M otors Motors Motors Mo tors Mo t.o rs M otors Motors M o tors Motors M otors 
f'o/1011 4,790 M o tors - Mo I ors Mo tors Hcµ; ul Motors M o tors 11egul Mo tors Mo Lo rs Hegul Motors 
Te.rtile World 8 ,'2 15 5 !l 1 :) 3 7 5 2 (i 4 ] 6 

l\ lolors i\l olors Motors Mo lo rs llcgul M otors Motors Hcgnl M o I ors Moto rs Heg•r l Motors 
12 Hi 15 l Q 17 14 19 Hi 20 J8 J .5 20 

M otors M otors i\l olors M o tors Motors M o tors M otors M otors M otors i\Jo lors M otors M otors 
HJ '23 '2 9 l!l 3 1 21 2S 29 

T ra n sf M o tors Swbds M o tors M o tors M o tors M o to rs M otors 
---- 28 30 

T ota l ] 9.083 S ll"br!s M o tors 
---- ---- ----

Woon A:\D P ArEn 3 7 G s J 12 10 7 4 2 J 3 Jl 
P a7Jc r Trade J ournal 4,883 ]fea ting II ea ting Moto rs H ealin g Il ea ting H ealing M otors Ilea.lin g M otors ll eal in g M otors M ot.ors 

10 14 l '.l 17 1.5 19 17 2 1 11 !) :10 18 
Mo I ors Meters H ea ling M otors • M otors !\1.oto rs H ealing M otors Hea ting M o to rs H eating H eating 

24 21 '2 0 24 !W Q(i '?4 28 18 16 27 
Mo tors M otors Motors M oto rs :'11 e le rs M otors M e ters Motor:; M eters i\1oto rs M ele rs 

28 
Mo lo rs 

Paper Al ill & Wood 1!J 2 15 l \! 10 7 5 2 l ~l 11 8 
Pulp Ne!.Cs 3,435 Motors Motors Motors M o lms Motors M o tors l\! olo rs Motors Molors M o I ors M otors Motors 

26 Hi '<9 2Ci 24 21 19 H 27 25 \!2 20 
Mo lo rs Motors l\1 olors Mo lo rs M oto rs M o tors M otors Motors M o lo rs M o lo rs Motors Motors 

28 
Motors 

Lumberman 4,171 M o tors Mo lo rs M o lors Motors M oto rs Motors '.\1otors Motors Mol ors M olors l\lolors Mo Lo rs 
American Lumberma.11 l 'i' ,371 5 2 l 5 2 7 5 2 6 4 l 6 

Vi o l ors M otors :\J o i o rs i\fotors IVlolors M o tors M otors Mot ors 'Vl o tors Motors Motors Motors 
W est Coast Lumber- M otors l\1olors Molur·s M o tors M o to rs M otors Motors Motors Motors M o to rs M otors I M otors 

1nan 3 ,797 
Four L Bulleti11 5,-115 M o tors Molors :\1olor s Motors Vl o t·ors M o tors M otors M o tors M o tors Motors Mo lo rs Motors 
Woodworker 7 ,052 - - - M o Lo rs - M otors - Motors - Moto rs - Motors 

----
T o ta l 4 1,124 

---- -------- ----
CLAY PnonucTs 

Briel~ & Clay Record 2 ,8'23 !) .5 4 l 20 17 15 12 !J 7 4 2 
Mo lo rs i\ l olors M otors M otors l\ lolor.'< M o lo rs M otors M otors '.\fol Ol'S Moto rs M o tors Motors 

29 
M otors 

Cement Mill & (/11arry G,-1 21 5 20 .5 5 " " 5 5 5 5 5 5 
Motors Motors M o tors M otors Mo tors M otors Motors M o tors Motors Motors Motors Molors 

Gloss Tnd11.•lry G30 M otors M otors Motors .Motors M o tors M otors M o lo rs Mo lo rs M otors Mo lo rs Motors Motors 
Rock Products 2 ,888 2Ci 12 29 2Ci 24 28 20 23 27 25 29 27 

---- Motors Motors M o tors Motors M otors Motors Motors M otors Motors M otors M otors M otors 
To t~I 2,762 

----
F ooo 

( 'a 11dy Factory 2,088 - - - - Motors M o tors M otors M otors M otors Motors M o tors Motors 
' Tee Cream Trade Jour. 2,3 11 - - - - Motors M otors Motors M otors M otors M otors Motors Motors 
National Bolllers Caz. 5 .700 - - - - Mo tors Motors Motors Mo lo rs Mot ors M otors Mo lo rs M otors 

Grain Drnlas Journal G.3G3 'i? ~j 10 ]() 10 10 10 10 10 JO JO 10 
- \lo Lor; M o lo rs Mu tors l\ l o lors i\1otors Motors Motors M o tors M o tors Motors Motors 

25 25 25 25 25 
M o tors Motors M otors Motors Motors 

National Mil ler -1 .03:! - - - Motors Motors Mo tors M o I ors Mot ors Motors M o tors M otors Motors 

SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL INDUSTRIAL JOURNALS 1924 

• • Cir. Schedule of Products Advertised 
Periodicals by Fields per issue Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct Nov. Dec. 

Gen. Manuf. (Concl'd) 
Industrial Engineer 11,01(1 Control — Cable T ransf Heating "able Heating 7 msf Heating Cable Control Transf 

Motors Meters Control Motor Control Control Welding Motors Welding Motors 
Motors Welding Motors 

Manufacturers Record 8,510 3 7 6 3 1 5 3 7 4 2 6 4 
Meters llegul Hi ating Transf Edison Welding Edison Regul Heating Natl Regul Welding 
Edison Natl Edison Natl Natl Natl Edison Edison Natl 

17 14 20 10 15 10 14 18 9 13 
Heating 

31 
Welding Motors Welding Heating 

29 
Heating 

OA. 
Welding Motors Welding Heating 

Motors dolors 
Z A 

'* dors 
27 

Motors 
Factory 25,541 Meters Heating Heating Itegul Locos Motors Meters Heating Locos Regul Heating 

Natl Edison Welding Swbds Natl Edison Natl iVelding Motors Swbds Natl Edison 
Natl Edison Edison Natl Edison 

Compressed Air Mtign- Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
zine 16,64!) 

Manufacturers News 3,000 24 21 20 17 15 12 10 7 4 2 27 25 
Heating Motors Locos Welding Heating Motors Locos Welding Heating Motors Locos Welding 

Oil 
M dors 

Machinery 13,173 Motors Control Motors Co trol Motors Control Motors Control Motors ntrol Motors Control 
Boiler Maker 4.282 ■— Welding — Welding — Welding — Welding — Welding — Welding 

Total 138,117 

Textiles 
American Silk Jour, 2.300 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
Southern Texlile Bul- 28 27 24 29 26 31 28 25 30 27 25 

letin 3,778 — Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
Cotton 4,700 Motors — Motors Motors Regnl Motors Motors Regul Motors Motors Regul Motors 
Textile World 8,215 5 9 1 5 3 7 5 2 6 4 I 6 

Motors Motors Motors Motors Regul Motors Motors Regul Motors Motors Regul Motors 
12 16 15 12 17 14 19 16 20 18 15 20 

Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
19 23 29 19 31 21 23 29 

Transf Motors Swbds Motors Motors Motors Motors Motors 

Total 10,083 
28 

Swbds 
30 

Motors 

Wood and Paper 3 7 6 3 1 12 10 7 4 2 13 11 
Paper Trade Journal 4,883 Heating Heating Motors Heating Heating Heating Motors Heating Motors Heating Motors Motors 

10 14 13 17 15 19 17 21 11 9 20 18 
Motors Meters Heating Motors Motors Motors Heating Motors Heating Motors Heating Heating 

24 21 20 24 29 26 24 28 18 16 27 
Motors Motors 

98 
Motors Motors Meters Motors Meters Motors Meters Motors Meters 

Motors 
Paper Mill & Wood 19 2 15 12 10 7 5 2 13 11 8 

Pulp News 3,435 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
26 16 29 26 24 21 19 14 27 25 22 20 

Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
28 

Motors 
Lumberman 4,171 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
American Lumberman 12,3 71 5 2 1 5 2 7 5 2 6 4 1 6 * Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
West Coast Lumber- Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 

man 3,707 
Four L Bulletin 5.415 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
Woodworker 7,052 — — — Motors — Motors — Motors — Motors — Motors 

Total 41,124 

Clay Produots 
Brick it Clay Record 2,823 9 5 4 1 20 17 15 12 9 7 4 2 

Motors Motors Motors Motors 
29 

Motors Motors Motors Motors Motors Motors Motors Motors 
Motors 

Cement Mill d- Quarry 6,421 5 20 5 5 5 5 5 5 5 5 5 5 
Motors Motors Motors Motors M dors Motors Motors Motors Motors Motors Motors Motors 

Glas ■. Industry 630 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
Rock Products 2,888 26 12 29 26 24 28 26 23 27 25 29 27 

Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
Total 2,762 

Food 
Candy Factory 2,088 — — — — Motors Motors Motors Motors Motors Motors Motors Motors 
Ice Cream Trade Jour. 2,311 — — — — Motors Motors Motors Motors Motors Motors Motors Motors 
National Bottlers Gaz. 5,700 — — — — Motors Motors Motors Motors Motors Motors Motors Motors 

Grain Dealers Journal 6.363 25 10 10 10 10 10 10 10 10 10 10 
— Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 

25 25 25 25 25 
Motors Motors Motors Motors Motors 

National Miller 4,033 — — — Motors Motors Motors Motors Motors Motors Motors Motors Motors 
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SCHEDULE OF GE ERAL ADVERTTSING TN PRINCTPAL l NDUSTRlAL JOURNALS- 1924 

:irc u- ,'C l·IED U LE OF PROD UCT S ADY E HTISED 
Periodicals by Fields lation 

( 

per I ssue J a n. Ft>b. Mar. .\ pr . l\ lay June July .-\ug. Sept. Oct. :'\ ov . Dec. 
---- ---------------- - -· -----

Bakers l/P/per 6,491 1 1 1 l 
- - - - - l\l otors - Motors - i\ lotors - l\ lotors 

Bakers IV eelr/y 8 ,22 1 '.l :j (j 1 
- - - - Motors - i\ lotors - - l\ lotors i\lotors -

Daylight Monthly 30.500 Motors Motors Mo tors l\Iolor. l\ lolors l\ Iotors \l o tors i\ lotors i\ lo lors l\ lotors i\ lolors l\ lotors 
----

Total 6.5 ,707 
- ------- ---- ---- ---- ----- - --- -------------------------

C ll EMIC'Al,S 

Oil & Gas Journal 9,920 3 7 6 3 J ,-; 3 7 3 2 (i 4 
Motors Motors Motors Mot o r~ Motors Mot ors Motors Moto rs Motors Motors Motors Motors 

Hefrigerating World 3,.579 Motors - Motors ~ Moto rs - :Vlotors - M otors - Motors -
Ice and Refrig eration 6,239 - - Mo tors Motors Motors Motors '\1otors l\fotors Motors i\ lo tors Motors -
Refrigeration 4.22.5 M otors - Motors - Motors - :\1otors - Motors - Motors -
Refrigerating Engin eer 1,187 Motors - Motors - Mo tors - i\ lotors - l\ Iotors - l\ Iotors -

----
'J~otal 2.5, 1.50 

----
:\I 1scE LLA N BOUS 

India Rubber Re1•ie11• 7.830 Gears Gears C e:lrs Cea rs I. ea rs Gea rs (;ears Gears l.en rs G ears l. ears Gears 
Motors Motors Motors Motors Motors Motors 

]-fide & Leather .'i,.593 5 2 5 3 7 :3 2 . 6 4 1 8 
Motors Motors Motors Motors Mo tors Mo tors Motors Motors Motors Motors Motors 

9 12 1-1 !) 11 
Motors Mot-ors Motors Motors Motors 

Shoe & Leather ~?e- 3, 6.51 31 28 27 24 22 19 17 14 11 9 6 4 
porter Motors Motors Motors Motors Motors Motors Motors Motors Motors '\'l o tors Motors Motors 

Coal Age 12,613 7 6 3 ] 5 3 7 4 2 6 4 
Lghtg Swbds Pa rts Parts Pa rts Lghtg Motors Pa rt s Parts Parts Motors 

14 13 10 8 10 14 11 fl 13 11 
Pa r ts Welding Parts Line !\fol i\ lo lors Par ls Swhds Pa rt s i\.lotors Part s 

21 20 17 1.5 19 17 2 1 18 20 
Motors Swbds :\l olors \ 'l o lors Lof'o~ Tra n sf Moto rs Swbds Swhds 

28 27 24 22 "2H 24 28 'l:j <;? :~ 27 
Line . Jal Line Mal Line i\ lat Swbds Line i\ la l Transl' Linc \ lat Line l\ lal Line Ma t Swbds 

~ !) 

S11bds 
- - l\ Iotors Molors i\ lolors i\ lolors - l\ l olors - l\folors - -

Inland Printer 10.9 '~7 5 .5 :j .5 5 .5 5 5 .5 5 .5 5 
A 111 erican Printer 3,09-1 Gears G ears Gt>ars C ea rs CeHrs Gea rs C eH rs Gea rs Gea rs Gears Gears Gears 

----
Total 43.708 

Grand total of :'i49 .7!l2 readers engaged in manul'acluring --users of machinery operated hy electri cit y . 
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» SCHEDULE OF GENERAL ADVERTISING IN PRINCIPAL INDUSTRIAL JOURNALS—1924 

PoiMrwitoo le rv*r Piolrlo 
Circu- 
lation Schedule of Pkoducts Advertised K crlUUiCals uy J? IcIUS 

per Issue Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 
Bakers Helper (1,491 1 1 1 1 
Bakers Weekly 

— — — — — Motors — Motors   Motors   Motors 
8,221 3 5 6 1 

Daylight Monthly 
— — — — Motors — Motors —   Motors Motors   

30,500 Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
Total 65,707 1 

Chemicals 
Oil & Gas Journal 9.920 3 7 6 3 1 5 3 7 3 2 6 4 
Krfrigeraling World 

Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
3,579 Motors — Motors —i. Motors — Motors   Motors   Motors Ice and Refrigeration (1.239 — — Motors Motors Motors Motors Motors Motors Motors Motors Motors   

Refrigeration 4.225 Motors — Motors — Motors — Motors — Motors   Motors   
Refrigerating Engineer 1,187 Motors — Motors — Motors — Motors — Motors — Motors — 

Total 25,150 

Miscellaneous 
India Rubber Review 7,830 Gears Gears Gears Gears Gears Gears Gears Gears Gears Gears Gears Gears 
Hide <t Leather 

Motors Motors Motors Motors Motors Motors 
5,593 5 2 5 3 7 5 2 6 4 1 8 

Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
9 12 14 9 11 

Motors Motors Motors Motors Motors 
Shoe & Leather Re- 3,651 31 28 27 24 22 19 17 14 11 9 6 4 

porter Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors Motors 
Coal Age 12,613 7 6 3 1 5 3 7 4 2 6 4 

Lghtg Swbds Parts Parts Parts Lghtg Motors Parts Parts Parts Motors 
14 13 10 8 10 14 11 9 13 11 

Parts Welding Parts Line Mat Motors Parts Swbds Parts Motors Parts 
21 20 17 15 19 17 21 18 20 

Motors Swbds Motors Motors Locos Transf Motors Swbds Swbds 
28 27 24 22 2(1 24 28 25 23 27 

Line Mat Line Mat Line Mat Swbds O Q Line Mat Transf Line Mat Line Mat Line Mat Swbds 

Swbds 
— — Motors Motors Motors Motors — Motors   Motors     

Inland Printer 10,927 5 5 5 5 5 5 5 5 5 5 5 5 
American Printer 3,094 Gears Gears Gears Gears Gears Gears Gears Gears Gears Gears Gears Gears 

Total 43.708 

Grand total of 549,794 readers engaged in manufacturing—users of machinery operated by electricity. 
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GENERAL 

SPECIFIC INDUSTRIES 

en You Buy Service 
Specify G-E Motors 
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N!l,tt..,..,"1, .. idllll...:11~ ....... ,...,,. .... 
offtl.llY'f"'·~··'l~fl\ \ -.1111"' 

While severa l leading industries a re large 
consumers of elec tric power, t here are many 
important fi elds fo r furth er electrificat ion. The 
iron and steel i11dust ry operates fi,·e of its eight 
million horse power elec trically but st ill invites 
ad \·ertising attent ion to three million mechanical 

horse power. The use of current in the lumber 
business can be increased by 2,500 ,000 h.p.; 
text iles- 1,500 ,000 h.p .; oil - 1,500,000 h.p .; 
paper- 1,000,000 h .p.; chemical - 1,000,000 h.p. 
- in the aggrega te a n immense market which 
the Company's ad\'e rtis ing is designed to reach. 
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  Motor Drive for Mill Lines 
Tbe Otnvut Jlk-ctne Ownpunj^BKUiufmc- HWhjKtiBti ««i »>-Of)wow*UP >n«*g» wiiJl'initiW. COBUOJ to ilet 0* require irmm of MU4 Unt dnvrs- gt«r, tope, *wnU of Mia Uot sti»-^v « diK-ct (Vrv* When You Buy Service 

Specify G-E Motors 
O-a Uottws are of ratted coouiutnon. elw-Bkalt.v «nJ n»«lumic»fly, » •itb- Maod heavy. ■mMni t+iao«e» in psmat <<«(t mil «*-ch»okat»hedt» cli«»efm«»»c of M.U aftd Wwbtr tine., AU OE Uowe^ foe MUI «*»** are tVn«»*tjh rrvers- io» Oe n3K rT>cr?tn» pahtlt \at Oitkfj: •asl provvlc for aftS>- to oprratore mk! motor* ttf for sSn^JJcity md tfimtnKty 

Mtetfg^gagg 

How G-E Motors 
Improve Your Plant 

G-E Mofon. are -deMgnel tleetrttUj end raedoswoitiy to »iva lone «"4 <k»wvd«bi« •WVK^-tvrntmikTtet^fe a^kuieraMSrtiieti. Driving the 
Mightiest Kiln 

ror thrt fCMOo yw flirf 0-E Mhlr#* <W«b« tbo rwenttal mnttattM to thc|i)*ttt*ufkwft* 
With G-B Motor* throughmrt ywr tiant-there *re certainty, waoothne*. 

. rvi .he Oenerel ElsctricCoOV 

bne* rjwmfai-turas. 
irublwJItSJ.witbo h»«t aumbtrof imiuc- Mlon mototJ «i MiS!, lint v-r*»* iiv>w' (toot jwwer ftktor candititmv %«ehr»- iwo» Motors h»« ht*a ««<» to a limited wwetit on Mi» Uoti for « nuralw <J yam M>d leeentty bate come forward prominrmty on acvoont of afiialit*. for power factor ctawtton, This suoscna 

V* *** Pi"* «f movinn ' ma,. rtsto«y to (, tl>e {.1jBj|<r MM. 
ay^jfTS *" 'M-»- «• ' K « JJJ ftet fena, {} for t. ,&w>«c» mkI k rotated by • i;5,ha Cowcai Eioctoe Mote: 

On* of Ote woat efllcient apptacatioiw of 0-K Mottirt w imBvidttaf drive for machtott. Thk Sadrpeodent i*onit4o« jurmk. of «pcater aconmny in the day's pwdtortaat. TV power ■i» rwctauriial vnmfortrKt by Other methods. ThkdawtappfkMioamran* ra»iaWaMd|**«iflft«p«d. wv) predn«ton it brid 'jet a eawtionnrs durist th« maehinr'j ran. t-rry requtr« ««nrw -■■■dire. SUchmra or „ atostot by the u»e today ofwer 100 G K SytxVoooB* Motum «*> MiOLiaca. Wto-r G-B MoOnr-dri^ ajppiam. whew rOethbria. chanroa of riaet-deww duau>«n«iBa 5ik*«u tarik. or riwfiint. and MtfhrrooamVf dWcvdtko retuWn* boot one Wald type owipownt anr rtimtoatcd. 
CMMrai Eladric Company the, »ha!1 V motor J.'rie Cnmpan 

ZJ? 
^TKIC :c 

1 

fiSSTT 

1 
m- lib 

G-E Mot.... Drie. 
Where G-E Motors Work 

"W Lo West The '.aoconnM opeeatioit. of thr larcest and moat »«kn» «raw Vmtlmt pkmta k ftflmd with G-E Mtooni. 
. ^0n 

^tSf 
&-K yy^Mvywiw.ca*- i— -{. 

ti .n-. •,.n—MX aaaw , 1, ( WxoU- '■« If. ' '•"■» , 

ge-^ dcjtP- i^/Vi<J(odsAAl 
it t« mtirtiy sotuiVtory. Out bttsiam f«a«tfo«« have hem* omm plcaaaot and «r kxtow they »i« remaw K. in the (atarr. 

Botha modem end a model ke jtomt is that of the J. Chris. G Hnpfol Comptmi. Jnc . Ktw York City. /< 
The ilretrital way meaoa eqwp- rwnt that ia enmpart in it* iatialla- fk«r -rftaa and eaay to handle rrtiabi# in opfeaooe eccncmieal In 

Whether the daoeod for wa U fwavy at l)«h(, with cbaojie of seswtw. the eepjijanent pi.ruml here shmva thd adaptahtotv of tV J. Chris. C. Hupfd lot Ptant. to meet luroioito- nant*. Tlwae vku'sarealwetvlenec of tlic abilay of the Oenersd Bertnc OmiMoy to mppfy nadnrs of *i!M and apted* to tnaa* the v»ew«< cepacitio • of Amitionm Cootiaewws. 

In mpect to tha. the }- Chris O Hopftt Comptoty, Inc. write* ua m 

The Micron attenditm the tt^ of G-B Motor*' revuhs, fttatt ti»e-tmefuf cmv aidwsttm G B *«np«,cf» 0ve to the mto'tenKti'* ef the (utviebf-thtn the arioctioh of a ruitaWe motor fhr tbewwb "I 
General Elaclrk Ce*n|Nn>y ■ WnaetwVM- V. 5 Mm <MbM U. all Wn (ha** 

E R A L I C G E ELECT 

SPECIFIC INDUSTRIES 

While several leading industries are large 
consumers of electric power, there are many 
important fields for further electrification. The 
iron and steel industry operates five of its eight 
million horse power electrically but still invites 
advertising attention to three million mechanical 

horse power. The use of current in the lumber 
business can be increased by 2,500,000 h.p.; 
textiles—1,500,000 h.p.;- oil—1,500,000 h.p.; 
paper—1,000,000 h.p.; chemical—1,000,000 h.p. 
—in the aggregate an immense market which 
the Company's advertising is designed to reach. 
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Invest in complete 

electrification of your plant 
1~ vu 1mli• 
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Printin:J THE DELINEATOR 
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Dependable Motor 
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~GE-NE RA .LELE Ct R 

ELECTRICAL EQUIPMENT FOR SPECIFIC INDUSTRIES 

There a.re certain industries that offer an 
especially good fi eld for la r ge sales of elec trical 
apparatus. It is estimated tha t pa per a nd pulp 
mills spend nea rl y four million dolla rs e\' ery 
year for electrical equipment. Only 313 of all 
the grain elevators in the U nited States- and 
Canada are electrified . :\.merica 's coa l indu stry 
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spends about Se \'enty-fi\' e million dolla rs annu­
a lly for electrical a pparatus a nd supplies . 

Superintendents of industria l pla nts, such as 
ha ve been named, foll ow the a d ve rti se ments 111 

the ir t echnical magazines with careful a ttention, 
a nd it is to these offi cials tha t the adverti sin g 
shown on this page is especially directed . 

I 

•f 

Invest in complete 
electrification of your plant 
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Electric Hoists arc Increasing the fonnage Lifted in to tbo r^ryicc 
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Dependable Motor Drive is the Reason 

"'KflllSSw'teSt « D * Mot-wa enri CootrUirn to cxectfy Wit the fijuiraromMi of the »kw«H«! opsr- fn rtfohn tnvirt lOrtt Ifll.ond t'TtlcoDy not« mktflor 1« ttw way anafar- (ric Lrjiet; O B eBotoKlrir-en, »<*h« far a rnctB mine operator la the Booth, Thh hoiit bfai at the mt of a.noo (tm per rioy, 
Jt » but .>ae of nurarMtu rewtdeoftfietwe. cart ofO-E Motonand Cootrotioe which ar* op<*»liag ho««t* fa* miara the country orer. The tocairtetK growth in ntunWs of O K hataSatioo* ia the reeuK of oonawrative engawarin prbeipha applied in the draign 

I- electric 
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The OantraJ Btectric Conpamy bar mraaUed OW l*e,W»b,p, of tuiwaful drctrk awtor drive far oainft hoiat*--te ooha of S^W) h.fa ttown to aib h p. 
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At 

GENERALELECT 

ELECTRICAL EQUIPMENT FOR SPECIFIC INDUSTRIES 

There are certain industries that offer an 
especially good field for large sales of electrical 
apparatus. It is estimated that paper and pulp 
mills spend nearly four million dollars every 
year for electrical equipment. Only 31% of all 
the grain elevators in the United States- and 
Canada are electrified. America's coal industry 

spends about seventy-five million dollars annu- 
ally for electrical apparatus and supplies. 

Superintendents of industrial plants, such as 
have been named, follow the advertisements in 
their technical magazines with careful attention, 
and it is to these officials that the advertising 
shown on this page is especially directed. 
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It pays to invest in 
G-E Centrifugal Compressors 

P1ctu~ above is. .i. G·E nm101·-<Jti\'6n 
~ntnfugal blQWt."f suppl)•mg, ~it 10 fur­
l:l.3~'h. "The ll{t"._dy !Jlnst produced b}' the 
blowers g1veis excellent re$ults. 

Tht> 00.ttery of G~£ blow\.'r~ ju51t belov.• 
ba..s .. capocit}' of 7".000 \"ll {\ fr~ •ir 
nw1ut which u1 ~ for combu.s1ion 
pu.Jve:n~ coal. 

C-ra/ Electric Corupanf 
SU.-'°"'f· /'I.. Y. 

..... ~ ..... i...,:.o.-. 

F abroil Gears 
made from cotton 

run quietly 

Pabro>! C1.~ \Umd hatd SC"rvil:<e 

fotlll.lny yt1.r1>. titcUOllA«t«l by 
~w:tc.l<:'I• lrtTI~t111tW"t d,.n1C"i and 

111t:Wpc.Ml<lallhi&h~ 

m..:h\llC'fY M any 1bopit uw. 
f'•tito.1 Ce.lr pu.Uona fo< .. 11..ot 
Of)d'ariotl, to rt'd~ vibnuon •nd 
11u..;,r1,> llwx:b of quick Martt ;of\d .. _ 
MadeiniJl~1&Cf>.lJlto36m 

dtemetc:r. Mlllce "tut i" yout 
thop JUSl equip ooe 11\IN:bil\c aod 

•cetbebiafldvanuse . 

GENERAL ELECl'RIC 

GENERAL AD VERTISING TO INDUSTRIALS 

ELECT.Ric 

In a<ldilion to its messages t o specia li zed 
indu s tries, General Electric Publicity has many 
messages for industria l pla nts in ge nera l. 
Wh erever meclta nical work is performed t here 
is some type of G-E equipment tha t will impro ,·e 
working conditions, increase product ion, a nd 
effec t economies . 

F abroil gears, frac tional horse power motors, 
better lighting, a nd many oth er ite ms add to the 
e ffi ciency of shops la rge a nd sma ll. This adv er­
ti sin g brings ma ny such ma tters to the a ttenti on 
of factory ma nagers, appearing as it does in 

general industri al magaz ines and in ma ny th a t 
a re published for specia l classes of readers. 
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It pays to invest m 
G-E Ccntrifngal Compressors 

Take that Hand, Picturetl above ts « G-E moioi -<jrn-e CssntrifujjaS Wower supplying «« to lur naces. Tho steady bUwt produced by tites btowcc* given excotlent mults. 
the ?»ce 

The battery of G-E- blowers juat behw has a capacity of frj.OOOeu, ft. free air p ntinuto. which »• used for combustion puIvarUed coal. 

r* 000.000 to the 
heW ***1 

M 

' m -m 
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G-E Fractional Horw-po Motor, a'ca* 

Their Big Brothers 

V. ■ I 

fUlea 
J^e of Poor Light 

iaww*® 
jfcgjtoaus"** 

gSSffi^-af^aS. 
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Fabroil Gears 

made from cotton 
run quietly 

Mnuuincturer* ire equtppim thdr machiaen with tiient runtdng Fnbrcnl Gear*, made from cotton 
•xjmpnxami meher • cnthty foece. Pnbroa Gvarv stand hard ««nric« far wan)' ytstre. are una ft acted by sudden tanperatarc changes and ate adapted to <dl hifh speed 

G 

Fabrwl Qentf pmiona for dlent operation. to rtdtice vibration and abaortj shocks of qindr n*rt» and 

Oanarai Eiactric Company SohaiUMtadf. H. V 

> 

S-.V^fe^.r 

Musc'es? 

y* »v*<taMe to bora.^*"1, 
^WttdaWKtv teduioart ^PTrt "***** 

m«k« thr^ aCTH'aI eiat-^, - 

. ""rtl rr. 

Made In ah sites, up to 3d in. diameter. Make a teat m your •bop - jwt eqoip one macUnt and see tbs Wi advantage. 

GENERAL ELECTRIC 
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GENERAL ADVERTISING TO INDUSTRIALS 

In addition to its messages to specialized 
industries, General Electric Publicity has many 
messages for industrial plants in general. 
Wherever mechanical work is performed there 
is some type of G-E equipment that will improve 
working conditions, increase production, and 
effect economies. 

Fabroil gears, fractional horse power motors, 
better lighting, and many other items add to the 
efficiency of shops large and small. This adver- 
tising brings many such matters to the attention 
of factory managers, appearing as it does in 
general industrial magazines and in many that 
are published for special classes of readers. 
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Automatic Arc Welding 
'n1e 111xi\·~ pii:1.urt llhm\·t ~o 1 .. n1;::, w<"Jded by a 
G I!. Aut.<.>r~tl.- Arc w..i,1u in a h .tr d.1;)·, aa 
('u111. 1-c.;i to JI mnks wddc.d by Uie JwnJ1;,~IJK.Od 

;~.·~.d.!oy. The 1urtill v.·~kkd ill I ~· tl1iclc by 

Thf<~ltJ! lhb ltUturTl#tk ll~tion O( I.he tl.tetrjc 

arc 11 ~lt"\.l~ITIU' uf the d~<"t11<'111 e.:.ndilioo1 in the 
R1Tl•olJt;1.U1<-J1111Jnulint11ir1<"<1.tH.ul1tn,lnavni 
f-.rr.i ac.J. liOll:h qual,ty of•eltt 1md heh" llf'ttd,. 
lhl.'"1 v.ddmc ~'rrodu!"t'llW<ff•·fl<!inacwwn 

Service . 
T hat Satisfies 

INDUSTRIAL ELECTRICAL EQUIPMENT IN GENERAL 

There a re in the U nited States several thousand 
industria l pla nts th a t use more th an one-half 
million kil owatt-hours of elec tricity each year ; 
seven major industries consumed from two to 
e ight billi on kil owa tt -hours each in the same 

period. Th e immense industria l requirement for 
elec tric energy is not confined to motor drive, 
but includes elec tric heating equipment , arc weld­
ing, locomotives, a nd ma ny other a pplications, 
including elec tric control equipment. 
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Automatic Arc Wdding 
bocomolWM Serve ^rtTtoUey   

The ebave picture »hw* SO t<mk» by « 0-B Autonwtte Are WeMar in a h*ir <Uy. m oompKred to 11 tanb welded by tfca b«xltu«bad in « fuR «Jiiy. The twtol welded fe I r thick iw 24" km*. 
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"Type WX 
Worm Drive 

Ton IT00 
<r Service 

That Scitisfies 
A %>. 
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A Handy »* 
"rK cHU) 
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The right motor 
for 
tor t for the big jobs 

Tower*. l&W* 
m°,<" 

; at lhi» P**-  J we G-K «sff. -Y hatV' ^ **"' — "!, of ,bi» PH»- jil ■ h™. G*MuiP- 
««* -hwvSm* S^wwcr * 
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electric 
sSi-^r™ ^ ^ 

Zxzt-z&zzzzzz 
rr'Vc We G-« e 
w-v M •tfei "" 

*»<■ wS^°° 

Z&ECTMIC 

INDUSTRIAL ELECTRICAL EQUIPMENT IN GENERAL 

There are in the United States several thousand 
industrial plants that use more than one-half 
million kilowatt-hours of electricity each year; 
seven major industries consumed from two to 
eight billion kilowatt-hours each in the same 

period. The immense industrial requirement for 
electric energy is not confined to motor drive, 
but includes electric heating equipment, arc weld- 
ing, locomotives, and many other applications, 
including electric control equipment. 
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Better .Liebt Shows Direct Profit 
in Building White Trucks 
J.nprowmfn1of/,ilit1•iwa1animponan1p.a11in1hr~ 

br1nnnfl\1 P"'f:UM of Wh11• Motor Company, Cltwbnd 
Ohoo. Old .hallow rflifClotJ ._,.. ttpla<Td worh modtm onr1 

Lug•• M AZDA Lampo_,.. 1ru1alkd. Un1u _,., hung dose110 
g•llwr for un1fn.n loghung. Unpknanl glu~ and .:onfu>Ulg 
t.h1dow1 ....,.., •hm1naud. Rt.uh: A ronvot!Dn on 1ht: pan of 
clw managun(nr, of kolmanual uw:rHK "'ofliclfncy and ac:rurxy 
ofproduc11011. 
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F OR schedule of this 
and of corresponding 
Edison MAZDA lamp 

advertising, refer to G-E 
schedule covering Business, 
Nation's Business and Sys­
tem (page 11), and G-E 
schedu le covering Factory 
I ndustrial Management, and 
Manufactur er's Record, 
(µages 41 and 42 of this 
book) . 
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FOR schedule of this 
and of corresponding 
Edison Mazda lamp 

advertising, refer to G-E 
schedule covering Business, 
Nation's Business and Sys- 
tem (page 11), and G-E 
schedule covering Factory^ 
Industrial Management, and 
Manufacturer's Record, 
(pages 41 and 42 of this 
book). 
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COMMERCIAL 
JOURNAL ADVERTISING 

,_._,_SHE engineers of the General Electric Com­
pany are continually making new applica­
tions of electricity, designing new apparatus, 
and improving the old. As the fruits of 

their work reach the stage of commercial production, 
they are brought to the attention of prospective pur­
chasers through advertisements addressed to them in 
commercial journals devoted to specific business in­
terests. These magazines are read not alone for edi­
torial and news matter but as guides to the purchase 
of equipment that is advertised on their pages. 

This clas of advertising is exemplified by mes-
ages prepared respectively for proprietors of battery 

service tations, managers of motion picture theaters, 
and retail merchants. For the business man and man­
ufacturer, pro min en t commercial magazines are carry­
ing a eries of advertisements featuring correct 
lighting practice in stores and factories. This pub­
licity, divided between Edison and National MAZDA 
lamp , teaches the lesson of better lighting as a 
means to a greater retail business and to very con­
siderable economies in factory production. 

The advertising power of magazines addressed to 
a single business is multiplied by the fact that every 
copy reaches the hands of a reader who has bought 
that magazine solely for material on one particular 
group of related subjects. There is no waste of adver­
tising; the aim is automatically accurate. There is 
no diffusion or weakening of interest; the first and 
greatest necess ity of advertising- the attracting of 
attention-is completely met. 

Along this publicity path of least resistance, the 
adverti er can send message after message of con­
centrated information and sales appeal. It is purely 
product advertising and speaks the language of the 
subscriber to the magazine. 
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Advertising to Electrical Dealers 

The electrical trade is well covered by a few 
national magazines devoted entirely to the industry'. 
On page 51 are shown examples of this publicity fea­
turing products and merchandising suggestions. The 
specific subjects of these advertisements are house­
wiring, Tungar battery chargers, G-E fans, Edison 
MAZDA lamps, and National MAZDA lamps. The 
many sales helps offered by the General Electric 
Company are individually described on other pages 
of this book. By emphasizing them in electrical 
trade papers, G-E publicity gives valuable support 
to the personal efforts of distributors' salesmen and 
representatives of the General Electric organization. 

This publicity serves as a reminder to the trade 
of intensive sales campaigns for which special mer­
chandising material-window display and literature 
is provided by the Company. This material must 
be used between specified dates in order to obtain 
the maximum sales effect; the publicity not only 
describes and illustrates the items, it also keeps the 
dealer informed as to dates and seasons. This adver­
tising information covers the Company's co-operative 
newspaper and magazine publicity with which the 
trade should tie in, and calls attention to new sales 
publications and the best method of using them. 

Advertising in electrical trade papers is also util­
ized to explain such broad sales policies of the Mer­
chandise Department as its national promotion of 
better housewiring and the individual support given 
to contractors through this campaign and more espe­
cially through the distribution of "The Home of a 
Hundred Comforts," "The G-E Farm Book," and 
through the general magazine advertising in which 
these publications are brought to the attention of 
the consumer. 

COMMERCIAL 

JOURNAL ADVERTISING 

THE engineers of the General Electric Com- 

pany are continually making new applica- 

tions of electricity, designing new apparatus, 

and improving the old. As the fruits of 

their work reach the stage of commercial production, 

they are brought to the attention of prospective pur- 

chasers through advertisements addressed to them in 

commercial journals devoted to specific business in- 

terests. These magazines are read not alone for edi- 

torial and news matter but as guides to the purchase 

of equipment that is advertised on their pages. 

This class of advertising is exemplified by mes- 

sages prepared respectively for proprietors of battery 

service stations, managers of motion picture theaters, 

and retail merchants. For the business man and man- 

ufacturer, prominent commercial magazines are carry- 

ing a series of advertisements featuring correct 

lighting practice in stores and factories. This pub- 

licity, divided between Edison and National Mazda 

lamps, teaches the lesson of better lighting as a 

means to a greater retail business and to very con- 

siderable economies in factory production. 

The advertising power of magazines addressed to 

a single business is multiplied by the fact that every 

copy reaches the hands of a reader who has bought 

that magazine solely for material on one particular 

group of related subjects. There is no waste of adver- 

tising; the aim is automatically accurate. There is 

no diffusion or weakening of interest; the first and 

greatest necessity of advertising—the attracting of 

attention—is completely met. 

Along this publicity path of least resistance, the 

advertiser can send message after message of con- 

centrated information and sales appeal. It is purely 

product advertising and speaks the language of the 

subscriber to the magazine. 

Advertising to Electrical Dealers 

The electrical trade is well covered by a few 

national magazines devoted entirely to the industry. 

On page 51 are shown examples of this publicity fea- 

turing products and merchandising suggestions. The 

specific subjects of these advertisements are house- 

wiring, Tungar battery chargers, G-E fans, Edison 

Mazda lamps, and National Mazda lamps. The 

many sales helps offered by the General Electric 

Company are individually described on other pages 

of this book. By emphasizing them in electrical 

trade papers, G-E publicity gives valuable support 

to the personal efforts of distributors' salesmen and 

representatives of the General Electric organization. 

This publicity serves as a reminder to the trade 

of intensive sales campaigns for which special mer- 

chandising material—window display and literature 

is provided by the Company. This material must 

be used between specified dates in order to obtain 

the maximum sales effect; the publicity not only 

describes and illustrates the items, it also keeps the 

dealer informed as to dates and seasons. This adver- 

tising information covers the Company's co-operative 

newspaper and magazine publicity with which the 

trade should tie in, and calls attention to new sales 

publications and the best method of using them. 

Advertising in electrical trade papers is also util- 

ized to explain such broad sales policies of the Mer- 

chandise Department as its national promotion of 

better housewiring and the individual support given 

to contractors through this campaign and more espe- 

cially through the distribution of "The Home of a 

Hundred Comforts," "The G-E Farm Book," and 

through the general magazine advertising in which 

these publications are brought to the attention of 

the consumer. 
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SCHEDULE OF GENERAL ELECTRIC ADVERTISING IN PRINCIPAL COMMERCIAL JOURNALS- 1924 

The use of da tes indicates wi>ekly a nd semi-monthly publications. 

Circula- SCHEDULE OF ADVERTISING 
Periodicals by Fields t i on 

I I I I I 
per I ssue J an. Feb. Mar. Apr. May June July Aug. Sept. Oct . Nov. Dec. 

- - ----
ELE CTR I CAL rl'R A D E 

I Edison 
Lighti ng Fi.xi ures and 

U ghti ng 5,000 Edison Edison Edison Edison Edison 
E /eclragisl 5,323 Mdse Mdse Tranf Mdse Mdse T ransf Mdse Mdse Tran sf Tran sf Mdse Mdse 

rrungar Mdse Mdse Mdse 
Mdse 

Elect rical Reta ili ng 31,4-l7 Mdse Mdse Tun gar Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse 
Edison Mdse Edison Natl Natl Edison Edison Edison 
Natl Edison Natl Natl Na tl 

Natl 
F:/ectr ical S outh 3,000 Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse 

Edison Edison Edison Edison Edison Edison Edison Edison Edison Edison 
Natl Na tl Natl Na tl Natl Natl 

General Electr ic Jlf er- 25,000 Mdse Mdse Tun gar Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse 
chandiser G-E Mdse 

J obbers S alesma n 3,977 Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse 
Edison Edison Edison Edison Natl Edison Edison Edison Edison 
Natl Na tl Natl Natl Natl Natl Na tl 

Electr ical lYI erchanrUs- 12,589 Mdse Tran sf Tun gar Transf Mdse Mdse Mdse Tran sf Mdse Mdse Tran sf Mdse 
·ing Edison Mdse Mdse Mdse Edison Edison Mdse Edison Edison Tnsul Edison 

Na tl Edison Edison Edison Natl MAZDA Natl Mdse Natl 
M AZDA Na tl Na tl Natl MAZDA MAZDA Edison MAZDA 

MAZDA MAZDA MAZDA 
Electrica l R ecord 9,502 Tran sf Mdse Tun gar Mdse Transf Mdse Tran sf Mdse Mdse Mdse Mdse Transf 

Mdse Edison Mdse Edison Edison Edison Edison Mdse 
Natl Edison Natl Na tl Natl Natl 

Na tl 
So uthwest Electric·ian 

and General Con-
.~tru e/ ion 2,000 Regul Swbd Tran sf Swbd Swbd Motors Arres t Motors Swbd Swbd Motors Motors 

Total 97,883 
--
AUTOMOB ILE THADE 

A utomobile Trade 
J ournal 38,364 - - - Motors - Motors Motors - Motors - Motors 

.411/vmoti·ve Electrical 3,945 Charging Charging Charging Charging Charging Charging Charging Charging Charging Charging Charging Charging 
/~ 11.gi n eer Tun gar Tun gar Tun gar Tun gar 

Automotive E'lectrfrily 5,000 Charging Charging Charging Charging Charging Charging Charging Charging Charging Chargin g Charging Charging 
Tun gar l 'ungar Tun gar Tun gar Tun gar 

J obbers Topics 8,500 Natl Edison Na tl Edi~on Natl Edison Na tl Edison Natl Edison Natl Edison 
A 11 tomolit•e M erclwn- 81 ,162 Edison Edison ' Natl Edison Natl Edison Natl Edison 

di.~iug Natl 
Chi lton A utomob'ile !W,125 Gea rs - - Gears - - Gears - - Gears - -

Directory Natl Na tl Natl Natl 
M otor W orld 16,404 24 21 20 17 15 rn 10 7 4 2 6 4 

Edii'on Natl Edison Natl Edison Natl Edison Natl Edison Natl Tun gar Tun gar 
28 27 24 22 19 17 14 11 9 27 25 

Tun gar Tun gar Tun gar Tungar Tun ga r Tun gar Tun gar Tungar Tun gar Natl Natl 
30 

Edison 
M otor A ge 19, 104 3 28 6 24 1 3 4 6 4 

Edison Edison Tungai· Edison Tun gar Tunga r Tun gar Tun gar Edison 
31 27 22 19 17 14 11 9 Natl 

Na tl Natl Na tl Edison Natl I Edison Na ll Edison 
M olor R ecord 7,828 Gears -- Gears - Gears - Gears - Gears - Gears -
Battery M a n 4,000 Cha rging Charging Charging Charging Charging Charging Charging Charging Charging Chargin g Charging Charging 

Tun gar Tun gar Tun gar Tungar I Tungar Tun gar Tun gar Tun gar Tun gar 
M otor Land 29,756 - - - Lighting Lighting Lighting Lighting Lighting Lighting Lighting - -

Total 234,188 
--
R ETA IL STORES 

Good 11 ardware 32,461 Natl - Edison - Natl Edison Natl Edison - Natl - Edison 
2 1 12 13 11 8 6 

Economist Group 30,688 - Edison Edison Edison - - - - Edison Edison Edison Natl 
Includes .four sectional 16 15 26 27 25 2e 

dry goods store pa pers Natl Na tl Natl Natl Na tl Natl 
----

T otal 63, 149 
--- --

I P unL1c SERv1 c F: EsTAB. 
H vtel M anagement 8,009 Edison Edison Edison - - - - - - Edison Edison Edison 
itl otion Picture N ews 10,128 12 2 1 12 lO 7 5 2 6 4 1 13 

Appl Appl Appl Appl Appl Na tl Appl Appl Na tl Edison Na tl Natl 
26 23 1.5 26 17 14 12 9 13 11 8 20 

Appl Appl Appl Appl Edison Edison Edison Appl Edison Natl Edison Appl 
29 31 21 26 20 18 15 

Appl Edison Appl Edison Edison Edison Edison Edison Edison 
28 16 27 25 22 27 

Edison Natl Appl Appl Appl Edison 
23 29 

Edison Edison 
Ex hibitors Ti eralcl 5,792 21 19 16 13 11 8 6 

----- Natl Edi son Natl Natl Edison Natl Edison 
Total 28,929 Appl Appl 

Gra nd Tota l of 409,149 merchants selling elec trical or associated goods or using them in their business. 
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SCHEDULE OF GENERAL ELECTRIC ADVI^RTISING IN PRINCIPAL COMMERCIAL JOURNALS—1924 

The use of dates indicates weekly and semi-monthly publications. 

Circula- Schedule of Advertising 
renoaicais Dy rieicis tion 

per Issue Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 

Electric* Trade 
Lighting Fixtures unit 

ighting 5,000 Edison Edison Edison Edison Edison Edison 
Electragisi 5,323 Mdse Mdse Tranf Mdse Mdse Transf Mdse Mdse Transf Transf Mdse Mdse 

Tungar Mdse Mdse Mdse 
Mdse 

Electrical Retailing 31,447 Mdse Mdse T ngar Mdse Mdse Mdse Mdse Mdse Mdse H . Ise Mdse Mdse 
Edison Mdse Edison Natl Natl Edison Edison Edison 
Natl Edison Natl Natl Natl 

Natl 
Electrical South 3,000 Mdse Mdse Mdse Mdse Mdse Hdse Mdse Mdse Mdse Mdse Mdse M Ise 

Edison Edison Edison Edison Edison Edison Edison Edison Edison Edison 
Na Natl Natl Natl Natl tl 

Oeneral Electric Mer- 23,000 Mdse Mdse T.uigar Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse 
chandise ( Mdse 

Jobbers Salesman 3,977 Mdse I ise Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse Mdse ddse 
Edison Edison Edison Edison Natl Edison Edison Edison Edison 
^atl Natl Natl Natl Natl Natl " Natl 

Electrical Merchandis- 12,589 Mdse Transf Tungar Transf J Ise Mdse Mdse Transf Mdse Mdse Transf Mdse 
ing Edison J Ise Mdse Mdse Edison Edison Mdse Edison Edison Insul Edison 

Natl Edison Edison Edison Natl Mazda 'fall Mdse Natl 
Mazda Natl Natl Natl Mazda Mazda Edison Mazda 

Mazda Mazda I AZDA 
Electrical Record 9,502 Transf Mdse Tungar Mdse Transf Mdse Transf Mdse Mdse .1 dsc Mdse Transf 

Mdse Edison Mdse Edison Edison Edison Edison Mdse 
Natl Edison Natl Nail Natl Natl 

Natl 
Southwest Electrician 

and General Con- 
struction 2,000 Regul Swbd Transf Swbd Swbd Motors Arrest Motors Swbd Swbd Motors Motors 

Total 97.883 
Automobile Trade 

A ''omobil" Trade 
Journal 38,364 — — — Motors — Motors Motors — Motors — Motors 

Automotive Electrical 3,945 Charging Charging Charging Charging < 'barging C "barging Charging ('barging ('barging < 'barging t 'barging Charging 
Enginec Tungar Tung-/ nger Tungar 

Automotive Electricity 5,000 Charging Charging Charging ('barging Charging ('barging Charging ('barging Charging ('barging Charging Charging 
Tungar Tungar Tungar Tungar Tungar 

Jobbers Tojri' 8.500 Natl Edison Natl Edison Natl Edison Natl Edison Natl Edison Natl Edison 
Automotive Merchan- 81,162 Edison Edison * Natl Edison Natl Edison Natl Edison 

dising Natl 
Chilton Automobile 20,125 Gears — — Gears — — Gears — — Gears — — 

Directory Natl Natl Natl Natl 
Motor World 16,404 24 21 20 17 15 12 10 7 4 2 6 4 

Edison Natl Edison Natl Edison Natl Edison Natl Edison Natl Tungar Tungar 
28 27 24 22 19 17 14 11 9 27 25 

Tunger Tungar Tungar Tungar Tungar Tungar Tungar Tungar Tungar 
on Natl Natl 
ou 

Edison 
Motor Age 19,104 3 28 6 24 1 3 4 6 4 

Edison Edison Tungar Edison Tungar Tungar Tungar Tungar Edison 
31 27 22 19 17 14 11 9 Natl 

Natl Natl Natl Edison Nat Edison Nrtl Edison 
Motor T\ ord 7,828 t aru — Gears — Gears — Gears — Gears — Gears — 
Battery Man 4,000 (Charging Charging Charging Charging Charging < 'barging < 'barging Charging ("barging Charging ('barging Charging 

Tungar fungar Tungar Tungar Tungar Tungar Tungar Tungar Tungar 
Motor Land 29,756 — — — Lighting Lighting Lighting Lighting Lighting Lighting Lighting — — 

Total 234,188 
Retail Stores 

Good Hardware 32,461 Natl — Edison — Natl Edison Natl Edison — Natl — Edison 
2 1 12 13 11 8 6 

Economist Group 30,688 — Edison Edison Edison — — — — ■ Edison Edison Edison Natl 
Includes four sectional 16 15 26 27 25 22 

dry goods store jsipers Natl Natl Natl Natl Na . Natl - 

Total 63,149 
Public Service Estab. 

Hotel Manager tu 8,009 Edison Edison Edison — — — — — — Edison Edison Edison 
Motion Picture News 10,128 12 2 1 12 10 7 5 2 6 4 1 IS 

Appl Appl Appl Appl Appl Natl Appl Appl Na . Edison Natl Natl 
26 23 15 26 17 14 . ! 9 13 11 8 20 

Appl Appl Ap Appl Edison Edison Edison Appl Edison Natl Edison Appl 
29 31 21 26 20 18 13 

Appl Edison Appl Edison Edison Edison Edison Edison Edison 
28 16 27 25 22 27 

Edison Natl Appl Appl Ap 
9Q 

Edison 

Edison 
xv 

Edison 
Exhibitors Herald 5,792 21 19 16 13 11 8 6 

Natl Edison Natl Natl Edison Natl Edison 
Total 23,929 Appl Appl 

Grand Total of 409,149 merchants selling electrical or associated goods or using them in their business. 
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ADVERTISING TO ELECTRICAL DEALERS 

These examples of publicity in electrical trade 
magazines show advertisements of G-E wiring 
material and the housewiring campaign in 
which its sale is promoted; Tungar battery 
chargers and suggested window trim; G-E elec-
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tric fans and the publications 111 support of 1924 
sales; store no,·el ty for the demonstration of 
National MAZDA lamps; exhibition cabinet for 
Edison MAZDA lamps; and outdoor lantern 
sign. 
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ADVERTISING TO ELECTRICAL DEALERS 

These examples of publicity in electrical trade 
magazines show advertisements of G-E wiring 
material and the housewiring campaign in 
which its sale is promoted; Tungar battery 
chargers and suggested window trim; G-E elec- 

tric fans and the publications in support of 1924 
sales; store novelty for the demonstration of 
National Mazda lamps; exhibition cabinet for 
Edison Mazda lamps; and outdoor lantern 
sign. 
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BILL POSTING 

Poster Featuring the Spare Kit of Edison MAZDA Auto Lamps. This Design, a lso Used to Advertise 
the Spare K it of National MAZDA Auto Lamps, is displayed in more than 

800 cities of 10,000 population and over 

Poster Featuring National MAZDA A uto Lamps. This Design is also Used to Advertise Edison MAZDA 
Auto Lamps. These two posters cover the same 800 commercial centers throughout the 

country during the touring season 
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AUTO LAMPS 

Carry a kit MAZDA 

Poster Featuring the Spare Kit of Edison MAZDA Auto Lamps. This Design, also Used to Advertise 
the Spare Kit of National MAZDA Auto Lamps, is displayed in more than 

800 cities of 10,000 population and over 
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They're in your home put them in your car^ 

Poster Featuring National MAZDA Auto Lamps. This Design is also Used to Advertise Edison MAZDA 
Auto Lamps. These two posters cover the same 800 commercial centers throughout the 

country during the touring season 
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SALES SERVICE 

T
HE direct appeal of an advertisement 
catches the prospective customer's atten­
tion and directs his thoughts toward the 
desirability of the product, but its force is 

• in danger of being spent short of the buying point 
unless the urge is reinforced by local merchan­
dising effort. 

This effort must combine the dealer's initiative 
and the manufacturer's Sales Service. 'Vhile this 
service takes the physical form of publicity material 
for the use of the trade, its additional and peculiar 
function is to inspire the merchandiser, contractor, 
and lamp agent to help themselves. The dealer who 
relies entirely on ready-prepared advertising material 
is likely to lose the capacity for spontaneous planning 
and quick adjustment- both vital elements in 
business growth. 

In thus supplementing Space Advertising with 
Sales Service, the Company aims to educate dealers 
in the principles of retail merchandising and to give 
them broad information that they can adapt to 
special occasions. General Electric dealer-publicity, 
whether window trim, store display, folders, or other 
physical material, is an immense help to commodity 
and lamp sales, but equally important is an intel­
ligent use of it by the contractor, dealer, and agent. 
Such use requires more than specific instruction; in 
common with every other aspect of modern mer­
chandising, its permanent efficacy is based on a fun­
damental understanding of the trade field, store 
technique, constructive salesmanship, and customer 
service. It is an essential part of G-E Sales Service 
to promote such understanding wherever G-E prod­
ucts are sold. Service is not limited to written 
advice and information. Through the personal con­
tact of District and Local Offices and of Distributing 
Jobbers' salesmen, a missionary work is performed 
that is largely based on the efforts of our Sales Ser-
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vice to build retail business on a stable foundation. 
G-E Sales Service finds unusual opportunity to 
unite its creative counsel with specific examples of 
practice. For example, the distribution of publicity 
material covering the national sales promotion of 
electric fans , or lamps, or battery chargers, is made 
the occasion for fundamental advice which the 
dealer can apply both to intensive campaigns and 
everyday merchandising. On the pages of The 
Edison Sales Builder, The General Electric M er­
chandiser, and Light, illustrated exposition is made 
of G-E sales helps in support, respectively, of 
lamps, complete housewiring and materials, and of 
the prqclucts that give effect to this complete wiring: 
but with all this information there runs, explicitly or 
between the lines, a continual reference to basic 
principles. 

Suggestions ~s to the use of window trims prepared 
for lamp dealers, electrical contractors, and the 
trade in general, are combined with advice applicable 
to all window displays and window construction. 
Store exhibits are treated not alone as complete 
units but as illustrations of a general rule regarding 
store arrangement. 

In its furtherance of co-operative sales effort, G-E 
Sales Service not only issues and distributes dealer 
helps, it emphatically urges the trade to use this 
material at the same time that the corresponding 
national publicity is being featured in magazines 
or newspapers. 

It is the aim of our Sales Service to combine in 
this material the work of experienced commercial 
artists and writers with the best typographical and 
engraving practice- to make every assertion faith­
fully informative while presenting the product in its 
most attractive aspect- to endow each piece with an 
individuality that will make the merchant use it and 
the recipient read it. 

SALES SERVICE 

THE direct appeal of an advertisement 

catches the prospective customer's atten- 

tion and directs his thoughts toward the 

desirability of the product, but its force is 

* in danger of being spent short of the buying point 

unless the urge is reinforced by local merchan- 

dising effort. 

This effort must combine the dealer's initiative 

and the manufacturer's Sales Service. While this 

service takes the physical form of publicity material 

for the use of the trade, its additional and peculiar 

function is to inspire the merchandiser, contractor, 

and lamp agent to help themselves. The dealer who 

relies entirely on ready-prepared advertising material 

is likely to lose the capacity for spontaneous planning 

and quick adjustment—both vital elements in 

business growth. 

In thus supplementing Space Advertising with 

Sales Service, the Company aims to educate dealers 

in the principles of retail merchandising and to give 

them broad information that they can adapt to 

special occasions. General Electric dealer-publicity, 

whether window trim, store display, folders, or other 

physical material, is an immense help to commodity 

and lamp sales, but equally important is an intel- 

ligent use of it by the contractor, dealer, and agent. 

Such use requires more than specific instruction; in 

common with every other aspect of modern mer- 

chandising, its permanent efficacy is based on a fun- 

damental understanding of the trade field, store 

technique, constructive salesmanship, and customer 

service. It is an essential part of G-E Sales Service 

to promote such understanding wherever G-E prod- 

ucts are sold. Service is not limited to written 

advice and information. Through the personal con- 

tact of District and Local Offices and of Distributing 

Jobbers' salesmen, a missionary work is performed 

that is largely based on the efforts of our Sales Ser- 

vice to build retail business on a stable foundation. 

G-E Sales Service finds unusual opportunity to 

unite its creative counsel with specific examples of 

practice. For example, the distribution of publicity 

material covering the national sales promotion of 

electric fans, or lamps, or battery chargers, is made 

the occasion for fundamental advice which the 

dealer can apply both to intensive campaigns and 

everyday merchandising. On the pages of The 

Edison Sales Builder, The General Electric Mer- 

chandiser, and Light, illustrated exposition is made 

of G-E sales helps in support, respectively, of 

lamps, complete housewiring and materials, and of 

the products that give effect to this complete wiring: 

but with all this information there runs, explicitly or 

between the lines, a continual reference to basic 

principles. 

Suggestions ^s to the use of window trims prepared 

for lamp dealers, electrical contractors, and the 

trade in general, are combined with advice applicable 

to all window displays and window construction. 

Store exhibits are treated not alone as complete 

units but as illustrations of a general rule regarding 

store arrangement. 

In its furtherance of co-operative sales effort, G-E 

Sales Service not only issues and distributes dealer 

helps, it emphatically urges the trade to use this 

material at the same time that the corresponding 

national publicity is being featured in magazines 

or newspapers. 

It is the aim of our Sales Service to combine in 

this material the work of experienced commercial 

artists and writers with the best typographical and 

engraving practice—to make every assertion faith- 

fully informative while presenting the product in its 

most attractive aspect—to endow each piece with an 

individuality that will make the merchant use it and 

the recipient read it. 
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Example of C-E Complete Wiring Display 

Example of Edison MAZDA Lamp 
Lighting Dozen 
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Three Examples of Na.tiona.l MAZDA La.mp Twelve-Time Trim Service 

In a word, Sales Service provides the dealer, the 
agent, and the contractor with such merchandising 
helps as they could not prepare for themselves, fur­
nishes it in many cases without cost, and teaches them 
how to use it with profit to themselves and to the ad­
vantage of the Company whose products they carry. 

Window Display 
The sales value of window display is proved by the 

fact that no merchant wotild attempt to carry on a 
retail business without a display window. Even if 
the floor area of his store is comparatively small, he 
know that the attraction of a striking trim wi ll 
draw purchasers irrespective of interior limitations. 

The sales function of window display is (1) to 
make a strong visual appeal to passersby at the 
moment when they can most easily gratify any 
latent or newly aroused desire for the product 
exhibited. fV indow advertising is closest to the store 
door. (2) To focus the power of newspaper and 
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magazine adverti ing by showing the advertised 
commodities in the most attractive setting. (3) To 
indicate, by its character, the merchant's self-respect 
and so to suggest the high class of his goods and his 
service. 

There are several recognized rules which should be 
observed if window display is to exert its full mer­
chandising power. 

(1) The trim should be essentia lly a unit. An 
assembly of diversified products with radically 
different functions confuses the observer at the very 
time when his attention should be compelled toward a 
single idea. This does not necessarily mean that only 
one kind of article should be shown at a time, but it 
does call for a central thought to which every item 
in the window mu t contribute. 

(2) The display must be so lighted as to bring 
out every detail with the finest effect- but with the 
source of illumination concealed. Artificial light is a 
means to an end, and it defeats its own purpose if it 
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Three Examples of National MAZDA Lamp Twelve-Time Trim Service 

In a word, Sales Service provides the dealer, the 

agent, and the contractor with such merchandising 

helps as they could not prepare for themselves, fur- 

nishes it in many cases without cost, and teaches them 

how to use it with profit to themselves and to the ad- 

vantage of the Company whose products they carry. 

Window Display 

The sales value of window display is proved by the 

fact that no merchant would attempt to carry on a 

retail business without a display window. Even if 

the floor area of his store is comparatively small, he 

knows that the attraction of a striking trim will 

draw purchasers irrespective of interior limitations. 

The sales function of window display is (1) to 

make a strong visual appeal to passersby at the 

moment when they can most easily gratify any 

latent or newly aroused desire for the product 

exhibited. Window advertising is closest to the store 

door. (2) To focus the power of newspaper and 

magazine advertising by showing the advertised 

commodities in the most attractive setting. (3) To 

indicate, by its character, the merchant's self-respect 

and so to suggest the high class of his goods and his 

service. 

There are several recognized rules which should be 

observed if window display is to exert its full mer- 

chandising power. 

(1) The trim should be essentially a unit. An 

assembly of diversified products with radically 

different functions confuses the observer at the very 

time when his attention should be compelled toward a 

single idea. This does not necessarily mean that only 

one kind of article should be shown at a time, but it 

does call for a central thought to which every item 

in the window must contribute. 

(2) The display must be so lighted as to bring 

out every detail with the finest effect—hut with the 

source of illumination concealed. Artificial light is a 

means to an end, and it defeats its own purpose if it 
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dazzles the eye instead of helping it. Correct 
lighting is of special importance to the electrical 
dealer, a profitable part of whose business is to sell 
lamps and the service of modern illumination. 

(3) Window display should be regularly changed 
and a considerable degree of variety should be 
introduced. This rotation of effect is made easy by 
a suitable equipment of pedestals and drapery which 
allow changes in perspective and color scheme. An 
opaque background is especially desirable not only 
for the decorative effects that it allows but as a 
screen to shut off all view of the store interior, thus 
concentrating attention on the actual trim. 

Through its various contacts with the retail trade, 
G-E Sales Service not only teaches and elaborates 
these principles of display, it also provides specific 
examples for the use of dealers and contraCtors. 

On behalf of the Merchandise Department, which 
is focusing much effort on a national promotion of 
complete housewiring, electrical contractors are being 
supplied at the nominal charge of six dollars per year 
with the "G-E Complete Wiring Displays" as a key­
note for window trims and a background for displays. 

The mechanical feature is a three-fold hinged frame 
for the exhibition of posters, each !'l!'l by !'l8 inches, 
which may be changed once a month or at other 
intervals convenient to the subscribers. The entire 
series (36 posters) for the current year is delivered at 
one time to the contractor, who pays for the year's 
supply the sum of six dol1ars- less than half the 
cost. The frames are loaned without charge. 

These displays are tied in with "The Home of a 
Hundred Comforts," a publication shown on page 
64, and prepared with the special intent of extending 
the electrical contractor's business. With "catchy" 

brevity of text and poster style of presentation, the 
G-E Complete Wiring Displays illustrate the practi­

cal use of wiring devices, complete wiring, and the 
comfort that can be enjoyed through the use of 
appliances which these products make available in 
the home. The pictures have been painted by 
artists of wide experience in commercial display, 
who have successfully combined striking color 
schemes with a refinement of taste and execution 
that gives extraordinary value to these examples of 
publicity. 

To assist subscribers to utilize the full sales power 
of this service, a printed .circular is mailed to them 
monthly carrying full instructions for dressing the 
window with the succeeding month's display, and 
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also showing a halftone illustration of a window thus 
trimmed. These messages give opportunity for 
many general suggestions on the management of 
windows and serve to emphasize the importance of 
this department of merchandising. 

In promotion of Edison MAZDA lamp sales, a rich 
and varied assortment of window display material is 
furnished to agents and dealers. The "MAZDA 
girl" life-size cutout, shown on page 57, not only 
retains its popularity in the trade- the demand for 
it is actually increasing as its sales-making force 
takes on cumulative value. Furnished, without 
charge, in different sizes, it dominates window or 
store display with its graceful but emphatic reminder. 

Together with the large figure, two miniature 
duplicates are provided and also two window cards 
showing reproductions of paintings that are becoming 
nationally known through Edison MAZDA lamp pub­
licity. This combination of five pieces is sent to the 
trade twice a year- one set for spring and summer, the 
other for fall and winter. When shown with an accom­
panying display of lamps, they are a complete trim and 
are subject to a wide variety of arrangement. Specific 
suggestions for treatment are given and illustrated 
in the Edison Blue Boole for 19!'l4, and-monthly~ 

in the pages of the Edison Sales Builder. 
A progressive series of posters, displayed at periodic 

intervals, serves to keep the advertised product in the 
public eye and to add the attraction of frequent 
change. It unites the force of repetition with that of 
novelty. This principle of publicity is the basis of 
the "Lighting Dozen,,_. thirty-six beautiful lamp 
posters in twelve groups of three- representing in 
unusual degree the application of sincere art to 
serious advertising- the painting, so to speak, of a 
serial story- each chapter complete in itself, but 
each an essential part of a greater whole . 

This triple display, shown on page 54, is furnished, 

together with hinged metal frames, for $5.75, and 
includes a separate group of posters for each month 
of the year. The pictures are lithographed on both 
sides of heavy card; those not in use can be stored in 
the frame- a saving of space and a protection 
against dirt and damage. While primarily designed 
to sell lamps, the posters also promote the sale of 
housewiring, fixtures, and appliances. The frames 

can be placed in any part of the window and can 
easily and effectively be adapted to a wide variety 
of trims and to displays of miscellaneous electrical 
products. 

dazzles the eye instead of helping it. Correct 

lighting is of special importance to the electrical 

dealer, a profitable part of whose business is to sell 

lamps and the service of modern illumination. 

(3) Window display should be regularly changed 

and a considerable degree of variety should be 

introduced. This rotation of effect is made easy by 

a suitable equipment of pedestals and drapery which 

allow changes in perspective and color scheme. An 

opaque background is especially desirable not only 

for the decorative effects that it allows but as a 

screen to shut off all view of the store interior, thus 

concentrating attention on the actual trim. 

Through its various contacts with the retail trade, 

G-E Sales Service not only teaches and elaborates 

these principles of display, it also provides specific 

examples for the use of dealers and contractors. 

On behalf of the Merchandise Department, which 

is focusing much effort on a national promotion of 

complete housewiring, electrical contractors are being 

supplied at the nominal charge of six dollars per year 

with the "G-E Complete Wiring Displays" as a key- 

note for window trims and a background for displays. 

The mechanical feature is a three-fold hinged frame 

for the exhibition of posters, each 22 by 28 inches, 

which may be changed once a month or at other 

intervals convenient to the subscribers. The entire 

series (36 posters) for the current year is delivered at 

one time to the contractor, who pays for the year's 

supply the sum of six dollars—less than half the 

cost. The frames are loaned without charge. 

These displays are tied in with " The Home of a 

Hundred Comforts," a publication shown on page 

64, and prepared with the special intent of extending 

the electrical contractor's business. With "catchy" 

brevity of text and poster style of presentation, the 

G-E Complete Wiring Displays illustrate the practi- 

cal use of wiring devices, complete wiring, and the 

comfort that can be enjoyed through the use of 

appliances which these products make available in 

the home. The pictures have been painted by 

artists of wide experience in commercial display, 

who have successfully combined striking color 

schemes with a refinement of taste and execution 

that gives extraordinary value to these examples of 

publicity. 

To assist subscribers to utilize the full sales power 

of this service, a printed circular is mailed to them 

monthly carrying full instructions for dressing the 

window with the succeeding month's display, and 

also showing a halftone illustration of a window thus 

trimmed. These messages give opportunity for 

many general suggestions on the management of 

windows and serve to emphasize the importance of 

this department of merchandising. 

In promotion of Edison Mazda lamp sales, a rich 

and varied assortment of window display material is 

furnished to agents and dealers. The "Mazda 

girl" life-size cutout, shown on page 57, not only 

retains its popularity in the trade—the demand for 

it is actually increasing as its sales-making force 

takes on cumulative value. Furnished, without 

charge, in different sizes, it dominates window or 

store display with its graceful but emphatic reminder. 

Together with the large figure, two miniature 

duplicates are provided and also two window cards 

showing reproductions of paintings that are becoming 

nationally known through Edison Mazda lamp pub- 

licity. This combination of five pieces is sent to the 

trade twice a year—one set for spring and summer, the 

other for fall and winter. When shown with an accom- 

panying display of lamps, they are a complete trim and 

are subject to a wide variety of arrangement. Specific 

suggestions for treatment are given and illustrated 

in the Edison Blue Book for 1924, and—monthly-- 

in the pages of the Edison Sales Builder. 

A progressive series of posters, displayed at periodic 

intervals, serves to keep the advertised product in the 

public eye and to add the attraction of frequent 

change. It unites the force of repetition with that of 

novelty. This principle of publicity is the basis of 

the "Lighting Dozen"—thirty-six beautiful lamp 

posters in twelve groups of three—representing in 

unusual degree the application of sincere art to 

serious advertising—the painting, so to speak, of a 

serial story—each chapter complete in itself, but 

each an essential part of a greater whole. 

This triple display, shown on page 54, is furnished, 

together with hinged metal frames, for $5.75, and 

includes a separate group of posters for each month 

of the year. The pictures are lithographed on both 

sides of heavy card; those not in use can be stored in 

the frame—a saving of space and a protection 

against dirt and damage. While primarily designed 

to sell lamps, the posters also promote the sale of 

housewiring, fixtures, and appliances. The frames 

can be placed in any part of the window and can 

easily and effectively be adapted to a wide variety 

of trims and to displays of miscellaneous electrical 

products. 
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Maxfield Parrish Emblem Design for Window Display (for fall distribution) 

The crowning jewel of Edison MAZDA lamp dis­
play will be ready for exhibit in the fall of 1924. 
Maxfield Parrish, whose name has for years been 
associated with Edison lamp calendars, has painted 
a display piece (shown on this page) with all the 
quaint charm which only his brush commands. 

While this picture will be reproduced in a variety 
of forms to add to the volume of lamp sales, a 
principal use will be as a central unit in window 
display. For this purpose a lithograph is being 

prepared on heavy board, 47 inches high, executed 
with fidelity to the original glowing colors and em­
bodying a distinction representative alike of the 
artist and the product. 

In addition to the central display, two smaller 
reproductions, 20 inches high, and a lettered show 
card vyill be provided, the whole forming a trim 
which harmonizes perfectly with the merchandise 
displayed and identifies the dealer as a discriminating 
leader in electrical lines. 

Window Display in support of Edison MAZDA Lamp sales (for spring distribution). The centerpiece is life size 
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of forms to add to the volume of lamp sales, a 
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display. For this purpose a lithograph is being 
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prepared on heavy board, 47 inches high, executed 

with fidelity to the original glowing colors and em- 
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artist and the product. 

In addition to the central display, two smaller 
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MAZDA lamps UKSC* .MAZDA LAMPS 

- ^ 

w 

Window Display in support of Edison MAZDA Lamp sales (for spring distribution). The centerpiece is life size 
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Direct Mail Pnblications- A co-ordinated part 
of 1924 G-E Fa.n Sales Promotion 

' 

Dealers' Ca.ta.Logue- A co-ordinated pa.rt 
of 1924 G-E Fa.n Sales Promotion 

Window Display- Prepared in support of 1924 G-E Fa.n Sales Promotion 

For National MAZDA lamp dealers another series 
of twelve three-wing window posters will prove 
their magnetic qualities by drawing attention- and 
sales- in the measure that they are featured through 
the year. There is a human touch in their art that is 
irresistible- an appeal that comes not alone from 
the lure of light but from the lure of a lighted 
home. This series of poster displays, including 
frames , as shown on page 55, is sold to the agent 
for $5.00- a small part of the actual cost. 

Each subscriber to this "twelve-time trim" service 
will also receive the display piece illustrated on page 
23 of the "Pie Book" published by the National Lamp 
Works. The figure, with its easel support, may be 
mounted on the back of the triple frame or used 
independently with a single lamp to give an especially 
striking effect. Two other cutouts drawn in a 
facetious vein, have been added to the battery of 
National MAZDA display and may be used with 
equal effect on counter or show case. 

Electric fan display is an excellent example of 
window trim intended to promote sales of a specific 
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product during a naturally short season. For the 
summer of 1924, every dealer in G-E fans will be 
provided, free of charge, with the cutout and cards 
shown on thi page. This display, fifty-two inches 
high and lithographed in ten color. , has specific 
qualities that are not often found combined in a 
single window display unit. 

(1) Distinction. The quality of design lifts the 
trim above the usual store window level and gives it 
the attractive charm of art that is admired for its 
own sake. (2) Sales power. The whole atmosphere 
of the painting, with its suggestion of "fresh live 
air," puts strong and timely emphasis on the service 
of G-E fans and is a direct inducement to buy. 
(3) Simplicity. The trim, with its accompanying 
display of products, drapery, and pedestals, can be 
installed in a few minutes. (4) Adaptability. The 
cutout can be used with equally good effect in a 
window of any shape or size. Detailed instructions for 
its installation were given in the January, 1924, issue 
of The General Electric M erchandiser, and through 
this medium have reached all G-E fan dealers. 
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Window Display—Prepared in support of 1924 G-E Fan Sales Promotion 

For National Mazda lamp dealers another series 

of twelve three-wing window posters will prove 

their magnetic qualities by drawing attention—and 

sales—in the measure that they are featured through 

the year. There is a human touch in their art that is 

irresistible—an appeal that comes not alone from 

the lure of light but from the lure of a lighted 

home. This series of poster displays, including 

frames, as shown on page 55, is sold to the agent 

for $5.00—a small part of the actual cost. 

Each subscriber to this "twelve-time trim" service 

will also receive the display piece illustrated on page 

23 of the "Pie Book" published by the National Lamp 

Works. The figure, with its easel support, may be 

mounted on the back of the triple frame or used 

independently with a single lamp to give an especially 

striking effect. Two other cutouts drawn in a 

facetious vein, have been added to the battery of 

National Mazda display and may be used with 

equal effect on counter or show case. 

Electric fan display is an excellent example of 

window trim intended to promote sales of a specific 

product during a naturally short season. For the 

summer of 1924, every dealer in G-E fans will be 

provided, free of charge, with the cutout and cards 

shown on this page. This display, fifty-two inches 

high and lithographed in ten colors, has specific 

qualities that are not often found combined in a 

single window display unit. 

(1) Distinction. The quality of design lifts the 

trim above the usual store window level and gives it 

the attractive charm of art that is admired for its 

own sake. (2) Sales power. The whole atmosphere 

of the painting, with its suggestion of "fresh live 

air," puts strong and timely emphasis on the service 

of G-E fans and is a direct inducement to buy. 

(3) Simplicity. The trim, with its accompanying 

display of products, drapery, and pedestals, can be 

installed in a few minutes. (4) Adaptability. The 

cutout can be used with equally good effect in a 

window of any shape or size. Detailed instructions for 

its installation were given in the January, 1924, issue 

of The General Electric Merchandiser, and through 

this medium have reached all G-E fan dealers. 
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Wi11dow a11d Counter Christmas Display for 
Tu11gar Battery Charger 

Apart from the preparation and distribution of 
specific displays, G-E Sales Service maintains a 
window trimming department in The Edison Sales 

Builder and The General Electric Merchandiser. In 
addition, it is always ready to supply expert advice 
and information to contractors, dealers and agents 
who present their individual problems. 
Interior Display 

During busy seasons and "rush" hours, it is 
inevitable that customers must await their turn for 
attention. It is a golden opportunity to attract 
their notice to individual products in which they 
might not be interested- or about which they might 
not .know- except through a special display on the 
counter or in the glass case. 

These displays place the product under the 
customer's fingers and allow him to 
handle it while he is taking in the 
pungent little message that is printed 
on the card or other device that is 
used. If they do not at once lead to 
questions on the prospect's part, they 
offer the salesman an opportunity 
to enlarge on the functions of the 
product and very often to effect a sale. 

Counter and show case display, 
if designed according to G-E stand­
ards, adds to the appearance of the 
store, and utilizes for sales purposes 
pace that might otherwise be wasted. 

Cou11ter Display Advertisi11g Radieye Screws 

"Radieye Screws " - two G-E devices which glow in 
the dark and are designed for use on pull chains and 
switch flush plates. These cards stand on the counter 
and make prominent a product which could not be 
so well displayed in any other manner. 

Displays of other devices, such as the Thrucord 
Switch, T.win Socket Plug, Triple Tap, and Tungar 
Battery Charger, are also available to the retail 
trade. These displays mean sales. They are a form 
of advertising that is growing in demand both for its 
merchandising power and its decorative value. 

Contractors and dealers are also supplied with 
price tags and repair tags that have a cumulative 
advertising value in proportion to the extent of 
their use. 

For G-E motor dealers, a store sign (shown on 
page 61 ), has been prepared and may be obtained 
on application to the nearest distributing jobber. 

Modern theory as to illuminating 
values is exemplified in the Edison 
MAZDA lamp counter display which 
also appeals to every customer's 
interest in manipulating a switch and 
watching the result. He is amused­
but he is also instructed and in many 
cases becomes a purchaser. 

As an example of this publicity 
may be mentioned two display cards, 
in the Company's merchandising 

colors, to which are attached respec­
tively "Radieye Pendants" and 

Ediso11 MAZDA Lamp Display 
(Shown i11 colors 011 page 86, Blue Book) 

This novelty supports twelve 
lamps of as many different types. 
Each lamp is controlled by a min­
iature tumbler switch placed directly 
in front of it. The customer who 
once stops before the display inevi­
tably begins to tip the switches and 
study the lighting effects which he 
thus obtains. The experienced sales­
man will of course seize this oppor­

tunity to develop the object lesson 
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Window and Counter Christmas Display for 
Tungar Battery Charger 

Apart from the preparation and distribution of 

specific displays, G-E Sales Service maintains a 

window trimming department in The Edison Sales 

Builder and The General Electric Merchandiser. In 

addition, it is always ready to supply expert advice 

and information to contractors, dealers and agents 

who present their individual problems. 

Interior Display 

During busy seasons and "rush" hours, it is 

inevitable that customers must await their turn for 

attention. It is a golden opportunity to attract 
their notice to individual products in which they 

might not be interested—or about which they might 

not .know—except through a special display on the 

counter or in the glass case. 

These displays place the product under the 

customer's fingers and allow him to 

handle it while he is taking in the 

pungent little message that is printed 

on the card or other device that is 

used. If they do not at once lead to 

questions on the prospect's part, they 

offer the salesman an opportunity 

to enlarge on the functions of the 

product and very often to effect a sale. 

Counter and show case display, 

if designed according to G-E stand- 

ards, adds to the appearance of the 

store, and utilizes for sales purposes 

space that might otherwise be wasted. 

As an example of this publicity 

may be mentioned two display cards, 

in the Company's merchandising 

colors, to which are attached respec- 

tively "Radieye Pendants" and 

G-E 
Radieye Screws 
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Edison MAZDA Lamp Display 
(Shown in colors on page 86, Blue Book) 
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Counter Display Advertising Radieye Screws 

" Radieye Screws "—two G-E devices which glow in 

the dark and are designed for use on pull chains and 

switch flush plates. These cards stand on the counter 

and make prominent a product which could not be 

so well displayed in any other manner. 

Displays of other devices, such as the Thrucord 

Switch, Twin Socket Plug, Triple Tap, and Tungar 

Battery Charger, are also available to the retail 

trade. These displays mean sales. They are a form 

of advertising that is growing in demand both for its 

merchandising power and its decorative value. 

Contractors and dealers are also supplied with 

price tags and repair tags that have a cumulative 

advertising value in proportion to the extent of 

their use. 

For G-E motor dealers, a store sign (shown on 

page 61), has been prepared and may be obtained 

on application to the nearest distributing jobber. 

Modern theory as to illuminating 

values is exemplified in the Edison 

Mazda lamp counter display which 

also appeals to every customer's 

interest in manipulating a switch and 

watching the result. He is amused— 

but he is also instructed and in many 

cases becomes a purchaser. 

This novelty supports twelve 

lamps of as many different types. 

Each lamp is controlled by a min- 

iature tumbler switch placed directly 

in front of it. The customer who 

once stops before the display inevi- 

tably begins to tip the switches and 

study the lighting effects which he 

thus obtains. The experienced sales- 

man will of course seize this oppor- 

tunity to develop the object lesson 
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National MAZDA Lamp Counter Display 

with specific explanations of the correct use of each 
lamp. This is the kind of salesmanship that sells­
but the display device opens the way and is to be 
credited with securing the prospect. It is sold at part 
cost- $13.50, and is ready for immediate delivery. 

A similar device, finely colored, is offered to 
National MAZDA lamp agents. Placed conspicuously, 
it is bound to catch attention and will entertain 
customers who may be waiting their turn, thus 
often adding a lamp sale to that of the article 
which they originally intended to buy. This National 
MAZDA lamp demonstrator is supplied at $10.00. 

Outside Display 
Window display reserves its power for the moment 

when the pedestrian has reached the store. Com- -
mercial competition demands that the sto1;e announce 
its business at a distanc that it catch the eye 
before its window is in sight. The obvious method 
is a conspicuous outdoor sign- a sign sufficiently 
characteristic and so well made that it will not be 
affected by weather. 

Mention has already been made of the new design 
by Maxfield Parrish, which is to be featured in 
window display of Edison MAZDA lamps. The 

Illuminated Outdoor Lantern Sign Advertising National MAZDA 
Lamps. Finished in green and blue 
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Store Sign for C-E Motor Dealers. Finished 
in three colors 

same picture has been transferred to metal 111 ten 
colors and made into an outdoor sign surpassing in 
beauty and distinction any similar form of publicity 
ever offered to Edison MAZDA lamp agents . 

This sign, with ornamental iron bracket, will be 
offered in two st~es . The first is equipped with 
roof for concealed lightipg and is mounted on a 
steel-strapped wooden frame 30 by 40 inches. From 
far away it will be recognized as a Parrish production 
and will reflect credit on the merchant who displays 
it. Prestige of this kind mean s increased sales. 

For locations where few pedestrians are found in 
the evening, the same sign may be procured but 
without roof or provision for illumination. The 
roofed sign is sold at $10.00, the unroofed at $6.00. 
These prices are far below the cost of production. 
The material is weatherproof and will preserve its 
original freshness of appearance indefinitely. An­
nouncement will be made in The Edison Sales Builder 
when these signs are ready for distribution. 

Illuminated Outdoor Sign Featuring Maxfield Parrish 
Emblem Design in Full Colors 

(\ 
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National MAZDA Lamp Counter Display 

with specific explanations of the correct use of each 

lamp. This is the kind of salesmanship that sells— 

but the display device opens the way and is to be 

credited with securing the prospect. It is sold at part 

cost—$13.50, and is ready for immediate delivery. 

A similar device, finely colored, is offered to 

National Mazda lamp agents. Placed conspicuously, 

it is bound to catch attention and will entertain 

customers who may be waiting their turn, thus 

often adding a lamp sale to that of the article 

which they originally intended to buy. This National 

Mazda lamp demonstrator is supplied at $10.00. 

Outside Display 

Window display reserves its power for the moment 

when the pedestrian has reached the store. Com- 

mercial competition demands that the store announce 

its business at a distance—that it catch the eye 

before its window is in sight. The obvious method 

is a conspicuous outdoor sign—a sign sufficiently 

characteristic and so well made that it will not be 

affected by weather. 

Mention has already been made of the new design 

by Maxfield Parrish, which is to be featured in 

window display of Edison Mazda lamps. The 
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Store Sign for G-E Motor Dealers. Finished 
in three colors 

same picture has been transferred to metal in ten 

colors and made into an outdoor sign surpassing in 

beauty and distinction any similar form of publicity 

ever offered to Edison Mazda lamp agents. 

This sign, with ornamental iron bracket, will be 

offered in two stjdes. The first is ecpiipped with 

roof for concealed lighting and is mounted on a 

steel-strapped wooden frame 30 by 40 inches. From 

far away it will be recognized as a Parrish production 

and will reflect credit on the merchant who displays 

it. Prestige of this kind means increased sales. 

For locations where few pedestrians are found in 

the evening, the same sign may be procured but 

without roof or provision for illumination. The 

roofed sign is sold at $10.00, the unroofed at $(>.00. 

These prices are far below the cost of production. 

The material is weatherproof and will preserve its 

original freshness of appearance indefinitely. An- 

nouncement will be made in The Edison Sales Builder 

when these signs are ready for distribution. 
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Illuminated Outdoor Lantern Sign Advertising National MAZDA 
Lamps. Finished in green and blue 

Illuminated Outdoor Sign Featuring Maxfield Parrish 
Emblem Design in Full Colors 
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Transparent Window Sign Featuring Maxfield Parrish 
Emblem. Finished in Three Colors 

The National MAZDA lamp dealer who hangs a 
Blue Carton lantern over his door is identified as 
far as it can be een- and it can be seen for a long 
distance. This outdoor sign is of colonial design, 
made in green weatherproof bronze finish, and with 
blue light panels. Its height is 14 inches and it 
extends 18 inches from the building. It is sold only 
to National MAZDA lamp dealers. 

Electrical contractors will gain much in the way 
of publicity by consistent use of the G-E Contractor's 

ign on every building in which they install the 
wiring. This practice, generally followed by building 
trades, should be adopted by the electrical industry­
and no better method can be devised than the 
erection of this sign on a conspicuous part of the 
structure. 

As a permanent supplement to electrical window 
display, decalcomania signs, respectively for G-E 
distributor and G-E dealers, are available. These 
sign , attached to the glass, add a brilliant touch to 
the window and trim, and at the same time serve to 
identify the merchant with the G-E 
monogram and the name General 
Electric. Similar signs made of cellu­
loid are furnished for use on coun­
ter and walls of dealers' stores. 

Transparent window signs carry­
ing the Maxfield Parrish Emblem, 
and measuring nine inches in diam­
eter, have been made as an added 
di play attraction for the windows 
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Merchandise 

G-E Dealer's Sign 

of Edison MAZDA lamp agents. They can be applied 
easily to the glass and will not wrinkle nor crack. 

Direct Mail Advertising 
Reference has already been made to the high level 

of creation and production necessary to the sales 
effectiveness of direct mail advertising, and also 
to the fact that the average dealer has neither 
facilities nor capital wherewith to publish satis­
factory material of this kind. 

Two classes of folders and booklets are produced on 
behalf of the Company's commercial departments. 
The first of these is addressed directly to the dealer 
or contractor and explains to him the features and 
salability of the product in question. This service 
Sl!pplements the efforts of G-E salesmen and distribu­
tors in bringing new products to .the attention of the 
trade and in making timely suggestions as to those 
already on the market. 

The second and larger class of these publications 
is in the sales service of the dealer himself, who is 
urged to use them according to the best merchandis­
ing practice. Primarily they are intended for in­
closure with correspondence, monthly statements, 
and sales letters. Here a wise discrimination can be 
exercised, to insure a distribution of each item only 
to recipients who may have occasion to purchase the 
advertised product. This effects a worthwhile econ­
omy of material and time. 

Another and important use of 
small publications is in the store. 
They may be placed on the counter 
or in a G-E Publication Rack. In 
any case they should occupy a 
conspicuous position so that no 
purchaser can enter or leave the 
store without seeing the printed 
invitation to "take the publication 
which interests you." The G-E 
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Transparent Window Sign Featuring Maxfield Parrish 
Emblem. Finished in Three Colors 

The National Mazda lamp dealer who hangs a 

Blue Carton lantern over his door is identified as 

far as it can be seen—and it can be seen for a long 

distance. This outdoor sign is of colonial design, 

made in green weatherproof bronze finish, and with 

blue light panels. Its height is 14 inches and it 

extends 18 inches from the building. It is sold only 

to National Mazda lamp dealers. 

Electrical contractors will gain much in the way 

of publicity by consistent use of the G-E Contractor's 

Sign on every building in which they install the 

wiring. This practice, generally followed by building 

trades, should be adopted by the electrical industry— 

and no better method can be devised than the 

erection of this sign on a conspicuous part of the 

structure. 

As a permanent supplement to electrical window 

display, decalcomania signs, respectively for G-E 

distributors and G-E dealers, are available. These 

signs, attached to the glass, add a brilliant touch to 

the window and trim, and at the same time serve to 

identify the merchant with the G-E 

monogram and the name General 

Electric. Similar signs made of cellu- 

loid are furnished for use on coun- 

ters and walls of dealers' stores. 

Transparent window signs carry- 

ing the Maxfield Parrish Emblem, 

and measuring nine inches in diam- 
eter, have been made as an added 

display attraction for the windows 
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G-E Dealer's Sign 

of Edison Mazda lamp agents. They can be applied 

easily to the glass and will not wrinkle nor crack. 

Direct Mail Advertising 

Reference has already been made to the high level 

of creation and production necessary to the sales 

effectiveness of direct mail advertising, and also 

to the fact that the average dealer has neither 

facilities nor capital wherewith to publish satis- 

factory material of this kind. 

Two classes of folders and booklets are produced on 

behalf of the Company's commercial departments. 

The first of these is addressed directly to the dealer 

or contractor and explains to him the features and 

salability of the product in question. This service 

supplements the efforts of G-E salesmen and distribu- 

tors in bringing new products to the attention of the 

trade and in making timely suggestions as to those 

already on the market. 

The second and larger class of these publications 

is in the sales service of the dealer himself, who is 

urged to use them according to the best merchandis- 

ing practice. Primarily they are intended for in- 

closure with correspondence, monthly statements, 

and sales letters. Here a wise discrimination can be 

exercised, to insure a distribution of each item only 

to recipients who may have occasion to purchase the 

advertised product. This effects a worthwhile econ- 

omy of material and time. 

Another and important use of 

small publications is in the store. 

They may be placed on the counter 

or in a G-E Publication Rack. In 

any case they should occupy a 

conspicuous position so that no 

purchaser can enter or leave the 
store without seeing the printed 
invitation to "take the publication 
which interests you." The G-E 
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Publication Rack is di­
vided into twenty -four 
com p a rt m e n t s, e ach of 
which will hold two hun­
dred ordina ry folders. The 
top of the rack is slotted 
so that a sign may be in­
serted calling attention t o 
a special line. These racks 
are offered to dealers for 
$5.00- about fifty per cent 
of cost. Orders should be 
placed through the nearest 
G-E distributor. 

Blotters 

A third form of direct 
ma il adverti sing- the sales 
letter- is of growing im­
portance. The writing of a 
sales-making l e tt er d e­
mands familia rity with its 
p ec uli a r t echniqu e, a 
knowledge of the product, 
and a well-defined sense of 
the psychological elements 
that must enter into this 
highly specialized branch 
of publicity . 

These letters may be 
classified not only by prod­
ucts but by intended recipi­
ents- engineers, purchas­
ing agents, e xec utives, 
merchants, builders, con­

------- tractors, and many other 

D ecora tive blotters are 
an important part of the 
program for advertising 
Edi son M A ZD A la mp s. 
These a re furnished, with 
imprint, to agents at 30 
cents and 40 cents per hun­

classes of professional and Examples of Folders f or Direct Mai l A dvert ising of C·E 
Products. Cover Designs are in two a nd three colors 

business men. In each case 
the appeal varies and the sty le must be adapted to 
the nature of the appeal. 

dred according to size and in minimum lot s of 300. 
See page 118 of the Edison Blue Book for color repro­
ductions of these blotters. 

Blotters advertising National MAZDA lamps a re 
shown on page 40 of the " Pie Book" and a re pro­
vided, with imprint, at 30 cents per hundred. 

The Publicity D epartment, at Schenectady, de­
signs and publishes blotters for commercial depart­
ments that desire to utilize this form of publicity. 

9l. '111 .• 

Designs, in Color, f or Blotters A dvertising C-E Motors 
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Correctly composed , a sales letter is a direct, 
first-hand business maker. To its production G-E 
Sales Service brings all the qualifications necessary 
to the right commercial approach , supported by en­

gineering advice and merchandising experience. 
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Publication Rack is di- 

vided into twenty-four 

compartments, each of 

which will hold two hun- 

dred ordinary folders. The 

top of the rack is slotted 

so that a sign may be in- 

serted calling attention to 

a special line. These racks 

are offered to dealers for 

$5.00—about fifty per cent 

of cost. Orders should be 

placed through the nearest 

G-E distributor. 

Blotters 

Decorative blotters are 

an important part of the 

program for advertising 

Edison Mazda lamps. 

These are furnished, with 

imprint, to agents at 30 

cents and 40 cents per hun- 

dred according to size and in minimum lots of 300. 

See page 118 of the Edison Blue Book for color repro- 

ductions of these blotters. 

Blotters advertising National Mazda lamps are 

shown on page 40 of the "Pie Book" and are pro- 

vided, with imprint, at 30 cents per hundred. 

The Publicity Department, at Schenectady, de- 

signs and publishes blotters for commercial depart- 

ments that desire to utilize this form of publicity. 

i-bsespskt 

^ - 
siflr 

'•ililSSIri, 

BpinOEfQgT.CONN- 

t inumiAA*#* 
law" 

Examples of Folders for Direct Mail Advertising of G-E 
Products. Cover Designs are in two and three colors 

A third form of direct 

mail advertising—the sales 

letter—is of growing im- 

portance. The writing of a 

sales-making letter de- 

mands familiarity with its 

peculiar technique, a 

knowledge of the product, 

and a well-defined sense of 

the psychological elements 

that must enter into this 

highly specialized branch 

of publicity. 

These letters may be 

classified not only by prod- 

ucts but by intended recipi- 

ents—engineers, purchas- 

ing agents, executives, 

merchants, builders, con- 

- tractors, and many other 

classes of professional and 

business men. In each case 

the appeal varies and the style must be adapted to 

the nature of the appeal. 

Correctly composed, a sales letter is a direct, 

first-hand business maker. To its production G-E 

Sales Service brings all the qualifications necessary 

to the right commercial approach, supported by en- 

gineering advice and merchandising experience. 
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1mportent Q 

liEXor~,~~=====i======================~ TURBINES 
and the\r Cost. of 
Maintenance 

As an example o.f a purely direct mail campaign, m ention m.ay be made o.f 
the national sales promotion o.f G-E Locomotive H eadlight Turbines. 
This campaign was carried directly to prospective purchasers through a 
series of printed m essages, and has proved to be a sales stimulator o.f 
marked value 

SPECIAL SALES PROMOTION 

G-E Sales Service draws on all the Company's 
resource - artistic, literary, and advertising- for 
the production of dealer helps of a quality that 
shall reflect the excellence of the Company's products. 
Perhaps the most conspicuous of these helps is the 
material that is prepared on behalf of commercial 
departments for the special sales promotion of a 
single device or commodity . 

Typical of this co-ord inated publicity is the annual 
fan ales "campaign", which combines every usual 
form of advertising except billboard display. A 
single, striking design and an accompanying slogan 
are selected as the central idea of a ll the items. 
These include window trim , small folders for public 
distribution, and lantern slides, all co-ordinated 
with the national new paper and magazine advertis­
ing specially prepared for use in the campaign. For 
the information of the trade, the January issue of 

The General Electric M erchandiser is entirely devoted 
to an exposition of material and methods. 
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Unified campaign material of this kind performs 
two distinct sales functions. Its first use is to "sell " 
retail dealers, many of whom stock certain products 
in the measure that they are supported by efficient 
advertising assistance. The salesman who can set 
before the retailer a glowing window trim, an assort­
ment of direct-mail publicity, examples of national 
advertising, and comprehensive merchandising sug­
gestions, has a marked advantage over competitors 
whose sales helps are few or of inferior quality. 

Once the dealer has placed his order he is interested 
in making the most profitable use of his new material. 
Thus, for the second time it is employed as a selling 
agent- to the public. Following the detailed in­
struction furnished him, the merchandiser will 
utilize every campaign item to call attention to the 
product and its use, and in so doing he will multiply 
his sales and attract new custom that will mcrcase 
his future business. 

Special Publications 

There is frequent occasion for the preparation of 
publicity material that does not fa ll under any of the 
classifications a lready made. The purposes of a 
prolonged or educational sales promotion may 
require printed matter of a specialized nature. 
Under this heading, three books of more than ordi­
nary importance claim attention because of the long­
continued use to which they will be put and of the 
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As an example of a purely direct mail campaign, mention may be made of 
the national sales promotion of G-E Locomotive Headlight Turbines. 
This campaign iras carried directly to prospective purchasers through a 
series of printed messages, and has proved to be a sales stimulator of 
marked value 

Unified campaign material of this kind performs 

two distinct sales functions. Its first use is to "sell" 

retail dealers, many of whom stock certain products 

in the measure that they are supported by efficient 

advertising assistance. The salesman who can set 

before the retailer a glowing window trim, an assort- 

ment of direct-mail publicity, examples of national 

advertising, and comprehensive merchandising sug- 

gestions, has a marked advantage over competitors 

whose sales helps are few or of inferior quality. 

Once the dealer has placed his order he is interested 

in making the most profitable use of his new material. 

Thus, for the second time it is employed as a selling 

agent —to the public. Following the detailed in- 

structions furnished him, the merchandiser will 

utilize every campaign item to call attention to the 

product and its use, and in so doing he will multiply 

his sales and attract new custom that will increase 

his future business. 

Special Publications 

There is frequent occasion for the preparation of 

publicity material that does not fall under any of the 

classifications already made. The purposes of a 

prolonged or educational sales promotion may 

require printed matter of a specialized nature. 

Under this heading, three books of more than ordi- 

nary importance claim attention because of the long- 

continued use to which they will be put and of the 

SPECIAL SALES PROMOTION 

G-E Sales Service draws on all the Company's 

resources—artistic, literary, and advertising—for 

the production of dealer helps of a quality that 

shall reflect the excellence of the Company's products. 

Perhaps the most conspicuous of these helps is the 

material that is prepared on behalf of commercial 

departments for the special sales promotion of a 

single device or commodity. 

Typical of this co-ordinated publicity is the annual 

fan sales "campaign", which combines every usual 

form of advertising except billboard display. A 

single, striking design and an accompanying slogan 

are selected as the central idea of all the items. 

These include window trim, small folders for public 

distribution, and lantern slides, all co-ordinated 

with the national newspaper and magazine advertis- 

ing specially prepared for use in the campaign. For 

the information of the trade, the January issue of 

The General Electric Merchandiser is entirely devoted 

to an exposition of material and methods. 

General electric Company 
KHENieTADV. N. V. 

Rod Book Bide., Sftrlnc A Cain 84c., Atlanta, 8*. ScptMbar 89, 1923 
To the man who la Intaroatad In low repair coataj 
Dear Sirs 

In our work here In the Oaneral Blaotrlo Company, covering welding 9pBr«tIona, we uaa the f D Aro folding act. of course. It'a a oonetant-energy, single operator 800 kepere welding set that ia a delight to the workman. 
for one thing, it'a qdah. 
»or another, It'a cora oocfortablo to opercta. It la thie hecauee the heat ia locallaad to a vary amcll area and thua tha radiating aurfcoa ia aagllgihla. 
Tor a third, It'a oaay to operate — the aaohtne givea you a uniform beat and a ateady aro. 
Manufacturara everywhare are looking to tbalr equip, cent theee days. That ia undaratood. In the buelneaa ia- atahillty Juat paat abop oquipnient In many Inatanoea waa permitted to run down. It alwaya ie during such perioda. • The time to overhaul equipment to meet with the praaant high production damanda la NO*. 

-v ooouPl«= * large placa in "tha work of rapalra. ** r£ ' of O-k Arc folding aeta has been deoionetrat- M. The economy of tbeaa aeta in operation ie recognlaed. 
I could list here oevonty.five dlatlnct placet in tha average manufacturing plant ahere a 0-8 Arc Waldlng aat -■ f D type •■ would cave the manageaent money. X haven't the epaoe to do it •• more'a the pity. 

It contalna tha Hat. 
Youra for cheaper repalra, 

Sales Letters for Direct Mail Advertising of G-E Products 
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profound influence which they are likely to exert on 
the extension of electrical service in every part of the 
country. 

The year 19~4 sees a rapidly increasing distribu­
tion of "The Home of a Hundred Comforts," a 
38-page publication which is the backbone of the 
Merchandise Department's campaign for complete 
housewiring. It is a book designed to increase the 
electrical contractor's business by bringing to him 
prospective purchasers whom it has interested in his 
product- to bring them to him with an intelligent 
appreciation of housewiring service and with a con­
ception of what complete installation will mean in 
their daily lives. Another, and by no means the least, 
of its objects is to increase the load of central 
stations through the multiplied use of light and 
electrical appliances. This book, which is being 
widely distributed by electrical contractors and is also 
advertised in the national magazines, has met a 
long-existing need and there is every indication 
that its field of usefulness will cover the entire area 
of the United States. 

"The G-E Farm Book" is a publication designed 
to appeal to the rural dweller in much the same way 
that "The Home of a Hundred Comforts" tells its 
story with more specific reference to those who live 
in cities or suburban territory. 

It is a plain exposition of the benefits that electric 
light, heat, and power can confer on the farmer- of 
the :financial advantage and greater comfort, the 
saving in time and labor- of the heightened produc-

" The Home of a Hundred Comforts." Cover 
design in full colors. This publication is fur­
nished to electrical contractors at $IO per hundred 
with imprint. Address Merchandise Department, 
General Electric Company, Bridgeport, Conn. 
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Cover design of " The G-E Farm Book" 

tion and the finer standard of living that are all 
united in electric service. In the spirit of this 
approach, the subject is elaborated and treated 
in its relations to the various forms of work on the 
farm, at the dairy, and in the homestead. Special 
emphasis is laid on the economy as well as . the 
convenience of electrical service, which is presented 
not as an extraordinary innovation but as the simple 
and obvious way to happier and more prosperous 
living. 

"A Primer of Home Lighting," prepared for dis­
tribution by Edison MAZDA lamp agents, is an 
educational handbook, written simply and convinc­
ingly, and explains in every detail just how each 
room and nook of the house should be illuminated. 

Its illustrations are eloquent in their examples of 
glare, shadow, and bad distribution of light; they 
are equally clear in the remedies that they suggest 
for each of these conditions. Every usual type of 
fixture is shown accompanied by a large illustration 
of the correct lamp for use in it. 

The object of this booklet is to enable the home 
keeper to buy lamps intelligently and with respect to 
their special function and placement, to order with 
accuracy, and to obtain the best results from the 
current that is consumed. There is also much plain 
advice as to fuse blow-out and the management of 
flatirons, vacuum cleaners and other appliances. 
"A Primer of Home Lighting" promotes the sale 
of these appliances and of wiring material, fixtures, 
and lamps. The price to the dealer is $3.00 per hun­
dred, with imprint. 

profound influence which they are likely to exert on 

the extension of electrical service in every part of the 

country. 

The year 1924 sees a rapidly increasing distribu- 

tion of "The Home of a Hundred Comforts," a 

38-page publication which is the backbone of the 

Merchandise Department's campaign for complete 

housewiring. It is a book designed to increase the 

electrical contractor's business by bringing to him 

prospective purchasers whom it has interested in his 

product—to bring them to him with an intelligent 

appreciation of housewiring service and with a con- 

ception of what complete installation will mean in 

their daily lives. Another, and by no means the least, 

of its objects is to increase the load of central 

stations through the multiplied use of light and 

electrical appliances. This book, which is being 

widely distributed by electrical contractors and is also 

advertised in the national magazines, has met a 

long-existing need and there is every indication 

that its field of usefulness will cover the entire area 

of the United States. 

"The G-E Farm Book" is a publication designed 

to appeal to the rural dweller in much the same way 

that "The Home of a Hundred Comforts" tells its 

story with more specific reference to those who live 

in cities or suburban territory. 

It is a plain exposition of the benefits that eleetric 

light, heat, and power can confer on the farmer—of 

the financial advantage and greater comfort, the 

saving in time and labor—of the heightened produc- 
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"The Home of a Hundred Comforts." Cover 
design in full colors. This publication is fur- 
nished to electrical contractors at $lOperhundred 
with imprint. Address Merchandise Department, 
General Electric Company. Bridgeport, Conn. 

Cover design of "The G-E Farm Book" 

tion and the finer standard of living that are all 

united in electric service. In the spirit of this 

approach, the subject is elaborated and treated 

in its relations to the various forms of work on the 

farm, at the dairy, and in the homestead. Special 

emphasis is laid on the economy as well as the 

convenience of electrical service, which is presented 

not as an extraordinary innovation but as the simple 

and obvious way to happier and more prosperous 

living. 

"A Primer of Home Lighting," prepared for dis- 

tribution by Edison Mazda lamp agents, is an 

educational handbook, written simply and convinc- 

ingly, and explains in every detail just how each 

room and nook of the house should be illuminated. 

Its illustrations are eloquent in their examples of 

glare, shadow, and bad distribution of light; they 

are equally clear in the remedies that they suggest 

for each of these conditions. Every usual type of 

fixture is shown accompanied by a large illustration 

of the correct lamp for use in it. 

The object of this booklet is to enable the home 

keeper to buy lamps intelligently and with respect to 

their special function and placement, to order with 

accuracy, and to obtain the best results from the 

current that is consumed. There is also much plain 

advice as to fuse blow-out and the management of 

flatirons, vacuum cleaners and other appliances. 

"A Primer of Home Lighting" promotes the sale 

of these appliances and of wiring material, fixtures, 

and lamps. The price to the dealer is $3.00 per hun- 

dred, with imprint. 
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The various conventions held under the auspices 
of the General Electric Company a t Assoc ia tion 
Island and el ewhere are direct sales stimulants. 
For use at the e meetings, there are prepared lecture 
chart , invitation cards, souvenirs, and a quant ity 
of other printed material. 

Sale promotional literature is provided, as occa­
sion arise , for distribution at trade and industrial 
convention and exhibits. 

In upport of sales activities, commercial depart­
ments are supplied with instructional literature for 
the information and inspira tion of the ret ail trade. 
This takes the form of broadsides, sales letters, 
salesman's cards, and other types of merchandising 
promotion. 

SPECIAL SERVICE TO CUSTOMERS 

G-E Sales Service is in a position t o act in an 
advisory capacity to manufacturers who purchase 
G-E motor and other apparatus for incorporation 
in their own product s. 

Thi commercial ad vice may t ake any or all of 
the following forms : (1) Preliminary surveys of 
probable and profitable market s, including close 
analyses of purchasing p ower and habits of com­
munitie , facilitie for transportation , competitors' 
activitie , points of distribution , and saturation of 
local markets. (2) Advice as t o methods of dis­
tribution- whether through jobbing houses, selling 
agents, retail tore , or other channels. (3) P racti-

A Primer of 
Home Lighting_ 

<I@ 

Cover design of' "A Primer of' Home Lighting" 
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Examples of Advert ising at Conventions 

cal suggestions as to publicity . These include 
comparison of newspaper, direct ma il , magazine, 
and other form s of advertising a nd suggestions as 
t o which will best accomplish the customer 's purpose . 
(4 ) Concret e examples of adverti sing, including lay­
outs, copy, a rt work, and other details. 

This service is confidential but is proving of very 
direct b elp in ext ending t he sa le of certa in classes of 
General Electric products. 

COMMERCIAL RESEARCH 

Valuable files of statistical information are ma in­
ta ined for the benefit of the Company's various 
departments. Carefully indexed data are available 
covering t he progress and extent of housewiring 
in the United States and of the use of appliances. 
The whole field of the electrical and allied industries 
has been analyzed and the results tabula t ed with a 
view t o quick reference and complete reports. This 
se rvice includes, on request , reviews of current 
business condition , markets, distribution, and further 
statistical informa tion of sales value, and is supple­
mented by m aps, chart , and other methods of 
visualization. 

Calendars 
The general use of decorative advert ising calen­

dars, many of which a re highly a rti stic in design, has 
but served to emphas ize t he ra re di t inction of the 
l\1axfield Pa rrish calendars, t he seventh of which 
(1924) is now p romoting sales of E dison l\1AZDA lamps. 

These calendars ra ise publicity to an exalted 
expression . They are more than advert ising- they 
are the tribute of fine graphic art to fine human 
service, and as such they are appreciat ed alike in 
the commercial field and in the home circle. This 

The various conventions held under the auspices 

of the General Electric Company at Association 

Island and elsewhere are direct sales stimulants. 

For use at these meetings, there are prepared lecture 

charts, invitation cards, souvenirs, and a quantity 

of other printed material. 

Sales promotional literature is provided, as occa- 

sion arises, for distribution at trade and industrial 

conventions and exhibits. 

In support of sales activities, commercial depart- 

ments are supplied with instructional literature for 

the information and inspiration of the retail trade. 

This takes the form of broadsides, sales letters, 

salesman's cards, and other types of merchandising 

promotion. 

SPECIAL SERVICE TO CUSTOMERS 

G-E Sales Service is in a position to act in an 

advisory capacity to manufacturers who purchase 

G-E motors and other apparatus for incorporation 

in their own products. 

This commercial advice may take any or all of 

the following forms: (1) Preliminary surveys of 

probable and profitable markets, including close 

analyses of purchasing power and habits of com- 

munities, facilities for transportation, competitors' 

activities, points of distribution, and saturation of 

local markets. (2) Advice as to methods of dis- 

tribution—whether through jobbing houses, selling 

agents, retail stores, or other channels. (S) Practi- 
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Examples of Advertising at Conventions 

cal suggestions as to publicity. These include 

comparison of newspaper, direct mail, magazine, 

and other forms of advertising and suggestions as 

to which will best accomplish the customer's purpose. 

(4) Concrete examples of advertising, including lay- 

outs, copy, art work, and other details. 

This service is confidential but is proving of very 

direct help in extending the sale of certain classes of 

General Electric products. 

COMMERCIAL RESEARCH 

Valuable files of statistical information are main- 

tained for the benefit of the Company's various 

departments. Carefully indexed data are available 

covering the progress and extent of housewiring 

in the United States and of the use of appliances. 

The whole field of the electrical and allied industries 

has been analyzed and the results tabulated with a 

view to quick reference and complete reports. This 

service includes, on request, reviews of current 

business conditions, markets, distribution, and further 

statistical information of sales value, and is supple- 

mented by maps, charts, and other methods of 

visualization. 

Calendars 

The general use of decorative advertising calen- 

dars, many of which are highly artistic in design, has 

but served to emphasize the rare distinction of the 

Maxfield Parrish calendars, the seventh of which 
(1924) is now promoting sales of Edison Mazda lamps. 

These calendars raise publicity to an exalted 

expression. They are more than advertising—they 

are the tribute of fine graphic art to fine human 

service, and as such they are appreciated alike in 

the commercial field and in the home circle. This 
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Examples of publicat ions prepared in support of 
Manuf acturer-Customers' Sales 

apprecia tion is attested by the demand which quickly 
exha usted t he large edition of the 1924 calendar and 
which is already ant icipating t he P arrish calenda r 
fo r 1925 . 

Edison MAZ DA la mp agents a re thoroughly alive 
t o the fact that t hey a re t he sole merchants who a re 
associated with t hese coveted works of a rt- the sole 
means through which a Maxfield P arrish calenda r 
can be obtained- and tha t they are the principal 
benefi ciaries of its commercial value. The Edison 
Blue B oole (1924) estimates t hat t here a re a million 
and a quarter of t his year 's calendars, and proba bly as 
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many more of prev io t:1 s issues, on the wa ll sof homes and 
offi ces throughout the country- conclusive evidence 
of the permanence as well as the powerof this publicity . 

The design of t he 1924 calendar has been trans­
ferred t o celluloid and is issued in pocket size for 
distribut ion by Ed ison . MA ZD A la mp agents. It is 
an excellent ma iling piece for enclosure with letters 
and sta tements; it t akes care, in some measure, of 
surplus request s for the la rger calendars; it is 
revised monthly t o show a complete year following 
the month of order ; a nd it is offered t o agents at 
$3.00 per hundred, with imprint. 

Map of G-E Sales T erritories prep ared fo r Co mm ercial 
fl epart111 ents of th e Company 
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Examples of publications prepared in support of 
Ma n ufarturer-Customers 'Sales 

appreciation is attested by the demand which quickly 

exhausted the large edition of the 1924 calendar and 

which is already anticipating the Parrish calendar 

for 1925. 

Edison Mazda lamp agents are thoroughly alive 

to the fact that they are the sole merchants who are 

associated with these coveted works of art—the sole 

means through which a Maxfield Parrish calendar 

can be obtained—and that they are the principal 

beneficiaries of its commercial value. The Edison 

Blue Book (1924) estimates that there are a million 

and a quarter of this year's calendars, and probably as 

manymore of previous issues,on thewallsof homes and 

offices throughout the country—conclusive evidence 

of the permanenceas well as the power of this publicity. 

The design of the 1924 calendar has been trans- 

ferred to celluloid and is issued in pocket size for 

distribution by Edison Mazda lamp agents. It is 

an excellent mailing piece for enclosure with letters 

and statements; it takes care, in some measure, of 

surplus requests for the larger calendars; it is 

revised monthly to show a complete year following 

the month of order; and it is offered to agents at 

$3.00 per hundred, with imprint. 
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1925 

Design of Edison MAZDA Lamp Calendar for 1925, paint.eel 
by ilfaxfielcl Parrish and reprodu.cerl in colors 

National MAZDA lamp dealers will add a decora­
tive and sales-promoting touch to store or office 
through the new Philip Lyford calendar. They will 
also find , back of the dat e pad, a 
fund of information as to lamp 
merchandising, lighting recipes, 
lamp lists, and suggestions for 

factory and store installations. The 
calendar is 25 by 38 inches, a nd is 
printed in four colors. 
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General Ele f'tric Calendar, 1925 

calendar ' by the printing, on each page, of the 
preceding a nd .following months- thu showing a 
quarter of the year at a single gla nce. 

Store A rrangement 

Only of late years has the reta il 
electri cal trade a wakened to the la rge 
fin a ncia l value of correct store ar­
rangement. A general movement in 
thi s direction is gaining much of its 
impetus through the earn est and 

· expert efforts of G-E Sales Service. Uti lity and publicity are admir­
ably united in a 13-page calenda r 
issued for the use of a ll General 
Electric offices and for the Com­
pany's principal customers. Month 
by month, la rge pictures of G-E 
apparatus , or merchandise are 
shown with brief descriptive t ext 
- a matter of interest to office 
caller and a constant reminder 
to the organization, of the Com­
pany ' accomplishments. Addi­
tional value 1s given to thi s 

Desig n o,f"National MAZDA Lamp Calendar 
for 1924, painted by Philip Lyford a ncl 

reproclu.cecl in four colors 

The electrical dealer who con­
templates remodeling his store, or. 
movin g to a new location , is often 
confronted with the very se rious 
problem of how best to put every 
inch of spaee to the most profita ble 
use. His salesmanship needs to be 
supplemented by modern setting. 
This setting, with its possibilities 
of larger business , he can obtain­
through the nearest District Office 
- from G-E Sales Service. 
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Design of Edison MAZDA Lamp Calendar for 1925, painted 
by Maxfield Parrish and reproduced in colors 

National Mazda lamp dealers will add a decora- 

tive and sales-promoting touch to store or office 

through the new Philip Lyford calendar. They will 

ialso find, back of the date pad, a 

fund of information as to lamp 

merchandising, lighting recipes, 

lamp lists, and suggestions for 

factory and store installations. The 

calendar is 25 by 38 inches, and is 

printed in four colors. 

Utility and publicity are admir- 

ably united in a 13-page calendar 

issued for the use of all General 

Electric offices and for the Com- 

pany's principal customers. Month 

by month, large pictures of G-E 

apparatus, or merchandise are 

shown with brief descriptive text 

—a matter of interest to office 

callers and a constant reminder 

to the organization, of the Com- 

pany's accomplishments. Addi- 

tional value is given to this 
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Design of National MAZDA Lamp Calendar 
for 1924, painted by Philip Lyford and 

reproduced in four colors 

General Electric Calendar, 1925 

calendar by the printing, on each page, of the 

preceding and following months—thus showing a 

quarter of the year at a single glance. 

Store Arrangement 

Only of late years has the retail 

electrica 11 rade awakened to the large 

financial value of correct store ar- 

rangement. A general movement in 

this direction is gaining much of its 

impetus through the earnest and 

expert efforts of G-E Sales Service. 

The electrical dealer who con- 

templates remodeling his store, or 

moving to a new location, is often 

confronted with the very serious 

problem of how best to put every 

inch of space to the most profitable 

use. His salesmanship needs to be 

supplemented by modern setting. 

This setting, with its possibilities 

of larger business, he can obtain— 

through the nearest District Office 

—from G-E Sales Service. 
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Example of drawings accompanying store arrangement service. These include (1) Design for single window; 
(2) Interior arrangement for store with alcove; (3) Floor plan of ty pical store; (4) Interior arrangem ent of com er 
store; (5) lnt,e rior arra ngement, for store with gallery; (6) Design for douhle window 

There are certain basic principles which are appli­
cable to every store; these are made the foundation of 
more specific suggestions for each separate problem. 
In every case the right planning of the store begins 
at the sidewalk. The dealer is shown, by word and 
picture, how his 'vindows hould be built or remodeled, 
how the whole front should be decorated, where his 
electric ·sign should be hung, and how to obtain the 
greatest advantage from his location. 
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On a floor plan, carefully made to scale, the 
location of each show case, counter, section of 
shelving, and product is exactly indicated. The 
layout depends entirely on the shape and size of the 
store and is the most important part of the service. 
Consideration is a lso given to the nature of the 
business- whether large appliances are especially 
featured or the bulk of trade is in lamps, commodities, 
table ware, and other items of comparatively small 

Example of drawings accompanying store arrangement service. These include (1) Design for single window; 
(2) Interior arrangement for store with alcove; (3) Floor plan of typical store; (4) Interior arrangement of corner 
store; (5) Interior arrangement for store with gallery; (6) Design for double window 

There are certain basic princi])les which are appli- 

cable to every store; these are made the foundation of 

more specific suggestions for each separate problem. 

In every case the right planning of the store begins 

at the sidewalk. The dealer is shown, by word and 

picture, how his windows should be built or remodeled, 

how the whole front should be decorated, where his 

electric sign should be hung, and how to obtain the 

greatest advantage from his location. 

On a floor plan, carefully made to scale, the 

location of each show case, counter, section of 

shelving, and product is exactly indicated. The 

layout depends entirely on the shape and size of the 

store and is the most important part of the service. 

Consideration is also given to the nature of the 

business—whether large appliances are especially 

featured or the bulk of trade is in lamps, commodities, 

table ware, and other items of comparatively small 
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Publication Rack for Dealers' Use 

size. In each case, there is a style of furnishing best 
adapted to that particular store and an exact location 
where each case, counter, and display will effect 
the largest sales. All these matters are clearly 
indicated to the client. 

A specific example will be in point: A contractor­
dealer is moving to a better business section of his 
town. The new location, formerly a clothing store, 
has an irregular shape with two prominent posts 
that are part of the structure of the building. The 
windows are of a bold-fashioned flat type. The dealer, 
anxious to capitalize his position on a busy business 
block, applies to his G-E Distributor for store arrange­
ment suggestions. If his application is approved, it is 
ent, with full information, floor plan, dimensions,etc., 

to the Sales Service experts, who analyze the whole 
ituation before making their recommendations. 

These recommendations take the form of detailed 
advice covering every aspect of store arrangement 
with particular application to the conditions which 
the client must meet. In addition, a set of water 
color drawings is furnished covering respectively the 

Repair Tickets and Price Card 
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front elevation, details of exterior and window 
construction, treatment of interior posts, floor plan 
of display, side wall arrangement, and any other 
information that will help to create a modern, 
attractive store. 

It has been demonstrated again and again that 
the public will pass by the store that is obsolete in 
its arrangement and will make its purchases where 
goods are displayed to the best advantage. Such dis­
play, therefore, directly promotes the business of mer­
chants who .handle G-E products. 

Specialty Display Advertising 

Important group conventions within the General 
Electric organization and electrical shows, which 

Miniature model of the Home of a Hundred Comforts. This 
model shows the completed exterior only and is a preliminary 
study to the sectional views shown on page 70 

are held with increasing frequency in various parts 
of the country, furnish unusual opportunities for the 
exhibition of special displays of an educational or 
advertising nature- all directly stimulative of sales. 

Of greatest importance in the 19~4 program and 
supplementing the printed "Home of a Hundred 
Comforts," is its visualization in three dimensions­
a model ho.use two feet high and duplicating in the 
finest detail its every feature of structure, lighting, 
and wiring. In addition to a model exterior, each 
of the three floors has been separately constructed 
in order to permit a minute examination of every 
room. In each of these sections the lights are con­
trolled by gangs of switches located in the base of the 
model and corresponding in function to the switches 
which are shown installed throughout the house. 

The effect of the display, which represents the work 
of a skilled craftsman for nearly a year, is made more 
realistic by the miniature furniture, pictures, and 
appliances that are built to exact scale. As a center 
of attention and source of information on house-

rv "IMJ- 

Publication Rack for Dealers' Use 

size. In each case, there is a style of furnishing best 

adapted to that particular store and an exact location 

where each case, counter, and display will effect 

the largest sales. All these matters are clearly 

indicated to the client. 

A specific example will be in point: A contractor- 

dealer is moving to a better business section of his 

town. The new location, formerly a clothing store, 

has an irregular shape with two prominent posts 

that are part of the structure of the building. The 

windows are of a bold-fashioned flat type. The dealer, 

anxious to capitalize his position on a busy business 

block, applies to his G-E Distributor for store arrange- 

ment suggestions. If his application is approved, it is 

sent, with full information, floor plan, dimensions,etc., 

to the Sales Service experts, who analyze the whole 

situation before making their recommendations. 

These recommendations take the form of detailed 

advice covering every aspect of store arrangement 

with particular application to the conditions which 

the client must meet. In addition, a set of water 

color drawings is furnished covering respectively the 
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front elevation, details of exterior and window 

construction, treatment of interior posts, floor plan 

of display, side wall arrangement, and any other 

information that will help to create a modern, 

attractive store. 

It has been demonstrated again and again that 

the public will pass by the store that is obsolete in 

its arrangement and will make its purchases where 

goods are displayed to the best advantage. Such dis- 

play, therefore, directly promotes the business of mer- 

chants who handle G-E products. 

Specialty Display Advertising 

Important group conventions within the General 

Electric organization and electrical shows, which 
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Repair Tickets and Price Card 

Miniature model of the Home of a Hundred Comforts. This 
model shows the completed exterior only and is a preliminary 
study to the sectional views shown on page 70 

are held with increasing frequency in various parts 

of the country, furnish unusual opportunities for the 

exhibition of speciul displays of an educational or 

advertising nature—all directly stimulative of sales. 

Of greatest importance in the 1924 program and 

supplementing the printed "Home of a Hundred 

Comforts," is its visualization in three dimensions— 

a model house two feet high and duplicating in the 

finest detail its every feature of structure, lighting, 

and wiring. In addition to a model exterior, each 

of the three floors has been separately constructed 

in order to permit a minute examination of every 

room. In each of these sections the lights are con- 

trolled by gangs of switches located in the base of the 

model and corresponding in function to the switches 

which are shown installed throughout the house. 

The effect of the display, which represents the work 

of a skilled craftsman for nearly a year, is made more 

realistic by the miniature furniture, pictures, and 

appliances that are built to exact scale. As a center 

of attention and source of information on house- 



wmng, this model Home of a Hundred Comforts 
will perform a vigorous and effective missionary 
function and will enlighten its thousands as to the 
desirability and even necessity of complete house­
w1r111g. 

As a further contribution to good-lighting promo­
tion, with specific reference to Edison MAZDA lamps, 
house miniatures have been built consisting of five 
rooms imperfectly lighted and of the same rooms 
with correct modern illumination . The contrast in 
effects is startling to audiences that are not ac­
quainted with the power of light to alter the appear­
ance and the visual comfort of a home. 

Another miniature exhibit shows a factory with 
old-style lights in contrast with the same floor and 
machinery under the glow of modern lighting 

E:xterior of second story section of model Home of a Hundred Comforts 

practice. For the instruction of merchants, a model 
show window has been arranged that shows the dis­
tortion produced by badly arranged lights and the 
striking effects that result from correct installation. 
This display is contained in a case that is easily 
portable by hand. The larger exhibits, which cover 
a very wide lamp field, will be sent to important elec­
trical shows and commercial conventions, where, as 
experience has proved, they obtain their most far­
reaching results in the cause of electrical develop­
ment. 

For Edison MAZDA lamp agents who desire an 
especially striking display, a brilliantly _colored 
weatherproof muslin poster, 40 by 30 inches, has 
been designed. This can be used as a window back­
ground or store decoration and also for outside dis­
play on buildings and delivery trucks. Two car 
cards are also available. 
Advertising Specialties 

The following advertising 3pecialtics are furnish ed 
to National lVlAZDA lamp dealers at the actual low 
cost made possible by quantity buying. A dis­
criminating use of these souvenirs will hold and 
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increase the good will of regula r customers and will 
go far toward procuring new business. They are a 
constant reminder of National MAZDA lamps and of 
the dealer from whom the lamps can be procured. 
They are fully described and illustrat ed on pages 
40 to 4~ of the "Pie Book" for 19~4. Orders for 
these specialties should be addressed to National 
Lamp Works of General Electric Company, Nela 
Park, Cleveland, Ohio. 

Key Chain (lwo styles) . . . . . . . Price, 1.5 cents :111d -25 eents 
" Keylainer ' with impri nt. . .. Price, 25 ren ts (without imprint, 18 cents) 
Paper Weight. . . . . . . .. Price, 30 cents 
Paper Matches. . . . . . ..... . Price, 20 cen ts for 50 packets 
Golf Ba ll. . .. .. . . . ... .... . ........ Price, Mi cents 
White Lamp Candy Jar . . . . . Price, !115 cents 

The Edison Lamp Works of the General Electric 
Company, Harrison , N. J., supplie. the following 
advertising specialties to its agents at the prices 
quoted, on a minimum basis of 100 imprints of agent's 
name. Illustrations of these are shown on page 126 
of the Edison Blue Book, 19~4. 

Leather-Bound Note Book. . ....... . .. Priec, 1'2 ccn ts each 
Leather Key Case.. . . . . . . . . . . . . . Price, 10 cents each 
Tape Measure... . . . . . . . . . . . . .......... Price, 10 cen ts each 
lluler. . . . . . . . . . . . . . . . . . . . . . .. .. . l'riec, $3 per hundred 
"Mystic Oracle " .. ... . ... ..................... Price, $1 .. 50 per hundred 
Playing cards (in lots or WO or Jllore) . . . . . . Price, 'rn CC'llls per pack 

For store and display use, the National Lamp 
Works offers its dealers a number of specialties, 
more particularly described in the "Pie Book " for 
19~4 , pages 44 and 45. 

Exterior <>./'first floor section <>./'model Home <>./ a Hundred Comforts 

wiring, this model Home of a Hundred Comforts 

will perform a vigorous and effective missionary 

function and will enlighten its thousands as to the 

desirability and even necessity of complete house- 

wiring. 

As a further contribution to good-lighting promo- 

tion, with specific reference to Edison Mazda lamps, 

house miniatures have been built consisting of five 

rooms imperfectly lighted and of the same rooms 

with correct modern illumination. The contrast in 

effects is startling to audiences that are not ac- 

quainted with the power of light to alter the appear- 

ance and the visual comfort of a home. 

Another miniature exhibit shows a factory with 

old-style lights in contrast with the same floor and 

machinery under the glow of modern lighting 
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Exterior of second story section of model Home of a Hundred Comforts 

practice. For the instruction of merchants, a model 

show window has been arranged that shows the dis- 

tortion produced by badly arranged lights and the 

striking effects that result from correct installation. 

This display is contained in a case that is easily 

portable by hand. The larger exhibits, which cover 

a very wide lamp field, will be sent to important elec- 

trical shows and commercial conventions, where, as 

experience has proved, they obtain their most far- 

reaching results in the cause of electrical develop- 

ment. 

For Edison Mazda lamp agents who desire an 

especially striking display, a brilliantly colored 

weatherproof muslin poster, 40 by 30 inches, has 

been designed. This can be used as a window back- 

ground or store decoration and also for outside dis- 

play on buildings and delivery trucks. Two car 

cards are also available. 

Advertising Specialties 

The following advertising specialties are furnished 

to National Mazda lamp dealers at the actual low 

cost made possible by quantity buying. A dis- 

criminating use of these souvenirs will hold and 
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Interior of first floor section of model Home of a Hundred Comforts 

increase the good will of regular customers and will 

go far toward procuring new business. They are a 

constant reminder of National Mazda lamps and of 

the dealer from whom the lamps can be procured. 

They are fully described and illustrated on pages 

40 to 42 of the "Pie Book" for 1924. Orders for 

these specialties should be addressed to National 

Lamp Works of General Electric Company, Nela 

Park, Cleveland, Ohio. 

Key Chain (two styles) Price, 15 cents and 25 cents 
" Keytainer" with imprint Price, 25 cents (without imprint, 18 cents) 
PaperWeight Price, 30 cents 
Paper Matches Price, 20 cents for 50 packets 
Golf Ball Price, 46 cents 
White Lamp Candy Jar  Price, 25 cents 

The Edison Lamp Works of the General Electric 

Company, Harrison, N. J., supplies the following 

advertising specialties to its agents at the prices 

quoted, on a minimum basis of 100 imprints of agent's 

name. Illustrations of these are shown on page 126 

of the Edison Blue Book, 1924. 

Leather-Bound Note Book  Price, 12 cents each 
Leather Key Case Price, 10 cents each 
Tape Measure  Price, 10 cents each 
Ru'er  Price, $3 per hundred 
" Mystic Oracle"  Price, $1.50 per hundred 
Playing cards (in lots of 100 or more) Price, 40 cents per pack 

For store and display use, the National Lamp 

Works offers its dealers a number of specialties, 

more particularly described in the "Pie Book" for 

1924, pages 44 and 45. 
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Miniature home-lighting exhibit 

The Edison Lamp Works a lso supplies a tape 
machine for wrapping packages. For description 
see Edison Blue Book, page 127, price, $4.00. 

Newspaper Advertising- Dealers' Service 

For the benefit of dealers in G-E commodities, 
motors, wiring material, and the like, a newspaper 
advertising service is maintained free of a ll charge. 
On request, electrotypes covering a large variety 
of products, mortised for the dealer's name and 
addres , will be supplied at very short notice. 
These advertisements can be furnished in one­
column, two-column, or three-column size. For 
list of avai lable electrotypes, address Publicity 
Department, General Electric Company, Schenec­
tady, N . Y. 

Mi11ia/,1,1re exhibit of incorrect and correct 
industrial illwninat,ion 

The value 'of these electrotypes should be made 
clear to contractors and dealers who handle General 
Electric material. Newspaper advertisements, ca rry­
ing the G-E monogram, give prestige to t he rnerclrnut 
whose name is associated with the Company's prod­
ucts, and tie in his publicity with the national pub­
licity of General Electric. 

For newspaper electrotypes featuring Edison 
:MAZDA lamps, consult the Edison Blue Book, 19~4, 
pages 99 to 104, and address Publicity Department, 
Edison Lamp ' Vorks of General E lectric Company, 
Harrison, N . J . 

For newspaper electrotypes featuring National 
MAZDA lamps, consult the "Pie Book," pages 36 to 
39, and address National Lamp ·works of General 
Electric Company, Nela Park, Cleveland, Ohio. 

"Suit case exhibit." A portable but complete exposition 
of Lighting principles 
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Miniature home-lighting exhibit 

The Edison Lamp Works also supplies a tape 

machine for wrapping packages. For description 

see Edison Blue Book, page 127, price, $4.00. 

Newspaper Advertising—Dealers' Service 

For the benefit of dealers in G-E commodities, 

motors, wiring material, and the like, a newspaper 

advertising service is maintained free of all charge. 

On request, electrotypes covering a large variety 

of products, mortised for the dealer's name and 

address, will be supplied at very short notice. 

These advertisements can be furnished in one- 

column, two-column, or three-column size. For 

list of available electrotypes, address Publicity 

Department, General Electric Company, Schenec- 

tady, N. Y. 

Miniature exhibit of incorrect and correct 
industrial illumination 

The value of these electrotypes should be made 

clear to contractors and dealers who handle General 

Electric material. Newspaper advertisements, carry- 

ing the G-E monogram, give prestige to the merchant 

whose name is associated with the Company's prod- 

ucts, and tie in his publicity with the national pub- 

licity of General Electric. 

For newspaper electrotypes featuring Edison 

Mazda lamps, consult the Edison Blue Book, 1924, 

pages 99 to 104, and address Publicity Department, 

Edison Lamp Works of General Electric Company, 

Harrison, N. J. 

For newspaper electrotypes featuring National 

Mazda lamps, consult the "Pie Book," pages 36 to 

39, and address National Lamp Works of General 

Electric Company, Nela Park, Cleveland, Ohio. 

A 

"Suit case exhibit." A portable but complete exposition 
of lighting principles 
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DESCRIPTIVE 
BULLETINS 

T
HE descriptive bulletin in its various forms 
is, in many cases, the first medium of con­
tact with a prospective customer. It is the 
most widely used type of publication issued 

for the purpose of informing engineers, salesmen and 
customers as to changes in the design and construction 
of G-E apparatus and supplies and as to other new 
developments. It is made up in four different forms: 

1. Preliminary Bulletin- This is issued before 
the development of the apparatus is complete. It is 
usually produced in multigraph form and is eventu­
ally reissued as a printed standard bulletin. 

~. Standard Bulletin- This form is without 
decoration. It has a uniform arrangement of title 
page and list of District Offices, and is intended to 
give a concise, logical description and analysis of 
standard apparatus and supplies. 

3. Descriptive Sheet- This is a condensed form of 
bulletin especially adapted to diagrammatic arrange-
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ment of descriptive matter. It is of convenient form 
for enclosure in correspondence. 

4. Ornamental Bulletin- Ornamental bulletins are 
issued when decorative effects are desirable for com­
mercial reasons. Each publication of this class is indi­
vidually designed both as to cover and interior arrange­
ment, and is usually printed in two or more colors. 

The production of bulletins is in charge of 
technical writers of the Publicity Department. The 
text may be prepared and the illustrations selected 
either by the Engineering or Commercial depart­
ments interested, or by both; by the collaboration of 
engineers, commercial men and technical writers; or 
by the technical writers alone. 

The editing of text, selection of stock, and 
arrangements of illustrations are handled by technical 
writers who also secure the approval of the Engineer­
ing, Commercial, Patent, and Law departments 
before sending the bulletin to press . 

Descriptive Sheets 
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DESCRIPTIVE 

BULLETINS 

THE descriptive bulletin in its various forms 

is, in many cases, the first medium of con- 

tact with a prospective customer. It is the 

most widely used type of publication issued 

for the purpose of informing engineers, salesmen and 

customers as to changes in the design and construction 

of G-E apparatus and supplies and as to other new 

developments. It is made up in four different forms: 

1. Preliminary Bulletin—This is issued before 

the development of the apparatus is complete. It is 

usually produced in multigraph form and is eventu- 

ally reissued as a printed standard bulletin. 

2. Standard Bulletin—This form is without 

decoration. It has a uniform arrangement of title 

page and list of District Offices, and is intended to 

give a concise, logical description and analysis of 

standard apparatus and supplies. 

3. Descriptive Sheet—This is a condensed form of 

bulletin especially adapted to diagrammatic arrange- 

ment of descriptive matter. It is of convenient form 

for enclosure in correspondence. 

4. Ornamental Bulletin—Ornamental bulletins are 

issued when decorative effects are desirable for com- 

mercial reasons. Each publication of this class is indi- 

vidually designed both as to cover and interior arrange- 

ment, and is usually printed in two or more colors. 

The production of bulletins is in charge of 

technical writers of the Publicity Department. The 

text may be prepared and the illustrations selected 

either by the Engineering or Commercial depart- 

ments interested, or by both; by the collaboration of 

engineers, commercial men and technical writers; or 

by the technical writers alone. 

The editing of text, selection of stock, and 

arrangements of illustrations are handled by technical 

writers who also secure the approval of the Engineer- 

ing, Commercial, Patent, and Law departments 

before sending the bulletin to press. 
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CATALOGUES 

B
ACK of every business with a na tiona l 

distribution is some one publication which 
is the backbone of tha t compa ny's a dver­
t ising. Such a publication should t ell what 

the company has t o sell , how it can be obta ined, and 
its app roximate cost. 

General E lectric Cata logue 
GOOI A is published every two 
yea r s . Th is ca t a log ue fur­
nishes a representative listing of 
t he prod uct of the General Elec­
t ri c Co m pan y, ob t a in ab le 
t hrough its sales offices and dis­
t ribu tor . The information on 
supplies and merchandise also in­
cl udes identification for ordering 
and , in most cases, prices. The 
book is eight inches by t en and 
a half, a nd is approximately two 
inches t hick. It contains 1160 
pages, bound in full blue cloth 
printed in orange. The book is 
completely indexed, containing 
an Index to Subject and an 
Index to Catalogue N umbers; 
it is a lso con veniently thumb­
indexed by material listed. In­
structions a re given to facilitate 
th e placing of orders, and where 
it is believed that they will be 
of value, diagrams of dimen­
sions and connections a re given for reference. 

' R a ilway Supplies Cata logue 6002 briefl y des­
cribes standa rd rolling stock for surface and under­
g round electri c railways and li st s th e appa ratus 
employed. It also lists devices fo r supporting, con­
necting, and protecting the distribution system , and 
appliances t o facilita te repair and m aintenance. 

- 74 

This cata logue does not contain prices, but price 
supplements- for estimating purposes only- are 
issued quarterly . This book is eight inches by ten 
and a half, and a little more than an inch thick. 
It conta ins 532 pages, and is attractively bound in 

full green cloth printed in yellow. 
This cata logue is completely 
indexed by subjects and cata­
logue numbers, as well as con­
veniently t humb-indexed by 
materia l listed , a nd has become 
the t ext book on equipment 
st andards among operators of 
s urface a nd min e e lec tri c 
ra ilways. 

El ect ri ca l Co ntrac t ors' 
Catalogue 6008 issued on behalf 
of the General Electric Com­
pany's M erchandise D epartment 
is planned t o promote that 
department's purpose of pro­
viding the best service to 
electrical contractors. The book 
includes all st aple materials 
required for a n electrical instal­
la tion, t ogether wi th much 
reference data of use to the 
qualified practical contractor. 
This cata logue is submitted to 
t he electri ca l contractor of the 
Uni ted States to help t hem in 

their everyday work. It conta ins 384 pages and is 
approxima t ely four inches by six, a nd a n inch thick, 
side opening. It is bound in blue fabrokoid stamped 
in gold , is fl ex ible a nd fits handily in to t he pocket. 

It is t he consensus of opinion t hat these three 
catalogues are the best of their kind we have ever 
published. In them the General Electric Company 
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ACK of every business with a national 

distribution is some one publication which 

is the backbone of that company's adver- 

tising. Such a publication should tell what 

the company has to sell, how it can be obtained, and 

its approximate cost. 

General Electric Catalogue 

6001A is published every two 

years. This catalogue fur- 

nishes a representative listing of 

the product of the General Elec- 

tric Company, obtainable 

through its sales offices and dis- 

tributors. The information on 

supplies and merchandise also in- 

cludes identification for ordering 

and, in most cases, prices. The 

book is eight inches by ten and 

a half, and is approximately two 

inches thick. It contains 1160 

pages, bound in full blue cloth 

printed in orange. The book is 

completely indexed, containing 

an Index to Subjects and an 

Index to Catalogue Numbers; 

it is also conveniently thumb- 

indexed by material listed. In- 

structions are given to facilitate 

the placing of orders, and where 

it is believed that they will be 

of value, diagrams of dimen- 

sions and connections are given for reference. 

Railway Supplies Catalogue 6002 briefly des- 

cribes standard rolling stock for surface and under- 

ground electric railways and lists the apparatus 

employed. It also lists devices for supporting, con- 

necting, and protecting the distribution system, and 

appliances to facilitate repair and maintenance. 
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This catalogue does not contain prices, but price 

supplements—for estimating purposes only—are 

issued quarterly. This book is eight inches by ten 

and a half, and a little more than an inch thick. 

It contains 532 pages, and is attractively bound in 

full green cloth printed in yellow. 
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veniently thumb-indexed by 
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of the General Electric Com- 
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is planned to promote that 

department's purpose of pro- 

viding the best service to 

electrical contractors. The book 
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required for an electrical instal- 
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reference data of use to the 

qualified practical contractor. 

This catalogue is submitted to 

the electrical contractors of the 
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their everyday work. It contains 384 pages and is 

approximately four inches by six, and an inch thick, 
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published. In them the General Electric Company 
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C-E Wiring Device Catalog ue . 
b leclrical Conlractors' Ca t.alogue 

Catalog ue of Railway Supplies 

C-E Diary for 1924 

places before the trade a t least a representation of 
the entire product of the Company ; General Electric 
Catalogue 6001A taking care of the needs of 
general customers, while 1-la ilway Supplies Cat alogue 
6002 a nd Electrical Contractors' Cata logue 6008 
take care in deta il of the highly specialized require­
ments of ra ilways a nd contractors respectively . 

G-E Insula ting M ateri a ls Cat alogue 6009 des­
cribes and li st s wi t h complete information for 
ordering the Insula ting M ateria ls placed on the 
market by the General Electric Company . These 
insulating materi als a re identical with those made by 
the company for its own use. 

While the General Electric Company is always 
prepared to furnish a va riety of wiring devices for 
every electrical requirement, it joins the Division of 
Simplified Practice of the United States D epartment 
of Commerce in urging customers to adjust their 
requirements to the use of st aple devices regula rl y 

75 

Dia ry, 1924, prepa red for lntem atiunul 
General E lectric Company 

carried in stock. To assist in thi direction, a revised 
Cata logue of ·wiring D evices ha.5 been prepa red for 
customer use. 

In this book, the devices best serving t heir 
respective purposes have been reta ined and a ll 
others comparable in purpose have been eliminated. 
D evices for which the general need is questionable 
have been identified as specia l devices subject to 
the delays incid ent to t he manufacture of non­
stock items. 

In this connection may be ment ioned t h<" prep­
aration of dia ries for distribution to customers a nd 
other fri ends of the General Electric Company and 
th e Interna tional General Electric Company . These 
souvenirs, which create much good will contain a 
considerable amount of miscellaneous information 
and a lso dat a as to the electrical industry . They are 
issued annua lly a nd a re highly appreciated by t he 
recipients. 
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Catalogue of Railway Supplies 

G-E Diary for 1924 

places before the trade at least a representation of 

the entire product of the Company; General Electric 

Catalogue 6001A taking care of the needs of 

general customers, while Railway Supplies Catalogue 

6002 and Electrical Contractors' Catalogue 6008 

take care in detail of the highly specialized require- 

ments of railways and contractors respectively. 

G-E Insulating Materials Catalogue 6009 des- 

cribes and lists with complete information for 

ordering the Insulating Materials placed on the 

market by the General Electric Company. These 

insulating materials are identical with those made by 

the company for its own use. 

While the General Electric Company is always 

prepared to furnish a variety of wiring devices for 

every electrical requirement, it joins the Division of 

Simplified Practice of the United States Department 

of Commerce in urging customers to adjust their 

requirements to the use of staple devices regularly 

Diary, 1924, prepared for International 
General Electric Company 

carried in stock. To assist in this direction, a revised 

Catalogue of Wiring Devices has been prepared for 

customer use. 

In this book, the devices best serving their 

respective purposes have been retained and all 

others comparable in purpose have been eliminated. 

Devices for which the general need is questionable 

have been identified as special devices subject to 

the delays incident to the manufacture of non- 

stock items. 

In this connection may be mentioned the prep- 

aration of diaries for distribution to customers and 

other friends of the General Electric Company and 

the International General Electric Company. These 

souvenirs, which create much good will contain a 

considerable amount of miscellaneous information 

and also data as to the electrical industry. They are 

issued annually and are highly appreciated by the 

recipients. 
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HANDBOOK SERVICE 

T
HE term "Handbooks" is commonly used 
by General Electric men as meaning sales­
men's looseleaf selling data. Such informa­
tion includes prices, ratings, weights and 

other technical data, special sales features, descrip­
tions and illustrations. 

Although primarily intended for the General 
Electric sales organization, some of the books a.re 
quite widely distributed to our customers. For 
example, approximately 10,000 Motor Pricebooks 
are sent to customers, principally machinery manu­
facturers and motor agents. The Industrial Control 
Handbook has a similar external distribution of 
approximately 5600 names. Our G-E distributor~ 
are provided with "GED" sheets covering those 
products marketed, in whole or in part, by their 
organization. These sheets are used by the Dis­
tributor's salesmen and are a direct reprint of the 
General Electric Agents' Handbook sheets but dupli­
cated on an 8)1 by 10 in. size which is the Distribu­
tors' standard. 

Some of the handbooks are of little interest to 
the sales organization. For example, the Tele-

Turbines 
Oc-netettOl'S 

.\\.oror-Gcl'U."'r~tors 
Convc..~ners cu.: 

Rallwdy 
Equip ment 

graphic Code Books are useful only to individuals 
in the factories and offices, who are responsible for 
the transmission of telegraphic messages. The 
Western Electric Handbooks which con ist of selected 
sheets from General Electric Handbooks are pre­
pared for Western Electric Salesmen and their Agents 
through whom our products are sold. 

The Handbook Section of the Publicity Depart­
ment is responsible for the compilation, editing 
and supervision of printing of the data for all the 
looseleaf handbooks. Other publications such as 
price lists, switchboard bulletins, booklets, folders, 
etc., substantially duplicating handbook sheets, 
are also prepared by the Handbook Section. 

Superseded files of handbook sheets are main­
tained for reference and prove of considerable value 
for appraising old apparatus, following the course of 
prices in past year3, or occasionally checking the 
published electrical characteristics of old apparatus 
a.s compared with the newer designs. 

The aim of the Handbook system primarily is 
to place in the Salesmen's hands all the information 
required to make sales. If at any time the salesman 

Motors and. 
Control 
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HANDBOOK SERVICE 

THE term "Handbooks" is commonly used 

by General Electric men as meaning sales- 

men's looseleaf selling data. Such informa- 

tion includes prices, ratings, weights and 

other technical data, special sales features, descrip- 

tions and illustrations. 

Although primarily intended for the General 

Electric sales organization, some of the books are 

quite widely distributed to our customers. For 

example, approximately 10,000 Motor Pricebooks 

are sent to customers, principally machinery manu- 

facturers and motor agents. The Industrial Control 

Handbook has a similar external distribution of 

approximately 5600 names. Our G-E distributors 

are provided with "GED" sheets covering those 

products marketed, in whole or in part, by their 

organization. These sheets are used by the Dis- 

tributor's salesmen and are a direct reprint of the 

General Electric Agents' Handbook sheets but dupli- 

cated on an 83^ by 10 in. size which is the Distribu- 

tors' standard. 

Some of the handbooks are of little interest to 

the sales organization. For example, the Tele- 

graphic Code Books are useful only to individuals 

in the factories and offices, who are responsible for 

the transmission of telegraphic messages. The 

Western Electric Handbooks which consist of selected 

sheets from General Electric Handbooks are pre- 

pared for Western Electric Salesmen and their Agents 

through whom our products are sold. 

The Handbook Section of the Publicity Depart- 

ment is responsible for the compilation, editing 

and supervision of printing of the data for all the 

looseleaf handbooks. Other publications such as 

price lists, switchboard bulletins, booklets, folders, 

etc., substantially duplicating handbook sheets, 

are also prepared by the Handbook Section. 

Superseded files of handbook sheets are main- 

tained for reference and prove of considerable value 

for appraising old apparatus, "following the course of 

prices in past years, or occasionally checking the 

published electrical characteristics of old apparatus 

as compared with the newer designs. 

The aim of the Handbook system primarily is 

to place in the Salesmen's hands all the information 

required to make sales. If at any time the salesman 
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is hampered in his work by a lack of certain data, 
a service would be rendered to the organization 
as a whole if the circumstance were called to the 
attention of the Handbook Section of the Publicity 
Department. 

The following is a list of handbooks which have a 
limited distribution to individuals outside the organi­
zation, as well as to General Electric men: 

H ANDBOOK 

WITCHBOARD H ANDBOOK 

MOTOR P RICEBOOK 

MAcnINE T ooL D ATA BooK 

CRANE AND H orsT D ATA BooK 

MOTOR AGENCY POWER MANUAL 

CON T E ' T S 

General sales information on switchboard3 
and switchboard devices. 

Sales information on stationary motors. 

Data on machine tool motors and control. 

Data on crane and hoist motors and 
control. 

Primarily for use by motor agents to 
acquaint them with the application of 
motors to the varitn1s industries. 

I NDUSTRIAL CONTROL H ANDBOOK Sales i nformation on I ndustrial Cont rol 
devices. 

AGENTS' HANDBOOKS COYERING-

Transformers Sales data on transformers. · 

Regulators Sales data on regulators. 

Lightning Arresters Sales data on lightning arresters. 

Sta tic Condensers Sales data on static condensers. 

Agents Hdlldbooi.s 

AGENTS' H ANDBOOKS CovERING- (Continued) 
M eters, Instruments and lnstru- Sales data on meters, instruments and 

ment Tra nsformers instrument transformers. 

Switchboard D evices Sales data on switches, relays, etc. 

Street Lighting Equipment Sales data on street lighting equipment. 

Ba ttery Cha rging Equipmen t 

R ectifiers 

Industria l H eating 

Wire a nd Cable 

Sales data on battery charging equipment. 

Sales data on rectifiers. 

Sales data on industricil heating. 

Sales data on wire and cable. 

Parts for M otors a nd Genera tors Sales data on parts for motors and gen­
erators. 

Line M a ter ial 

R a il Bonds 

R a ilway Supplies 

Mine Locomot ive P arts 

M ERCHAN DISE PRODUCTS-

Electric F a ns 

Tungar R ectifiers 

Tra nsformer Specia lties 

Code W ire 

Wiring D evices 

Conduit Products 

Insula ting M a terial 

Selling data on line. material. 

Selling data on rail bonds. 

Selling data on equipment for railway 
service and railway motor parts . 

Selling data on mine locomotive parts. 

Sales data on electric fans. 

Sales data on Tungar rectifiers. 

Sales data on transformer specialties. 

Sales data on code wires. 

S ales data on wiring detices. 

Sales data on conduit products. 

Sales data on insulating material. 

Handbooks on other products and subject s not 
listed above are available to the General Electric 
organization and can be obtained by following the 
established routine in the District Office for ordering 
handbooks. 

Mtscel\d.neous 
Handbooks 

Miscellaneous Handbooks 
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is hampered in his work by a lack of certain data, 

a service would be rendered to the organization 

as a whole if the circumstance were called to the 

attention of the Handbook Section of the Publicity 

Department. 

The following is a list of handbooks which have a 

limited distribution to individuals outside the organi- 

zation, as well as to General Electric men; 

HANDBOOK 

Switchboard Handbook 

Motor Pricebook 

Machine Tool Data Book 

Crane and Hoist Data Book 

Motor Agency Power Manual 

Industrial Control Handbook 

Agents' Handbooks Covering— 

Transformers 
Regulators 
Lightning Arresters 
Static Condensers 

CONTENTS 

General sales information on switchboards 
and switchboard devices. 

Sales information on stationary motors. 

Data on machine tool motors and control. 

Data on crane and hoist motors and 
control. 

Primarily for use by motor agents to 
acquaint them with the application of 
motors to the various industries. 

Sales information on Industrial Control 
devices. 

Sales data on transformers. ■ 
Sales data on regulators. 
Sales data on lightning arresters. 
Sales data on static condensers. 

Agents' Handbooks Covering— 
Meters, Instruments and Instru- 

ment Transformers 
Switchboard Devices 
Street Lighting Equipment 
Battery Charging Equipment 
Rectifiers 
Industrial Heating 
Wire and Cable 
Parts for Motors and Generators 

Line Material 
Rail Bonds 
Railway Supplies 

Mine Locomotive Parts 

Merchandise Products— 

Electric Fans 
Tungar Rectifiers 
Transformer Specialties 
Code Wire 
Wiring Devices 
Conduit Products 
Insulating Material 

{Continued) 
Sales data on meters, instruments and 

instrument transformers. 
Sales data on switches, relays, etc. 
Sales data on street lighting equipment. 
Sales data on battery charging equipment. 
Sales data on rectifiers. 
Sales data on industrial heating. 
Sales data on wire and cable. 
Sales data on parts for motors and gen- 

erators. 
Selling data on line material. 
Selling data on rail bonds. 
Selling data on equipment for railway 

service and railway motor parts. 
Selling data on mine locomotive parts. 

Sales data on electric fans. 
Sales data on Tungar rectifiers. 
Sales data on transformer specialties. 
Sales data on code wires. 
Sales data on wiring devices. 
Sales data on conduit products. 
Sales data on insulating material. 

Handbooks on other products and subjects not 

listed above are available to the General Electric 

organization and can be obtained by following the 

established routine in the District Office for ordering 

handbooks. 
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CATALOGUE NUMBERS, SUPPLY 
PART BULLETINS, CUSTOMERS' 
RENEWAL PARTS CATALOGUES, 

APPARATUS INSTRUCTIONS 

C
ATALOGUE numbers for assembled de­
vices and standard units a re assigned and 
issued in order to expedite the handling 
of products through the use of an ordering 

number which can be li st ed in ha ndbooks and general 
cata logues a nd carri ed on price cards di stribu ted to 
approximately sixty offi ces. They also serve Com­
mercia l, Engineering and F ac­
tory depa rtments by identify - · 
ing material in the routine of 
th eir work and in th e stock 
room. The numbers of t he 
fac tory designations a re used as 
far as possible as cata logue 
numbers. When assemblies or 

exception of that covering motors identified by 
Mod el N umbers, is issued in Supply P art Bulletin , 
which a re either printed, multigraph ed, mimeo­
graphed, or in ph ot ographic form , acco rding to the 
number required and any special conditions that 
may prevail. This form of information is issued for 
motors identified by model numbers when three or 

more motors of a model 
number have been shipped. 
These cat alogues a re also iden­
tified by the model numbers. 

A Supply P art Catalogue is 
a compila tion, in logical order, 
of the individual pa rts or unit 
assemblies of a piece of ap­
paratus, with complete factory 
designa tions for each item, 
assignment of number , and 
photographic illustra tions. 

combinations of mat erial to be 
cata logued are not covered by 
a d rawing list, drawing and 
group, or specification , it is 
necessary to assign an arbitrary 
cata logue number. These num­
bers a re issued on a notice sheet 
which for more than twenty -six 
years has been known as " Engi­
neering Advice on Catalogue 
N umbers. " Engineering Ad­
vices a re properly titl ed accord­
ing to the materia l covered, 

Cttst.um ers' Renewal Part Cuta log ue 

It is authorized by the ap­
propria t e Commercial D epart­
ment, often on recommendation 
of the Publicity Department, 
by which it is then prepared in 
consultation with the interested 
Commercial, Engineering, and 
F actory departments. 

and a complete description is given of t he device to 
which t he number is assigned together with its proper 
factory designa tion. In each case this must constitute 
complete identifying a nd manufacturing information. 
Requests for catalogue numbers in this class come 
from the Commercial or Engineering departments 
and a complet e file is ma inta ined. 

Supply P art Cat a logues facilita t e and increase 
business by assisting cust omers t o ident ify and to 
order required parts. This information, with the 
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Customers' R enewal Parts 
Cata logues a re a special service to individual customers 
and cover their individual equipment . They are issued 
for a ll domestic car equipm ents, locomoti ve and 
a utomatic switching equipments, and , on request , for 
la rge industri al equipments. They include supply 
pa rt information , index sheets, cata loo·ue numbers, 
and also car wiring, motor connection, and resistor 
diagrams. The facility with which these catalogues 
can be duplicated has been of the highest service to 
custom ers whose original catalogues have been lost 

CATALOGUE NUMBERS, SUPPLY 

PART BULLETINS, CUSTOMERS' 

RENEWAL PARTS CATALOGUES, 

APPARATUS INSTRUCTIONS 

ATALOGUE numbers for assembled de- 

vices and standard units are assigned and 

issued in order to expedite the handling 

of products through the use of an ordering 

number which can be listed in handbooks and general 

catalogues and carried on price cards distributed to 

approximately sixty offices. They also serve Com- 

mercial. Engineering and Fac- 

tory departments by identify- 

ing material in the routine of 

their work and in the stock 

room. The numbers of the 

factory designations are used as 

far as possible as catalogue 

numbers. When assemblies or 

combinations of material to be 

catalogued are not covered by 

a drawing list, drawing and 

group, or specification, it is 

necessary to assign an arbitrary 

catalogue number. These num- 

bers are issued on a notice sheet 

which for more than twenty-six 

years has been known as "Engi- 

neering Advice on Catalogue 

Numbers." Engineering Ad- 

vices are properly titled accord- 

ing to the material covered, 

and a complete description is given of the device to 

which the number is assigned together with its proper 

factory designation. In each case this must constitute 

complete identifying and manufacturing information. 

Requests for catalogue numbers in this class come 

from the Commercial or Engineering departments 

and a complete file is maintained. 

Supply Part Catalogues facilitate and increase 

business by assisting customers to identify and to 

order required parts. This information, with the 

RENEWAL PARTS 

FOR 

CAR EQUIPMENT 

GENERAL ELECTRIC COMPANY 

Customers' Renewal Part Catalogue 

exception of that covering motors identified by 

Model Numbers, is issued in Supply Part Bulletins, 

which are either printed, multigraphed, mimeo- 

graphed, or in photographic form, according to the 

number required and any special conditions that 

may prevail. This form of information is issued for 

motors identified by model numbers when three or 

more motors of a model 

number have been shipped. 

These catalogues are also iden- 

tified by the model numbers. 

A Supply Part Catalogue is 

a compilation, in logical order, 

of the individual parts or unit 

assemblies of a piece of ap- 

paratus, with complete factory 

designations for each item, 

assignment of numbers, and 

photographic illustrations. 

It is authorized by the ap- 

propriate Commercial Depart- 

ment, often on recommendation 

of the Publicity Department, 

by which it is then prepared in 

consultation with the interested 

Commercial, Engineering, and 

Factory departments. 

Customers' Renewal Parts 

Catalogues are a special service to individual customers 

and cover their individual equipment. They are issued 

for all domestic car equipments, locomotives and 

automatic switching equipments, and, on request, for 

large industrial equipments. They include supply 

part information, index sheets, catalogue numbers, 

and also car wiring, motor connection, and resistor 

diagrams. The facility with which these catalogues 

can be duplicated has been of the highest service to 

customers whose original catalogues have been lost 
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Examples o.f Instruction Books 

or destroyed by fire. The R enewal Parts Catalogue 
service for locomotives was inaugurated about the 
year 1907. There are now on fil e complete sets of 
index sheets of active outstanding catalogues. The 
Renewal Parts Catalogue for Car Equipment is sup­
plemented by the Engineering Data Rook for Car 
Equipment Maintenance. 

The purpose of the Model N um her System is to 
'limplify the preparation of quotations and execution 
of orders by grouping together all motors or generators 
identically alike both mechanically and electrically 
under one model number. The model number 
catalogues, in connection with the motor se rial number 
cross references to model numbers, facilitate the 

· ( u' 1111v1ill' 
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handling of orders and the reduction of expense by 
eliminating delays in the identification of orders, and 
also by enabling parts to be carried in warehouses by 
catalogue numbers and included in the price card 
system. 

Instrnction Books or Cards are attached to 
each piece of apparatus that leaves the factory. 
These cover installation, operation, care, and main­
tenance. While the original purpose of these publica­
tions was solely for the benefit of the customer, there 
has grown up a large demand for Instruction Books 
on the part of the Company's Sales Offices for use in 
promoting sales. In fact , more copies are used for 
this purpose than are needed for customer service. 

SpP«im en sheels .from S upply Part Ca talog ue 
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Examples of Instruction Books 

or destroyed by fire. The Renewal Parts Catalogue 

service for locomotives was inaugurated about the 

year 1907. There are now on file complete sets of 

index sheets of active outstanding catalogues. The 

Renewal Parts Catalogue for Car Equipment is sup- 

plemented by the Engineering Data Book for Car 

Equipment Maintenance. 

The purpose of the Model Number System is to 

simplify the preparation of quotations and execution 

of orders by grouping together all motors or generators 

identically alike both mechanically and electrically 

under one model number. The model number 

catalogues, in connection with the motor serial number 

cross references to model numbers, facilitate the 

handling of orders and the reduction of expense by 

eliminating delays in the identification of orders, and 

also by enabling parts to be carried in warehouses by 

catalogue numbers and included in the price card 

system. 

Instruction Books or Cards are attached to 

each piece of apparatus that leaves the factory. 

These" cover installation, operation, care, and main- 

tenance. While the original purpose of these publica- 

tions was solely for the benefit of the customer, there 

has grown up a large demand for Instruction Books 

on the part of the Company's Sales Offices for use in 

promoting sales. In fact, more copies are used for 

this purpose than are needed for customer service. 
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RADIO BROADCASTING 

T
HE radio broadcasting stations of the Gen­
eral Electric Company express its spirit of 
service in a form that has won warm appre­
ciation throughout the United States and 

in foreign lands. 
Station WGY at Schenectady and the more 

recently erected station KGO at 
Oakland, established and oper­
ated as a specialized function of 
the Publicity Department, have 
become famiiiar and. welcome 
names in hundreds of thousands 
of homes. To these stations will 
soon be added a third, at Den­
ver, completing a transcontinen­
tal chain of public and personal 
contact commensurate with the 
resources and accomplishments 
of our Company. 

structure and purpose of electrical apparatus with 
special reference to its influence on the daily life of 
communities and individuals. 

For the benefit of business men, farmers, and 
other producers who- temporarily or permanently­
have not ready access to such information, stock and 

produce market reports are· 
broadcast daily, together with 
the latest details as to general 
market trends, weather fore­
casts, and important items Ee­
lected from the day's news. 

It was in the studio of WGY 
that the "Radio Drama" was 
origin::i,ted and first staged. This 
adaptation of standard plays is 
a contribution to popular appre­
ciation of the fine art , and is 
already developing a new dra­
matic literature and forging a 
new link with a vast audience. 

At first regarded merely as a 
new means of domestic enter­
tainment, popular radio broad­
casting has enlarged its purpose 
and expanded its scope until it 
is now a recognized power in the 

Broadcasting Antenna- Station WGY 

As evidence that the General 
Electric Company is thus per­
forming a real and recognized 
_service, over one hundred and 

educational and cultural fields. In support of this 
higher service, W'GY and KGO have drawn on 
sources distant from their physical locations. It was 
not enough to bring musi.cians, s~ientists, esfucators, 
and publicists to the studio; it was also part 9f the 
plan to receive and broad~ast church services, pub-
1 ic meetings, concerts, and field re_ports of important 
athletic events and sports. 

To arouse and satisfy a wide, intelligent interest 
in electrical methods and applications, WGY has 
enlisted the co-operation of the Company's engineers 
and technical specialists, who on frequent occasions 
present simply phrased, popular expositions of the 

80 

thirty-six thousand letters have thu far been received 
by WGY, expressing deep interest in its programs, 
gratitude for its help and inspiration, and · often re­
questing further information as to technical and 
other subjects that have been discussed by radio. 

These letters come from old people and invalids, 
from outdwellers and the isolated who have received 
courage and inspiration through broadcast religious 
services. They come from children and elders who 
have found a rare pleasure in the music which 
otherwise they might never hear- from students, 
professional men and merchants- from people of 
every walk and every degree of culture. Many 
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service in a form that has won warm appre- 

ciation throughout the United States and 

in foreign lands. 
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Oakland, established and oper- 

ated as a specialized function of 

the Publicity Department, have 

become familiar anji, welcome 

nam^s in hundreds of thousands 
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soon be added a third, at Den- 
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contact commensurate with the 

resources and accomplishments 

of our Company. 

At first regarded merely as a 

new means of domestic enter- 

tainment, popular radio broad- 

casting has enlarged its purpose 

and expanded its scope until it 

is now a recognized power in the 

educational and cultural fields... In support of this 

higher service, WGY and KGO have drawn on 

sources distant from their physical locations. It was 

not enough to bring musicians, scientists, educators, 

and publicists to the studio; it was also part of the 

plan to receive and broadcast church services, pub- 

lic meetings, concerts, and field reports of important 

athletic evetits and sports. 

To arouse and satisfy a wide, intelligent interest 

in electrical methods and applications, - WGY has 

enlisted the co-operation of the Company's engineers 

and technical specialists, who on frequent occasions 

present simply phrased, popular expositions of the 
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structure and purpose of electrical apparatus with 

special reference to its influence on the daily life of 

communities and individuals. 

For the benefit of business men, farmers, and 

other producers who—temporarily or permanently— 

have not ready access to such information, stock and 

produce market reports are 

broadcast daily, together with 

the latest details as to general 

market trends, weather fore- 

casts, and important items se- 

lected from the day's news. 

It was in the studio of WGY 

that the "Radio Drama" was 

originated and first staged. This 

adaptation of standard plays is 

a contribution to popular appre- 

ciation of the fine arts, and is 

already developing a new dra- 

matic literature and forging a 

new link with a vast audience. 

As evidence that the General 

Electric Company is thus per- 

forming a real and recognized 

service, over one hundred and 

thirty-six thousand letters have thus far been received 

by WGY, expressing deep interest in its programs, 

gratitude for its help and inspiration, and often re- 

questing further information as to technical and 

other subjects that have been discussed by radio. 

These letters come from old people and invalids, 

from outdwellers and the isolated who have received 

courage and inspiration through broadcast religious 

services. They come from children and elders who 

have found a rare pleasure in the music which 

otherwise they might never hear—from students, 

professional men and merchants—from people of 

every walk and every degree of culture. Many 
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Map showing distance receptions of WC Y and KGU 

letters are of so confidential a character- so intimate 
revelations of personal trials and aspirations- as to 
testify to the widening acceptance of "G-E" as in 
truth "The Initials of a Friend." 

The following excerpt from a letter written after 
the reception of a Church service is typical of 
thousands received: 

East Orlean.9, Mass. (Near Ca7Je Cod ) 

Dear Sfr-1 am wnhng yo11 a Jew h:nes !Ms beautiful morning to tell yo11 
how much I enjoyed your good sermon Sunday afternoon, also the si11gi11g of " .Just 
as I a.m" and others. The pra.yer went lo my heart. I heard every word of th e 
u rmon a.nd singing, which was fin e. I could hea.r just as plain as tho11gh you 
were in the room. What a tl'Onderful 1:nventionl A friend a.nd kind neighbor took me 
lo his ho11se to hea.r on Rad·io. I am an old woman most 75 years ol.d. /lave 
been stone Mind over 11! years, lw.ve not see11 O'ne" ra.y of light. I ta.Ice care of a 
cripple husband who is over 80. Pa·rdou me for writin{/ but I d:id wcwt lo thank 
you .for that service. May God bless yo11 is the 7Jrayer of yoll'r friend. 

D .. C. JI . . 

P .S. It is one of the most w01ulerf11l of all inventions lo know that I can sit 
here i11 an easy chair on old Cape Cod a11d hear .rnch lovely sermons and si11g1:ng. 
God bless th e man that i1wented it. 

As a further service to a radio-hungry public and 
in response to numerous requests from magazines 
and newspapers, the News Bureau regularly prepares 
and distributes articles and news items of special 
interest to radio listeners. While ·much of this 
material, both textual and photographic, is broadly 
educational and informative, special attention is also 
given to the popular interest in the personnel, 
studios, methods, and ·apparatus of the :company's 
broadcasting stations. Publishers' and editors' appre-

ciation of this se rvice is attested by the fact that it is 
being used by 43 magazin es and 485 newspapers. 

Expectant interest in the offerings of WGY 1s 
fostered by the weekly distribution of advance 
programs to 921 newspapers and several syndicates 
which have asked to receive them. Of these papers, 
56 are published in Canada, and the list includes 
others, printed in French, Polish, and German. 
A similar service is being built up by KGO, the 
Pacific Coast station. 

The newspapers to which this material is fur­
nished include every type of publication from the 
great metropolitan daily with its weekly radio 
supplement, to the newspaper of a thousand or less 
circulation. The combined distribution covers 
practically every community in the United States 
and a large part of Canada. 

The magazine recipients of article on broadcast­
ing are as diversified in nature as ai·e the enthusiasts 
who read them. They embrace publications devoted 
respectively to radio, music, farming, popular science, 
electrical merchandising, the theater, and other 
specific interests. A further distribution of illustra­
tive material pertaining to radio 1s made through 
large photographic syndicates. 

It is expected that the wide range of material 
available for popular broadcasting and the resources 
of the Company's stations will effect a continual 
extension in their service of education, culture, and 
rational enjoyment. 
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letters are of so confidential a character—so intimate 

revelations of personal trials and aspirations—as to 

testify to the widening acceptance of "G-E" as in 

truth "The Initials of a Friend." 

The following excerpt from a letter written after 

the reception of a Church service is typical of 

thousands received: 

East Orleans, Mass. (Near Cape Cod) 

Dear Sir—I am vrriting you a few lines this beautiful morning U) tell you 
how much I enjoyed your good sermon Sunday afternoon, also the singing of "Just 
as I am" and others. The prayer went to my heart. I heard every word of the 
sermon and singing, which was fine. I could hear just as plain as though you 
were in the room. What a wonderful invention! A friend and kind neighbor took me 
to his house to hear on Radio. I am an old woman most 75 years old. Have 
been stone blind over 12 years, have not seen one ray of light. I take care of a 
cripple husband who is over 80. Pardon me for writing but I did want to thank 
you for that service. May God bless you is the prayer of your friend. 

D C. H 

P.S. It is one of the most wonderful of all inventions to know that I can sit 
here in an easy chair on old Cape Cod and hear such lovely sermons and singing. 
God bless the man thai invented it. 

As a further service to a radio-hungry public and 

in response to numerous requests from magazines 

and newspapers, the News Bureau regularly prepares 

and distributes articles and news items of special 

interest to radio listeners. While much of this 

material, both textual and photographic, is broadly 

educational and informative, special attention is also 

given to the popular interest in the personnel, 

studios, methods, and apparatus of the Company's 

broadcasting stations. Publishers' and editors' appre- 

ciation of this service is attested by the fact that it is 

being used by 43 magazines and 485 newspapers. 

Expectant interest in the offerings of WGY is 

fostered by the weekly distribution of advance 

programs to 921 newspapers and several syndicates 

which have asked to receive them. Of these papers, 

56 are published in Canada, and the list includes 

others, printed in French, Polish, and German. 

A similar service is being built up by KGO, the 

Pacific Coast station. 

The newspapers to which this material is fur- 

nished include every type of publication from the 

great metropolitan daily with its weekly radio 

supplement, to the newspaper of a thousand or less 

circulation. The combined distribution covers 

practically every community in the United States 

and a large part of Canada. 

The magazine recipients of articles on broadcast- 

ing are as diversified in nature as are the enthusiasts 

who read them. They embrace publications devoted 

respectively to radio, music, farming, popular science, 

electrical merchandising, the theater, and other 

specific interests. A further distribution of illustra- 

tive material pertaining to radio is made through 

large photographic syndicates. 

It is expected that the wide range of material 

available for popular broadcasting and the resources 

of the Company's stations will effect a continual 

extension in their service of education, culture, and 

rational enjoyment. 
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MOTION PICTURE AND 
LECTURE SERVICE 

T
E faciliti es of the Publicity Department 

or producing motion pictures are utilized 
oth as an avowed sales agency and for 

educational work in spreading popular 
appreciati~n of electrical developments. While the 
latter function undoubtedly results in the extension 
of sales, it is , nevertheless, different in character and 
di stribution from direct promot:on 
of G-E products. 

In the former class we may g roup 
films showing the building of a 
50,000-horse power steam turbine 
generator, the making of electrical 
porcelain, lamp cord processes, the 
manufacture of fractional horse 
power motors, the electrification of 
railways, the use of automatic sub­
station equipment, and the like. 
These films can be carried from place 
to place by salesmen; they are usually 
exhibited to a few directly interest ed 
persons at a time, and are espe­
cially useful in helping to sell heavy 
apparatus, large installations, and 

pictures has been prepared dealing both with 
outstanding electrical developments and with the 
history of important industries that now depend in 
larg part on electrical energy and machinery. 
Among these are pictorial- and often dramatic­
stories of the Panama Canal, farm electrification, the 
manufacture of sugar, the evolution of marine pro­

pulsion, the cotton and the woolen 
industries, lumbering, and the 
growing and preparation of wheat. 
Of more purely scientific character 
are popular expositions of radio 
broadcasting, the chemistry of water, 
the development of artificial light, 
and the X-ray. 

The t echnique of the Company's 
motion picture production is on the 
highest professional plane in every 
detail of lighting, dramatization, 
location, photography, and titling. 
Its own studio furni l e · many of the 
settings, and the whole routine of 
camera .work, developing, and print­
ing is in the hands of an expert staff 

equipment 
able sums. 

representing consider- Cover Design- Catalogue of Motion Picture of employees. Inasmuch as theaters 
and Lecture Service 

As an example of a picture made for a very 
specific purpose may be mentioned "The Test," an 
informative film recording the provision and oppor­
tunities for student engineers at several of our 
factories. This is especially intended for exhibition 
at sc.hools and colleges, and was made on behalf of 
the Industrial Service D epa rtment. 

It is not to be question ed that electrical service 
will be desired and electrica l products purchased in 
the measure that a meagedy informed public is 
instructed in the scope of this service and its methods 
of application. To this end, a numbe r of educational 
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and institutions of learning "draw 
the line" at so-called advertising films, it is 
significant that in 1923 thirty-six and one-half 
million people viewed General Electric motion pictures . 
Two million saw them under the ausp'ices of educational 
bodies; another two million watched the "feature" fihns 
in theaters; over thirty-two million saw special G-E 
subjects in the news weeklies- such as the million-volt 
test- all of which bore the name or monogram of the 
General Electric Company. The absence of direct 
advertising has met with such great favor among 
managers that this has become the largest industrial 
film circulation in the world. The use of G-E films 

MOTION PICTURE AND 

LECTURE SERVICE 

THE facilities of the Publicity Department 

for producing motion pictures are utilized 

both as an avowed sales agency and for 

educational work in spreading popular 

appreciatipn of electrical developments. While the 

latter function undoubtedly results in the extension 

of sales, it is, nevertheless, different in character and 

distribution from direct promotion 

of G-E products. 

In the former class we may group 

films showing the building of a 

50,000-horse power steam turbine 

generator, the making of electrical 

porcelain, lamp cord processes, the 

manufacture of fractional horse 

power motors, the electrification of 

railways, the use of automatic sub- 

station equipment, and the like. 

These films can be carried from place 

to place by salesmen; they are usually 

exhibited to a few directly interested 

persons at a time, and are espe- 

cially useful in helping to sell heavy 

apparatus, large installations, and 

equipment representing consider- 

able sums. 

As an example of a picture made for a very 

specific purpose may be mentioned "The Test," an 

informative film recording the provision and oppor- 

tunities for student engineers at several of our 

factories. This is especially intended for exhibition 

at schools and colleges, and was made on behalf of 

the Industrial Service Department. 

It is not to be questioned that electrical service 

will be desired and electrical products purchased in 

the measure that a meagerly informed public is 

instructed in the scope of this service and its methods 

of application. To this end, a number of educational 

LECTURE SERVICE 
^iCoiion THflureJilms 

lantern Slides 

Cover Design—Catalogue of Motion Picture 
and Lecture Service 

pictures has been prepared dealing both with 

outstanding electrical developments and with the 

history of important industries that now depend in 

large part on electrical energy and machinery. 

Among these are pictorial—and often dramatic— 

stories of the Panama Canal, farm electrification, the 

manufacture of sugar, the evolution of marine pro- 

pulsion, the cotton and the woolen 

industries, lumbering, and the 

growing and preparation of wheat. 

Of more purely scientific character 

are popular expositions of radio 

broadcasting, the chemistry of water, 

the development of artificial light, 

and the X-ray. 

The technique of the Company's 

motion picture production is on the 

highest professional plane in every 

detail of lighting, dramatization, 

location, photography, and titling. 

Its own studio furnishes many of the 

settings, and the whole routine of 

camera work, developing, and print- 

ing is in the hands of an expert staff 

of employees. Inasmuch as theaters 

and institutions of learning "draw 

so-called advertising films, it at is the line" 

significant that in 1923 thirty-six and one-half 

million people viewed General Electric motion pictures. 

Two million saw them under the auspices of educational 

bodies; another two million watched the "feature" films 

in theaters; over thirty-two million saw special G-E 

subjects in the news weeklies—such as the million-volt 

test—all of which bore the name or monogram of the 

General Electric Company. The absence of direct 

advertising has met with such great favor among 

managers that this has become the largest industrial 

film circulation in the world. The use of G-E films 
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has never been urged on managers or syndicates, but 
in every case has either been requested or accepted as 
a favor. 

The fol lowing is a complete list of the motion 
pictures now available and which will be sent on 
request for exhibi t ion before civic bodies, industrial 
and commercial organ izations, educational institu­
tions, and any other group which is likely to be 
interested and instructed by the subject matter thus 
presented. The only charge is for carriage. 

No. 9 PANAMA CANAL ( Two reels) 

A pictorial history of the making and electrical operation of the 
Panama Canal. 

No. 13 BACK TO THE FARM ( Two reels) 

A vivid portrayal of the revolution brought about by the application 
of electricity to farm work . 

No. 17 THE KING OF THE RAILS ( Three reels) 

An account of the evolution of land transporta tion from primitive 
methods lo modern electrification. 

No. 20 THE BENEFACTOR ( Three reels) 

A pictured biography of Thomas A. Edison . 

No. 22 FAIRY MAGIC ( Two reels) 

A fanciful illustra tion of " safety first " methods in the manufacture of 
lamp sockets. 

No. 23 THE ELECTRICAL GIA~T (One reel ) 

The manufacture of a 50,000-horse power steam turbine generator . 

No. 24 THE POTTER'S WHEEL (One reel) 

The making of electrical porcelain . 

No. 25 CU BA, THE ISLAND OF SUGAR ( T wo reels) 

The world's greates t achievement in the cane sugar industry. 

No. '.l7 QUEEN OF THE WAVES ( Two reels) 

No. £8 

No. 29 

No. 30 

No. 31 

No. 3't 

The story of American na vigalion from the canoe to the electrified 
ha llleship. 

THE LAND OF COTTON ( Two reels) 

The history of the co tton industry. 

TI-IE SUGAR TRAlL (One reel) 

The manufac t ure of heel suga r. 

" IllG DEEDS" (One reel) 

}' ive great achievements of the electrical industry. 

RE\'ELATIONS (One reel) 

A pictorial explana tion of the X-ray. 

A Vl'OOLEN YARN (One reel ) 

An exposition of the wool industry. 

No. 33 CONQ UEST OF THE FOREST (One reel) 

A description of the lumber industry in the great Northwest. 

No. 34 THE CONDUCTOR (On e reel ) 

The making of lamp cord . 

No. 35 OUR DAILY BREAD (On e reel ) 
The c! evelopmenl of wh eat growing. 

No. 36 THE GLOW OF THE LAMP (One ree l ) 
The manufacture and use of the incandescent lamp. 

No. 87 LIGHT OF A RACE (O ne reel) 

The development of a rtificia l illumina tion from the ea rl iest limes to 
the present day . 

No. 38 BEYOND THE MICROSCOPE (One reel) 
A visualiza tion of the chemistry of waler. 
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No. 39 THE BUSY BODY (One reel) 
A whimsical description of the assembling a nd use of fractional ~orse 
power motors. 

No. 40 THE WIZARDRY OF WIRELESS 
The development of communication with special re feren c~ lo radio. 

No. 41 THOMAS A. EDISO 1 

Recent visit of Thoma A. Edison to lh e Schenectady Laboratories 
of General Elec tric Company. 

These films can be obtained from the nearest of 
the following distribution points : Publicity Depart­
ment, Schenectady; and offices of the General E lec­
tric Company at Philadelphia, Chicago, San Fran­
cisco, D allas , Boston, Cleveland, Salt Lake City, 
Portland (Oregon), or Atlanta. An illu trated 
catalogue may be had on application to the Publicity 
D epartment at Schenectady. 

Lecture Service 

In close connection with motion picture service, 
there have been prepared forty different lectu1~es on 
technical, semi-technical, and popular subjects relat­
ing to the electrical industry and more especially to 
the manufacture and use of electrical apparatus. 
These lectures are t ypewritten and a re accompanied 
by a full complement of lantern slides . During 1924 

it is planned to send a t echnical representative to 
deliver these addresses before engineering classes in 
our universities and to a ssist instructor who seek 
down-to-date information on the topics discussed. 
The lectures and slides may be obtained from the 
same offices as are the motion picture films. The 
following is a list of the lectures: 

LIGHTNING ARRESTERS. 
Devices used in protecting power sta tion apparatus against na tu re's 
destructive element, lightning. The various types, construction, 
when and why used. All should know more abou~ lightning, and how 
its dangers to electrical appara tus can be minimized . 

2§ " THE MESSAGE OF THE CURTIS STEAM T U RBI NE." 
A comprehensive review of turbine progress, construction and applica­
tion . High, low and mixed pressure, condensing and non-condensing. 
When and why used . The economical advantages of the turbine. 

st A-C. GENERATORS AND SY CHRONO S MOTOR . 
This lecture is of value to students of technical schools. It shows 
different types of cons truction, designed lo meet various operating 
conditions. 

4t VOLTAGE TRANSFORMERS AND THEIR F UNCTION. 
Details of construction, their use, and why certain types perform certain 
duties. The advantages of certa in types over others. Things the 
producer of power should know . 

5i I NDUSTRIAL CONTROL DEVICE S. 
Important constituents of every power installat ion. The design and 
reasons for their use, fonctions, elc. 

6§ ELECTRIFICATIO OF RAILROADS (TRACTIO N). 
A review of the progress to da te, why undertaken, the economical 
results, public advantages. Equipments used for various types of 
electrical railways from the subway to the 20th century. Describes the 
Chicago, Milwaukee and St. Paul Rocky Mountain Division . 

has never been urged on managers or syndicates, but 

in every case has either been requested or accepted as 

a favor. 

The following is a complete list of the motion 

pictures now available and which will be sent on 

request for exhibition before civic bodies, industrial 

and commercial organizations, educational institu- 

tions, and any other group which is likely to be 

interested and instructed by the subject matter thus 

presented. The only charge is for carriage. 

No. 9 PANAMA CANAL (Two reels) 
A pictorial history of the making and electrical operation of the 
Panama Canal. 

No. 13 BACK TO THE FARM (Two reels) 
A vivid portrayal of the revolution brought about by the application 
of electricity to farm work. 

No. 17 THE KING OF THE RAILS (Three reels) 
An account of the evolution of land transportation from primitive 
methods to modern electrification. 

No. 20 THE BENEFACTOR 
A pictured biography of Thomas A. Edison. 

( Three reels) 

No. 22 FAIRY MAGIC (Two reels) 
A fanciful illustration of "safety first" methods in the manufacture of 
lamp sockets. 

No. 23 THE ELECTRICAL GIANT (One reel) 
The manufacture of a 50,000-horse power steam turbine generator. 

No. 24 THE POTTER S WHEEL 
The making of electrical porcelain. 

(One reel) 

No. 25 CUBA, THE ISLAND OF SUGAR (Two reels) 
The world's greatest achievement in the cane sugar industry. 

No. 27 QUEEN OF THE WAVES (Two reels) 
The story of American navigation from the canoe to the electrified 
battleship. 

No. 28 THE LAND OF COTTON (Two reels) 
The history of the cotton industry. 

No. 29 THE SUGAR TRAIL (One reel) 
The manufacture of beet sugar. 

No. 30 "BIG DEEDS" (One reel) 
Five great achievements of the electrical industry. 

No. 31 REVELATIONS (One reel) 
A pictorial explanation of the X-ray. 

No. 32 A WOOLEN YARN (One reel) 
An exposition of the wool industry. 

No. 33 CONQUEST OF THE FOREST (One reel) 
A description of the lumber industry in the great Northwest. 

No. 34 THE CONDUCTOR (One reel) 
The making of lamp cord. 

No. 35 OUR DAILY BREAD (One reel) 
The development of wheat growing. 

No. 36 THE GLOW OF THE LAMP (One reel) 
The manufacture and use of the incandescent lamp. 

No. 37 LIGHT OF A RACE (One reel) 
The development of artificial illumination from the earliest times to 
the present day. 

No. 38 BEYOND THE MICROSCOPE 
A visualization of the chemistry of water. 

(One reel) 

No. 39 THE BUSY BODY (One reel) 
A whimsical description of the assembling and use of fractional fiorse 
power motors. 

No. 40 THE WIZARDRY OF WIRELESS 
The development of communication with special reference to radio. 

No. 41 THOMAS A. EDISON 
Recent visit of Thoma^ A. Edison to the Schenectady Laboratories 
of General Electric Company. 

These films can be obtained from the nearest of 

the following distribution points: Ihiblicity Depart- 

ment, Schenectady; and offices of the General Elec- 

tric Company at Philadelphia, Chicago, San Fran- 

cisco, Dallas, Boston, Cleveland, Salt Lake City, 

Portland (Oregon), or Atlanta. An illustrated 

catalogue may be had on application to the Publicity 

Department at Schenectady. 

Lecture Service 

In close connection with motion picture service, 

there have been prepared forty different lectures on 

technical, semi-technical, and popular subjects relat- 

ing to the electrical industry and more especially to 

the manufacture and use of electrical apparatus. 

These lectures are typewritten and are accompanied 

by a full complement of lantern slides. During 1924 

it is planned to send a technical representative to 

deliver these addresses before engineering classes in 

our universities and to assist instructors who seek 

down-to-date information on the topics discussed. 

The lectures and slides may be obtained from the 

same offices as are the motion picture films. The 

following is a list of the lectures: 

1 LIGHTNING ARRESTERS, 
Devices used in protecting power station apparatus against nature's 
destructive element, lightning. The various types, construction, 
when and why used. All should know more about' lightning, and how 
its dangers to electrical apparatus can be minimized. 

2| "THE MESSAGE OF THE CURTIS STEAM TURBINE." 
A comprehensive review of turbine progress, construction and applica- 
tion. High, low and mixed pressure, condensing and non-condensing. 
When and why used. The economical advantages of the turbine. 

3t A-C. GENERATORS AND SYNCHRONOUS MOTORS. 
This lecture is of value to students of technical schools. It shows 
different types of construction, designed to meet various operating 
conditions. 

4+ VOLTAGE TRANSFORMERS AND THEIR FUNCTION. 
Details of construction, their use, and why certain types perform certain 
duties. The advantages of certain types over others. Things the 
producer of power should know. 

5t INDUSTRIAL CONTROL DEVICES. 
Important constituents of every power installation. The design and 
reasons for their use, functions, etc. 

6| ELECTRIFICATION OF RAILROADS (TRACTION). 
A review of the progress to date, why undertaken, the economical 
results, public advantages. Equipments used for various types of 
electrical railways from the subway to the 20th century. Describes the 
Chicago, Milwaukee and St. Paul Rocky Mountain Division. 
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8§ THE INVENTOR AND THE LAMP. 
Edison 's work and problems, first incandescent lamp, dynamo and 
central station. The MAZDA lamp and generator of today. 

9t HISTORY OF THE MANUFACTURE OF INCANDESCENT LAMPS. 
A brief description of the earlier types of lamps, investigators, etc. A 
thorough a nalysis of modern manufacturing methods and lamp 
characteristics. 

10§ ELECTRICITY ON THE FARM. 
Application of electricity to the farm and how it has helped the farmer 
to solve many of his problems. Especially valuable for Grange meetings. 

11 § THE LIGHTING OF OUR HOMES. 
From the campfire to our 20th century efficient system. How the old 
home may be wired inexpensively. Practical suggestions for proper 
illumination, appliances, etc. 

13t THE MANUFACTURE OF FAN MOTORS. 
Various manufacturing operations. Types of fans and their uses. 0£ 
sp!'cial interes t to students and dealers. 

14§ DEVELOPMENT OF THE ELECTRICAL INDUSTRY. 
From the pioneer days to those of the present gigantic organizations, 
showing the various inventions and types of apparatus developed during 
different periods. 

15§ CIRCUIT BREAKERS AND THEIR USE. 
A review of the progress made in design and efficiency of this cla~s of 
electrical apparatus. The electric "Safety Valve." 

16§' THE OIL SWITCH A IMPORTA T FACTOR IN THE USE OF 
HIGH POTENTIAL CURRENTS. 
How it is built a nd how it operates in service. Knowledge of value to 
engineering bodies and technical schools . 

17§ GOOD LIGHTING AN IMPORTANT FACTOR IN "SAFETY 
FIRST." 
Proper lighting for different conditions, economical value of good 
illumination and its growing necessity. 

IBt THE TYPE C MAZDA LAMP. 
Its characteristics, effi ciency and color value. Describes its various 
applications indoor and outdoor. 

19§ STORE AND WINDOW LIGHTING . 
MAZDA lamps, the correct illuminant for store and window, producing 
the proper color value. An asset to the merchant and a satisfaction to 
the customer. 

20§ THE ELECTRIC MOTOR AND ITS APPLICATION. 
The advantages of the electric motor as a labor saver. 0£ interest to 
central stations, dealers and Boards of Trade. 

~ 1 § SIGN LIGHTING . 
Systems employed, relative costs. How to accomplish best results, and 
what results really mean . Of value to central stations, Boards of 
Trade, etc. 

22§ THE LIGHTING OF STREETS AND PARKS. 
A review of the past and present practices. What good illumination 
means to a city. A study of the subject by illuminating experts. 

!?3§ MODERN LIGHTING OF MEETING PLACES. 
Modern lighting as applied to places of assembly. The importance of 
proper illuminat ion and how it may be obtained. The effect on future 
generations. 

24§ SEARCHLIGHTS AND THEIR USES. 
Searchlights from 2,500,000 to 300,000,000 candle-power. The prin­
ciples involved. How by the use of the searchlight many operations 
can be carried on without cessa tion. 

25t INDUSTRIAL ELECTRIC HEATING . 
A new field in which electricity is rapidly superseding the older forms 
of beating. The apparatus used, its advantages and economies. 

27t SUBSTATIONS. 
As developed in the interest of economy. Kind employed, equipment, 
etc. Their function both indoor and outdoor, and what they mean to 
the consumer. 
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2Bt SYNCHRONOUS CONVERTERS, THEIR CHARACTERISTICS. 
ETC. 
How they are constructed, their fun ction , and why necessary. Infor­
mation of value to the student of electricity. 

29§ ELECTRICAL EQUIPMENT OF PULP AND PAPER MILLS. 
How electricity has solved the many problems in the manufacture of 
paper. 

31§ THE ELECTRIC MOTOR JN CEMENT MILLS. 
How cement is made. The power requi red to grind out 114,000,000 
barrels yearly. Why rock and dust do not interfere with the operation 
of an electric motor. 

34§ THE ELECTRIC MOTOR IN THE OIL FIELD. 
The use of electricity in drilling for and pumping oil. 

38§ SHIP PROPULSION. 
From paddle propelled craft, through engine and geared turbine to the 
modern battleship, electrically propelled and using steam turbine 
generators. 

39§ STREET LIGHTING (WHITE WAY). 
Modern methods of street lighting, kinds of lamps, poles, pole spacing, 
heights, cost of operation, etc. Why good street lighting is an asset to 
the city, town or village. 

41§ FLOODLIGHTING . 
A twenty-minute talk on wha t can be accomplished by floodlighting 
in many lines, such as the illumination of yards, docks, building fronts, 
pageants, etc. A good lecture for Boa rds of Trade and central stations . 

45t X-RAYS IN MANUFACTUlUNG, COMMERCE AND SURGERY. 
An interesting lecture on the use of X-rays in surgica l diagnosis and how 
used in the study of botany and metallurgy. \Yhat X-rays are, and how 
produced. 

47§ ELECTRICITY THE WONDER WORKER. 
Things done heller by electricity than by any other means. Things 
done on a larger scale now that electricity has been applied. Things that 
can be clone only by electricity. New developments claiming the 
attention of engineers and scientists. 

48t SWITCHBOARDS. 
What they are, and why used. The various kinds, characteristics, etc. 
An important part of the power sta tion eq uipment. 

49t ELEMENTARY PRINCIPLES OF LIGHT AND LIGHTING. 
The problems of applied light are really questions of vision. The answer 
is found in the p ycbology of vision, a nd is well covered in this lecture. 
Suitable for colleges a nd technical schools. 

50t ELECTRICITY AND THE FARMER. 
F acts and figures on the distribution of electricity to farming com­
munities. For use by central stations. 

5lt THE PANAMA CANAL AND ITS ELECTRIFICATION. 
How ma n conquered nature, removed mountains and made lakes. 
Electricity's pa.rt in the grea t achievement. 

54§ RAILWAY.MOTOR GEARS AND PINIONS. 
The mining of iron ore, the operations necessary to prepare it for use in 
gears and pinions, a nd the way they are made. 

58§ MODIFIED LIGHT AND ITS USES. 
Modified light is now being successfully used for decorative lighting, 
residential lighting and the production of approximate daylight. This 
lecture tells how it is obtained, and illustrates its various uses. 

60t AUTOMATIC YOLTAGE REG ULATORS. 
vVhat they are, the different types, their function, and why necessary 
Of value to students and central station men. 

t Technical. t Semi-technical. §Popular. 
Order lectures by number. 

The educational value of illustrated lectures has 
been utilized to spread accurate knowledge as to 
artificial illumination with special reference to MAZDA 

lamps and MAZDA service. These lectures, with ful 

8§ THE INVENTOR AND THE LAMP. 
Edison's work and problems, first incandescent lamp, dynamo and 
central station. The Mazda lamp and generator of today. 

9| HISTORY OF THE MANUFACTURE OF INCANDESCENT LAMPS. 
A brief description of the earlier types of lamps, investigators, etc. A 
thorough analysis of modern manufacturing methods and lamp 
characteristics. 

10§ ELECTRICITY ON THE FARM. 
Application of electricity to the farm and how it has helped the farmer 
to solve many of his problems. Especially valuable for Grange meetings. 

11§ THE LIGHTING OF OUR HOMES. 
From the campfire to our 20th century efficient system. How the old 
home may be wired inexpensively. Practical suggestions for proper 
illumination, appliances, etc. 

ISJ THE MANUFACTURE OF FAN MOTORS. 
Various manufacturing operations. Types of fans and their uses. Of 
special interest to students and dealers. 

14§ DEVELOPMENT OF THE ELECTRICAL INDUSTRY. 
From the pioneer days to those of the present gigantic organizations, 
showing the various inventions and types of apparatus developed during 
different periods. 

15§ CIRCUIT BREAKERS AND THEIR USE. 
A review of the progress made in design and efficiency of this class of 
electrical apparatus. The electric "Safety Valve." 

let THE OIL SWITCH AN IMPORTANT FACTOR IN THE USE OF 
HIGH POTENTIAL CURRENTS. 
How it is built and how it operates in service. Knowledge of value to 
engineering bodies and technical schools. 

17§ GOOD LIGHTING AN IMPORTANT FACTOR IN "SAFETY 
FIRST." 
Proper lighting for different conditions, economical value of good 
illumination and its growing necessity. 

181 THE TYPE C MAZDA LAMP. 
Its characteristics, efficiency and color value. Describes its various 
applications indoor and outdoor. 

19§ STORE AND WINDOW LIGHTING. 
Mazda lamps, the correct illuminant for store and window, producing 
the proper color value. An asset to the merchant and a satisfaction to 
the customer. 

THE ELECTRIC MOTOR AND ITS APPLICATION. 
The advantages of the electric motor as a labor saver, 
central stations, dealers and Boards of Trade. 

Of interest to 

21 § SIGN LIGHTING. 
Systems employed, relative costs. How to accomplish best results, and 
what results really mean. Of value to central stations, Boards of 
Trade, etc. 

22§ THE LIGHTING OF STREETS AND PARKS. 
A review of the past and present practices. What good illumination 
means to a city. A study of the subject by illuminating experts. 

23§ MODERN LIGHTING OF MEETING PLACES. 
Modern lighting as applied to places of assembly. The importance of 
proper illumination and how it may be obtained. The effect on future 
generations. 

24§ SEARCHLIGHTS AND THEIR USES. 
Searchlights from 2,500,000 to 300,000,000 candle-power. The prin- 
ciples involved. How by the use of the searchlight many operations 
can be carried on without cessation. 

25f INDUSTRIAL ELECTRIC HEATING. 
A new field in which electricity is rapidly superseding the older forms 
of heating. The apparatus used, its advantages and economies. 

27t SUBSTATIONS. 
As developed in the interest of economy. Kind employed, equipment, 
etc. Their function both indoor and outdoor, and what they mean to 
the consumer. 

281 SYNCHRONOUS CONVERTERS, THEIR CHARACTERISTICS. 
ETC. 
How they are constructed, their function, and why necessary. Infor- 
mation of value to the student of electricity. 

29§ ELECTRICAL EQUIPMENT OF PULP AND PAPER MILLS. 
How electricity has solved the many problems in the manufacture of 
paper. 

31 § THE ELECTRIC MOTOR IN CEMENT MILLS. 
How cement is made. The power required to grind out 114,000,000 
barrels yearly. Why rock and dust do not interfere with the operation 
of an electric motor. 

34§ THE ELECTRIC MOTOR IN THE OIL FIELD. 
The use of electricity in drilling for and pumping oil. 

38§ SHIP PROPULSION. 
From paddle propelled craft, through engine and geared turbine to the 
modern battleship, electrically propelled and using steam turbine 
generators. 

39§ STREET LIGHTING (WHITE WAY). 
Modern methods of street lighting, kinds of lamps, poles, pole spacing, 
heights, cost of operation, etc. Why good street lighting is an asset to 
the city, town or village. 

41 § FLOODLIGHTING, 
A twenty-minute talk on what can be accomplished by floodlighting 
in many lines, such as the illumination of yards, docks, building fronts, 
pageants, etc. A good lecture for Boards of Trade and central stations. 

45| X-RAYS IN MANUFACTURING, COMMERCE AND SURGERY. 
An interesting lecture on the use of X-rays in surgical diagnosis and how 
used in the study of botany and metallurgy. What X-rays are, and how 
produced. 

47§ ELECTRICITY THE WONDER WORKER. 
Things done better by electricity than by any other means. Things 
done on a larger scale now that electricity has been applied. Things that 
can be done only by electricity. New developments claiming the 
attention of engineers and scientists. 

48t SWITCHBOARDS. 
What they are, and why used. The various kinds, characteristics, etc. 
An important part of the power station equipment. 

49 f ELEMENTARY PRINCIPLES OF LIGHT AND LIGHTING. 
The problems of applied light are really questions of vision. The answer 
is found in the psychology of vision, and is well covered in this lecture. 
Suitable for colleges and technical schools. 

50t ELECTRICITY AND THE FARMER. 
Facts and figures on the distribution of electricity to farming com- 
munities. For use by central stations. 

Sit THE PANAMA CANAL AND ITS ELECTRIFICATION. 
How man conquered nature, removed mountains and made lakes. 
Electricity's part in the great achievement. 

54§ RAILWAY. MOTOR GEARS AND PINIONS. 
The mining of iron ore, the operations necessary to prepare it for use in 
gears and pinions, and the way they are made. 

58§ MODIFIED LIGHT AND ITS USES. 
Modified light is now being successfully used for decorative lighting, 
residential lighting and the production of approximate daylight. This 
lecture tells how it is obtained, and illustrates its various uses. 

60t AUTOMATIC VOLTAGE REGULATORS. 
What they are, the different types, their function, and why necessary 
Of value to students and central station men. 

t Technical. J Semi-technical. § Popular. 
Order lectures by number. 

The educational value of illustrated lectures has 

been utilized to spread accurate knowledge as to 

artificial illumination with special reference to Mazda 

lamps and Mazda service. These lectures, with ful 
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complement of colored slides, are always ready for 
shipment to interested institutions and individu als, 
for use at meetings of the electrical trade, and 
wherever this form of publicity will advance th e 
cause of better lighting. Request should be sent 
to the Edison Lamp 'Vorks of the General Electric 
Company, Harrison, N. J. or the Yisun l Jnstnwtion 
Section, Schenectady, N. Y. 

The lectures li sted below are now available. They 
should be ordered by number. 

8 HISTORY OF THE lN CAN DESIENT LAMP. 
Early experimen tal lamps. Edison's invention o l' a pra l'lil'<d la111p. 
together with a complete e lect ri c light sys tem. DcYclo p111 enl of t li e 
Gem, tantalum, and tungs ten filamcnl lamps. 

9 l\ IAl\UFACTURE OF THE Jl\CA:\'DESCE:\'T LAMP. 
A description of lhe processes in volved in lhc ma nufad 11rc of the 
MAZDA lamp. 

11 TllE LIGHTING OF OUR HOMES. 
A review of the developments from the time of the camp fire lo the 
present day. H ow homes ma,v be wired conveniently anrl inexpensively. 
Proper lypes of illumination of' var io us rooms. Sugges tions for e lec tri ca l 
con vemences. 

17 LIGHTING AND ITS RELATIOl\ TO THE JNDUSTIUES. 
The advantages of adequate illumina tion in indus trial plants- sa fe ty 
a nd contentment of employees a nd increase in production. Correct 
types of lighting for various types of b uilding and fo r va rious processes. 

19 STORE AND SHOW WI NDOW LlGHTING . 
The proper type of lighting for each class of store. I-l ow atlraelion is 
p rovided by correct window ill11mina tion. Choic-e of lighting eq 11ip­
menl. 

.58 ;\lODlFIED LI GHT A\'D rrs USES. 
s,.,·era l nwthods of obtai ning modified light. It s 11 se for decorative al1d 
di spla ,y illu111inati o11- for o utdoor pagean ts a nd for special stage effects. 

6~ Tl!E :\l "TO'.\IOlllLI·: ll E:\DLIGllT LAi\IP. 

A description of th e nwn11fa r· lurc, testing, and proper 11se of the i\ IAZDA 
A11tomohile Il earlli , ,J 1t La111p. 

Lantern S I ides 

Arrnngerncnls can generally be made with man­
agers of motion p icture houses, especia lly theaters of 
the "neighborhood" type, to di splay advertis ing slides 
between reels and durin g intf'rmiss ions. In support of 
thi s very va luable publicity, sl ides will be prepared, 
at the request of eo 111111 ercial departments, featuring 
specific G-E products. This work is in charge of the 
Publicity D epartment, at Schenectady, to which 
application should be made. 

Strikingly beautiful slides have been made featur­
ing Edison lVf AZD A and National MAZDA lamps. Agents 
and dealers may obtain these with imprint, free of 
charge on app lication , respectively to the Publicity 
D epartment of Ed ison Lamp \'Vorks, Harrison, N . J . 
or tu the Nationa l Lamp ·works, Nela Park, Cleve­
land , Ohio. F or furth er detail s, reference should be 
made to t he Edison Blue Book, 1924, page 128. 

I. Th e " Dewitt Clinton ,"" ji-0111 C-E .film, 
" Th e Kin g of" the /foil.<.·· 

2. T h o11111s A. Edison 11111/ Dr. C. P. S tein-
111 et::;, from (;. /.; .fi /111 . " Tlrn11111 s A. 
/;'ti i.<011 ... 

:I. Efectrir /,or·omotive . .fi·om C-F; .fi/111 , 
" Th e Kin;.r of th e Nails." 

4. Felling Timber, fr om C-E .film, "Con-
11aest of the Forest." 

5. Conswnption of Iron in Oxygen, .fi·om. 
C-E .film, "B eyond the M·icrosco1Je." 
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6. Prim.itive Signa ls, .fi"o m C-E .film, 
" The Wizardry of Wireless." 

complement of colored slides, are always ready for 

shipment to interested institutions and individuals, 

for use at meetings of the electrical trade, and 

wherever this form of publicity will advance the 

cause of better lighting. Request should be sent 

to the Edison Lamp Works of the General Electric 

Company, Harrison, N. J. or the Visual Instruction 

Section, Schenectady, N. Y. 

The lectures listed below are now available. They 4 
should be ordered by number. 

8 HISTORY OF THE INCANDESCENT LAMP. 
Early experimental lamps. Edison's invention of a practical lamp, 
together with a complete electric light system. Development of the 
Gem, tantalum, and tungsten filament lamps. 

9 MANUFACTURE OF THE INCANDESCENT LAMP. 
A description of the processes involved in the manufacture of the 
Mazda lamp. 

11 THE LIGHTING OF OUR HOMES. 
A review of the developments from the time of the camp fire to the 
present day. How homes may be wired conveniently and inexpensively. 
Proper types of illumination of various rooms. Suggestions for electrical 
conveniences. 

17 LIGHTING AND ITS RELATION TO THE INDUSTRIES. 
The advantages of adequate illumination in industrial plants—safety 
and contentment of employees and increase in production. Correct 
types of lighting for various types of building and for various processes. 

19 STORE AND SHOW WINDOW LIGHTING. 
The proper type of lighting for each class of store. How attraction is 
provided by correct window illumination. Choice of lighting equip- 
ment. 

58 MODIFIED LIGHT AND ITS USES. 
Several methods of obtaining modified light. Its use for decorative apd 
display illumination for outdoor pageants and for special stage effects. 

63 THE AUTOMOBILE HEADLIGHT LAMP 
A description of the manufacture, testing, and proper use of the Mazda 
Automobile Headlight Lamp. 

Lantern Slides 

Arrangements can generally be made with man- 

agers of motion picture houses, especially theaters of 

the "neighborhood" type, to display advertising slides 

between reels and during intermissions. In support of 

this very valuable publicity, slides will be prepared, 

at the request of eommereial departments, featuring 

specific G-E products. This work is in charge of the 

Publicity Department, at Schenectady, to which 

application should be made. 

Strikingly beautiful slides have been made featur- 

ing Edison Mazda and National Mazda lamps. Agents 

and dealers may obtain these with imprint, free of 

charge on application, respectively to the Publicity 

Department of Edison Lamp Works, Harrison, N. J. 

or to the National Lamp Works, Nela Park, Cleve- 

land, Ohio. For further details, reference should be 

made to the Edison Blue Book, 1924, page 128. 
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/. The "Dewitt Clinton" from G-E film, 
"The King of the Rails." 

4. Felling Timber, from G-E film, "Con- 
quest of the Forest." 

2. Thomas A. Edison and Dr. C. P. Stein- 
metz, from G-E film, "Thomas A. 
Edison." 

5. Consumption of Iron in Oxygen, from 
G-E film, "Beyond the Microscope." 

3. Electric Locomotive, from G-E film, 
"The King of the Rails." 

6. Primitive Signals, from G-E film, 
"The Wizardry of Wireless." 
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HOUSE ORGANS 

THE G-E MONOGRAM 

The G-E .. Monogram is an internal publication 
devoted to the Company's sales organization, and as 
such maintains a peculiarly intimate contact with 
t?e commercial departments, which it represents. 

It aims to present, in the way most interesting to 
the sales force, information as to the Company at 
large, the activities of salesmen, the work of District 
and Local Office staffs, new applications of apparatus, 
important orders, and other material that will be of 
value to its readers and will foster the consciousness 
of co-operation. In a sales organization that is 
scattered from coast to coast, The G-E Monogram 
furnishes a common meeting place for a · monthly 
exchange of thought and experience. 

The sales value of this magazine is enhanced by 
the distribution of information which it maintains 
among men far from the home office and in restricted 
zones. Each in his own sphere is in danger of 
forgetting-or of never knowing- matters of interest 
in distant areas. The G-E Monogram tells the sales­
man in a mining district about G-E activities in the 
northwest forests, and informs the marine specialist 
of great tunnels dug with G-E equipment. 

While it is very difficult to trace specific sales to 
articles in The G-E Monogram, this has been done in 
several instances. In general, it may be said that by 
calling attention to new applications, new apparatus, 
and products of value to possible customers but 
which have in some localities been lost to view 
among the great mass of G-E material, a real aid is 
given to the Company's salesmen . This organ is the 
logical medium through which to promote any special 
line of apparatus, because the nature of its circula ­
tion is su re to command attention where the best 
sales results can be secured. 
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THE GENERAL ELECTRIC 
MERCHANDISER 

The General Electric M erchandiser is the monthly 
house organ of the Merchandise Department. Its 
mailing list of about 25 ,000 is made up of electrical 
contractors and dealers, merchandising central sta­
tions, manufacturers of lighting fixtures, architects, 
educational institutions and our own District 
Offices. 

The purpose of this magazine is to teach and 
extend electrical service by means of every assistance 
that it can render to contractors and dealers; to 
support G-E distributing jobbers; to promote good 
will toward the Company in the whole retail field, 
and to increase the sale of G-E commodities and 
small motors. Its service to the trade takes the form 
of merchandising suggestions, information as to new 
G-E products, expert counsel in matters of general 
trade tendencies and business policies, news of 
interest to the electrical contractor and merchant, 
and exposition of dealer helps offered to the trade. 

More particularly, The General Electric Mer­
chandiser -is committed to a continuous campaign 
looking toward the complete wiring of every home 
that is within reach of central station service. 
Every advance in this direction will be a benefit to 
the public, an advantage to the light and power 
company, and a direct sales promotion of General 
Electric wiring products and commodities. 

This publication is a direct contact between the 
General Electric Company and the whole retail field, 
and as such it maintains a continual urge toward the 
consistent use of G-E publicity and the handling 
of G-E material except in the lamp field which is 
completely and exclusively covered by other publi­
cations and sales material issued by the Company. 

THE G-E MONOGRAM 

The G-E Monogram is an internal publication 

devoted to the Company's sales organization, and as 

such maintains a peculiarly intimate contact with 

the commercial departments, which it represents. 

It aims to present, in the way most interesting to 

the sales force, information as to the Company at 

large, the activities of salesmen, the work of District 

and Local Office staffs, new applications of apparatus, 

important orders, and other material that will be of 

value to its readers and will foster the consciousness 

of co-operation. In a sales organization that is 

scattered from coast to coast. The G-E Monogram 

furnishes a common meeting place for a' monthly 

exchange of thought and experience. 

The sales value of this magazine is enhanced by 

the distribution of information which it maintains 

among men far from the home office and in restricted 

zones. Each in his own sphere is in danger of 

forgetting—or of never knowing—matters of interest 

in distant areas. The G-E Monogram tells the sales- 

man in a mining district about G-E activities in the 

northwest forests, and informs the marine specialist 

of great tunnels dug with G-E equipment. 

While it is very difficult to trace specific sales to 

articles in The G-E Monogram, this has been done in 

several instances. In general, it may be said that by 

calling attention to new applications, new apparatus, 

and products of value to possible customers but 

which have in some localities been lost to view 

among the great mass of G-E material, a real aid is 

given to the Company's salesmen. This organ is the 

logical medium through which to promote any special 

line of apparatus, because the nature of its circula- 

tion is sure to command attention where the best 

sales results can be secured. 

THE GENERAL ELECTRIC 

MERCHANDISER 

The General Electric Merchandiser is the monthly 

house organ of the Merchandise Department. Its 

mailing list of about 25,000 is made up of electrical 

contractors and dealers, merchandising central sta- 

tions, manufacturers of lighting fixtures, architects, 

educational institutions and our own District 

Offices. 

The purpose of this magazine is to teach and 

extend electrical service by means of every assistance 

that it can render to contractors and dealers; to 

support G-E distributing jobbers; to promote good 

will toward the Company in the whole retail field, 

and to increase the sale of G-E commodities and 

small motors. Its service to the trade takes the form 

of merchandising suggestions, information as to new 

G-E products, expert counsel in matters of general 

trade tendencies and business policies, news of 

interest to the electrical contractor and merchant, 

and exposition of dealer helps offered to the trade. 

More particularly, The General Electric Mer- 

chandiser is committed to a continuous campaign 

looking toward the complete wiring of every home 

that is within reach of central station service. 

Every advance in this direction will be a benefit to 

the public, an advantage to the light and power 

company, and a direct sales promotion of General 

Electric wiring products and commodities. 

This publication is a direct contact between the 

General Electric Company and the whole retail field, 

and as such it maintains a continual urge toward the 

consistent use of G-E publicity and the handling 

of G-E material except in the lamp field which is 

completely and exclusively covered by other publi- 

cations and sales material issued by the Company. 
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Its pages are open to all who can contribute 
helpful thoughts on merchandising and contracting 
subjects. It is a magazine of co-operation and it 
seeks the best from all sources in order that it may 
offer of that best in the service of electrical develop­
ment and sales stimulation. 

As a matter of direct business promotion, G-E 
salesmen as well as District and Local Offices will 
find many opportunities of bringing The General 
Electric M erchandiser to the attention of the whole­
sale and retail trade and of emphasizing its value as a 
help to better and more profitable merchandising 
and as a magazine of business information. 

LIGHT 

The National Lamp Works of the General Electric 
Company publishes a monthly magazine, Light, 
which is a scientific and sales periodical devoted to 
every aspect of illumination. Its aim is to portray 
current progress in the science, art, and business of 
lighting. This includes readable, helpful articles on 
the following items, most of which are covered in 
each issue: 

1. The latest approved standards and specifica­
tions for lighting practice in specific fields. 2. The 
progress of automotive lighting and light-signalling. 
3. Railway lighting in its various aspects. 4. Light 
in its relations to safety and to speed of vision. 
5. Self-contained lighting devices, such as flashlights. 
6. The display, advertising, and merchandising of 
incandescent lamps. 7. "Productive lighting" for 
factories and stores. 8. Light as a display and ad­
vertising medium. 9. The artistic and psychological 
effects of light, as in home lighting. 10. Lighting 
economy. 11. Reviews and notices of books on light. 
12. Progress in lamp development. 13. Industrial 
and public relations throughout the lamp industry. 

Light is distributed on a subscription basis, the bulk 
of each issue being absorbed by the sales divisions and 
departments of the National Lamp Works, on whose 
account they are distributed without charge to care­
fully selected lists of trade connections. The latter 
include various classes of jobbers, central stations, 
electrical dealers and contractors, and, in smaller 
degree, other interested trades and occupations. 

THE EDISON SALES BUILDER 
The Edison Sales Builder, the monthly house 

organ of the Edison Lamp Works, is a journal of 
sales information, a compendium of lighting practice, 
a digest of electrical publications and lamp publicity, 
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a record of field activities, a medium for the exchange 
of ideas, and the cordial friend of every lamp agent. 

True to its name, it devotes much of its space to 
exposition of material produced in support of 
Edison MAZDA lamp sales. Each issue contains 
pictures and descriptions of window displays and 
store arrangements that feature and sell lamps and 
help to educate the public in correct methods of 
illumination. Inspirational articles are interspersed 
with news items selected for their helpful ideas ; 
novel and striking uses of deaJer helps are suggested; 
in short, each issue is a condensed sales manual and 
literally a "sales builder." 

However, the pages of this magazine are not 
limited to the promotion of lamp sales. It is not 
expected that agents will at all times give their 
windows over to lighting displays. Hence, much 
attention is bestowed on suggested trims featuring 
appliances and devices and using Edison .MAZDA 
material only as a setting. In the same spirit, The 
Edison Sales Builder contributes to the promotion 
of better housewiring and the extended use of 
electrical products in general, besides offering infor­
mation as to lighting practice, lamp manufacture, 
and other subjects of importance to the trade. 

WORKS PAPERS 
In so far as sales of apparatus are supported by 

the excellence of production which attends a good 
esprit de corps in the shops, the Schenectady TVorlcs 
News co-operates actively with the commercial 
departments. Strictly an employees' magazine, it is 
able to foster a co-operative spirit and suggest a 
certain form of practical loyalty to better effect than 
any other class of publication. 

This function is exercised in co-operation with the 
Works papers published at Pittsfield, Mass.; Lynn, 
Mass.; Erie, Pa.; Harrison, N. J. ; Bloomfield, N. J. ; 
Fort Wayne, Ind.; Baltimore, J\1d.; Philadelphia, 
Pa.; Everett, Mass.; and Bridgeport, Conn. 

These papers are not intended to be mediums 
exclusively for the use of the managements; they are 
primarily for the employees and print articles of 
general interest as well as local information. They 
also form a permanent chronological record of the 
Company's activities which is frequently used by 
various departments for purpose of reference. Syndi­
cated news matter is furnished to all the ·works papers 
through the News Bureau at Schenectady, and 
educational advertising of the Company appears 
regularly in all of them. 
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Its pages are open to all who can contribute 

helpful thoughts on merchandising and contracting 

subjects. It is a magazine of co-operation and it 

seeks the best from all sources in order that it may 

offer of that best in the service of electrical develop- 

ment and sales stimulation. 

As a matter of direct business promotion, G-E 

salesmen as well as District and Local Offices will 

find many opportunities of bringing The General 

Electric Merchandiser to the attention of the whole- 

sale and retail trade and of emphasizing its value as a 

help to better and more profitable merchandising 

and as a magazine of business information. 

LIGHT 

The National Lamp Works of the General Electric 

Company publishes a monthly magazine, Light, 

which is a scientific and sales periodical devoted to 

every aspect of illumination. Its aim is to portray 

current progress in the science, art, and business of 

lighting. This includes readable, helpful articles on 

the following items, most of which are covered in 

each issue: 

1. The latest approved standards and specifica- 

tions for lighting practice in specific fields. 2. The 

progress of automotive lighting and light-signalling. 

3. Railway lighting in its various aspects. 4. Light 

in its relations to safety and to speed of vision. 

5. Self-contained lighting devices, such as flashlights. 

6. The display, advertising, and merchandising of 

incandescent lamps. 7. "Productive lighting" for 

factories and stores. 8. Light as a display and ad- 

vertising medium. 9. The artistic and psychological 

effects of light, as in home lighting. 10. Lighting 

economy. 11. Reviews and notices of books on light. 

12. Progress in lamp development. 13. Industrial 

and public relations throughout the lamp industry. 

Light is distributed on a subscription basis, the bulk 

of each issue being absorbed by the sales divisions and 

departments of the National Lamp Works, on whose 

account they are distributed without charge to care- 

fully selected lists of trade connections. The latter 

include various classes of jobbers, central stations, 

electrical dealers and contractors, and, in smaller 

degree, other interested trades and occupations. 

THE EDISON SALES BUILDER 

The Edison Sales Builder, the monthly house 

organ of the Edison Lamp Works, is a journal of 

sales information, a compendium of lighting practice, 

a digest of electrical publications and lamp publicity, 

a record of field activities, a medium for the exchange 

of ideas, and the cordial friend of every lamp agent. 

True to its name, it devotes much of its space to 

exposition of material produced in support of 

Edison Mazda lamp sales. Each issue contains 

pictures and descriptions of window displays and 

store arrangements that feature and sell lamps and 

help to educate the public in correct methods of 

illumination. Inspirational articles are interspersed 

with news items selected for their helpful ideas; 

novel and striking uses of dealer helps are suggested; 

in short, each issue is a condensed sales manual and 

literally a "sales builder." 

However, the pages of this magazine are not 

limited to the promotion of lamp sales. It is not 

expected that agents will at all times give their 

windows over to lighting displays. Hence, much 

attention is bestowed on suggested trims featuring 

appliances and devices and using Edison Mazda 

material only as a setting. In the same spirit, The 

Edison Sales Builder contributes to the promotion 

of better housewiring and the extended use of 

electrical products in general, besides offering infor- 

mation as to lighting practice, lamp manufacture, 

and other subjects of importance to the trade. 

WORKS PAPERS 

In so far as sales of apparatus are supported by 

the excellence of production which attends a good 

esprit de corps in the shops, the Schenectady Works 

News co-operates actively with the commercial 

departments. Strictly an employees' magazine, it is 

able to foster a co-operative spirit and suggest a 

certain form of practical loyalty to better effect than 

any other class of publication. 

This function is exercised in co-operation with the 

Works papers published at Pittsfield, Mass.; Lynn, 

Mass.; Erie, Pa.; Harrison, N. J.; Rloomfield, N. J.; 

Fort Wayne, Ind.; Baltimore, Md.; Philadelphia, 

Pa.; Everett, Mass.; and Bridgeport, Conn. 

These papers are not intended to be mediums 

exclusively for the use of the managements; they are 

primarily for the employees and print articles of 

general interest as well as local information. They 

also form a permanent chronological record of the 

Company's activities which is frequently used by 

various departments for purpose of reference. Syndi- 

cated news matter is furnished to all the Works papers 

through the News Bureau at Schenectady, and 

educational advertising of the Company appears 

regularly in all of them. 
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PHOTOGRAPHS 
AND 

DRAFTING 

T
IE va riety of Genera l Electri c products 
tnd their vast number of pa rts require a 
corn prehensi ve phot ographic · service as an 
essentia l contribution to successful sales­

ma nship. In every department, blue prints a re con­
sta ntly used for " proposition " work , engineering 
studies, a nd offi ce records, while bromide and gela tin e 
prin ts a re a lso widely ut ilized for commercia l 
purposes . The necess ity of picturin g th e product t o 
th e customer is of prime importa nce, and t o make 
these phot ographs acco rding to t he highest profes­
sional st a nda rds requires a studio and la boratory 
manned by an experienced sta ff. 

T o meet the requirements of th e Compa ny's 1!1a ny 
commercia l a nd engineering departments, qua ntity 
prod uction is a lmost as necessary as quali ty . The 
scale on which our photographic work is done can be 
gauged by t he record of t he year 1923 during which 
period 13,000 negatives were made and titled at 
Schenvct ady, and over 5000 from other fact ories and 
outside sources were titled and prepared for printing. 
From these and from negatives a lr.eady in stock , there 
were made 1,357,314 reproductions including silver 
prints, blue prints, gelatine and bromide prints. This 
is an average of about 4500 for every worlcing day. 

Sil ve r pri~ts for half-tone reproduction a re of 
special importance t o t he Compa ny's publications. 
These include illustra ti ve matter for every form of 
printed adverti sing, bull etin s, engin eering devices, 
cata logues, the t echnical and sales magazines pub­
li shed a t Schenectady, and many photographs for the 
specia l use of th e News Bureau. vVhere appa ra tus 
is too bulky to be bro ught to t he studio, the exposures 
a rc made in t he shops, specia l illumina tion often 
being pro vid ed . 

H elpful se rvice is a lso rendered in co-ordina ting 
th e ph ot ograph work of th e studios and staffs 
locat ed a t many General Electri c factori es, especia lly 
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those engaged in making and forwa rding to Sche­
nectady negatives of the appara tus manufactured 
by their respective works. 

A classified card index and a specimen file of all 
photographs a re ma intained not only a a matter of 
record but for the convenient reference of all depart­
ments tha t may be interest ed in obtaining infor­
mation or securing prints. 

La ntern slides can be prepared from any of the 
200,000 negatives that are in fil e. A small stock of 
slides is a va ilable, and complete set for lecture 
purposes can be made on short notice. For the ad­
verti sing of mercha ndise products in motion picture 
houses, a specia l group of slides has been designed. 
These a re fin ely colored and provide space for im­
printing the dealer's na me. 

Framed pictures and enla rgements can be supplied 
to customers and electri cal societies for wall decora­
t ion. 

The Publicity D epartment is prepared to secure 
photographs a ny where in the United States through 
a corps of competent commercial photographers who 
have been doin g work for the Company regularly 
and underst and its requirements. 

To meet the demands of Engineering, Testing, and 
R esearch departments, it has been found necessary to 
build special photographic equipment. This is util­
ized in recording electrical phenomena for purposes 
of investigation and study . For example, a special 
successive-image camera has been designed and built 
that will make twenty -four successive photographs 
at the rate of fi ve hundred per second. This equip­
ment has been used frequently for recording electric 
a rcs. In ord er to photograph new employees for 
record purposes, specia l cameras a re empl oyed which 
utilize motion picture film. 

Four photostat machines have been insta lled which 
produce prints in sta nda rd sizes, 8 inches by 10 inches, 

PHOTOGRAPHS 

T11K variety of General Electric products 

and their vast number of parts require a 

comprehensive photographic service as an 

essential contribution to successful sales- 

manship. In every department, blue prints are con- 

stantly used for "proposition" work, engineering 

studies, and office records, while bromide and gelatine 

prints are also widely utilized for commercial 

purposes. The necessity of picturing the product to 

the customer is of prime importance, and to make 

these photographs according to the highest profes- 

sional standards requires a studio and laboratory 

manned by an experienced staff. 

To meet the requirements of the Company's many 

commercial and engineering departments, quantity 

production is almost as necessary as quality. The 

scale on which our photographic work is done can be 

gauged by the record of the year 1923 during which 

period 13,000 negatives were made and titled at 

Schenectady, and over 5000 from other factories and 

outside sources were titled and prepared for printing. 

From these and from negatives already in stock, there 

were made 1,357,314 reproductions including silver 

prints, blue prints, gelatine and bromide prints. This 

is an average of about 4500 for every working day. 

Silver prints for half-tone reproduction are of 

special importance to the Company's publications. 

These include illustrative matter for every form of 

printed advertising, bulletins, engineering devices, 

catalogues, the technical and sales magazines pub- 

lished at Schenectady, and many photographs for the 

special use of the News Bureau. Where apparatus 

is too bulky to be brought to the studio, the exposures 

are made in the shops, special illumination often 

being provided. 

Helpful service is also rendered in co-ordinating 

the photograph work of the studios and staffs 

located at many General Electric factories, especially 

those engaged in making and forwarding to Sche- 

nectady negatives of the apparatus manufactured 

by their respective works. 

A classified card index and a specimen file of all 

photographs are maintained not only as a matter of 

record but for the convenient reference of all depart- 

ments that may be interested in obtaining infor- 

mation or securing prints. 

Lantern slides can be prepared from any of the 

290,()()() negatives that are in file. A small stock of 

slides is available, and complete sets for lecture 

purposes can be made on short notice. For the ad- 

vertising of merchandise products in motion picture 

houses, a special group of slides has been designed. 

These are finely colored and provide space for im- 

printing the dealer's name. 

Framed pictures and enlargements can be supplied 

to customers and electrical societies for wall decora- 

tion. 

The Publicity Department is prepared to secure 

photographs anywhere in the United States through 

a corps of competent commercial photographers who 

have been doing work for the Company regularly 

and understand its requirements. 

To meet the demands of Engineering, Testing, and 

Research departments, it has been found necessary to 

build special photographic equipment. This is util- 

ized in recording electrical phenomena for purposes 

of investigation and study. For example, a special 

successive-image camera has been designed and built 

that will make twenty-four successive photographs 

at the rate of five hundred per second. This equip- 

ment has been used frequently for recording electric 

arcs. In order to photograph new employees for 

record purposes, special cameras are employed which 

utilize motion picture film. 

Four photostat machines have been installed which 

produce prints in standard sizes, 8 inches by 10 inches, 
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Examples of photog raphy produced throug h Publirity Departm ent 
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11 inches by 14 inches, and 18 inches by ~~ inches. 
These machines reproduce directly on photo paper a 
facsimile of a letter, drawing, page of a book, etc., 
wherever a small number of exact reproductions is 
required. 

A staff of twenty-six people is employed in 
making photographs and prints and in necessary 
clerical work. 

DRAFTING 

In the service of the Commercial, Engineering, 
and :Merchandising departments of the Company, a 
drafting force of twenty people is maintained. 

1. Photo Operating Room 
2. Blue Print Room 
3. Motion Picture Inspection 
4. Administrative Sta.ff 
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When one considers the elaborate nature of many 
pieces, the precision with which all must be exec.uted, 
and the entire reliance that is placed upon them, the 
fact that in 19~3 there were completed 14,17J . items 
is impressive both as to the productive capacity of 
the staff and the large field of usefulne s which its 
product occupies among the various departments. 

The subjects include new and revised nameplate 
designs, drawings for line cuts, lettering of photo­
graphs, lantern slide titles, motion picture titles, 
display cards, maps, store layouts, and all special 
lettering and drafting that does not come under the 
head of designing drafting in the factory departments. 

.. 

5. Photostat Room 
6. Drafting Room 
7. Photograph House 

11 inches by 14 inches, and 18 inches by 22 inches. 

These machines reproduce directly on photo paper a 

facsimile of a letter, drawing, page of a book, etc., 

wherever a small number of exact reproductions is 

required. 

A staff of twenty-six people is employed in 

making photographs and prints and in necessary 

clerical work. 

DRAFTING 

In the service of the Commercial, Engineering, 

and Merchandising departments of the Company, a 

drafting force of twenty people is maintained. 

When one considers the elaborate nature of many 

pieces, the precision with which all must be executed, 

and the entire reliance that is placed upon them, the 

fact that in 1923 there were completed 14,Dl items 

is impressive both as to the productive capacity of 

the staff and the large field of usefulness which its 

product occupies among the various departments. 

The subjects include new and revised nameplate 

designs, drawings for line cuts, lettering of photo- 

graphs, lantern slide titles, motion picture titles, 

display cards, maps, store layouts, and all special 

lettering and drafting that does not come under the 

head of designing drafting in the factory departments. 
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5. Photostat Room 
6. Drafting Room 
7. Photograph House 

1. Photo Operating Room 
2. Blue Print Room 
3. Motion Picture Inspection 
4. Administrative Staff 
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ART 

Reproduction of painting made in Art Section for Railway Department 

T
HE publicity of a great manufacturing 
enterprise is limited in effectiveness by the 
quality of its iflustrations and decorations. 
This quality, at its best, includes more 

than artistic skill and technical accuracy; it also 
embodies a keen advertising sense, a wi e discrimina­
tion between the appropriate and the unfit, an inti­
macy with current styles and standards of pub­
licity, a fir t-hand knowledge of the company's 
product, and daily personal contact with engineering 
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and commercial departments . In other words, 
the ideal commercial art department must, in its 
completene. s, be an integral part of the company's 
organization. 

The General Electric Company is notable among 
manufacturers for the maintenance of a department 
equipped, both in personnel and facilities, to carry 
out every artistic requirement from the first con­
ception and rough design to the final product ready 
for the engraver. It is known as the Art Section of 
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Reproduction of painting made in 

THE publicity of a great manufacturing 

enterprise is limited in effectiveness by the 

quality of its iflustrations and decorations. 

This quality, at its best, includes more 

than artistic skill and technical accuracy; it also 

embodies a keen advertising sense, a wise discrimina- 

tion between the appropriate and the unfit, an inti- 

macy with current styles and standards of pub- 

licity, a first-hand knowledge of the company's 

product, and daily personal contact with engineering 

Section for Railway Department 

and commercial departments. In other words, 

the ideal commercial art department must, in its 

completeness, be an integral part of the company's 

organization. 

The General Electric Company is notable among 

manufacturers for the maintenance of a department 

equipped, both in personnel and facilities, to carry 

out every artistic requirement from the first con- 

ception and rough design to the final product ready 

for the engraver. It is known as the Art Section of 
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the Publicity D epart-
ment, and its studios 
are conveniently ac­
cessible to the General 
Office a nd the Sche­
nectady Works. 

I 0 

I e 
:..,.~-

4. Designing and 
building of miniature 
models for advertising 
and display purpo~es. 

5. Design ing of 
I 

medals, plaques, etc. 
In brief, the stud io 

is prepared to handle 
almost every class of 
work, whether it iri­
volves the graphic or 
plastic arts. It also 
advises in the prepa­
ration of trade paper 
advertisements and 
executes the art work. 

It is responsible for 
the illu t rations, dec­
orations, typography, 
and a rtistic appear­
ance of a ll the publi­
cations issued by th e 
Compa ny . It a lso 
super vises all the work 
clone by outside li tho­
graphersand engravers 
and is charged with 
the purchase of out­

Photographs before r111d aJier retouching This hook contains 

s ide drawings and paintings that may be required i11 
any emergency. 

The fo llowing, in brief, is its mode of procedure : 
Whenever a new publication is required b~, a com­
mercial or manufacturing depa rt ment, a rough 
dummy is prepared , including layout, sketches, an d 
typographical indications, as well as selection of 
s tock and inks. On approval of the appropriation. 
the art work is completed, cover drawings a re 1~ade, 

other illustrations prepared, and photograph s 
retouched in preparation for the engraving process. 
After the latter work is performed, the press proof 
is examined and, if necessary, corrected. The follow­
ing classes of work are regularly carried on : 

1. R etouching of photographs. Phantom views of 
machinery. Mechanical wash drawings from blue prints. 

2. Cover designing for bulletins, pamphlets. 
fo lders, etc., in oi l, water color, a nd other mediums. 

3. All manner of letterin g, including show ca rd 
and sign wri t ing on wood , glass, and metal. 

a wealth of illustration 
cover ing the work of t he staff in response to Company 
requirements. Specia l attention is call ed to the 
frontispiece, "The Splendor of Well Lighted Streets;" 
to the cover designs prepared for The General 
Electric ~Merchandiser and The G-E Monogram; to th~ 
painting of the Chicago, Milwaukee and St. Paul 
locomotive, a nd th e Battleship N ew M exico, the 
original of which hangs in the office of the Secretary 
of t~h e Navy. 

The work of the retouching organ ization is of 
special importance to the engineering and commercial 
departments, who make constant use of photographs 
of apparatus. Both for advisory and sale purposes 
these pictures must show the subject to the best 
advantage, a result that can be obtained on ly by the 
expert retoucher. 

The miniature house, " The Hom e of a Hundred 
Comforts," shown on page 70, is an example of 
model bu ilding as practiced in p romotion of the 
Company's merchandising activit ies. 

Wash draw ing of Curt is Steam T11rhi11 e mar/,, Ji·om hlu e 11ri111 
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the Publicity Depart- 

ment, and its studios 

are conveniently ac- 

cessible to the General 

Office and the Sche- 

nectady Works. 

It is responsible for 

the illustrations, dec- 

orations, typography, 

and artistic appear- 

ance of all the publi- 

cations issued by the 

Company. It also 

supervises all the work 

done by outside litho- 

graphers and engravers 

and is charged with 

the purchase of out- 

side drawings and paintings that may be required in 

any emergency. 

The following, in brief, is its mode of procedure; 

Whenever a new publication is required by a com- 

mercial or manufacturing department, a rough 

dummy is prepared, including layout, sketches, and 

typographical indications, as well as selection of 

stock and inks. On approval of the appropriation, 

the art work is completed, cover drawings are made, 

other illustrations prepared, and photographs 

retouched in preparation for the engraving process. 

After the latter work is performed, the press proof 

is examined and, if necessary, corrected. The follow- 

ing classes of work are regularly carried on: 

1. Retouching of photographs. Phantom views of 

machinery. Mechanical wash drawingsfrom blue prints. 

2. Cover designing for bulletins, pamphlets, 

folders, etc., in oil, water color, and other mediums. 

3. All manner of lettering, including show card 

and sign writing on wood, glass, and metal. 

Photographs before and after retouching 

4. Designing and 

building of miniature 

0 models for advertising 
3-^ and display purposes. 

*1 il, ■ 5. Designing of 
medals, plaques, etc. 

In brief, the studio 

is prepared to handle 

almost every class of 

work, whether it in- 

volves the graphic or 

plastic arts. It also 

advises in the prepa- 

ration of trade paper 

advertisements and 

executes the art work. 

This book contains 

a wealth of illustration 
covering the work of the staff in response to Company 

requirements. Special attention is called to the 

frontispiece, "The Splendor of Well Lighted Streets;" 

to the cover designs prepared for The General 

Electric Merchandiser and The G-E Monogram-, to the 

painting of the Chicago, Milwaukee and St. Paul 

locomotive, and the Battleship New Mexico, the 

original of which hangs in the office of the Secretary 

of the Navy. 

The work of the retouching organization is of 

special importance to the engineering and commercial 

departments, who make constant use of photographs 

of apparatus. Both for advisory and sales purposes 

these pictures must show the subject to the best 

advantage, a result that can be obtained only by the 

expert retoucher. 

The miniature house, "The Home of a Hundred 

Comforts," shown on page 70, is an example of 

model building as practiced in promotion of the 

Company's merchandising activities. 

T-JhTiE'M 

Wash drawing of Curtis Steam Turbine made from blue print 
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GENERAL ELECTRIC 
REVIEW 

T
HE General Electric Review, a monthly 
magazine for engineers, has attained high 
rank as a technical journal despite the 
commercial partiality expected in a manu­

facturer's magazine. Its popularity is not confined 
to America; in other English speaking countries over 
one thousand copies are purchased monthly. Else­
where, three thousand subscribers, 
of sixty different nationalities, pay ,______ 

This practice creates an excellent reaction on the 
subscriber. In reading to acquire knowledge, he 
becomes subconsciously impressed with the merits 
of G-E apparatus. Impressions of this character are 
lasting and will make the potential customer receptive 
to the arguments of General Electric salesmen. 

For about fifteen years the Review has been 
distributed on a paid subscription 
basis. This method has several 

$3.50 annually for this magazine 
which to them is printed in a foreign 
language. These figures of the world­
wide circulation of the Review are 
significant, as is also the fact that the 
bulk of the distribution is not ab-

GENERAL ELECTRIC 
REVIEW 

distinct merits. It gives a real sig­
nificance to the circulation figures; 
it brings in a revenue; and, most 
important of all, it furnishes greater 
assurance that our story will be read, 
as one seldom purchases that which 
he does not intend to use. sorbed within the General Electric 

Company. Only ten per cent of t lw 
subscribers are G-E employees. 

Among the contributors to the 
Review are many of the world's dis­
tingushed scientists and engineers 
both within and without the General 
Electric organization. 

The R eview is credited with a cir­
culation of 10,500 copies by the Audi L 

Bureau of Circulations; and an ana l­
ysis of the subscription list shows how 
well this technical magazine covers its 
wide field. 

The purpose ~f the R eview is three­
fold. One function is to increase 

In thus establishing itself as a 
worthy outlet for publicity concerning 
the Company's engineering accom­c""'',. ilPs i g 11 of the Genera'l £ /p('frif' Rev ie11• 

March, 1924 plishments, the Review is deserving 

engineers' good will toward the General Electric 
Company by- furnishing educational information 
which they would probably not obtain otherwise. 
Al)other aim is to raise the prestige of the Company 
by describing its research activities in the realm of 
pure science and its engineering developments in the 
fiefd of actual practice. The third object is to spread 
the gospel of G-E products by describing the appa­
ratus, its application in industry, and its performance 
in service. No appeal of an ad"ertising nature is 
made and no sales arguments are advanced; the facts 
are ·presented purely as engmeermg information. 
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of loyal support. In return, it offers 
a low-priced publication service made possible by the 
revenue from subscriptions and advertisements. It 
also offers a valuable reprint service. This service, 
too, is available at an exceedingly low cost. Econ­
omy, however, is not the sole inducement for the use 
of this form of publicity where special distribution 
is desired. The very fact that a pamphlet is a reprint 
labels it as having been worthy of place in a magazine 
- a qualification not apparent on the face of the ordi­
nary pamphlet. Various departments of the Company 
have taken advantage of this service until now the re­
print orders cover forty per cent of all Review articles 
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where, three thousand subscribers, 

of sixty different nationalities, pay 
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pure science and its engineering developments in the 
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made and no sales arguments are advanced; the facts 

are presented purely as engineering information. 
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Cover design of the Generai Electric Review 
March, 1924 

This practice creates an excellent reaction on the 

subscriber. In reading to acquire knowledge, he 

becomes subconsciously impressed with the merits 

of G-E apparatus. Impressions of this character are 

lasting and will make the potential customer receptive 

to the arguments of General Electric salesmen. 

For about fifteen years the Review has been 

distributed on a paid subscription 

basis. This method has several 

■   distinct merits. It gives a real sig- 

nificance to the circulation figures; 

it brings in a revenue; and, most 

important of all, it furnishes greater 

assurance that our story will be read, 

as one seldom purchases that which 

he does not intend to use. 

Among the contributors to the 

Review are many of the world's dis- 

tingushed scientists and engineers 

both within and without the General 

Electric organization. 

In thus establishing itself as a 

worthy outletfor publicity concerning 

the Company's engineering accom- 

plishments, the Review is deserving 

of loyal support. In return, it offers 

a low-priced publication service made possible by the 

revenue from subscriptions and advertisements. It 

also offers a valuable reprint service. This service, 
too, is available at an exceedingly low cost. Econ- 

omy, however, is not the sole inducement for the use 

of this form of publicity where special distribution 

is desired. The very fact that a pamphlet is a reprint 

labels it as having been worthy of place in a magazine 

—a qualification not apparent on the face of the ordi- 

nary pamphlet. Various departments of the Company 

have taken advantage of this service until now the re- 

print orders cover forty per cent of all Review articles 
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NEWSPAPER AND 

MAGAZINE PUBLICITY 

NEWSPAPER PUBLICITY 

OST newspapers of today, especially 
those published in metropolitan cities, 
recognize this as distinctively an elec­
trical age and are eager to feature 

new inventions and developments in the elec-
trical field. This material is most keenly appreci­
ated when it has a special news value and carries an 
obvious element of popular interest. However, they 
object to publishing propaganda, commonly called 
"press agent material," which in the case of the 

' larger papers is received at the rate of 300 to 400 
letters a day. 

The News Bureau, aiming to co-operate with the 
great purpose of the public press, has carefully 
refrained from distributing material wh ich might be 
so classified. From the beginning it 1rns kept 
strictly to the plan of supply ing electrical news 
phrased in the same impersonal style as if prepared 
by a reporter of the paper. Our stories are not 
scattered indiscriminately to the ~WOO dailies printed 
in the United States; they are sent only to news­
papers that specifically request them, the function 
being similar to that of an outside newspaper syn­
dicate except that no charge is made for the material. 

Thus a real service is performed for the press- a 
service attested by the receipt of many letters stating 
that the writers look to the General Electric Company 
for the correct and latest news as to matters elec­
trical. It is no unusual occurrence to receive letters 
to the following effect: ""What do your engineers or 
scientists think of the new electrical invention an­
nounced in this morning's paper. 

In no case is the material sent in answer to these 
and other requests propaganda or advertising. It is 
purely informative and pertains only to matters of 
legitimate news value. 
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In the event of a story of unusual importance, 
reporters are invited from the metropolitan press to 
come to our works and secure their information at 
first hand. This was done when Senator Marconi 
visited the Schenectady plant and on the occasion 
of Thomas A. Edison's visit; when an "artifieial 
lightning" demonstration was staged at the Pittsfield 
Works; when the mercury boiler was placed in 
operation at Hartford, and when the tug-of-war took' 
place at the Erie ·works between an electric and a 
steam locomotive. Under the auspices of the News 
Bureau fifteen reporters from eastern cities attended 
the artificial lightning demonstration. They talked 
with the engineers in charge and with works execu­
tives, and they secured information which, with th'e 
material furnished by the News Bureau, resulted in 
the appearance of at least 1300 stories in 860 
different newspapers. 

A semi-monthly electrical news service is supplied 
to the press and is featured in 4~5 papers, all of which 
have sent written requests to receive it. At intervals 
of three or four w.eek · an illustrated feature story is · 
offered to the Sunday papers, the requests for this 
averaging from 60 to 70. 

For the benefit of country weeklies, a "plate" ser­
vice has been inaugurated . Originally planned for about 
100 western papers, this service has grown until now 
410 newspapers haverequested_andreceivedit. For the 
benefit of the farmer who is, as a rule, eager for infor­
mation as to possible electrification, it is planned to 
make a considerable extension of this service in 19~4 . . 

Many newspapers print special picture sections 
for the busy man who prefers to obtain his news in 
this way, and to these papers the News Bureau makes 
regular contribution of interesting, unusual, and 
"newsy" photographs. 
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OST newspapers of today, especially 

those published in metropolitan cities, 

recognize this as distinctively an elec- 

trical age and are eager to feature 

new inventions and developments in the elec- 

trical field. This material is most keenly appreci- 

ated when it has a special news value and carries an 

obvious element of popular interest. However, they 

object to publishing propaganda, commonly called 

"press agent material," which in the case of the 

larger papers is received at the rate of 300 to 400 

letters a day. 

The News Bureau, aiming to co-operate with the 

great purpose of the public press, has carefully 

refrained from distributing material which might be 

so classified. From the beginning it has kept 

strictly to the plan of supplying electrical news 

phrased in the same impersonal style as if prepared 

by a reporter of the paper. Our stories are not 

scattered indiscriminately to the 2600 dailies printed 

in the United States; they are sent only to news- 

papers that specifically request them, the function 

being similar to that of an outside newspaper syn- 

dicate except that no charge is made for the material. 

Thus a real service is performed for the press—a 

service attested by the receipt of many letters stating 

that the writers look to the General Electric Company 

for the correct and latest news as to matters elec- 

trical. It is no unusual occurrence to receive letters 

to the following effect: "What do your engineers or 

scientists think of the new electrical invention an- 

nounced in this morning's paper. 

In no case is the material sent in answer to these 

and other requests propaganda or advertising. It is 

purely informative and pertains only to matters of 

legitimate news value. 

In the event of a story of unusual importance, 

reporters are invited from the metropolitan press to 

come to our works and secure their information at 

first hand. This was done when Senator Marconi 

visited the Schenectady plant and on the occasion 

of Thomas A. Edison's visit; when an "artificial 

lightning" demonstration was staged at the Pittsfield 

Works; when the mercury boiler was placed in 

operation at Hartford, and when the I ug-of-war took' 

place at the Erie Works between an electric and a 

steam locomotive. Under the auspices of the News 

Bureau fifteen reporters from eastern cities attended 

the artificial lightning demonstration. They talked 

with the engineers in charge and with works execu- 

tives, and they secured information which, with the 

material furnished by the News Bureau, resulted in 

the appearance of at least 1300 stories in 860 

different newspapers. 

A semi-monthly electrical news service is supplied 

to the press and is featured in 425 papers, all of which 

have sent written requests to receive it. At intervals 

of three or four weeks an illustrated feature story is 

offered to the Sunday papers, the requests for this 

averaging from 60 to 70. 

For the benefit of country weeklies, a "plate" ser- 

vice has been inaugurated. Originally planned forabout 

100 western papers, this service has grown until now 

410 newspapers have requested and receivedit. For the 

benefit of the farmer who is, as a rule, eager for infor- 

mation as to possible electrification, it is planned to 

make a considerable extension of this service in 1924. 

Many newspapers print special picture sections 

for the busy man who prefers to obtain his news in 

this way, and to these papers the News Bureau makes 

regular contribution of interesting, unusual, and 

"newsy" photographs. 
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Requests are often received from the staffs of 
G-E District and Local Offices for news storie which 
have been specifically desired by papers in their 
respective territories. The supply of such material 
not only helps the industry but enables the offices to 
perform timely and appreciated service to the press. 
A free use of special material which can thus be 
furnished at short notice will be of advantage in 
the spread of electrical information and the per­
formance of servic both important objects of 
the Company. 

TECHNICAL MAGAZINE SERVICE 

Through its Publicity Department, the General 
Electric Company put its technical knowledge at the 
service of scientific magazines and their readers. 
These periodicals must depend on engineering special­
ists for accurate information as to electrical theory, 
practice, and manufacture. The mere fact that an 
individual has been entrusted with important 
responsibilities in the development of General Elec­
tric apparatus gives him such tanding with the 
editors of technical magazines as to insure a cordial 
reception for articles signed by him. Thi demand 
for contributions to the sum of electrical knowledge 
furnishes an opportunity of which our engineers are 
prepared to take full advantage. Their knowledge 
of new development in electrical science adds a 
further and very special value to material of this 
nature, while the recognized authority of the Com­
pany is impressed on the news which it supplies in 
all matters pertaining to the indu try. 

With the increased facilities of the News Bureau 
for handling such article , it is anticipated that those 
qualified to write on techrtical subjects will offer · a 
wealth of material that will enable the Publicity 
D epartment to meet all demands made upon it by 
magazine editors. 

POPULAR MAGAZINE SERVICE 

Th.e established place of popular magazines m 
public esteem, not only as sources of entertainment 
but of special information as well, has led publishers 
to set a high value on the latter class of material and 
to seek it from authoritative sources. 

An institution that can upply :finished articles 
dealing with topics of general interest to readers or of 
personal concern to them, performs a double service; 
it enhances the value of the magazine and promotes 
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public intelligence. In the field of electricity, the 
Publicity D epartment renders this ervice com- . 
prehensively and with a first-hand knowledge of 
facts. 

Outstanding developments in electrical engineer­
ing and manufacture have so immediate an effect on 
individual well being and enjoyment that these two 
aspects can logically be united in a singular popular 
presentation. The purely educational content of 
the article, its simple, interesting style, and the 
dispassionate tone free from any suggestion of special 
pleading, unite to make it acceptable to the magazine 
and of real value to readers. The fact that it ema­
nates from a great electrical manufacturer is signifi­
cant only in giving it the same technical authority 
that would support an article on astronomy prepared 
by the director of an observatory. 

In much the same way, the biographical sketch 
of a leader in the electrical indu try- quite apart 
from the interesting facts of his career- has an 
inspirational value as part of the magazine's general 
purp.ose and gives the public a clearer insight into 
the motives and vision of men who devote their lives 
to a great service. 

Article are regularly prepared for the periodicals 
which specialize in matters of interest to women. 
The educational value of these articles consists in 
familiarizing hou ekeepers with the intimate comfort 
and convel_lience which electricity brings to the home 
as well as with its more general aspects which they, 
as participants in publ!c affairs, should recognize. 

The future of the electrical. industry, vastly 
important as a factor in national development, will 
always demand the best technical talent and engineer­
ing vision . . °\'Ve seek to attract promising young men 
into the electrical field through magazine articles 
written for college publications. This material is both 
informative and inspirational, and presents the possi­
bilities of coming years as well as present achieve­
ments in such form as to appeal to the imagma­
tion of students in our universities and scientific 
schools. 

The vast range of electrical products and applica­
tions that are of general rather than of specialized 
interest find opportunity for popular treatment in the 
national weeklies . These publications, with their 
impressive circulation, are a willing and valuable 
medium through which our magazine service helps 
contribute to ·the extension of public education in 
matters of electrical science. 

Requests are often received from the staffs of 

G-E District and Local Offices for news stories which 

have been specifically desired by papers in their 

respective territories. The supply of such material 

not only helps the industry but enables the offices to 

perform timely and appreciated service to the press. 

A free use of special material which can thus be 

furnished at short notice will be of advantage in 

the spread of electrical information and the per- 

formance of service—both important objects of 

the Company. 

TECHNICAL MAGAZINE SERVICE 

Through its Publicity Department, the General 

Electric Company puts its technical knowledge at the 

service of scientific magazines and their readers. 

These periodicals must depend on engineering special- 

ists for accurate information as to electrical theory, 

practice, and manufacture. The mere fact that an 

individual has been entrusted with important 

responsibilities in the development of General Elec- 

tric apparatus gives him such standing with the 

editors of technical magazines as to insure a cordial 

reception for articles signed by him. This demand 

for contributions to the sum of electrical knowledge 

furnishes an opportunity of which bur engineers are 

prepared to take full advantage. Their knowledge 

of new developments in electrical science adds a 

further and very special value to material of this 

nature, while the recognized authority of the Com- 

pany is impressed on the news which it supplies in 

all matters pertaining to the industry. 

With the increased facilities of the News Bureau 

for handling such articles, it is anticipated that those 

qualified to write on technical subjects will offer a 

wealth of material that will enable the Publicity 

Department to meet all demands made upon it by 

magazine editors. 
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POPULAR MAGAZINE SERVICE 

The established place of popular magazines in 

public esteem, not only as sources of entertainment 

but of special information as well, has led publishers 

to set a high value on the latter class of material and 

to seek it from authoritative sources. 

An institution that can supply finished articles 

dealing with topics of general interest to readers or of 

personal concern to them, performs a double service; 

it enhances the value of the magazine and promotes 

public intelligence. In the field of electricity, the 

Publicity Department renders this service com- 

prehensively and with a first-hand knowledge of 

facts. 

Outstanding developments in electrical engineer- 

ing and manufacture have so immediate an effect on 

individual well being and enjoyment that these two 

aspects can logically be united in a singular popular 

presentation. The purely educational content of 

the article, its simple, interesting style, and the 

dispassionate tone free from any suggestion of special 

pleading, unite to make it acceptable to the magazine 

and of real value to readers. The fact that it ema- 

nates from a great electrical manufacturer is signifi- 

cant only in giving it the same technical authority 

that would support an article on astronomy prepared 

by the director of an observatory. 

In much the same way, the biographical sketch 

of a leader in the electrical industry—quite apart 

from the interesting facts of his career—has an 

inspirational value as part of the magazine's general 

purpose and gives the public a clearer insight into 

the motives and vision of men who devote their lives 

to a great service. 

Articles are regularly prepared for the periodicals 

which specialize in matters of interest to women. 

The educational value of these articles consists in 

familiarizing housekeepers with the intimate comfort 

and convenience which electricity brings to the home 

as well as with its more general aspects which they, 

as participants in public affairs, should recognize. 

The future of the electrical, industry, vastly 

important as a factor in national development, will 

always demand the best technical talent and engineer- 

ing vision.We seek to attract promising young men 

into the electrical field through magazine articles 

written for college publications. This material is both 

informative and inspirational, and presents the possi- 

bilities of coming years as well as present achieve- 

ments in such form as to appeal to the imagina- 

tion of students in our universities and scientific 

schools. 

The vast range of electrical products and applica- 

tions that are of general rather than of specialized 

interest find opportunity for popular treatment in the 

national weeklies. These publications, with their 

impressive circulation, are a willing and valuable 

medium through which our magazine service helps 

contribute to the extension of public education in 

matters of electrical science. 
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LIBRARY SERVICE 

T 
O furnish information quiclcly to G-E em­
ployees everywhere is the cardinal object 
of the Company's 1\1ain .Library. Like 
other libraries, it contains commercial 

and technical books and periodicals and a read-
ing room where they may be consulted, but it a lso 
renders special services that are peculiar to itself. 

"Library Service" 
G-E engineers, whether commercial, designing, or 

manufacturing, must follow current developments as 
reported in the technical and a llied press. It is, 
however, a lmost impossible to read all these publi­
cations and also have time to design, manufacture, 
or sell electrical machinery. The G-E Main Library 

makes it easy for the organization to keep posted in· 
these matters through its internal publication, 

Library Service. 
The library receives regularly more than ~50 

magazines from all over the world and printed in 
nine languages. These cover all branches of engi­
neering, merchandising, business, and finance. 
Each issue is carefully read and the important 
articles are noted and indexed for further reference. 
Library Service, is ued semi-monthly, is essentially 
a list of these articles so arranged that the reader 
can scan the list quickly and note such articles as 
are of interest to him. He can clip these entries, 
paste them on index cards, and thus maintain a 

1. Periodical division. 2. Circulation room- part of stack in background. 3. Cataloguing and indexing division. 
4. Translation di~ision. 5. Reading room. 
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TO furnish information quickly to G-E em- 

ployees everywhere is the cardinal object 

of the Company's Main Library. Like 

other libraries, it contains commercial 

and technical books and periodicals and a read- 

ing room where they may be consulted, but it also 

renders special services that are peculiar to itself. 

"Library Service 

G-E engineers, whether commercial, designing, or 

manufacturing, must follow current developments as 

reported in the technical and allied press. It is, 

however, almost impossible to read all these publi- 

cations and also have time to design, manufacture, 

or sell electrical machinery. The G-E Main Library 

makes it easy for the organization to keep posted in' 

these matters through its internal publication, 

Library Service. 

The library receives regularly more than 250 

magazines from all over the world and printed in 

nine languages. These cover all branches of engi- 

neering, merchandising, business, and finance. 

Each issue is carefully read and the important 

articles are noted and indexed for further reference. 

Library Service, issued semi-monthly, is essentially 

a list of these articles so arranged that the reader 

can scan the list quickly and note such articles as 

are of interest to him. He can clip these entries, 

paste them on index cards, and thus maintain a 
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1. Periodical division. 2. Circulation room—part of stack in background. 3. Cataloguing and indexing division. 
4. Translation division. 5. Reading room. 
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desk file of references to his own field of activity. 
Library Service Ji . t s new books a nd pamphlets, and 
also t ransla tions that have been made of foreign-

. la nguage material. 
The object of L ibrary Service is t o inform readers 

where in teresting a rticles a re published; the library's 
service is to furni sh t he actual a rt icles when needed. 
T o fac ilitate t hese fun ctions, a " request " form is 
printed on each copy of l.i brary Seri 1fre. If t he 
a rt icle asked fo r is already in circulation, the appli­
cant is notified as soon as it becomes available for 
him. 

' Vhen a copy of an a rt icle is de ired for permanent 
fil e or continuous reference, a phot ostat of t he pages 
is made. As a resul t, the volume rema ins on t he 
shelf for other readers and the applicant is given t he 
copy- more accurate often than typewriting a nd 
including diagrams, tables, a nd illustrat ive materi al. 
This se rvice is rendered at a nominal cha rge for 
" negatives" (white on black ) a nd a sligh t ly great er 
cost for " pos iti ves" (black on white) . 

Bibliog raphies and R ef erence Work 

In assembling specia lly requested information for 
th e various departm ents, t he libra ry performs a 
li tera ry fun ction a na lagous to t hat of a research 
labora to ry . As a n example, th e question is asked , 
" What has been done during the last t en years in 
electri ca l refri ge ration? " A search of t echnical 
literature is made a nd a li st of references (bibli­
ography) furni shed giving t he location of a rti cles 
a nd books rela tin g to t hi s subj ect . If desired , t he 
library can supply p hot ostat copi es of t he a rt icles 
and can even pro vid e translations of papers published 
in fo reign la nguages . 

In Service of Sales 

A consistent peru sal of Library Service will bring 
to th e attention of sales engin eers many an a rti cle 
bearin g on t heir custo mers' problems a nd will thus 
enable t hem to render an added se rvice t o those 
customers. F or example, if t he G-E commercia l 
man knows t hat a n electri c ra ilway is planning a 
repair shop , he may see in Library S ervice a reference 
to a magazine a rti cle describing t he repa ir depart­
ment of a nother railway- info rmation that his 
customer will value. 

In furt her extension of t hi s service, t he salesman 
can obtain from t he libra ry a list of references on 
t he design of railway repa ir shops. This he can 
submi t to t he ra ilway company's engineers with an 
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offer of additional assistance t hrough the library's 
resources. This practice may be followed a s to any 
technical or commercial subject. If the salesma n 
desire to widen his own knowledge in any technical 
fo~ld , a list of references will be prepared for hi s use, 
and , if necessary, photosta t s will be supplied. 

Translations 

'f o make t he large a nd valua ble body of foreign · 
li terature most readily availa ble to engineering and 
other departments, the library ma inta ins a st a ff of 
engineers experienced in translation work, and wh o 
a lso handle a considerable a mount of fo reign cor­
respondence. As technical t ransla tions consume 
mu ch t ime, it is suggested t hat requests fo r t his 
se rvice be confined to matters of specia l importance. 
An ora l in te rpretation by t he t ranslato r will of ten 
render long t ranscript ions unnecessary . 

Orfj·anization W ork 

The tra ined sta ff of the libra ry offers it services 
in organi zing libraries fo r other G-E works a nd de­
part ments and in systematizin g collections of books 
a lready made. This work has a lready been utili zed 
by local offi ces and is susceptible of extension 
wherever in the Company there is need of standa rd 
cata loguing and purchasing methods. A " master " 
catalogue of books in other depa rtments a nd works 
is availa ble at Schenectady . 

Purchases 

The libra ry purchases all books for the Company's 
use and has specia l fac ilit ie for handling the e orders 
without delay. Because of it experience in the 
magazine field , request s for subscriptions for Company 
use should clear through the library, which will make 
arrangements with the Purchasing D epartment . 

Cordia) rela tions a re mainta ined with librari es 
in other cities, including sta t e and federa l collections, 
and materia l from these sources may often be con-
ulted through our agency. While the libra ry's 

service is limited t o " published information," it 
co-operates with the Publicity D epa rtment's D ata 
service for the benefi t of the whole G-E organization . 

Since the establishment of W GY , weekly book 
talks have been broadcast by members of the libra ry 
staff- a service t ha t has met with wide appreciation. 

The libra ry is at t he service of the whole Company 
in a ll matters pertaining to t he fun ctions t hat have 
been described . " 'hen in search of information, a ll 
depart ments a re urged to Ask the L ibrary firs t. 

desk file of references to his own field of activity. 

Library Service lists new books and pamphlets, and 

also translations that have been made of foreign- 

language material. 

The object of Library Service is to inform readers 

ivhere interesting articles are published; the library's 

service is to furnish the actual articles when needed. 

To facilitate these functions, a "request" form is 

printed on each copy of Library Service. If the 

article asked for is already in circulation, the appli- 

cant is notified as soon as it becomes available for 

him. 

When a copy of an article is desired for permanent 

file or continuous reference, a photostat of the pages 

is made. As a result, the volume remains on the 

shelf for other readers and the applicant is given the 

copy—more accurate often than typewriting and 

including diagrams, tables, and illustrative material. 

This service is rendered at a nominal charge for 

"negatives" (white on black) and a slightly greater 

cost for "positives" (black on white). 

Bibliographies and Reference Work 

In assembling specially requested information for 

the various departments, the library performs a 

literary function analagous to that of a research 

laboratory. As an example, the question is asked, 

"What has been done during the last ten years in 

electrical refrigeration?" A search of technical 

literature is made and a list of references (bibli- 

ography) furnished giving the location of articles 

and books relating to this subject. If desired, the 

library can supply photostat copies of the articles 

and can even provide translations of papers published 

in foreign languages. 

In Service of Sales 

A consistent perusal of Library Service will bring 

to the attention of sales engineers many an article 

bearing on their customers' problems and will thus 

enable them to render an added service to those 

customers. For example, if the G-E commercial 

man knows that an electric railway is planning a 

repair shop, he may see in Library Service a reference 

to a magazine article describing the repair depart- 

ment of another railway—information that his 

customer will value. 

In further extension of this service, the salesman 

can obtain from the library a list of references on 

the design of railway repair shops. This he can 

submit to the railway company's engineers with an 

offer of additional assistance through the library's 

resources. This practice may be followed as to any 

technical or commercial subject. If the salesman 

desires to widen his own knowledge in any technical 

field, a list of references will be prepared for his use, 

and, if necessary, photostats will be supplied. 

Translations 

To make the large and valuable body of foreign • 

literature most readily available to engineering and 

other departments, the library maintains a staff of 

engineers experienced in translation work, and who 

also handle a considerable amount of foreign cor- 

respondence. As technical translations consume 

much time, it is suggested that requests lor this 

service be confined to matters of special importance. 

An oral interpretation by the translator will often 

render long transcriptions unnecessary. 

Organization Work 

The trained staff of the library offers its services 

in organizing libraries for other G-E works and de- 

partments and in systematizing collections of books 

already made. This work has already been utilized 

by local offices and is susceptible of extension 

wherever in the Company there is need of standard 

cataloguing and purchasing methods. A "master" 

catalogue of books in other departments and works 

is available at Schenectady. 

Purchases 

The library purchases all books for the Company's 

use and has special facilities for handling these orders 

without delay. Because of its experience in the 

magazine field, requests for subscriptions for Company 

use should clear through the library, which will make 

arrangements with the Purchasing Department. 

Cordial relations are maintained with libraries 

in other cities, including state and federal collections, 

and material from these sources may often be con- 

sulted through our agency. While the library's 

service is limited to "published information," it 

co-operates with the Publicity Department's Data 

service for the benefit of the whole G-E organization. 

Since the establishment of WGY, weekly book 

talks have been broadcast by members of the library 

staff—a service that has met with wide appreciation. 

The library is at the service of the whole Company 

in all matters pertaining to the functions that have 

been described. When in search of information, all 

departments are urged to Ask the Library first. 

99 



TECHNICAL DATA 
SERVICE 

T 
HE Pu blicity D epa rtment is th e repository 
of t echnical data as to a ll General Electric 
produ cts. Its fil es contain .a la rge quant ity 
of engineering and manufacturing da ta 

covering the appara tus and experience of the Com-
pany , of its divisions, a nd of associated domestic and 
foreign companies. These include materi als, designs, 
processes and performa nce, as well as general data 
relating to va rious branches of the electrical 
industry . R eference files a re a lso mainta ined of 
material, winding and insulation specifications, test 
records, curves and sket ches of engineering nature, 
t echnical reports, and da ta folders, t ogether with 
other manufacturers' cat alogues and miscellaneous 
informa tion of a genera l nature. 

This information is at the service of any depart­
ment as occasion a rises for its use. 

T est records cover the actual shop t est s made on 
specific pieces of apparatus before they a re shipped. 
A specia l record series is mainta ined to cover mis­
cellaneous t est s made by engineering departments in 
connection with various in vestigations. 

T echnical reports a re of vari ed character. Jleports 
on specified machines give complet e design dat a and 
electri cal a nd mechanical cha racteristics, or, when 
the reports prima rily cover outside appara tus, 
a complete description with results of test s and a 
compari son with simila r appa ratus of t he General 
Electric Company . .Many reports t ell th e histoi·y 
of progress along certain lin es and give resul ts of 
experim enta l and developmental work of a specific 
or genera l nature. Copies of t echnical reports a re 
prepared a nd distributed by this department . An 
index t o various laboratory reports and reports of 
associated companies is also ma inta in ed , and in a 
large number of cases reference copies of these reports 
are in our files. 
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D ata Fo ld ers take care of miscellaneous da ta that 
do not fa ll in any regula r series . They include 
reports compiled by various depa rtments, giving 
results of specia l investigations, engineering ma terial 
that has come from outsid e sources, a nd in some cases 
simply a seri es of letters exchanged by engineers 
concerning some specific acti v ity . On acco unt of the 
nature of t he materia l, only one copy of a da ta 
fofder is availab le for reference except upon special 
request. The fold ers, however, a re progress ive in. 
na ture and a re kep t up to date by t he addi t ion of 
new matter. 

R eference fil es of foreign a nd domestic manu­
fact urers' a nd associated compa nies' catalogues, 
bulletins, and other publications a rc ma inta ined 
for the benefit of the members of the G-E organiza­
t ion . 

Nomencla ture and seri a l numbers for manu­
factured apparatus, numbers for specifications, re­
ports, engineering curves, etc., a re assigned a nd 
recorded by this offi ce. 

The staff in cha rge of data can iden t ify appa ratus 
when t he ident ity is obscure, advise as to where and 
when it was built, give information regarding the 
care and . construction of a ny product a nd the 
feasibility of eha nges tha t may be suggest ed. 

:Many special rela ted subjects a re handled here, 
such as the compilation and di stribution of g~eral 

specifications, approva l of t esting record fo rm s, and 
the furni shing of reports of t e. t a nd cert ified copies 
of t est. Three books issued by t he Publicity D epart­
ment are (1) t he R ed Book Supplement, showing the 
works a t which apparatus, by seri a l num ber, was 
manufactured; (2) th e Nomenclature Book , li sting 
the t ype, form , etc., tha t designa t e t he apparatus 
manufactured by the Company; a nd (3) the R econ­
nection of Induction M otors, listing informa tion 
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TECHNICAL DATA 

SERVICE 
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THE Publicity Department is the repository 

of technical data as to all General Electric 

products. Its files contain s. large quantity 

of engineering and manufacturing data 

covering the apparatus and experience of the Com- 

pany, of its divisions, and of associated domestic and 

foreign companies. These include materials, designs, 

processes and performance, as well as general data 

relating to various branches of the electrical 

industry. Reference files are also maintained of 

material, winding and insulation specifications, test 

records, curves and sketches of engineering nature, 

technical reports, and data folders, together with 

other manufacturers' catalogues and miscellaneous 

information of a general nature. 

This information is at the service of any depart- 

ment as occasion arises for its use. 

Test records cover the actual shop tests made on 

specific pieces of apparatus before they are shipped. 

A special record series is maintained to cover mis- 

cellaneous tests made by engineering departments in 

connection with various investigations. 

Technical reports are of varied character. Reports 

on specified machines give complete design data and 

electrical and mechanical characteristics, or, when 

the reports primarily cover outside apparatus, 

a complete description with results of tests and a 

comparison with similar apparatus of the General 

Electric Company. Many reports tell the history 

of progress along certain lines and give results of 

experimental and developmental work of a specific 

or general nature. Copies of technical reports are 

prepared and distributed by this department. An 

index to various laboratory reports and reports of 

associated companies is also maintained, and in a 

large number of cases reference copies of these reports 

are in our files. 

Data Folders take care of miscellaneous data that 

do not fall in any regular series. They include 

reports compiled by various departments, giving 

results of special investigations, engineering material 

that has come from outside sources, and in some cases 

simply a series of letters exchanged by engineers 

concerning some specific activity. On account of the 

nature of the material, only one copy of a data 

folder is available for reference except upon special 

request. The folders, however, are progressive in 

nature and are kept up to date by the addition of 

new matter. 

Reference files of foreign and domestic manu- 

facturers' and associated companies' catalogues, 

bulletins, and other publications are maintained 

for the benefit of the members of the G-E organiza- 

tion. 

Nomenclature and serial numbers for manu- 

factured apparatus, numbers for specifications, re- 

ports, engineering curves, etc., are assigned and 

recorded by this office. 

The staff in charge of data can identify apparatus 

when the identity is obscure, advise as to where and 

when it was built, give information regarding the 

care and construction of any product and the 

feasibility of changes that may be suggested. 

Many special related subjects are handled here, 

such as the compilation and distribution of general 

specifications, approval of testing record forms, and 

the furnishing of reports of test and certified copies 

of test. Three books issued by the Publicity Depart- 

ment are (1) the Red Book Supplement, showing the 

works at which apparatus, by serial number, was 

manufactured; (2) the Nomenclature Book, listing 

the type, form, etc., that designate the apparatus 

manufactured by the Company; and (3) the Recon- 

nection of Induction Motors, listing information 
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Specifications a.nd T esting Records 

relative to winding changes possible with var1ou . 
induction motors. 

Our Service Shops, located in various parts of the 
country, are automatically supplied with information 
relating to changes in design and the manufacture of 
new apparatus. The department is prepared on 
short notice to give Service Shops or District Offices 
detailed information in regard to all apparatus. 

Requests for information from students and 
educational institutions are handled by this depart­
ment, which is responsible for the correctness of, and 
approval on, all data supplied in such cases. 

Manufacturing or engineering information sent to 
and received from our foreign affiliated companies or 
companies with whom we have exchange agreements, 
is recorded and cleared by the staff in charge of data, 
to whom all requests for information on behalf of this 
or any foreign company should be referred. 

An endeavor is being made to standardize 
engineering records of all kinds, and to create better 
methods for their preservation. In co-operation with 
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the Photograph and Library staffs, a comprehensive 
decimal index is being prepared to apply to all 
engineering data relating to the Company's activities. 
This index is being planned with the intention of 
co-ordinating the various departmental data files 
throughout the Company and of placing them on a 
uniform basis. Members of the staff will be glad to 
co-operate with individuals in other departments 
with a view to standardizing files, indexes, and 
methods pertaining thereto. 

All data resulting from investigations of the 
Company or otherwise acquired, should be filed with 
this department. Where such information is in 
constant use by another department, copies should 
be sent to our files or other suitable provisions made. 
It is important that this department maintain a 
complete record of technical data available to the 
Company wherever the data be located. 

All inquiries connected with these functions 
should be addressed to Data Section, Publicity 
Department. 
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Specifications and Testing Records 

relative to winding changes possible with various 

induction motors. 

Our Service Shops, located in various parts of the 

country, are automatically supplied with information 

relating to changes in design and the manufacture of 

new apparatus. The department is prepared on 

short notice to give Service Shops or District Offices 

detailed information in regard to all apparatus. 

Requests for information from students and 

educational institutions are handled by this depart- 

ment, which is responsible for the correctness of, and 

approval on, all data supplied in such cases. 

Manufacturing or engineering information sent to 

and received from our foreign affiliated companies or 

companies with whom we have exchange agreements, 

is recorded and cleared by the staff in charge of data, 

to whom all requests for information on behalf of this 

or any foreign company should be referred. 

An endeavor is being made to standardize 

engineering records of all kinds, and to create better 

methods for their preservation. In co-operation with 

the Photograph and Library staffs, a comprehensive 

decimal index is being prepared to apply to all 

engineering data relating to the Company's activities. 

This index is being planned with the intention of 

co-ordinating the various departmental data files 

throughout the Company and of placing them on a 

uniform basis. Members of the staff will be glad to 

co-operate with individuals in other departments 

with a view to standardizing files, indexes, and 

methods pertaining thereto. 

All data resulting from investigations of the 

Company or otherwise acquired, should be filed with 

this department. Where such information is in 

constant use by another department, copies should 

be sent to our files or other suitable provisions made. 

It is important that this department maintain a 

complete record of technical data available to the 

Company wherever the data be located. 

All inquiries connected with these functions 

should be addressed to Data Section, Publicity 

Department. 
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ARCHITECTS AND CONSULTING 
ENGINEERS' SERVICE BUREAU 

ITH a national building program run­
ning to such a hu ge figure as ,'15,000,-
000, it has been found advantageous 
to establish within t he Publi city 

D epa rtment t he Architects a nd Consulting Engi-
neers' Service Bureau. The work of this bureau is 
dual- first, in serving the respective departments of 
the Company, and second , in serv­
ing architects and consulting engi­
neers primarily concerned with t he 
building industry. 

Of the total a mount of build-
" . mg constru ction 80 per cent accrues 

• ' through the membership of the 
American Institute of Architects 
with which the bureau is in con­
tact. The bureau a lso und ertakes 
to follow the statistics of this in­
dustry, to note the trend 111 

change of type and kind of build­
ing stru ctures, to study t heir 
ever in creasing eq uipm ents; and 
otherwise to glean such informa­
tion as may be di ssemin ated a mong ' . 
the various branches of the 

an d engineering professions, and becomes of material 
help in advising as to apparatus or eq uipment that is 
suitable for a rchitectural specifications. 

The Architects and Consulting Engineers' Service 
Bureau is the headquarters for personal service to 
l 000 prominent architects and consulting engineers. 
It is the function of the bnreau to serve the entire 

building industry, to approve the 
Company's architectural publicity 
matter , to assist various branches 
of the Company that are extending 
the use of our products through­
out the building industry, and to 
advise in all matte r a rchitectura l. 

As each Distri ct Offi ce ma in­
tains a n Architects and Consulting 
Engineers' Service, the Publicit;v 
D epartment is in continual touch 
with prospecti ve customers. This 
service results in additional outlets 
for our products. 

The Architects a nd Consultin g 
Engin eers' Service Bureau main­
tains relations with the Producers 
R esearch Council affiliated with 

Company. A rchitects nnd Consnlting Engineers' Data Book the American Institute of Archi-

The bureau furth er publishes and distributes, 
through representatives in t he District Offi ces, t he 
Architects and Consulting Engineers' D ata Book. 
This book is design ed primarily for those concern ed 
in la rge building operations and who main tai n 
engineering departments. It is loose leaf, of approx i­
mately 1000 pages, a nd fully covers the products of 
the Company . It is ~o written that engineers may 
gather from it the mate ri a l for their specifications. 

Through a system of record s, th e bureau is kept 
i11form ed of the se rvice rendered to the a rchitectural 

tects, a n organization of manufacturers who have 
specia l department for a rchitectural service. 

'As building structures become more and more 
electri cally equipped, our service becomes more 
widely appreciated until today we are nationally 
known in a ll important a rchitectural offices. 

An internal service is a lso rendered oo those 
employees of the Company desiring to build homes, 
through a wide a nd intimate acquaintance with the 
a rchitectura l and engineering professions, and the 
manufacturers of building materials and equipment. 

ARCHITECTS AND CONSULTING 

ENGINEERS' SERVICE BUREAU 

Wi 
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'ITH a national building program run- 

ning to such a huge figure as $5,000,- 

000, it has been found advantageous 

to establish within the Publicity 

Department the Architects and Consulting Engi- 

neers' Service Bureau. The work of this bureau is 

dual—first, in serving the respective departments of 

the Company, and second, in serv- 

ing architects and consulting engi- 

neers primarily concerned with the 

building industry. 

Of the total amount of build- 

'Tng construction 80 per cent accrues 

♦ 'through the membership of the 

American Institute of Architects 

with which the bureau is in con- 

tact. The bureau also undertakes 

to follow the statistics of this in- 

dustry, to note the trend in 

change of type and kind of build- 

ing structures, to study their 

ever increasing equipments; and 

otherwise to glean such informa- 

tion as may be disseminated among 

the various branches of the 

Company. 

The bureau further publishes 

through representatives in the District Offices, the 

Architects and Consulting Engineers' Data Book. 

This book is designed primarily for those concerned 

in large building operations and who maintain 

engineering departments. It is loose leaf, of approxi- 

mately 1000 pages, and fully covers the products of 

the Company. It is so written that engineers may 

gather from it the material for their specifications. 

Through a system of records, the bureau is kept 

informed of the service rendered to the architectural 

engineer 

^ATA Book 

Architects and Consulting Engineers' Data Book 

and distributes, 

and engineering professions, and becomes of material 

help in advising as to apparatus or equipment that is 

suitable for architectural specifications. 

The Architects and Consulting Engineers' Service 

Bureau is the headquarters for personal service to 

1000 prominent architects and consulting engineers. 

It is the function of the bureau to serve the entire 

building industry, to approve the 

Company's architectural publicity 

matter, to assist various branches 

of the Company that are extending 

the use of our products through- 

out the building industry, and to 

advise in all matters architectural. 

As each District Office main- 

tains an Architects and Consulting 

Engineers' Service, the Publicity 

Department is in continual touch 

with prospective customers. This 

service results in additional outlets 

for our products. 

The Architects and Consulting 

Engineers' Service Bureau main- 

tains relations with the Producers 

Research Council affiliated with 

the American Institute of Archi- 

tects, an organization of manufacturers who have 

special departments for architectural service. 

As building structures become more and more 

electrically equipped, our service becomes more 

widely appreciated until today we are nationally 

known in all important architectural offices. 

An internal service is also rendered tat) those 

employees of the Company desiring to build homes, 

through a wide and intimate acquaintance with the 

architectural and engineering professions, and the 

manufacturers of building materials and equipment. 
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NAMEPLATES AND 
LABELS 

Metal Nam eplate f or Curtis Stea m Turbine 

T
H E na meplate, which in one form or 
another, is part of every General E lectric 
p rod uct, serves both as a persistent sales­
ma n fo r t he Compa ny and as a technical 

memora ndum for t he user. ·. ;.:- -. 
The high excell ence of G~E~:· i f paratus and 

comm oditi es is demonstrated by ~:i ~~gperati on , and 
the nameplate, wi t h its dignified asset t lon of General 
E lectri c manufacture, meets t he eye at t he same 
moment t hat t he mecha nical superiori t;v is registered 
on t he appreciative mind. E ven if t he machine is 
not in operation, t he mere presence of th e Company's 
name or monogra m is instant ly associated with our 
educa tional and technical publicity a nd endows t he 
piece of apparatus with a ll t he prestige which t hese 
forms of publicity a re helping to ma in tain . 

The na meplate a lso carri es t he na me of t he 
product, device, or completed machine, together with 
n umber, rating, pa t ent da tes, caution notice, license 
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legend or t rademark, if any app ly- this in addition to 
t he na me a nd address of t he General Electric 
Company or a lli ed company through which t he 
product is market ed. These items furni sh accurat e 
information for ordering pa rts of the appara tus when 
necessary . 

The Publicity D epartment performs a service of 
engineering as well as of sales character in de igning 
namepla tes and determining the best method of 
placing the lettering on each device and completed 
machine. This fun ction demands a rtisti c t aste, a 
sense of proport ion, a nd knowledge of the use and 
location of t he machine; otherwise the plate will fall 
short of its sales-promoting possibili t ies . On large 
appara tus, for example, a cast bronze nameplate in 
harmony with th e rugged nature and heavy duty of 
the machine, is a ttached to the frame and is supple­
mented by the Company 's na me in ra ised letters on 
the base . At the other extreme, on devices of special 
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GENERAL ELECTRIC CO 

SCHENECTADY, N.Y,U.S.A. 

Metal Nameplate for Curtis Steam Turbine 

THE nameplate, which in one form or 

another, is part of every General Electric 

product, serves both as a persistent sales- 

man for the Company and as a technical 

memorandum for the user. ^ 

The high excellence of G-E- apparatus and 

commodities is demonstrated by Hftiir'jop.eration, and 

the nameplate, with its dignified assertion of General 

Electric manufacture, meets the eye at the same 

moment that the mechanical superiority is registered 

on the appreciative mind. Even if the machine is 

not in operation, the mere presence of the Company's 

name or monogram is instantly associated with our 

educational and technical publicity and endows the 

piece of apparatus with all the prestige which these 

forms of publicity are helping to maintain. 

The nameplate also carries the name of the 

product, device, or completed machine, together with 

number, rating, patent dates, caution notice, license 

legend or trademark, if any apply—this in addition to 

the name and address of the General Electric 

Company or allied company through which the 

product is marketed. These items furnish accurate 

information for ordering parts of the apparatus when 

necessary. 

The Publicity Department performs a service of 

engineering as well as of sales character in designing 

nameplates and determining the best method of 

placing the lettering on each device and completed 

machine. This function demands artistic taste, a 

sense of proportion, and knowledge of the use and 

location of the machine; otherwise the plate will fall 

short of its sales-promoting possibilities. On large 

apparatus, for example, a cast bronze nameplate in 

harmony with the rugged nature and heavy duty of 

the machine, is attached to the frame and is supple- 

mented by the Company's name in raised letters on 

the base. At the other extreme, on devices of special 

104 

4 



-

finish , the plates a re sometim es made to match in 
gold , silver , copper , or other effect. 

On la rge transformers a reversed etched brass 
nameplate, showing the connectin g diagram in 
addition to the u ual lettering, is placed on the t ank. 
If the transformers a re to be install ed in the open, the 
nameplates a re coated with spar varnish to withstand 
the weather. On smaller machin es a brass plate 
with black background is attached in the most 
conspicuous place. 

The attachable plates made and sent out during 
1923 numbered 5,347,601. In other words, General 
Electri c and its products were the subject of over 
five million advertisements distributed throughout 
the world. Assuming an average superficia l area of 
five square inches for each of these bits of publicity, 
and combining this a rea in a single strip one inch 
wide, the Compa ny thus received over 428 miles of 
adverti sing. Of paper labels, affixed to conta iners or 
product s, there were delivered in the same year 
22,213,387. These fi gures do not, of course, include 
the G-E na me or trademark which is made into every 
one of the millions of MAZDA lamps produced annu­
ally by the Company. Lamp sockets and receptacles 
bear the rating and the G-E na me impressed on the 
brass shell ; in the case of porcelain or other moulded 
m.aterial, the lettering is engraved in the mould ; where 
the product is made of glass, the nameplate is etched 
chemically or by sand blast. 

Should it be impossible to ma rk a ll nameplate 
letterin g directly on the device or if sa Jes may be 
extended by special displa~' , the letterin g is printed 
on a paper la bel or tag attached to the carton or 
pa ckage in which the <levice is packed. Thi s method 
has been developed in strikin g colors and design!" in 
the case of commoditi es, a nd by emphasizin g the 
( , ' " I c1 · . I " I d ompa ny s mere ia n 1s111 g co ors ias pro ve . a 
valuable asset in extending the reta il market for this 
class of products. " G-E labels" are now a prominent 
form of G-E advertising throughout the United 
States. 

As a regular service to commercial and engineer­
ing departments, the nameplate staff designs an<l 
assists in the manufacture of all kinds of indicating 
nam eplates, connection diagra m nameplates as well 
as those intended for publicity and exhibition , a 11 
kinds of in strum ent dia ls and scales, glass door signs 
and novelties containing na meplate lettering, and 
indicating a nd recordin g charts for elect ri cal instru­
ments and fi ow meters. 

\Vhenever occasion requires . copies of nameplate 
des ig.ns together with instru ctions indicating the use 
of the plate and autho rit~r for obtaining a suita ble 
stock, a re forwarded to the des igning engin eers, 
Drafting D epartment, factory foremen, Production , 
Stock, Inspection and T estin g departments, District 
and Local offices, and \Yarehouse and Service 
Shops." 

50 WROUGHT COPPER 
CABLE TERMINALS 

Cat. GE2274 l1-
175 Amp. 

25 "FLUTED-CATCH" SOCKETS 
M ......... ~.... l lln Plp. 

Cat. GE302 

Fxamples of labels used 0 11 G-E product~ 
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finish, the plates are sometimes made to match in 

gold, silver, copper, or other effect. 

On large transformers a reversed etched brass 

name plate, showing the connecting diagram in 

addition to the usual lettering, is placed on the tank. 

If the transformers are to be installed in the open, the 

nameplates are coated with spar varnish to withstand 

the weather. On smaller machines a brass plate 

with black background is attached in the most 

conspicuous place. 

The attachable plates made and sent out during 

1923 numbered 5,347,601. In other words, General 

Electric and its products were the subject of over 

five million advertisements distributed throughout 

the world. Assuming an average superficial area of 

five square inches for each of these bits of publicity, 

and combining this area in a single strip one inch 

wide, the Company thus received over 428 miles of 

advertising. Of paper labels, affixed to containers or 

products, there were delivered in the same year 

22,213,387. These figures do not, of course, include 

the G-E name or trademark which is made into every 

one of the millions of Mazda lamps produced annu- 

ally by the Company. Lamp sockets and receptacles 

bear the rating and the G-E name impressed on the 

brass shell; in the case of porcelain or other moulded 

material, the lettering is engraved in the mould; where 

the product is made of glass, the nameplate is etched 

chemically or by sand blast. 

Should it be impossible to mark all nameplate 

lettering directly on the device or if sales may be 

extended by special display, the lettering is printed 

on a paper label or tag attached to the carton or 

package in which the device is packed. This method 

has been developed in striking colors and designs in 

the case of commodities, and by emphasizing the 

Company's "merchandising colors" has proved a 

valuable asset in extending the retail market for this 

class of products. " G-E labels " are now a prominent 

form of G-E advertising throughout the United 

States. 

As a regular service to commercial and engineer- 

ing departments, the nameplate staff designs and 

assists in the manufacture of all kinds of indicating 

nameplates, connection diagram nameplates as well 

as those intended for publicity and exhibition, all 

kinds of instrument dials and scales, glass door signs 

and novelties containing nameplate lettering, and 

indicating and recording charts for electrical instru- 

ments and flow meters. 

Whenever occasion requires, copies of nameplate 

designs together with instructions indicating the use 

of the plate and authority for obtaining a suitable 

stock, are forwarded to the designing engineers, 

Drafting Department, factory foremen, Production, 

Stock, Inspection and Testing departments, District 

and Local offices, and Warehouse and Service 

Shops. 
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INTERNAL PUBLICATIONS 

T 
H E written instruction is recognized as an 
important channel t hrough which it is 
possible fo r t he Execut ive Offi cers of t he 
Company to · d irect t he large working 

force which looks to t hem for guidance. This is 
especia lly t he case in our organization in view of t he 
la rge number of works, sa les offi ces, and depa rt ments 
and th e manner in which th ey a re so widely dis­
tributed . 

Because of t his distribu t ion a nd in order to systcm­
a Li ze t he preparation of t hi s class of information, t he 
Publicity D epa rt ment was made resp onsible fo r t he 
issue, di stribu t ion a nd maintena nce of instructions, 
sales ad vices, routine m anua ls, execut ive and miscel­
la neous p ublications. A careful study has been 
made of t he fo rm in which such messages a re issued 
as well as t he numbering system used , the facili t ies 
for filin g t hem at the receiving end , and their q uick 
di spatch . Checking li sts ' '." hich give t he date and 
subject of each instruction a re forwa rded to t he 
depa rtm ent from t ime to time to insure complete 
fil es of information in which t hey are interested . 
A complete cross ind ex known as t he " Index to 
'j nstructions" is issued semi-annua ll y so t hat t he 
departments may locate information readil y wh en­
ever necessary . 

Severa l series -of sales advices provide a m edium 
of communication between t he :Managers of Com­
mercial departments and the :Ma nagers of Sales 
Offi ces a nd salesmen. The purpose of t hese advices 
is t o promote sales of General Electri c products and 
to direct sales effort . 

Besides t he routine fun ctions mentioned , edi ­
toria l ad vice is given to t he issuing departments. 
R eferences t o other documents a re checked care­
fully . On c hanged issues, paragraphs which are 
revised or added a re indicated. This saves much 
time at the receiving end , for otherwise it would be 
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necessary for each person to compare a second issue 
wit h t he origin al to determine what changes have 
been made. 

The nature of t hi s information is so complex 
a nd changes are so frequent t hat it is imposs ible 
fo r t he Offi cers a nd D epa rt ment M anagers to keep 
all outst anding instructions in mind and up-to-date. 
In view of t hi s, a peri odical review has been estab­
li shed which has proved helpful. ' i\T it h this syst elh 
all outs t anding instructions a re rev iewed by iss uing' 
offi cers or ma nagers once each year. R eyiewed 
instructions a re a llowed to " rema in as t hey stand ," 
are " revised wi t h cha nges" or "cancelled if t hey 
have ser ved t heir purpose. " This insures correct 
fil es in a ll depa rtments, and mu ch obsolete info rma­
t ion is thereby removed which might other wi. e be 
a llowed to accumulate . 

Besides such publications as t he l\1anual fo r 
Stenograph ers and Phonograph Operato rs, the Man­
' ua l fo r Dictators, C ustom er 's T elegraph Code Book, 
Index t o Instructions, \.ddresses of General Electric 
Places of Business, et c., an Organizati on Directory is 
a lso prepared . This p ublication lists all of t he 
principal m en in t he organi zation, t heir lines of re­
sponsibility a nd chief d uties . It is now t he officia l 
guide on m atter3 perta ining t o organi zation. The 
organizations of all departments, works, and offi ces 
are included , commencin g wit h t he Board of Direc­
tors and including the Associat ed Companies. The 
Publicity D epa rtment assist s the offi cers and mana­
gers in the preparation of t hese complex out line . 
This publication is issued in loose leaf form and 
a rrangements have been m ade so t hat individual 
sections may eas ily be revised whenever necessary . 

This st a ff receives numerous requests for infor­
mation regarding the general policies of the Com­
pany, matters of rout ine, organi zation questions, etc., 
which it is equipped t o answer readily . 

THE written instruction is recognized as an 

important channel through which it is 

possible for the Executive Officers of the 

Company to direct the large working 

force which looks to them for guidance. This is 

especially the case in our organization in view of the 

large number of works, sales offices, and departments 

and the manner in which they are so widely dis- 

tributed. 

Because of this distribution and in order to system- 

atize the preparation of this class of information, the 

Publicity Department was made responsible for the 

issue, distribution and maintenance of instructions, 

sales advices, routine manuals, executive and miscel- 

laneous publications. A careful study has been 

made of the form in which such messages are issued 

as well as the numbering system used, the facilities 

for filing them at the receiving end, and their quick 

dispatch. Checking lists which give the date and 

subject of each instruction are forwarded to the 

departments from time to time to insure complete 

files of information in which they are interested. 

A complete cross index known as the "Index to 

Instructions" is issued semi-annually so that the 

departments may locate information readily when- 

ever necessary. 

Several series of sales advices provide a medium 

of communication between the Managers of Com- 

mercial departments and the Managers of Sales 

Offices and salesmen. The purpose of these advices 

is to promote sales of General Electric products and 

to direct sales effort. 

Besides the routine functions mentioned, edi- 

torial advice is given to the issuing departments. 

References to other documents are checked care- 

fully. On changed issues, paragraphs which are 
revised or added are indicated. This saves much 
time at the receiving end, for otherwise it would be 

necessary for each person to compare a second issue 

with the original to determine what changfes have 

been made. 

The nature of this information is so complex 

and changes are so frequent that it is impossible 

for the Officers and Department Managers to keep 

all outstanding instructions in mind and up-to-date. 

In view of this, a periodical review has been estab- 

lished which has proved helpful. With this syste#^ 

all outstanding instructions are reviewed by issuing 

officers or managers once each year. Reviewed 

instructions are allowed to "remain as they stand," 

are "revised with changes" or "cancelled if they 

have served their purpose." This insures correct 

files in all departments, and much obsolete informa- 

tion is thereby removed which might otherwise be 

allowed to accumulate. 

Besides such publications as the Manual for 
Stenographers and Phonograph Operators, the Man- 

ual for Dictators, Customer's Telegraph Code Book, 
Index to Instructions, Addresses of General Electric 

Places of Business, etc., an Organization Directory is 

also prepared. This publication lists all of the 

principal men in the organization, their lines of re- 

sponsibility and chief duties. It is now the official 

guide on matters pertaining to organization. The 

organizations of all departments, works, and offices 

are included, commencing with the Board of Direc- 

tors and including the Associated Companies. The 

Publicity Department assists the officers and mana- 

gers in the preparation of these complex outlines. 

This publication is issued in loose leaf form and 

arrangements have been made so that individual 

sections may easily be revised whenever necessary. 

This staff receives numerous requests for infor- 

mation regarding the general policies of the Com- 

pany, matters of routine, organization questions, etc., 

which it is equipped to answer readily. 
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DISTRIBUTION 

T
O make General Electric publications avail­
able around the world- to place every kind 
of technical information and instruction in 
the hands of every office and salesman- to 

meet the whole country's requirements for G-E sales 
material- to put in circulation as many as thirty-eight 
million pieces in one year- to have instantly available 
any one of twenty-one thousand different publications 
in any desired quantity- that is the prime function of 
the Publicity D epartment's di tribution organization. 

These items have ranged from a small price sheet, 
the total edition of ~00 weighing but one pound, to 
the General Electric Catalogue, the 40,000 copies of 
which weighed 150 tons. These and the whole 
intermediate body of publications must each be the 
subject of separate consideration in order to deter­
mine the most economical and efficient kind of 
container, the best methods of transportation, the 
number of copies required, and the probable cost of 
distribution. An expert opinion on a ll these matters 

1. Mailing list; record and receipt file. 2. General work room. 3. Filling an order for publications. 
4. Multigraph and Mimeograph printing. 5. Addressing section. 
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TO make General Electric publications avail- 

able around the world—to place every kind 
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is then submitted to the department for which the 
publication is to be issued, and the track is laid for 
speedy a nd profitable ci rculation whether the 
material be a large window display, a new bulletin, 
a calendar, an advertising blotter, or a gift novelty. 

The most costly book, the most valuable engineer­
ing data, the most powerful publicity, the combined 
results of fine art and faultless typography- a ll 
these must fail of their object unless they reach the 
intended reader. The transmission of one publication 
may have a marked value; what then of the circula­
tion of millions of items per week, which, through 
various channels, will be put to the best use for the 
purpose of the Company ! Such a task demands 
more than comprehensive planning and reliable 
records; it requires the best modern mechanical 
facilities for selecting, preparation, sealing, counting, 
and affixing postage. The imprinting of prepaid 
postage on mail matter is performed by a machine 
having a daily capacity of over one hundred thousand 
operations. 

The total number of pieces actually put into 
circulation in 1923 was apprnx imately thirty-eight 
million. Of these, 60 per cent were of an advertising 
nature, 32 per cent were sheets for various loose-leaf 
Price aij.d Data books which a re distributed through­
out the organization, and 8 per cent were internal 
publications, specifications, data sheets, etc. 

" A large and well eq uipped stock room is necessary 
to house properly more than twenty-one thousand 
different publications with a total number of about 
fifteen million pieces. These a re classified as follows : 
descriptive publications, 960; supply part publica­
tions, 10,650; instruction books and cards, 6Hi; 
standard diagrams, 740; specifications, 450; mis­
cellaneous, 238; price and data book sheets, 7700; 
total, 21,354. 

The adviso ry capacity of this organ izat ion is 
supplemented by another of a lmost eq ual value. 
Daily and immediate need for various commercial 
publications, required by a widely scattered sales 
force, results in rush requests for this material. 
These items must be taken from stock and shipped 
at a lmost a moment's notice. It is a function of the 
distribution staff to see that the supply of any item 
does not fall below a predetermined minimum. 
Before this point is reached, the interested depart­
ment is notified so that a new- and perhaps revised­
printing may be ordered. This automatic reminder 
relieves commercial offices from keeping a check on 
their many forms of publicity. 

109 

In order to make effectual the distribution of the 
Company's advertising material, its constantly 
changing sheets for loose-l eaf Price and Data Books, 
its specifications, and the several magazines published 
at Schenectady, an elaborate system of mailing lists 
must be maintained- this in addition to facilities for 
specia l distribution of material that is sent on 
factory requisition and requests from customers, or 
enclosed with apparatus or correspondence. 

At the lowest possible cost to the commercial 
departments, frequently used lists are kept in metal 
plate form ready for use on addressing machines, each 
of which has a capacity of one thousand different 
impressions in an hour. The addresses, numbering 
about 175,000, a re segregated to 209 classified lists. 
each list being arranged by district, territory, state 
and city . Less frequently employed lists, intended 
for special circularization and nationa l direct-mail 
sales campaigns, and of which there a re 175 with over 
225,000 names, are contained in card index or sheet 
form. 

The distribution staff mails many of the Com­
pany's magazines. Some of these, such as Th e 
Edison Sales Builder, General Electric R eview, The 
Oeneral Electric Jf erchandiser, and The 0-E Monogram, 
go to large li sts once a month. The Schenectady 
JV.orks News is distributed semi-monthly . 

The District Sales Offices control their several 
li sts for catalogues, bulletins, and certain other 
publications, and make a complete revision from 
time to time. In the se rvice of these offices and to 
keep their lists as complete and accurate as possible, 
a libra ry of telephone and trade directo ri es is main­
tained. 

Critical ca re is used in the assembling, checking, 
and forwarding of new and revised loose-leaf Price 
and Data Books, and in keeping accurate records of 
these operations. It is necessary to distribute 
revisions monthly to the users of 34,000 such volumes 
throughout the world. With a large part of the lists 
the distribution is more frequent. . ..\.pproximately 
ten million sheets are mailed each year. In 1923, on 
account of a general revision, nearly twenty-three 
million were sent out. The requirements in this lin e 
are more exacting than in the distribution of adver­
tising matter, as the salesman must depend on the 
exactitude with which the work is carri ed on in order 
to be assured of last-minute accuracy . 

Practically every Schenectady department and 
many G-E Sales offices and factories have frequent 
occasion to send out circular letters, notices, reports, 
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price sheets, and the like. To meet these require­
ments, a complete multigraphing plant is operated 
which has turned out in one year seven and a ha lf 
million printed sheets- a n output that probably 
exceeds that of any other private multigraphing 
depa rtm ent on record . These machines are also 
used for the economical production of such publica­
tions as instruction books and supply part bulletins 
that are needed in only limited editions, and for 
placing dealers' names a nd addresses on millions of 
blotters and merchandising booklets. 

The considerable fin ancia l saving resulting from 
this rnultigraph organization is a lmost as important 
as the accuracy and uniformity of the service. It is 
supplemented by a sta ff of specia lly skilled typists 
who prepare stencil s for mim eograph machines, fill 
in addresses on circular letters, address envelopes and 
cards, and prepare master copies for duplicators. 

Our system of distribution has been studied and 
used as a model by other manufacturers who 
have large distribution with its many perplexing 
problems. 

The distribution staff also acts a a clearing 
house for correspondence not specifically addre sed 
to any depa rtment. R equests for information or 
publications, thus received, are brought to the 
attention of the appropriate department a nd replies 
transmitted to the writers. The mammoth corres­
pondence of vVGY, amo unting to date to over one 
hundred and thirty-six thousand communication , is 
here cared for and acknowledged in some form . Sales 
publicity descripti ve of radio and battery-charging 
apparatus accompa nies each reply . 

All the above fun ctions a re performed by a staff 
of 80 persons, while ~6,000 square fee t of floor space 
a re entirely devoted to their work. 

SPECIAL LECTURE SERVICE 
One of the interpretive 

fun ctions of General Elec­
l ric publicity is to collect, 
prepare, and publish infor·­
mation regarding the elec­
trical industry and the G-E 
Corporation. The aim is to 
develop an understanding 
of th e corporation through 
information otherwise un­
obtainable and through a 

DISTRIBUTION OF A D OLLAR OF INCOME, 
Gcz.r·"zral Elczcl:r1c Com pan y, 

before groups of G-E em­
ployees and before outside 
organizations. The subjects ,,,,. 
of these lectures a re: (1) 

Years 191& l::o 1922 lnclusovi;i. 

42~4 
Maleri~ l s, Supplies 
~prec1at1on 

al"\d Lo!>S<Z.S. 

40ibq, 
Sa laries 

ond 
W~!,~S. 

4~4 
Surplus. 

" What Electricity Has 
Done for Civilization; (~) 

"A Bird's-eye View of a Big 

Typical v isualization of information in special leclnre service 

Corporation" ; (3) " Where 
the G-E Money Goes" ; (4) 

" Tw e nty- fiv e Hundred 
Miles Across Europe in 
Airplanes"; (5) "Snapshots presentation eas il y under-

standable by the ave rage offi ce and shop \\'orker . 
To this end , illustrated l ec tures are d e li ve r e d 

in Europe"; (6) " Our R eal Boss " - a ll effectively 
visua lized in the la ntern slides. 

PRINTING 
All orders for printed and ruled forms and mis­

cellaneous printed matter to be used within the or­
ganization are handled by the Publicity D epartment, 
except under unusual emergencies . This centraliza­
tion of large production results in a very considerable 
economy and in the most satisfactory results. The 
designing and preparation of this class of material 
involve a specialized knowledge of printing methods, 
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paper stock , etc., which is at the service of a ll the 
Company's departments. 

The development of standard forms and the 
maintenance of the necessary records enable this 
branch of the service to advise and co-ordinate their 
use in the organization. Inquiries are invited and 
may result in new opportunities for standa rdization 
and for the centralized handling of printed forms. 
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