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Here's how 
to sell more 
at Christmas 

Lay in a quantity of the 
BEA VER Triple Duty Sockets. 
They are ideal for a Christmas 
gift, for they are handsomely 
cartoned in individual boxes as 
shown above. And then, we 
have prepared some wonder
ful sales helps for the dealer at 
Christmas time. 

Appearing here, in minia
ture, is the handsome window 

1 llustration .showa 
Lbe Beavtt individ
ual cn..rlons'Y acJ.ua l 
colors of -which arc 
blue, while •nd 
bl3ck. 

Underwr.U.U' 
Approved 

List 
Price 

75c 

sticker printed in black, green 
and red, to advertise you r store 
as headquarters for BEAVER 
Triple Duty Sockets at Ch rist
mas time. 

The market is a big o n e. 
Thousands of people are seek
ing the inexpensive, useful gift 
to give to their friends, and the 
BEA VER Triple Duty Socket 
fills all requirements. 

Order lrom your 1obber·nuw and •pccify ull of the BEA VER window 
di~play material. 6ooklf!!.t•, folder•, etc. to which you Ctrc e_ntUleJ. 
Attractive di•c:ount..s .. Your jobber can quote you. 

BEAVE R TRIPLE D U TY 

S OCKET 
BEAVER MACHCNE & TOOL CO. , 625 North Third St., Newark N. J. 
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The Bradleylcak contains two 
c.olumns or special discs 11nder 
the variable pressure or the 
adjusting knob. A small grid 
condenser can be mounted in 
the base. 

Tell yo11r c11attuncn to avoid 
guess wodc in building their 
radio =iets by using the .Brad· 
lcylca.k instead of the cart· 
ridge-type ,.Od leak. The 
Bnulleylcak 1s a winner. Rec
ommend it and have satisfied 
CUStOlllcrs. 

The radio public is clamoring for a real ad
justable grid leak. Many attempts have been 
made to produce an adjustable grid leak but 
without much success. 
The :Bradleyleak is a distinctive departure 
from the ordinary grid leak. The adjusting 
knob provides a smooth, unbroken range of 
grid leak resistance from ~ to 10 megohms. 
That range covers all tubes now on the 
market. 
There is a tremendous demand for a good 
adjustable grid leak and the Bradleyleak fills 
the bill. Use the coupon and get the latest 
information about this fast selling Allen
Bradley product. 
Use the bandy coupon. 

.... •.... .........................•...... ..... .................. ....... . 
~-~Ca 
Electric Controlling """""'"" 489 Clinton St., Milwaukee, Wis. 

We bave been looking for a reliable adjustable grid leak. Please send us full lnfor· 
mation about the new Bradlcylea.k. 

Name --· ·------··---··--
Address 

Say you saw It In Eu:crmc.u. R'fl'):",ut.1~0 
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Mounted 
Variocou pler 

A llandard Day-Fan in 
alrument; bank woJn..J, 
with •tator t a p1 con· 
ne<ted to awitch point• 
O ol a mounhnl dial. 

Balanced V•mler 
Cond~naer 

A hl11mp:rovementover 
lhe common Vernier 
Condenacc. 

The most enduring profit
the profit that comes from 
satisfied customers-can 
best be had by standardiz
ing on Day-Fan products. 

Every item in our complete 
line has been developed, 
perfected and tested in our 
laboratories and is guaran
teed to be the best of its 
kind on tbe markeL There 
are no "come-backs" when 
you r«ommend to the trade 
a product of tbis character. 

Jobbers-write for our co
operative advertising plan 
and general sales policy. 

Everybody-write for our 
1923-24 catalogue. 

The Dayton Fan & Motor Co. 

Daytoa Fan1 

Say rou aaw It In i-;t KCTtrt<:AL RJITAILINO 

ELF.CTRlCAL RET,\1LlNC 

SpecUicutlons 

l'f~~~:~~u~!lt~b~o~,~~~e ii: !~~' 
('(111111ll"t lbf'WI p i nP" 

~·ram• ••ld lhrtt hn. T11Rnt1 Pl.IS' 
bri:tn ~oJd rv.IJ4'd ~-1 t.&util .. tlr 
nkk lf'd • n•t J'l(illth .. d.. 

"·~~~!c1!i::~ r1!':'~,1~,~~o:ri~: 
a ftlJ t ftl'~f) ... rwr 1nch.H •ft 1hawr-lr"r 

llrr11Hh9 'i hmm U ... U.U «.hoaN"t I 
\U1pl nnUl&U.nttpaceatadllt"'Mand 

"'"'"' aa1i1,latc>r br'&•c-Wa. .. Jrm•nt ti...v 
•• ,; u ••aJ ram 

..,it l•~ of b.a"'fJ' ••••ll!T' r1_if\1 ..-u..L. 
tL11t11laN l•f;lo-po· • f'llll all pan. rh 
•Cird. 

TW1l (l(.rr.lsia lnmioaJ bmh.lD:a 
•h••n ft'lld btnt.lat:I and bra...o\-rc 

llracu .. o..Cl.lUJ I lack ftnleb-lld •J.-lada.a.tt • 
ha~ ot •tm1p.r.cl ·~l. trill DrA- alp 
or nal 

ill C'O'fft'!oj iJ7 6be ttt: J'l&T8Dt"' 
........ c "1c"!tcU c.t ••l.P:J'ia; •od ....... 
..nablt .. 

D1meaWf.1111 t•r ln..411• l..Jtb , ._.. 
diam ~us tu1d ~uann •ncL._.. 
two& "Pttwl .,.... aM. °'""'halt lnthr1 
I &JJ•tl• II.-. a.ad. on~h.a.1! IOl°hf't I~ 
~,,, llD-12UMl&;f; .. ·~..:u.. 
l*Mkf'd C'Olftp&it> m attnct.iu Utd.I 

1114ual ca.rtoa:•, W"'ff:bt tw-o amd ta..rff.. 
•111.artrr :ppur:.4.t .,_. ll ""h1("'ped 12 a.nd 
:.•co. f:ur ITl'.IM w-riz:tit t'a.• t>! U-41 
1._.nd1 c ... ! 14--Tt'J l•ICLIM!L 

You Ring Up A Sale 
H OT SPOT'S beAuliful appearance chal

lcn~cs attention :ind turns good looker1 
into good buyers. His quality is high, price 
is low and margin of profit is wide. Every
body un afford 10 buy him and no good 
merchant c:m afford to be without an ade
quate stock of Hot Spots to supply Chriu
mas demands. 

Get your order in now and :uk for devilishly 
hand~ome display card to help you sell 
Approved by Good Housrkecping Institute. 

$3.85 R etail 
$4.20 We t of R ockies 

TUE LlBERTY GALC& & l l'<STR UMl:NT CO. 
(Efectrlcaf Dfrl#ion) 

6545 Cam~e M e. Cle•dand, Ohlo 
Paclfic Coe• t Office-t26 8yme Blda. 

Loe Antlele.. Calif. 

LIBERTY USERS BEC OME A PPLIANCE BOOSTERS 

3 
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T o show it is to sell it. 

Have you enough for your holiday trade? 

Electrical jobbers stock them. 

In aJ/raclice 
mdividual three 
color carton 

Sny you saw Ir In -i;JLECTRICAt. R!:TAILUIO 
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Can You Flatter a Woman 
and-Profit by it? 

"You ore a l)ond cook." 
Say that to a woman-and sbe is supreme· 

ly ilntlcrcd. 
But sin~e sn many womrn are pnin.fully 

aware that they are not good cooks, this has 
been a poor way of mnking a snle. Now, 
with the Estato Electric Range and tho 
esclu.sive Estate mer.hod of T ime and Tern· 
peralure cookery, it is tllo lie.st argument. 
For i:f a \\""Oman can read Ille chart-sl.te can 
be a good cook the Estate ""ay. 

Thousands who bal"e trusted to lnck in 
p reparing food have become resigned to 
lhoi:r own cooker\•. 

:But, with electricity, mensure<l and con
stant, the Estate Electric Range and the 
Time and Temperuh1re method make cook
ery a / 'science by tho clock 1 '-and tbe 

pm!;~ 

ELECTRIC RANGES 
Sell Lbe Estate Electric Range to 

the women in your locality, 3Ild you 
sell them llucccss. Their husbands 
will be quick to appreciate the dif
ference in Lh<iT meals. 

The Estate lr.incru..e ~ as attrac
tive to you as the Estate E lectric 
Ran~ is to your women Clllllomers. 
Th~ beat way to get the details is 

to wntc a.a today. 

THE ESTATE STOVE CO. 
IIAJIULTON, OJlIO 

Say you &aw It in ELECTRICAL RETAJLT!<O 
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Ml l. ~L Cawchus wanted to save money. 

He put it in the bank. 

This is what he got. 

He saved money. 

Mr. Ernest D. Lore wanted to make money. 

He used his bean. 

He put m a stock of Bryant No. 651 Appliance Switch 
Plug,,. 

Every time he sold a percolator, a grill, a toaster, an uon 
or whamot., he put a No. 651 on the cord and charged 
accordingly. 

H e talked No. 651's to every one of the Christmas shop
pers who came to his srore. 

He remembered that while people buy expensive appliances 
only occasionally, they use them all the time. No. 651 
makes them easier to use. 

This is what he got. 

He made money. 

Moral:-the difference berween 30 and 41h 
IS 251h. 
Chrisnnas Suggestion:- your wile could use 
a new c:;cdan chis year. 

_.HllYANJ "A Suj1c:•ior Wiring De~ic:e for C:l!tty .Elutrical Nad'" 

==..·======::::: 
THE BRYANT E LECTRIC COMPANY 

1421 STATE ST .. 8RlOCEPORT, CONN. 

a.vc r"""'Cl'K'O 
lf9N«"W >-lort~~ 

Say you .... tl In E1.1'1CTRlCAL RETAILJNG 
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Cainpaign N ow for 
Christtnas Business ! 
Send out your pose cards ! Tie 
up locallywi th the big nation
al a ds. Pas te the m agazine ads 
in your windows. Get up som e 
good disp lays. Every active ef
for t brings an active response. 
We'U help. We'll supply the 
return post cards. We'll sup
ply leaflecs-window displays 
-copies of a ds. We'll pay for 
the local tie-ups throu gh ou r 
advertising allowance plan . 
Do your Chris tmas campaign 
ing ear ly-and s ta r t your 
Chris tmas selling before t he 
oth er fellow gets ready. 

Th e dou ble acrion of the Premier 
Dup lex-the latest achierement in 
' ·acuum cleaner p rogress-makes 
it a Christmas best-seller. A life
time gift. 

ELECTRIC VACUU:\J CLEANER ex:>. 
CLJ::V"ELAND. O lUO 

Dl•trihuttd in Canad• by 
Th• Pf'f'llll"t \" .... t1um t,ea.an r"lmr""' Llml~ 

and th"' ran11d1an G•nf'r•l El.ctric C<1mpan. ... Umltad 

0(1uble a edun-10 elt'lln 
c:lca11<"r! 

Powerful suction p lm 
mo1or-dr lven brush. 

D1tU·bearln$ motor 
that need• no o lll nst. 

Say you saw It lo Et.aCTBJt"AL RETAIUSO 
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focreasfT& tlze Uke of 
Our Deakr ffil1Whise 

T he larger the profit from the line han
dled, the greater the value of the fran
chise to the dealer. 

Ceaseless effort to strengthen both our 
product and our selling plan has made 
the One M inute Franchise worth more 
than ever before. 

The 1923 record of sa les by dealers 
provc.s Lhat. 

Whot docs this mean to you? It means 
a b igger business from a better washer 
with o belter sales plan. 

May we show you? 

ONE MINUTE MFG. CO. 
l\"EWTON, I OWA 

Sa1 JOU U'll' IL ID ELJICTIUC.U. Rrr.uJ.J:Na 

N oi•cmbrr I92 3 ELEC'rRJCAl. R1 ·1 AIL.INC. 

With the Guth Line You 

:-- i!okl9'1 ~ C'n1Hnc 
I\ U:ht.a 

.o; -ftlilM•Wall 
:.t l.ttltt• 

N eed Never Miss a Sale 
THE E dwin F . G uth line of Lighting Equipment 

completely covers the lighting fixture market. 
With this line, you need never miss a sale. Selling 
such well-lcnownfutturcs as Brascolit e,Agli1e,i\gli1e, 
Jr., Mal!ic-Lite, E-Lite, Com;e(l/ife, /ndustrolitc, 
arul .Uaz e Lire, you have a type and style for every 
purpose-all marketed on a fixed policy which guanm
cccs you a satisfactory profit. 

In addition, you have lhe advise and counsel of G uth 
designers and engineers for working out special de
signs to conform to any style of architectural treat
ment, and a sales plan that really helps you sell. 

Write or wire for full information and copy of our 
catalog No. 10. 

TH E EDWIN F . GUTH COMPANY, ST . LOUIS, U.S. A. 
Formcrfr the ~t. Louia Brou Mfr. Cu .• •nd the Ou1<olitc Companr 

DAANOU OFFICES (Sales un d Ser~lce) 
Boston C!iiugo Gncinnati Prtrc•it f..01 Angele• 
New Orlc2n1 ~cw York Omah l'hll.Jdrhi1 Suttle 

9 
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THIS VACUUM CLEANER, 

For Both 
Vertical 

and 
Horizontal 

Motors 

Within uch cup, 1urrounding the burin& 
h contains, 1s padccd sufficient lubricant 
for years of runninc. without renewal 
Machines thus equipped ha~-e run contin
uously foe thouands of houn.. undtt test, 
without oili,... Fell wuhers io each cup 
protect against the escape of lubricant and 
the elrectS of din In the bearing-r. A 
apring in one cup automatically m.Untains 
correct bearing adjustmenu. 

MOTOR~ 

Thcte NORMA" Burin&• an the same 
barinp that arc th.c accept«! standards 
in bundnds of thousands of high-grade 
magnetos and lighting 1encraton used on 
motor ara, trudts. tracton. airplane11 and 
power boats. u well u \11 small motors 
for electrical utilities and machine tools-
where their ucmendou1 wear-resisting ca
pacity at hlgb speeds bu been demon
ltrated in more than ten years of hard 
arvlce. 

IT llAS T HESE DISTINCTIVE ADVANTAGES 

It runs better, more smoothly, because of 
the almost perfect rotadnc freedom of 
these burincL 

It lasu lancer, because ample lubrication 
is assured and dust 1nd dirt cannot &ct 
into the burlap. 

1t does more and better work, and llll•I 
leas current. because there is almost no 
bcarinc friction. 

It keep• de.ancr and 1s more cleanly to 
use, bcca.u.k the lubricant cannot leak 
out. 

It aclls more easily. because its unique 
practical adV11ntages bave ao instant 
appeal to users. 

It costa the owner leas to run, because it 
use• less current and practically no 
lubricant. 

Say )"OU ... .., It In EU:CTllJCAL RUAll-ING 
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II.As SET A NEw STANDARD 
..._ CUTS DEALERS' SERVICING EXPENSE 

Evuy dealer 1m--hia service man will confirm i-hllt one-hall to two-thirds of the 
cluncr troubles he bu to cornet atan: in tbc out-of-date "sleeve" bearing• in tht: 
motor. The user {argot to use oil at all, or u.Kd too much oil, or tbe wronc kind o! oiL 
And tbe ecnidnc expense resulting comes out of the dcakr'a profit on that cleaner. 
··NORMA" Ball Bcannrs in the motor sa•-e the dealer this expense. 

....._ BUILDS UP CUSTOM.ER GOOD WILL 

Users of vacuum cleanera want " machine that is always ready for work-a cleaner that 
dea~ suonc eucllon that hC?lds ui>---0ne that they ,necdn·1.worry 'bout as to lubrl
catin~ reliable, amooth-rumung dcaner that docsn t lose. its suttiC?n- ,'f'hcn th~ 
have it, they tell their friends And the dealer profits by their good will. NORMA 
Ball Bearings in the motor make a good cleaner better. All of which-

....._ REDUCES SALES RESISTANCE 

BISSELL 
NEW HOME 

K ade by 

F. Bissell Co. 
Toledo, Ohio 

T hese Three 
Modern Vacuum Cleaners 

Have "NORMR" Bearings 

In Their Motors 

(9~ 
J@slel' ef CJ~ers! 

M ade by 

Clements Mfg. Co., Chicago. lil. 

T he Manufacturer 
W hose Cleaner You Sell 
Knows oI This improvement. 
Ask Him~r Us-for Details. Made by 

Electric Vacuum Cleaner Co., 
Cleveland, Ohio 

Jlnehle Avenue LonglslandCihJ 
'BJU..L, R OLL& R AND THRUST BEARINGS 

Ssy )'OU saw It lo EUCTllJCAL RETAll.U'O 
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Trade marks that are I 

Quality marks/ 

Henry Hyman a Co., ~s 
for years concentrated .911 manu
facturing Uld marketing quick 
aelling specialties that are profit 
getters in every electrical depart
ment'. 

'l'he "Best" line of EXTRA 
SERVICE PLUGS offer the 
dealer a good profit and quick 
turnover. 

The "Bestone" Radio Line is 
complete. Let us show you bow 
it will make your radio business 
more profitable. 

The "Hylite" line of Fixtures, 
Fixture Parts and Flashlights arc 
noted for their design and quality. 

• 

JJ!ritejor 
Catalogs! 

HE:t\llY Hn1AN & CO., Inc. 
476 Broadway, ~W YORli. :lLJ Weat Austin. C lllCACO 

N 01•e111ber 192 3 EL£CTRIC.\L R£TAILINC 

Appliances 
That You Will Sell 
at a Profit Before 
December 25th-
EVERY OEAI.£R kno"• tha1 11 is easier to 

mak<' NO salH ju11 !><'fore Chnmnas 1han 
10 m11kc on" afttt th<' HoliJ•y <p1ri1 b b faded. 
To 1h0l<' dealers who would uke full ad.-•ot•gc 
o f rhc wonderful sal"' i-sibiliric. of Cainaday 
Appllances, our wggcguon la-order ~our tt• 
QUU'Cm~ll for °"'=nbcr >&kt no ... . And b.. 
•Un 10 include the co tire fin<' of Gainad"Y 
Applianc.-s-four bbor0 U\tt0 that "'ill mak<' 
fri.-nili In <" ery home. 

!!i:,j ;~~": r.!!::1 ~:,~"=~.~K!'!:0u':f,~":! 
P•Ofi• pouibllrlla. ltor etB 1 1'.~ towpun 

onJ mo.if h today. 

GAlNADA Y ELECTRIC CO. 
JOll.UBERTY AVE PITTSBURGH. PA. 

OISTIUCT OFFICES 
CHICl\CO BOSTON ST LOUIS NEWAAI< 

Ml1'1'ofl\POUS Pllll.l\OELPHJA 

CM<AOIA1' DlnlUllUTORS 
UNmD lUCTRJC CO .. LTD. °T(llnllnto. Ont.via 

t-IOATHCRN EUc'TitlCCO..LTI>. \toA1....r. Q...be< 

~---· tm:l...6Mff)A-.~P'a. 

13 
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efferson /lynps 
are in 'The Saturday 

6veliing 'Post 

9
==<HE full IJOC< adt•tttbcmmt lllurtrstcd on <M ~ 

poa:he- pigc will appeQr 1n the first avi:uli:.blc tnuc 
of The Saturdlaf Et·mlns Pust, that o! Dco:mber 

111, LVU 
Jt "A'lll 1ncau g1Jraic the- larKc:st rui.liOnal C01"liUffiCT •d"~cr. 
tisinc campwin c-\fcr u.ndertak.cm. bv 0: marruf.acturtt cl 
porublc lam p&. 

Rilvtnit ~ "prtstntaucn m TllOlf1 olt mdl'opllbtan 
d,.tri= a.nd tndlnr ccotcn.. we •re 1lu<ll v di>c:hlltgfng 
ow- chuv :-o our daalcn; namely, sha.t of •llmul.llUng shr 
dcmi:a:nd in tbOle pl!tces whcT"c JrffC'rson Lo.mps arc well 
ond fl>t'Ol'llbly ltnown, and of crCllting dmumd lo< Jcf!CT· 
t(fTl Lmnpa whttt no dnnond c..xistC'd before. 
To tba« dealers who hA\'C hctttof«c not been given uie 
opportunlly IO OUT)' )di"""'" t..ami-. and 10 th<>Sc "hQ. 
WI" ant- tealOO « another. h:lve noi found it advuablc to 
<<!tier bdorc, w< will gla4Jy omd our new Cllblk>&' wttkh 
ii lllustnatcd in actu:ll colur9). ~ wbicb .selcctiorl.1 can 
be made. we hmve U1CT'Qted OUT stocJa: 0(1 ham! anJ vllr 
production ll!Clitie& llDd lhc:n:fotc wtll be able "' fill oil 
<>rden lor Chnstm;a• mc:rtmndi.c. 
Your rus1omas will »le !0< and will clcmnd )cifcrn>n 
l.ampt. 
Tokc:, lben. thl• opponunity to prcpc>n: for your 1hore a f 
the business w hich saUon:al advcrtisin& alone. can butld. 
Send !or our ncwaualoc.11 )'"11 h1tte n.ot alte&dy donoci. 

n s 
rilf!D::tllfGJ&m ~ 

,,..,,, .rdwJ.-.. t..mp 

'!ICZ:..· ... - "" lA. 

704 M•fn Sired 

Sny you sn.w It In ELECTRICAt. Ri:TAILJNG 
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•
• 

. . . 

Our 'Pcrmanrnf Position 
in thr Industry 

T TIROL'GH four decades, the skil l of Sunbeam mechanics 
has susi.ainetl the unvarying precision of our 011crations 

in the manufacture of electrical equi1lmcnt. 

This makes the t't1during performance of any one Sunbeam 
Electric \\·a~hcr a criterion by which to judge the depend
ability of t:H:ry Sunbeam. 

Tt is the craitsmansh1p "hich translates our intcgTity of 
intention into integrity of acl1011. Through it promi!>e be
comes fulfillment, unusual !>ervkcahility a common char
acteristic oi every Sunbeam. Rc~(lOn~1bility seli-imposed 
by every craftsman and executive-this is the factor \~hich 
has determined our ..,ucccss and established our permanent 
posnion in the wa,,hin~ machine intlu~try. 

You arc mvitecl lo \Hite for complete information about the 
Sunbeam and the comprehensive a1hertising aud selling 
co-operation we provide. 

SUNBEAM ELECTRIC l\IA."'lllJFACTURll\G CO. 
&\AXS\ lLLE. L''l)J\KA 

The SC)JBEAl\1 Electric W asher 
Thr a ew name '-'f l1Je 
t1m•-riro••n ,,.,., Tti• 
OlJllt ••hftT m-.dt whl ·b 
DbJI• i•lltallnf' lhulWO 
trllb aabien.I •..euv• • 
POii - Uaa.t dt9 ..,.."'°'" 
c t LM .-Pf wa&#t ak DI 
..a .... Lil• t '4tbfl;. Ua:irr
POO)J ao4 •jlUI'\~,. 

tb'"" •a !:icl~un •tu 
Cor •,.•rJ nNd 
Wod,..16· ''l""hHtl'Afl...._' 
lty fm 1mall tamlhrti 
Mnct .. • • ~trl1l "'hr .. l n 
rKUJ" for an1-ac• t. .. 
ilT 
•~ rl tl- lkblffft.•ab"t 
cap..-1tJ t r 1nau1.uLlo• 

P r oduc t of Fino R op •I • 

Sa1 you lltw It In t::Li:<:TTtll'AL RrtAll.11>0 

$1,500 
In Prizes for 
Retail Store 
Salesmen or 
Proprietors 

GET IN NOW! 
fhis big sales contest i' just getting 
underway.H~havealready 
entered.Dealerae\"cty\\ hercareen
couraging and l•rgtng their own re
m! store salesmen to~ in this Big 
Buss$l500 pnzc c:orlle<lt, because 
theyknowit me:1nsb1g30/C3ofBuss 
Lamps for them. rei;nrdle«• o£ lhe 
prizcq.. But the prizes a re renl- and 
everybody has an equal chance no 
matterinwhat sizetownyou do 
business, because there are ) setS 
ol prizes for different si:z.ed towns. 

30 CASH PRIZES 
Cla.~s A D C 
Ill\ Prire $250 $250 $250 
2od Priic 100 100 100 
.'!rd Prirc SO SO SO 
~th Prbc 2S 25 25 
Sth Prbe IS 15 JS 
6th Prlrc 10 10 10 
7th Pnze S S 5 
!>th Prltc 5 5 S 
Qt h Pri•e 5 5 S 

t l)lh Prize 5 S S 

In case of tie.each tyingc:onresmnt 
will be ¢~-en pnzes equal tbarprlze 
tied !or. Conte& closcs Dec. 31SL 

Now is uie time to get In-the big· 
gest Busssaleswill be in 1hegiltsea
son between now and Christmas. 
Nobodyisaheadofyou. D<m.rwait 
for an mirycard-jUStscnd us your 
name and address on 1.hecoupon-
1e:ir it out and mail It now. 

''l'M MAKING A KILLING 
WITH YOUR LAMPS'' 

Again shou•ing that life is just one !mle a fter 
another with the dealt.or who has Buss Lamps 

One sales record after another is being broken 
by recailers oI Buss Lamps everywhere. 

Little old Indiana comes alone, with a message 
that "I'm making a killin • \\ilh your lamps." 
H enry Ford's town of Detroit sends word to 
"rush us more lamps- ail sold out in three 
days." Little old New York comes across with 
.. L'lmps going like wild-fire, send us complete 
set of 'Just show 'em you have it' material." 
R emember we told you the Buss Lamp is not 
simply alamp- it's a selling idea built from the 
retailer's standpoint to sell and !rom the Pub
lic's standpoint to buy. They grab it up at the 
$2 price- and nothing else will do, because the 
Buss is not simply a clamp lamp contraption, 
buc a real artistic Srand Lamp that also Hangs 
or Clamps. Ir's the only lamp that adjusts in any 
direction, up or down, on a swivel ball joint. 
Read the m essage on the next page--and get 
)'Ou r order in n o-tu for the Christmas trade. 

~alff<•-ho ""' tymg in • ·ith t~ bigB- "'T~fl ,.,,,,,.,ou'd u~ 
it" campaign_, oreH.lli1rg9Ju1s Lamp1in bamthu.. &uJ today for com· 
plttc nwtmala" campniirr and profit byit-trad <a upon an otlicrJK!t. 
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stock ANYLITE 
Plugs and Sockets 

for Big Holiday 
Business 

No otJ1~r ~ca'>on in lhe year oil' ers pos
sibilities for profit equal lo the Holiday 
c;cason rapidly approaching. 

Anti ·~dth the increa5cd "ale of eyery 
type of elcctrkal appliance, there's a 
chance for imporrant additional profit 
throug-h the sale of Anyhte plugs and 
sockets. 

1'11cr1:'"- hardly an appliance buyer but 
can he <:old a two-way plug ii you'll just 
explain thc e.-ctra convenience it will bring. 
Thi-. plan iollo\\ ed systematically during 
the Holiday season can easily double or 
trip!t your plui:?" 'ales. 

And when ~·ou'rc stocking plugs. get 
the bl'c;t value your money will buy-An~ -
lite. Large ~tock in the six citic:. listed 
below insure prompt delivery on all orders. 
Write today to the office nearest you_ 

1\1\-"YLI TE ELECTRIC COMPANY 
YOR•t WAY~ lNOIA~A 

A. Hall BttTY. 71-73 Murray St .• New Yodc City, 
Gto. Wdh, 2014 WabaJUia A ve. Cruca.-o, UL 
Wm. P. Johmon Elec. Co .. 

8 North Sixth St., Minneapolis. Minn. 
Robenson Sales Coml>"ny, B1m11n1ham, Ala. 
United States Elecmc Comp.iny, 

710 Polk St.. San Franci.sco, Cal 

A NYLI TE 

REGULATOR 

ANYUTE TP-1 

ANYLITE TP-2 

Sar )'OU uw ll In ELEcrRJC.U. R 'TAl"Lr'1~ 
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Horton ( a.Cup) Suction 
Wosher N o. • O 

Rn•ll pru~. S tlU.oO "'tlh rtrrJWIT 
tub: flM DO teltb wblto ..-Urf'(lnl 
f l..aJllt'J tub. 

Horto·n Ho-me tron•r 
30-ln. R oll 

fk1•11 flNfr f UO.tlO fsu hei.h"WH· 
.l70.UCI fdff\.rit•Jl7 ht'a tod 

Horton lronor 

lt.-tail """''· tt•i..n ts4!i.~ and 
•fl..lh. 1 1:1.i 00 (sn hu.C.l'd': •n-in 
'11)<J ,., f.i..wi...U, br.i...tl 

TM f@'t!'tP Honon No. 32. 

:.~4 ~: ,':!~ ~'~ ::r::' 1::: 
tail vriro. •~o 00 

Horton Powot' Wa•h•,. No. 3 1 
.)uu.tlar M> So 12 w1tbnot iPlretrk 
Ul(lioor Operrlltl'd hT baud or lJJ" 
~lltaa' M farm uwrtor. llttl.&lJ 
J>lit'e-. • •: '4'1. 

Horton M 1,.ct• W••h•r No. 22 
Th( blrhaosL s:radr huwt ••tr"raled 
11ul1or 11<"'11 Fri<o, flf>.Oll 

Poerl••• W•t·or Power 
Was.her No. 30 

~~!li:'p:~Ta1: d~ J:::-:.:· 
l!cull prl..,, .. ~ w. 
Horton Vocu-um W ••hor Ho. 38 
..l l'tlalum ,,,,.. b• nd pn"' '"' ma--
cblM fPr the !arm OT dtoH who 
c•nDO'l alfurd. blsbr prk,.d w.• .. 
rb.i'"'• RJ!.WJ p;rkr. tl9 1.111; 

.AU abo'\>e mo1ir11 1111-bLb hisbor in f'%ttlll"ll1 
"-ll Utd •t"lt 
Tbt.tN 11 • hich"'°1• • Uorwn Jobtwr Cir '111· 
tribulM eonninJenlJ.J near ,.uu. 

H orton Home Ironer 
30-inch Roll 

November I92 3 ELCC1'RICAL R ETAlLING 21 

~smayhea 
WONDERFUL OPENING 

For You 
Horton dealers and distributon; [eel as integral a part of our organi

zation as any man in the shop. They feel as much pride in Horton 
products and Horton achievements as we do ourselves. 

This feeling which our dealers share, is built upon the real leader
ship of Horton products themselves. Every appliance in the line has 
been brought op to the peak of perfection and maintained there-through 
the whole-hearted cooperation of every man who turns a wrench or 
runs a machine in the Horton plant. 

Such a spirit is of very tangible value to you, Mr. Dealer_ Naturally, 
it results in better products for you to sell. It results in the closest 
kind of cooperation. Horton dealers are cashing in on this AND YOU 
CAN TOO. 

Isn't this a definite value to you? You cannot make the sales records 
you should and CAN make unless you have complete confidence in the 
line you represent. 

It's hard to put this feeling of confidence and loyalty into a printed 
page. But take our word for it, it's there. We're all determined to see 
Horton stay at the top. It will be worth your while to help in your 
locality. 

We offer more than a DealershiP-we offer a Fellowship in Horton. 
You' ll surely be enough interested to drop us a line requesting full in

formation. Or may we have a Horton Representative call and demon
strate all we've said? 

HORTON MANUFACTURING CO. 
FT. WAYNE, INDIANA 

Established 1871 Pioneers for 50 
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HJ NK whtt this sl• 1hinapric 

T rcductionmellJU l Oyoul Y~ 
know the fa.mo... Arnold v,. 

brator~o d o rs yo ur trade. F or 
ll'a been the ou 11t andmgva l

~~it• field. _Compl~le •• shown 
-c•IC and s tJ< npphcatora. One 
model and but production malt~ 
this price possible. 

You can't buy a h"ttl'r vibrator. 
so why 11oek a h.taher prieed one? 

You ean' l sell o cheaper o ne. irthe 
buyer aecs il alonaaide <.he Arnold. 

M eet all your competition in 
price and efficiency with the 
~!~ better vlbralor . 

The aame dra•tic reduction . too. on 
the populor Arnold Ha ir Dryer 
F ivedollan lopped from l t11 already 
low price or $18. 7!>. 

Sell these t w o b uainca a-etten! 
M ake them leaders at S13.7S 
apiece. Write for i llu1tn1tcd Mal· 
tcr, tcrma, di5C'OUllts 

.Vo1·cmbcr 19.:?3 Eu:crRlC.\L RFT AILDlC 

CJhe Sheratori 
Look al th, Chandelier .lboi.'e Y ou 

Imagine in its place this graceful 
C::heraton cllitndclier. with spark
hni; l l"}':otal pendants. and soft. 
:-ilk-shaded li,i..rhts. ~o other 
chani::.e in the furnishini; of the 
room will ~o greatly impro\'e its 
ap1ll'arancc-and at so little ex
pcn~e. 

\\' c would like to stnd vou a 
little brochure that dc~crilies and 
illu,tr-ltc~ modern lighting cquip
ffil'lll ..,uitahlc for each room in 
1hc house. It 1~ intended for peo
pl~ \\ho take pride in their homes 
-who lo,·e bcautiiul thini::,.; , £\·
cry design -hown is a \\Ork of 
art, yet very moderately priced. 

To what address shall '' e mail 
110111· copy of ''Distinctive Designs 
tor Home Lisrbting." 

ff~"'" l'Clllf l•aWr 
&IJ •h,.,_,. Jfltl ftlfl•l ... 
,...,,., Jbr flr&11bl'°" 
l lt'Ut .. 1t1 11. •tn-h· 

a.ii.ad. It•, .. , 
iruariuHrf' 

o! 41ualtt_.-

The foregoin~ gh·es you an idea of the kind of a copy" we are 
using in national publication,. to arou:.c interest m lurhting fottures 
and to locate likely prospects for electrical dealers. The illustra
tions, loo, arc the same as used in one of the na tional ads. The 
resulting- inquiries (and there arc hundn:c.ls of them) are referred 
to dcaleTs ior closing, and preferably to l11ose who ba\'e a stock of 
Sheraton and Minuet de,igns. Don't you want •Orne oi this nice 
uu~iness-usually the better home•~ \\" e'll gladly co-operate. 
Write today ior full particulars. 

BEARDSLEE CHA.~DELJER \IA!\UFACTCRING CO. 
220 South J efterson S trcc1. ChJca-:o. at 

S11y you aaw ll In El.l?cTmCAJ. Rn.ui.n;o 
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Your Most 
Profitable 
Holiday 
Leader 

Wllh Oetnchable Plu~ 
ln the H<lildle 

F'c:arure the new Ivory Wav~tc as your holiday lcada and watch salcs and profits climb. 

ln...ttc yourcuscomcrs' comparison oflvory Wavct:a: with ironscostingu much again; c:om
pnrc the bc:iutiful composition white Ivory handle and plug, as well as the white cord and 
atrochmcnt-plug to match, and the highly nickeled finish. Compare the conJlrudion as well 
as the apptaranul 

It is easy to see how Ivory W11vette, selling 11t $4-oo and Wavettc, and Wavcttc, J r., with 
black cbonized handle at $J.oo and $2.75 respectively (all with dctachllblc plug in handle) 
is the fastest selling line of electrical appliances in the world l 

If your Jobber cannot supply you , write direct 

~ = 
.!fae fRANKi.WOLco'tT MFG.~ 
.., liartford, Conn. _ 

Pacific Coast Aiten-Weotem Agcncie1, Inc., San Pranciac:o, Calif. 
Southwestern Stat-The Fot.om Company, Dallu, Texas 

Soutbcm:State:s-The Robcrtaotl_Sales Co., Birmln&ham, Ala. 

Say you saw It In ELEM'RJCAL RJITAILING 

November I923 ELECTRICAL Rx'rAILING 

-The rubbing action 
-Thejlushing action 
-The whirlpool action 

The soapy water surges through the mesh of each garment, loosen
ing and flushing to the surface every particle of dirt, which is then 
gently removed by the wash board sides of the Corrugated Copper Tub. 

Unusual washing results mean unusual sales and practically no de
mands for "service" after Automatics are sold. You will 
place yourself under no obligation whatever by writing 
or sending the coupon. 

AUTOMATIC ELECTRIC WASHER CO. 
200 West T hird Scrcer 

The West Penn P ower Co. 
aold 450 Auto
matia during 
Sepumber of 
thi• year. 

NEWTON. IOWA 

Autometlo £1ec::trfc W aa_h.er Co., 
200 W. Third St., N.-wton, Iowa, 

25 

Ball a nd 
Sock•t Orh-• 

A.n «.Ulwho 
..t.uu:-m•Oe 

reai-u"' 

Gen:tJement Ptea•e 1&end U• your c•talog and prl• 
c•• on tho Atrlom•llo t.ln•. 

Nam••---- -

Flnn N•m••------------

1'own _____ si.10 _ _ _ 

Say you s11w It In Et . .t-;CTlllCA.L RuAILINa 
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Xmas Time in Your Town 

The JUNIORUTE 

The CRElST 
Lamp 

- and here's a 
gift for each 
member of 
every family 

Father and mother can beUer 
enjoy the comfort of their easy 
chairs with a Gre.ist Lamp adjust
ed to reflect light on book or pa-

per al just the right angle. Sister can read 
in bed without eye strain by the aid of a Jun
iorlrte. Brother finds his home work easier 
with a Wallace lamp to shed light on his 
problems. Even baby appreciates the "di
rected" light tbat is shaded from its little 
eyes. 

The Greist line is the only complete lme of 
adjustable lamps on the markeL It offers 
four distinct styles and a variety o f pleasing 
patterns w.ith which to tempi the Christmas 
giver. Made to retail for $2.50 a.nd up. 

Write for Window Display 
and AdverU.lng Matter 

Show the Greist line from now on 

The Cr-eist Mfg. Co. 
Dept. R New Haven, Conn. 

Pt<dlion Manujaclurm Stnc. 1871 

The DO-ALL-LAMP The WALLACE Lamp 

::'ay you •aw It In "EU:CTRICAL R-i:l'A.ILINO 
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l.·-uJa 
C.a.t. Su. i1 

' 

Ou1•fct 
C.1. So JU 

Ci~ .... :,:l\1 

Hake More Honey 
Twowav Ptugs 

You can sell more Benjamin Two. 
Way Plugs,because you can give your 
purchaser a choice of plural socket 
devices which meet every need for 
extra electrical outlets in the home, 
o ffice or facrory. 

You can make more money, because 
you can assort and combine your 
purchases of Benjamin T wo. Way 
Plugs co make up 5 smndard pack
ages 50 plugs and get the maximwn 
dealer discount. 

Sell the Plug that Suits the Need
with the Benjamin Line and the 
prestige that surrounds Benjamin 
Two-Way Plugs you can give your 
customers the best service and make 
big sales and profirs for yourself. 

Sell an American Produce made by 
Americans- the originators of the 
Two-\Vay Plug. 

Attractively Cartoned. Effectively 
Displayed. Our nearest office will 
be glad to cell you of many sales h elps 
ava.iJable to dealers. 

BENJAMIN ELECTRIC MFG. CO. 
847 W • .Ja ckson Blv d., Chicago 

:&47 W. 17th Street 580 Boward Street 
N e w Todt San Francisco 

Toronto and London 

-ts~ort und rnmhine }'our Purcl1U.<l!.r rif Tll'o· IYay Plugs to Obtain llcnimum Disco1111t 
Use T11e~e Dispenser Displays ro Sell Two-Wal' Plugs. A l\ell' Srand Wirl1 £very 10 Plugs 

Say you saw It lo E LECTmCAL Ru·AU-n;o 
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TA~ l>cuc plcl'!lrtd 111,t>t•ll 
u oouc (n •olld bronze 
atwl I• bcoutl/ully ftn · 
1a1u·d 1n Storu11ry Bnm::e, 
r.oppcr Bron:c or l"erde. 
Th" 1 11114'; ii lland.p Jfnt 
ed hJI artifla of ioi•ltl ez 
pcrie>1ce tn Cit ia part ICU· 
lar IDOrk. The lamp h 
tn1ly rtprtunt 11iv.1 of 
the h•!Jh atantlard iohkh 
011ara,ccer<i:1·a Cho Moe· 
Bridgu line. 

Feature Moe-Bridges 
lamps in your store 
as Christmas gifts. 

No gift is more ap
preciated ,-non c 
more complimentary 
to the taste of both 
giver and redpi<!nL 

Our line this year has 
been augmented by 
many new styles o[ 

ba5cs, beautifully fin
ished, and new shades 
of exceedingly good 
character. A repre
sentative assortment 
will lend wonderiul 
attractiveness to your 
store and will add 
greatly to your source 
of profit. 

lf'rrt• 1txla:1 fur 
cat.tlog and full 
particulars. 

Sa7 you ...... It In ELEC'l'JllCAL RftAILJNO 
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dll!l~~~\~m111n 

One Rumer E•·cr-H Ol 

WltA 1/., D•tuliabl• Ht111J1' 

$4.85 Retai l 
n-o., S-1 • dlamtttt 

ol burntr <:. \t UlcbH; 
dlamrt .. r onr all 114 
lnrhu: heleh&. -l ~ 
lnthtt M.t~ ol ~ t -
11 Ulf ...... bl&blJ' 
nlrkd·plai..J. Potttlaln 
bu:mtr truu.lated 1111h 
r mt 11bt1101. end m-

W.~ 1!1th l~~*'a:=: 
mium tttilt..IDtt Witt .. 
tlttarh1bh handh. 
fh"'9.JMSL 1.able- •mR Clll 
m•rkC'l. ti•' in& •~:~rate 
llt.aebmtnt tdlw.~ .ad 
•Ix feet of beatrr ront 
Etther JJO or !'O 
tnlh It H.Mti p-ritt. 
lt•r.tmum eoruJtn~Uon 
... ••llJ. 

Ever-Hot 
Glectri c 

TABLE STOVE 

Dealers write for discount 

NOTHING like this t\'i"o burner table 
stove has ever been offered before 

even at hvice the price. It will be, we 
believe, the largest seller on the market. 
Not simply because the price is low, but 
also because, regardless of price, it is 
the best electric table stove produced. 
It generates more heat at less cosl than 
any other table stove, and sets n new 
standard in appt:arance as well as in 
efficiency. 

The ~ver-l;lol is ~ beauty-graceful, 
harmonious in design, r ichly nickel
p lated. Durable mate r ial is used 
throughout. Pressed steel construction. 
l nsulat.ed porcelain burners, wired with 
the highest quality nickel chromium 
resistance wire, deliver greater heat 
than any other lamp socket t.able stove. 

Dealer discounts itre liberal. Inve::;ti
gate this quickly. Wrile to-day and 
have a stock ready for Chr istmas trade. 

Th e TOLEDO COOKER COl\IPANY, T oledo, Ohio 
Makers of A ppfia11ces f or 1/,, H ome 

Say YOU gay It ill EL.CTJIJCAL RET.AJLlNO 
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• Gen e r&) Electric 
Company 

Merchendlao Dept. 
Brid1eport, Conn. 

putting 
YOU 

inTungar 
Advertising 

Tungar advertising this fall 
is putting YOU in Tungar 
sales-getting YOU in on 
the profits. 

Advertising in six of the 
leading radio papers i s 
makingTungarmean "good 
battery charger" to radio 
set owners-and also those 
who have automobile bat
teries to charge. 

Attractive new window 
cards are yours for the ask
ing-to tie yolir window up 
to the national advertising 
and attract the sales it 
develops. 

Ask vour ne07est G-E d utributor 

GENERAL ELECTRIC 

November 1923 EttCTRICAL RETAILING 

All C-E Lamp Cord la 
paclu1d in tbe convenient 
blue nnd o r a.nce labelled 
carton abown a b ove. For 
prlcea oddreu any C-E dt• 
tributor o r 

Gener a l E lectric Company 
Merch$ndi,ae De -pa.rlrnent 

Bl'ldpport, Conn. 

How Much Lamp Cord 

Are You Sellin g ? 
There is a market for lamp cord 
worth goiog after. I t is roughly 
estimated upon competent authority 
that over 125 million feet 01 lamp 
cord is sold each year. The dealers 
who sell it arc the ones who try by 
keepmg it in sight. on the pnnciplc 
that "well disi;.laycd is half sold." 

G-E Lamp Cord is a quality product. 
I t offers a wide selection of colors in 
silk or cotton and it stan ds up in 
service. P ackaged attractively with 
the blue and orange label it makes 
excellent shelf merchandise with 
which t o go after your share of the 
annual lamp cord sales and t here 
is a G-E display cabinet that is a 
sure "silent salesman" for silk cord 
and keeps it in perfect condition. I t 
can be purchased by any dealer at a 
nominal figure. 

Get your lamp cord out from under 
the counter- AND KEEP IT OUT. 

GENERAL ELECTRIC 
I 

31 
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Get G-E Service 
From these Jobbers 

A!Ahlm&. n;..w.~ • M&11i.r.1 l:!tt. ""1>Vl1· Cu. 
A.rl.mD.a.. l'boaab • ••••• • ScKit!nr f'\>t C F Co 
Cahfonua. Lot Aarict ••• l"AC1flC Si.tet rlcrtric t..o. 
Caldu.rui.a. 0. l l.uad , • • • • i"M iuc !.Dtt:W I· lt-t ll•< C...1 
callftlfDJol. Sl.n l-'r.11DJ aw.-. • • 1 ... <16c St...t~ Flrn?k C.v. 
Col.,,.clo, u..,,.,.. , , . TM 1!"'11ri<: & llohlwft 

Ml~ .I.~µ. Co 

Conn.cc.Ua.a. H .u1~.r11 • •• St1u11wlllN.F.na .. ~ C.o. 
Conr1t"C1HUt.. ~ew 1fa,·<'n •• !'-.tti.Hhr.'Tn ?-. . l~n~ Mrec l"o. 
Connectlc:ul, WAtl'r1K1ry , • • ~ 11b~m t'lii l· nv Flt\ , ('o,. 

Jlf\.tn'1:ulU>1uanbl.a. Wa..h S .. ilc>nal ffirc lSuM'lV Cv. 
1-"lo.rl.J.t, j.u\:.Mns•ill~ • • ••• Hw11U Fkc Su,•1.llt t:o.. 
F kirld&. T .unp& • . • • • • • • Morhb F ir!<, $upplr Co. 
Ceorirt., Albn,,. •• • , • • • • Carter f:.ltnnc: Ci) 
Ctor.,U. ~ua.nah • •... C.utn M~mc t .e 
Jlbnw.._ l"1hQl'O •• •• • • • • C'"C"n1r.i1I1t"1tnc C~n" 

fothlJll)D• 'hh l•.11.!k>n r.o" 

~. EY1utntt\.r . • • • • rtnUn1 0 11' l-lt:;;nic ('o. 

h 1di"'"· lnU....l>OL• ... . ln.l....,ooll•Fl«.5.Jp. l A. 
h uU.u1.1.. ~th Uf".'tl.ll ....... ~11th n.-n.t F1" tra: Co. 
Jon. J)o '.\10tlld .... . ... Mid Wnil l:~nc Co.. 
i:HLlutlct. l .OUi•vtU• . • • • • l~hlUJ•lf.ud111"rT lil )l:i 

t:o.. Inc. 

Loa:i"r.u. "r• OtkA&lt ••• \\nco "QrPlT C....llT 
W.U,LUM!. 8.~Umotf> ••• ••••• -.ltlt1'1t J 1".1r~ Co.. 

MuML9-ctu. 1-lo>e ••••·• 1'rutalll'll·And.n-'ft CoM 
.M1clur u .. Ortroi• . .... . . ... .. f a.nk <: 1 .-al Compa.nr 

Al • .,._""9 Co. 
1.lkldr ••· c;....s IUpido .. . . C J . ulM.I.,.. Eke Co 
w~._.. PuMa ••••• ••• Sonb• e11n11F.lt< F1Jttie>

...,.. c;.. 
M.l..l:mdlib.. ~li.Uca&JOU:e •••• • 'rttf"'9: F.lrttric11 Co 
~.hunciA. St 1"a11l .... . ... Nor".h•fttem llc-c 1-.Q"Ctp 

.,.at Co. 

w .... ..m. K.uu.u <"•••- ••••• Tile n R Mm.tic ' 
J.11\.W>Qrt.s· l .ouh •••••• \\ncg,Sla.,ih f .QP1IGAY" 

M unuu. hulk. • ••• ... ilutlf' J Ltt. Sui-siJ\ Co. 
N cl1u..tll.A. (>t...ia. •••••••• M 1J \\ C\>t l 1ronc c\I. 
Stw Jtrwr Nt'w1u1' •••••• Tn 'tn FJironc C".o., Inc 
N~ J"""1', f'•itttwzi •• • 'Tn - ,fy I "°'Inc Co , I nc 
:;,... Y•1r\ A11"-h> u .. , .... , f ln tric l o. , Jn 
New Yosk. .Du.a..kt •• .... J.tl.JtJCn-.m C.Ura1..1. El« 

Co. 

New VorkOty . ... ........ .. E. B. Ut.h...m A Comp0.ny 
R~nl UlllUJI W... I l>up . 
Co. 

(Aho Darou"" o< ff rook · 
ha. Lune l'\1.1..ad ( lt'f 
a.c.tJ J1.1111lca, L. 11) 

Sil)W, P1tnl.4ll lilJ"\:. t"t.1" >. 
(AIJo Doro. a f tlf'llw.ildyn l 

N~ York, Rochcnu ••••• • l(ol.lt":l'UOD•CatiuM:t h.Jrc. 
C-o. 
Wb,.rt...,. C~ca IUC'Ctrlcal 
Supply Co. 

~cw York., Syiacus.r .. ... , Kvt..r:-nJ,.o.o Cau.r.itt t.:Jrt 
Co, 

:icw Yotk. l;bca .... . . . ···• Robcrtlon C.U.md Eir e. 
C:o. 

Non b U.Cohna.. Charlottr •• Elcc. Sop. & EquJp. \;~ 
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Help Th em to Give 
Electrical Gifts 

During the holiday buying sea· 
son, people welcome ,nny sugges
tions that w ill hPlp U1em answer 
the question, "What shall J giv1 
as presenls lhll' Christma!'l?" H ere-

The Home Electrical 

-- - ~ ----~-·~-

( 1. 1, ( "".,[.c : :il irt ";• , _ 1\t r1r,\~~l\ 

The November luue of The Home Eloc
trical carries tho picture m-g• .. Give 
Elecuical Gifu Th~ Cbrisunas." Every 
page help• build 9al•• for the duler. Note 
that th1• bumness butldine little paper h 
also a pan ol Electrical MorchandWng, 
the companion clectnc:al trade papu of 
E lectrical Retailing 

in lies n bi~ opport11nll) for th1• 
dealer In electrical gooll!!. P ro11· 
er SUJ?gestions will help people 
to see that no Christmas gift will 
be more welcome than an electri
c.al a ppliance 

Yet these suggPstioni; must be 
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mall~ tacu 111ly. for during t he 
hollch1) season i1en11ll· are llun<lNl 
with lltPramre and advertisement ; 
asking them to bu~ every con
ceivable sort nC artlde as a Chrbt
mas glCL 

Thi> Xovf'mber and Decemb1•r is
s 111:.,1 of ThP Home E l••c trlcal nfrer 
a LRclfuJ npproacb for thti t•ll!l' · 
trlcahuerchantUser who want!I to 
reach prospct·ts befor•• they have 
made up th< Ir Christmas lists. 

'T'he Homu Elec trh'uJ Is not a 
pl(•tt> or adverlli:>inl? Literature. It 
does not tontain Uw name or a 
slnglf> manufacturer ol electrkal 
appliances. It a rnnsPs no anlnl?
onlsm in the reader. But this 
consumer mn11:azine 1~ a bi!' snl<>s 
bullller for the retailers who nse 
i L It builds i;ales lwcn use It lell s 
its story i n the universal IU.t1Kll

agt - U1e language or picturN•. 
lnclosecl In this !i;1111e 01 E1..1: -

Tiiie \L Rl."" \ll.J'iG b n copy or the 
fir!lt o( the l"\\ o Chrl»tma!'l lssuP-. 
of The Homt Electrkal. Look it 
over a nd then order a 11ackage to 
distribute to your customers. Al· 
iso re:serve a package oC the !'l"'cond 
Christmas gift issue which wil l bP 
a...-utlable early tu December. 'fbt 
l'OSI Is small, and your satbfat> 
tion with lnrrease!l sale,. will bn 
large. Send youl' onler to l~r H • 

·1 RH AT R f"T.\ILl'". u;;u Old Col
ony BuildioJ? Ch.lcago. 

Here are lhf pric'e!I for "T he 
Home Electrical:" 
Lr<• tlu.n I •1011 <>pies, 4 ce nu f><T CCII'!" 
In 1011 o f l ,lli.v <:0p1es, JJ-S crnu. l lOI" C"i'J' 
In l•'U of 3,000 copie!', 3 ctnu JlC1" copy 
In 10 11 of 10,llllO oop1~, 2~ ttnh l«T COIJT 
1n 101• of 20,0llO cupiC$, 2 cents ver covr 

Prlceg lnl'lude malling enve
lopes and ar1• f . o . b . New York. 

,Noc:cmbcr 19.:3 ELt~crRicAL Ru \Il, ING 35 

Men Who Write for Electrical Retailing 
Frank Stockd a le 

One of the pleasant things 
a bout being an editor is the 
opportunity to introduce a 
man worthwhile to thous
ands o f readers for whom be 
bas a wonhwbile message. 

Such a man i s Frank 
Stockdale, whose lively and 
helpful m essages to electri
~al retailers have appeared 
m cartoon form in Electrical 
Retailing for many m on ths. 
Read Mr. Stockdale's latest 
"Minute Message," page 63. 

M r. Stockdale is an ex
pert in retail management 
H e has conducted business 
institu tes on this subject in 
every s ta te and in many parts 
of C an ad a. 

You Have the Floor, 
Gentlemen 

Do we not somellmes fall to re
member that, from one point ot 
view at lease. t he editor ts ver) 
m uch in a posit ion of a pre~iding 
ol!'lcer durl.ng a debate~ Tle ls not 
an advoC'ate !'or ei ther s ide. H t' 
gives the floor tatrly to both sides 
of t he quesUon and usually cacts 
h i11 ba llot only when the floor vott• 
Is tied . T he reallmg pages or 
E lectrical RetaJllng are a plat
form. it you will. on wh ich ac
credi ted persoru may slllntl and 
prPi:ent their views ou both sides 
or a que:.Uon and on which other 
1n:.•rson11 may lakc up the d iscus
sion. 

PractknU.v evl'ry ankh> cnrrle!' 
cJPbalablP questioni;, and becaosl 
the editor thinks an article sub
m itted by a conlrfbutor Is or 
sulfkient Interest and value to be 
p ublished It does not necPssarth · 
mean l bat the erlltor himself u~-

r1uaUfledly ap11roves the positions 
taken on a deb:ttablt> r111Pslion by 
lhe write r Oo all art icles sub
mittecl by c ontrlbutors nnd pub
lil=:bed the Pdltor tP!'crre;; his 
opin iom; on the poin ts raised . 
Usually the od ll or's poin t or view 
Is exp ressed In the "ed itorials" 
and the " bulletin hoard" or in an 
article carrying his name. 

Every reader Is in vited to eend 
ln hls commenls and Ir 1l seems 
desi rable to both the rt>ader a nd 
the editor tho commnmi; on an 
a rticlP may bP published . 

To HeJ p Christmas Sales 
T ucked away iu lhis is::ue or 

E lectrlt-al Retailing arc a score 0 1· 
more o! s uggestions whkh J[ 
given a £air cb:tnc·e by electrical 
dealers will gr1·atly hl·lp them 
build up their Cluisl mus sales. 
$Part>h .-.very pngt! carefuUr. 

~-~en~ 
E ditor. 



Steinmetz Has "Gone West" 

Charles Proteus Steinmetz 
1865-1923 

A GREAT leader has vassed on. 
His work remains. In the 

language of the boys who fought 
to victory in the Great War, be 
bas "gone west." And yet all that 
he did is still here. Charles P . 
Steinmetz, one of the world's 
greatest scientists, one of its fore
most engineers, a greater teacher, 
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and author died at his home in 
Schenectady, N . Y ., on October 26. 
For thirty years he bad been COJ?
nected with the General Electnc 
Company an~ had lo!lg been its 
chief consulbng engmeer. The 
tasks he has laid down must go 
on. " Carry on , yomtg man, 
carry on." 

EleClrical Retailing 
A M cGraw-mu Publication 

Volume 4 NOVEMBER, 1923 Number 5 

Electrical Retailing's 

Better Business Program 
If These Twelve Things Are Accomplished in 1924 They 

Will Mean Better Business for Every Retailer of 
Electrical Merchandise and Will Increase 

the Service of Electricity to the Public 

ELECTB I OAL 

RETAIL I NO 

ex Is ts tor 
t he purpose or 
Increasing sales 
for all retailers 
or electrical 
goods and tor 
all electrica l 
contractors. 
Just as tbe ser
vice rendered by 
a chain Is made 
up or. the ser
vices rendered 
by an the links 
or a chain, so 
the .fUDdamental 
edllorial pur
pose can be ac· 
complished only 
by the comple
tion of many 
tasks that make 
lhe final result 
possible. 

Whal are these 
tasks? A few 

By Stanley A. Dennis 
Editor of Elcctnal Retailing 

"I Want You" 
H l could ahdownand wrl~a person

al letter co every one o f t h e thousands 
or readenso r Electtical Retalllna coclay. 
J would write Just wbnt I bavo saJd In 
thb article. U I could make a spe«b 
and address all of you Jn ono •-ast autll
ence. I ,.ould dri.-c home what [ have 
sa.ld lo thls ardclc. So, I -nt you to 
read It n ow. - The Editor 

selected certain 
definite tasks. 
"Jobs to be done," 
IC you will , on 
which I believe 
Elecrtlcal R e
tailing can and 
ah o u 1 d concen
trate Its elforts 
during the com
ing year. U lht:se 
tasks are work
ed out, I believe 
It will mean bet
ter business Ior 
all retaU~ and 
a I I contractors 
who handle elec· 
trlcal merchan
dise. That is 
wby I am call· 
Ing thls list or 
worLhwhlle 
tasks a "Better 
Bus iness Pro
gram." This pro
gram is printed 

days ago I wrote down a long list 
or things which I honestly think 
ought to be done by the sellers or 
electrical goods in order to Lm· 
prove selllng conditions for every· 
body concerneu From thls list I 

on the ronowtng 
page. Please read It thoughtfully. 

Every man who bas a hand In 
the ret.e.U selling of electrical mer
chandise or in the installation of 
elect rical equJpmenl In the home, 
shop, store, oll'lce or factory wants 
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Electrical Reta iling's 

Better Business Program 
During 1924. Electrical Retailing will try to: 

1. Increase the number of electrical men who live 
in electrical homes. 

2. Implant better selling methods and better man
agement methods among electrical retailers of 
all kinds and among electrical contractors. 

3. Encourage the training of employees for better 
service all along the line. 

4. Build better co-operation among contractors 
and dealers on the one hand and the local cen
tral station on the other. 

5. Push the wider use of better accounting and 
better estimating methods. 

6. Persuade electrical men in the retail field to in
vest a portion of their savings in central sta
tion securities. 

7. Strengthen the demand for a standardization of 
appliance plugs similar to the present stand
arfuation of outlet plugs. 

8. Reinforce the demand for a domestic meter that 
will indicate in dollars and cents, taxicab fash
ion, the monthly bill for electricity. 

9. Educate the trade to better lighting and fixtur
ing methods. 

10. Promote quality wiring in home, store, office, 
shop and factory . 

11. Shor ten the pioneering stage on new kinds of 
appliances. 

12. Urge larger participation by all electrical retail
ers and contractors in organization activities. 
to the end that the purposes of these electrical 
organizations shall be achieved. 

lO make money. This hold:; good 
for the electrical dealer. thil elec
t rical contractor, lhe head or a 
retail hardware store, the electri
cal department ol a department 

!tlort'. n furnlutre store, a house 
fumlshlugs store, and a drug 
store-for any and all retalli>rs or 
electrical appllancei;, de\·lce!t and 
supplies. 

ELECTRICAL Rr-:T.\ILINC 39 

Ile can not make monev unless 
he produces a profit in hi~ selJlng. 
lio <·an not produce a profit unless 
his selling r,.ndt>rs a :servlt:e. His 
ser vice must b!' rendr.rrtl lo tbA 
<'Onflumiug puhlk, his t·ompnny 
;UHi to hlnH•f'I[. It gt·Ls bal'k 
•'Vl'f.\' Lim•• tu tltP old ~tor~" "He 
profits most who ::.erYe:s best." 
And rile only i>rofll worth having 
ls the our which com1•, through 
a !tHrvice rendtirerl. 

What Kind of Sen-Ice 
Do I Render? 

Just what kind or .. ervft-,. he 
gives and how valuable it is be
C'Omes then a matter or vital con
cern to t>\'ery man selling eli•ctri· 
cal goods. IC a sarvPy coud be 
madP and nn anaty-sii; produced 
showing tho kinds a nd values or 
services rendered by rPtatlN'l'l of 
ell'C'lrlcal goodi; Lo tht>lr 1·usto
mers the resuh s would b" ru; 
varied in t·haracler as Lhe rrtail· 
rr:s tbemselvei;. Such a survev 
oC r•ourse, ran n<it rend lly b~ 
made, although It It could, the in· 
ronnalion derived would without 
doubt bl' of great vaJul'!. It would 
he· u powerful force working tor 
better selling and berter Hen•lce 
and better profits all along the 
line. 

Put Concentrated Effort 
on Defin ite T asks 

But there Is a gTeat force that 
can be called lnlo play, that can 
achieve great resulls for good, 
nnd that ran produce belier sell· 
Ing conditions, better servkP and 
br•ttt>r profits tor tbe entire field. 
This force Is lhu power or concen
tra!Pd effort by all rQtalJns and 
contractors on tasks that nt.:ed to 
be done. 

Therefore, I ask the careful con
sideration o! all readers or Ellec
trlcal Retalllng tor this list or 
la!lks which I have Included in my 
ONter Busine'111 Program. Are 

these tasks worth the doing? Are 
any ODllttcd which you think 
should bo In duded! Should some 
or Lhoso ll!<lP!l bP left out? What 
do YOU i-ay'> 

Whur conrnct have you hucl with 
1.hl'l'"' -prohli-111~ '> Whut have yon 
rlon11 about thmu? What have vou 
thought ahnut lhPm ! What has 
the other mau done. that you 
knO\\ of? \\ lrnt results have each 
ot you oblnlrted ht trying to im
prove conditions along ·?ie line of 
tho probl•·ms lnvotvetl lo , this 
Bcl ter Buslne1.<1> Progrnm '! 

Put You r Eatbu slum 
into This Work 

It l can POR':JR'e thP enthusiasm. 
win th<> 1·0~1111•ratlon. and iocus au 
t h1- brains ancl purposes of elec· 
trical retnUl'r.~ am! c•ontractors 
PVPrywhert.: !luring l92·i on the 
tasks that I ha,·e sec before Eec· 
trlcal Rf>talllnR'. the rf'sults will 
be felt by evC'ry electncat man in 
our field and ht• will profit accord
ingly. Ask yourself whether sell
ing conditions and sales would be 
greater tor you, lf the things that 
ar" listed In the Better Business 
Program wPrr. ac·com1>1lshetl in 
your Lown or city. 

This Detter Business Program 
I wnnl to promolP In every issue 
oi EIP.cLrical Rttalllni; during the 
1·0111lng year, In .. ,-ery letter that. 
brlng.s a que,,l Ion or a n•11uest to 
my ctesk. In evNy tak that I nave 
w1rh an PiP.ctrkat man and in 
•'''er~· me .. tlng or convention that 
I ma~· attend 

This Appeal Is to You 
r am making this a !rank, per

sonal matter bi;tween tbe edltor 
and you. Mr. n!!ader. You want 
more and better busfness, more 
and better p10flts. Ellectricat Re
tailing wants that k'ncl of pros
perft)', too. And so do the manu· 
ia<'turers who put their faith into 
E"ctrkal Retailing So does ev· 
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ery man who invests one hour a 
month in reading this magazine. 

Then It's a case of take off the 
coat, just as mine Is off now while 
I write, push up the sleeves and 
get busy. This program will be 
evident In every Issue of Eleetrl· 
cal Retailing from now on. In the 
December Issue the tasks laid 
down in this program will be de
fined and discussed at greater 
length. In the January Issues, we 
shall begin to work for results. 

Only TbJrty Minutes Dally 
You remember that Theodore 

Roosevelt once said words to the 
effect that every man owes it to 
hJmsell to devote a portion of hJs 
time to the profession to which 
be beings. And be owes it to his 
11rotession, too. Can anybody tell 
bow far forward the electrical in· 

J 

SOME day I may be tempted to 
wrlte a book on "Some Editors 

I Have Known;" and 11 I do It, I 
shall first or all emphasize their 

lnstinctive modesty. For despite 
all appearances to the contrary, I 

believe most editors very much 
prefer to stand ln the wings and 
push other people Into the spot.. 
light. 

And yet there are times when 
the thinking editor must get out 
onto the stage hlmsell, get his 
message across, and persuade hls 

audience to get behind him and 
help get a big job done. 

That Js why I have dared to lay 
down In the first pages of tllJ.s 

duslry wouJd move during the 
coming year, it every man retail· 
Ing electrical goods made It a con
sistent practice to devote a por· 
tlon ot llJ.s time every day to his 
Industry, to the big crowd to 
which he belongs? Even a few 
minutes' time daily would bring 
splendid results. Surely just thirty 
minutes a day spent In reading 
plans, methods and poUcies for 
Improving his business would be 
greatly woi:thwhlle. Or lhe same 
time spent in keeping in touch 
with the other man would do the 
big job. 

Are you on? It you are, wrlle 
me a letler and say so. I want to 
open up these pages to you, so 
that both of us can work together 
therein to the advantage of all 
concerned. "Each tor all and all 
tor each." 

I t Tt CTO ' " 

Issue of ELECTlUOAT, R.ETAtLINo 
what I honestly think are a rew 
of the vital things that ought to 
be accomplished In the electrical 

retail Held during 1924. The list 
could be shortened. It could be 
greatly lengthened. But as It 
stands it lines up a worthy en· 
dcavor whJch ought to appeal to 
e\·ery man who sells electrical 
goods anywhere. 
~oat I want to know ls this: 

WUI you "get behind this Better 
Business Program of Eu:cTBICAI. 

Ru.uLmo and help put It across? 
It you don't like It, tell me why. 
It you do, then give me your hand 
and come on. -The Editor 

How to Put Backbone 
Into Sell. 

Four Simple Merchanding Policies Have 
Greatly Increased Sales Not Only f or the 
Manufacturer Who Suggested Them But 
Also f or Dealers Wh o Applied Them 

By P. B. Zimmerman 
M•n~"r r:-' rubhnry 

~-u~ Lamp w, ~· ot lh ll•n' ral D~&rit r-1 m1 nr 

I N the fall of 1922 a manufac
turer through impartial and 
trained Investigators studled 

the manner ln which nearly seven 

33% had an arrangement of 
stock that did not do justice to the 
product based on sales volume. 

93% had no means of demon· 
hundred dealers 
-mostly elec
trical-in 335 
cities located In 
ftfteen east, cen
tral and central 
west s t a t e s, 
were merchan
dising his prod· 
uct. Here are 
some ot the 
Illuminating but 
not, as you can 
see, very satJs
tactory con d I· 
tions which 
were found to 
exist. 

68% had no 
outside ldentlfl· 
cation to c a I I 
the attention of 
p a ssersby to 
the product. 

73% did not 
fea t ure the 
g oods In the 
window as fre
quently as once 
a month. 

P. B. Zimmerman, who tells iu "How 
to Put Backbone into Sclling" is not an 
arm-chair morchandiSUIC expert. Furlhd"· 
more, he docs not tell bow be tbinb it 
ought to be done but bow he hu found it 
bu been done. When he speaks on mer· 
chandlling and "i>"cially the merchan
dising of lamps, he speaks with authority. 
The menhandisinf policies he lays down 
here should be o value to every dealer. 

s t r a t I n g the 
product. which 
was of a nature 
that made a 
demo nstration 
highly desirable 
If not Impera
tive. 

83% did not 
consistently fol· 
low the rule of 
going outside 
after business. 

The dealers 
called upon in 
thJs survey who 
were proficient 
In all or most all 
of th e points 
enumerated 
abov e, were 
found a l m o s t 
without excep. 
Lion to be hlghly 
successful mer· 
chants. And It 
was qulte nat
ural, therefore, 
that the manu

65% had Inadequate window 
lighting. 

facturer's investigators should 
want to analyze very carefully 
just what nierchandisJng princi
ples and methods the successful 
dealers employed. 

55% had poorly lighted store 
Interiors. 
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This Guide Will Tell You What Lamps 

To help dri\·e out clarc and gloom an_d to make bctttt ~P. salesmen. 
Mr. Zunmerm1n directed the prep1rat1on of a booklet, Favc .Home 
Laghrin& Recipe• ... from which there lave been rcproduc~ 01! this and 
the nut pa~e fihccn little pieturcs that tell how to eqwp wtth muda 
lamps the mon commonly ukd fixturea. ln many cases. other types of 
fixturct than thooe shown arc: more to be recommended. 

Front Porcl>-UJC a 
40-wiau clear m • • d a 
lamp. Similar lamp may 
be uacd on back porch. 

Downstairs Rall
Utoc a lamp or from 40 
to 7 5 watu fn fixtures 
aimllar to the one shown. 

Sun-Parlor - or dse· 
where. use a 7 5-watt 
white muda lamp in 
s=i.i-<lirect bowl 

I . 
I 

Shower Ft x turc1-
Usc 50 to 75-wau white 
muda hmpa. Deep 
shadcs arc preferable. 

Use 40-wau round 
bulb all frosrcd white 
ma..cda lampa. They 
1hould be llhaded. 

U1e 15-wau dear 
truuda lamps for wall 
bltckcts. Shield them 
to conceal filammt. 

The~ touml just rour prlnl'l11les 
nr rnothods '\ hkh w11 ::;hall refer 
to hy stnrs In l hP following brief 
trealm<'nl on th1• significance ot 
each one 

S ta r No. 1-A Dealer's W indow 
A ~reut mu uy or t be successful 

tlealer1< r• ft>rr• ti In lhf'lr windows 
ns th1>lr flrt•ad nnrl h11ttnr mf'dlnm 

Window!' are un11ue!'Uouably lbP 
most valuable advertising space a 
dealer has. They nr1> hls best 
spokesmen. making favorable or 
u.nta \'Orab le impression upon pos
sible new customers as well as 
playing no small part in retaining 
or losing the trade of tho~e who 
are then buyin~ from him. 

to Use . 
lil 

For lar1e table lamp$ 
use SO-watt white mu
da lamp. U only one 
socket UH 75-watt 
whnc maida lamp. 

Kitchen-Use 100 or 
ISO.watt mazda dlty
llght or clear lamp 1n 
cclllnr fixture. Use 15· 
watt muda well shaded 
In attic, with sirrulu 
fixture. 

Bedroom Ceiling Fix
turc--Usc a SO or 7S
watt white mu~a lamp 
an :l then shade it. 
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Common Types of Fixtures 

For ffoor lamp, UK 
SO-watt white ma ula 
lamp. Jf only one sock· 
ct use 7 5-watt white 
mud.a lamp. 

• •• ••• 

Ba""1%1cnt Laundry
U se 150-walt maada 
daylight lamp or 100· 
watt bow I.enameled 
muda C larnp. Pro
vide convc.01cncc outlet 
for washer. 

Bedri..,rn Bracket Fix· 
tures-Usc SO-watt 
white mazda lamps and 
rhen shad: them wdl. 

Candelabra F1xturc.
u.~ 2s...... round all 
!rotted muda lamps 
and be sure to shade 
them carefully. 

Upper Hall-Use a 
40-watt clear mai:da 
larnp In upper haU fix. 
turt1 like this one. This 
typ• or fixture is not 
quite as modet'n u it 
mi&ht be. 

Bathroom Bracket 
Fi1tture1-Che 50-'"tt 
white ma.rda lamps, well 
ahadcd. 

111 tho light ot these facts the 
i:;ut·(·P!'i-ful nwn bant. It was found. 
\I as dres~ln~ hi:; window often 
nnrl with a mind to making IL 
sea -onnlJlt> and novel, and always 
ft•aturing where possible U1oi::c 
thing,; for which there wa:; con
si1:1tcnt clemarul-like in co ndescrnL 
11111111-<. Furthermore. they hr· 

Uc\HI In lli:-ht ni- ;111 ;11ltle1l value 
111111 wc•·l u,;ln!f as high as 1.50 
wa11:-; p111 ru1111lng toot or window 
I ·ont ag"'· in ;111gli r1 fh.•rlors. ln 
addition 10 c1llrnnl\'I' tlls plays and 
g<>ocl lhthtln~ llw rlf' 1h:i· had one 
or morn dl~tinrtlvt> oulsltlt> marl<· 
orR RUeh as 1111 man11fnelurers pro· 
vld» for their tradf', 
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Star No. 2-Store Interior 
Arrangement 

The dealer, demanding or him· 
self i.he best be could give his 
windows In arrangement and 
neatness of clisplay, took a similar 
attitude in the arrangement of 
stock within his store. Shelf dis
play was paramount, and those 
goods which enjoyed the greatest 

])ect from his neighboring mer
chants that business which he ls 
ln a J>Osition to handle capably 
But he will not get it nine limes 
out of ten unless he goes otuslde 
of his store and solicits It. Per· 
sonal calls are, ot course, the best 
way, but as very few dealers can 
ltive a gTeat Cleal or their time t1.. 
this 1orm or sollcltation they mus\ 

turnover 
and com
blned the 

... ~ ing llow Deal 
Under Four- tar 

····-· cd 

resort to di· 
rect· by-mail 
campaigns, 
telephone 
calls, etc., 
following 
these with 
personal 
letters and 
calls. 

other el e- :====== IW 
- 19D 

ments that PER CENT USING 
made tbelr OUTSIDE 
handling ex- SIGNS 

tremely de· ::6~~s1NG 
s l T a b I e, GOOO WINDOW 
were a lways 1..1GHTING 
to be found GOOD STORE 
In the most 1..iGHTING 

LAMP STOCK 
FRONT ANO CENTER 
DEMDNSTRA TE 
1..IGHTCO LAMPS 
LAMP ADVERTISING 
MATERIAi.. iN STORE 

-=--32':0 

--------85".' - Z7'1. 

-----5?.'i. 
• .;;;;;;;;:::::::.:6s~~:._. .. 

Since the 
startling 
facts of this 
survey were 
disclose d 

treasured 
part of the 
store. Be· 
yond th ls 
there were 
display fea
tures In 
strategic 
po I n t s to 
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the manu
facturer bas 
broad casted GOOUTSIOEFOR ·-------•ffr' I.AMP BUSINESS 

The cray hnu indicate conditions ..,. the invutiga- WI de l Y to 
tors round them in 1922. l n 1923 the manufacturer h Is agent· 
huiucurated a campaign for the purpose of getting as d 1 s the 
many u p0ssible of us dealers t:> carry on alone lour- ea er 

serve ru; 

product rc
mlnders to 

~tar lines. An analyais of reports submitted by dealers ad vantages 
at the conclu.ion of a three months' drive dio"'Cd !bat :>f conduct· 
nmarkablc progress bad been made. The blade lines 
rcprcu.n1 conditions in 1923. ing the 1 r 

customers. 
Star No. 3-Asking Fol ks to Buy 

Personally asking customers to 
buy Is the greatest of all selling 
stunts a dealer bas at his com
mand, and It was noted lbat the 
better merchants were not over
looking this bet. Not infrequently, 
a dealer had doubled bis sales 
merely by making a point of ask
ing every customer as the sale of 
the artJcle she came In to buy was 
completed: 

"Now, bow are you fixed for 
--?" and naming some article 
tbaL bas a ready sales factor. 

Star No. 4-0utslde Selli ng 
Every dealer has a right to ex-

business along .. four-star" lines. 
The chart which ls reproduced 
herewith shows bow well agenls 
have responded to the call, and 
sales, we assure you, have in· 
creased appreciably In the transi
tion period. 

In other words, these successCul 
dealers have through long experi
ence learned to make the besl 
possible use of sales helps. 

U your business Is not on a"rour
star" basJs, now Is the tlme to put 
ll there. You have the experience 
of thousands ot dealers to back 
up the statement that " four-star" 
methods constitute far advanced 
strides in merchandising practice. 

Ask Yourself These Questions 
H ow many of these constructive business ideas can you 
check o ff v as now being carried ou t in your business? H ow 
many can yoll cbeck o ff X as having been thoroughly con
sidered or tried out and found inapplicable to your condi
tions? H ow many blank squares remain to indicate lines o f 
possible improvemen t? 

[1 Are you protecting your proOts 
by the use of a set of books that 
will show you at any time 
whether you are making or los
ing money, and 
If there ls a loss, 
where lt is? 
::J Have you dis
carded guess
work for the 
plan of figuring 
a mark-up tbal 
covers every 
Item of you r 
run n Ing ex
penses plus a 
living profit? 

O Do you know that keeping 
separate records of the cost of 
running the two branches of your 
business may show why you are 

ont maklng any 
money? 
!:) Are you safe
gua rding your 
proJlts by 
promptly check
ing and mark· 
Ing every bill of 
goods received? 
0 Ar e you 
st re n gthening 
your business 
fl n an c I a 11 y by 
letting the other 
fellow have the 
unprofitable 
Jobs? 

0 A r e yo u 
speeding up 
turnover to 
three or tour 
times or better 
by buying more 
carefully and 
more often? 
0 Are you get
ting the hard 

Men who have made good ti.ve found it 
won.bwbile 10 put thcnudvca under a 
magnifying glass. as it were, every now 
and then, and take a long 1earchln1 look 
at themselves. 

[] Ar e yo u 
b u il ding pres
tige for yourself 
by turning out 
work htat will 

tacts on your turnover by basing 
It on average monthly stock In· 
stead or the annual inventory? 
O Are you setting In motion prac
llcal advertising and selling plans 
U1al. will move any stock you have 
carried over for the last two or 
three years! 
O Are you making It a point to 
know just bow much money you 
have Ued up In overstocks and 
obsolete, out-of-date or damaged 
goods? 
O Do you know for a certainty 
that your mercbandlslng slock 
and yow- contracting business 
are each paying a !air net proOt? 
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be a lasting 
credit to you? 
0 Are you Increasing the volume 
of your sales by store arrange
ment tbal helps the goods to sell 
themselves? 

O Are you making your show 
windows pay dividends by dress
ing them to sell goods? 

D Are you bulld lng new trade by 
proper use or the valuable selling 
beJps furnished by manufactur· 
e rs? 

D Are you st opping tbe leak of 
bad accounts by care In extend
ing credit and system in billing 
and selling? 
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D Are you co ntrolli ng expen!'es 
by keepJDI!; within the limits of a 
carefully flg11re1l nnnual budget" 
D Are you using mrt·hanleal ac
C'OUDting hclps-<·ash register:; 
and compullni: 1m1rhlne!'-IO savl' 
lime and avoid urrors'! 

Chickens are not tire only 
creatures that need t o be 
scored ei•ery so of ten . How 
about you, brother'! 

D Is your store front representa
tive of your business~ Docs it 
Invite cul\tomeri- to come inside? 
O Have you looked over your 
store fnrnirnre-cases, shelves 
and display lnbleP ·and are these 
best fitted tor your business? 
D Is your place of business invit
ing to women? ror women do 
most or the buying In any line. 
D Are you cashing In on the Ideas 
in each or your copie!I or Elt>c• ri 
cal Retaillng" 
CJ Are you letting Thi• Home 
Electrical help you to more busl
neE.S? 

D Are you getting your share or 
the new trade which articles se
lected from the Xew Good!' de
partment oC Electrical Retailing 
will bring to your store! 

O Have you stopped tho costly 
leaks o! lost lime anrl waf'te of 
material and supplies in your 
store? 

O Have you made It your rule 
that ev1>ry charge sUp must be 
made out on the spot and before 
serving the next r.ustomor, as the 
best protect Ion from forgotten 
charges? 
O Are you paying yourselr as 
much !lalary a!I It woulrl cosl you 

to hire a competent man to fill 
/Our place? 
_] A re you managi ng your busi
ness so that '30 a week men a re 
not doine: too much $12 a week 
work? 

j Are you div iding responslblli 
ties to relieve yourseil or details 
:ind give you more tlme for lhink
inl! and planning'! 

I Have you trained your clerkR 
,.o that they are salesmen and not 
..,lot-machines? = Are you planning to sell ele<-
trlc ventilating equipment tbls 
winter? 

~ How about a two-way bullelln 
hoard out on the walk for posting 
your cuslomen.:i on new goods re
ceived, and other things of in
terest? 

:J Why not put a ·•spot" display 
table just inside the !ront door 
Cor showing new goods and sea
son sellers? 

_J Why not put more "pull" Into 
your window dlsplays by the use 
ot price cards? 

.__. AN! you using slip covers to 
protect your silk lamp shades 
from dust and fading? 

Take out your pencil and be
gin right now. Be honest 
with yourself. Are you hit
ting on all six cylinders or 
limping along on twof 

::J Have you marked up goods on 
hand ln line wit h any recent ad
vances in market prices? 
~ Are you stopping tbe leak In 
your advertising appropriation by 
cutting the "dead wood" out of 
your maillng list·• 
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O Are you speeding up servir., u~· 
localing your cash register whert.> 
It wm sa\·e sreps in maklne: 
rhange? 

U Are you making your floor 
t•ases pay dividends by keeping 
them stocked and in order! 

U Are you building up a bank 
balance hy taking all those 2''0 
discounts tor cash in ten days? 

....J Are you taking precautions 
against loss by che<"klng up the 
material and labor on every joh 
before cbarj?'ing lt up? 

[l Have you looked into the trade 
possibilities or a radio depart
ment? 

n Are you using tbe house-to
house method for building more 
business In washers and vacuum 
cleaners? 

::J Did you know thnl out of every 
one hundred wired homes sixty
Cour have no vacuum cleaners and 
Se\•enty-one no electric washers? 

"'] Have you worked out a plan 
tor scheduling your jobs and con
tracts so that during rush tlmes 
you can give maximum service 
and satisfaction? 

_ Have you worked out a bu}ing 
program that gi'l"es you the best 
market prices and quantities regu
lated to your current o! sales? 

"-' Is your loca tlon one that best 
11romotei:; the developmenL of your 
husl11es1;? 

....J Are you ma king additional 
sale!' by suggesting associaterl 
goods that naturally go together? 

iJ Have you tried a bonus plan 
as an lncentivl' to greater selling 
!ndustr)' on the part o~ your sales
men? 
._ Have you tried placing near 
your wnpplng counter articles 
that sell well on sight? 

- Have you made It the practice 
in your btore for everyone to re
member <'URtomerR' names? Such 
courte::.y 1s a bui;lness producer 

Your watcll tleeds inspection 
and cleanin~ once a year. If 
}'Our business is to serve you 
as well as your 11'atclr , it too 
slrou/d be looked 01•er and 
tuned up at frequent inter
vals. l s it? 

..J Are you making exreptlonal 
illsplnys and servk .. a means ot 
overcoming tho handicap ot a 
poor location? 

Are you getti ng lite benPfit Of 
nallonal ad vorllslng by letting 
your cuslomers know that such 
advertised articles can he had at 
your store? 
- Do you make It o point to 
learn llu• "Why" ot lost sales 1 

L Do you know whkh are your 
most profitable lines nncl are you 
working to inc·rt>a!lt their number" 
.:J Are you st.aging a dt>111onstra· 
lion, a i-tyle goodtl opening. n rrial 
o11'er or somethlng or this kind 
occai<ionall~· for ke('l})lng the pub
lic interested in your !\Lore" 
~ How about putt ing ove r a 
'Home Electric" o! your own? A 

Camorrua electrical man did this 
al a co11l of $H&.50 and sold 
$2.300 worth o! appliances ancl fix
tures an1I took <·ontru<"ls for twen
ty-five wiring jobs. 

.:J Have you tried out the idea o! 
a demonstrllllon or t'leclrlcal ap
]lllancei:; In lhr domestic science 
tlepartmeut or you1· public schools, 
lo reach the rising generallon. 
and indirectly the present genera
tion of parent!'? 



"Give Something Electrical'' 
Put Something into Your Customers' Hands That 

Will Make Them Come Back to Put 
Something into Yours 

MORE and more every Chrlsl· 
IIUl!' sPason one hears the 
cry, "Give somelhing e!ec· 

lrlcal." Mannfa<'turers, jobbers, 
central s tations, electrical organ· 
lzaUoni: !'uch as The Society tor 
Electrical Development. are voic· 
in~ this slogan as never betor1> 
In all the advertising done by the 
electrical indus try and by au sell
~rs ot electrlco.I goods this year 
the empbasls will be laid on lhese 
three words. 

IL would be a great mistake, in· 
deed, It retaile rs of electrical 
goods everywhere raUed LO tie In 
with this holiday selling phrase
~ee words that should be worth 
Car more than tbelr weight In gold 
to every deale r who will tie in 
wi tb them. 

Just how can the dealer. and 
especially the small dealer do 
lhls. One way Is for him to get 
into touch "'llh the Society Cor 
Electrical De,·elopment , 522 Fifth 
A'•enue, r\ew York, and look over 
lhelr assortment of Christmas 
sales helps These ba\'e been de
scribed brie fly on page 88. of this 
lsi;ue oC Electrl<'al Retalllng. 

U. however, the dealer wishes 
to use a sales help of his own, in 
addition to those provided by the 
Society, he may well consider the 
little plan suggested on this and 
Lhe following page. 

Whoever helps peo11Je make up 
their Christmas lists Is likely to 
pro11l In so doing Remembering 
th1s , dealers ha\'e Creqnenlly 
found It worth while to get up a 
two or four page rolcler suggest
ing gifts for various relatives and 
friends. Such a Colder can be 
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printed quickly and aL a small 
cost. 

On the opposite page is shown 
a plan for a folder of the kind 
mentioned. This particular one 
measured about three inches wide 
and seven inches long. IL wai; 
folded once down the middle. This 
made a small Colder, one that 
could easily be lhrusl into a hsntl · 
bag, or muff, or pocket. The stock 
used was sutilclently heavy to 
provide still:nesJ and of a surface 
Urn.l would easily take pencil or 
Ink. 

Ou the first page of the Colder 
::.ppeared in red and black a small 
decoration suggestive of Chl'lsl· 
mas. Il also carried the sugges
tion of electrical Christmas gUts, 
In appropriate wording near the 
top. 

The second page of the folder 
was blank, except tor the s ingle 
line near the lop, "Write olher 
glft suggestions below"-and at 
the bottom o r lhis page was the 
name of the electrical rbtailer 
whc distributed the fold er. 

The third page of the folder car· 
ried the gilt suggestions which 
are Usted on the opposite page. 

The fourth page was left blank 
so that, U: he wished to do so, the 
dealer could place a sLamp there· 
on and an address. The folder 
could then be mailed, v.-ilh a cUp 
balding the open edges together. 
However, the dealer found Lt paid 
bolter to distribute the folder In 
person to customers who came 
Into bis s tore and by his house to 
house salesmen to the bomes they 
Yislted preceding Lhe holidays. IIe 
had the folder printed before 
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Make It an Electrical 
Christmas, Of Course 

Gilt Suggestions 
for Everybody in 
the Family and for 
All Your Friends 

For Father 
Ci1r.1r lighter Clock, ~kctric 

Drink·mixer Fan Lamp 
I1nmcnion ht:iter 

Shu;ng mlrt'tlr, ele,;triC&lly lighted 
Combination rt'.ldinJC lamp 

and cilfllr holder 
Flalhlirht 

For Mother 
C.:·ff tt mill. electric Di•hwubcr 

E111C boiler Flatiron 
Grill, electric J roning machine 

Percobtor JUn11c 
Table stove T03ner Vibrator 

Eiir bc.-.1er Fan 
Fir.·lcsa cooker R ot plate 

Mill< •.armer Plate warmer 
S~inir mAChinc Teapot 

Vacuum cle:iner \Vuhinr m:lchlne 
Waffle iron Kitchen utility motor 

Fireplace lo,iP, d<ct:ric 
Lampo, porl:lblc :tnd floor 

Mixer for ~R'll'I, pudrlinp, uuccs 
Fixl url!S, lighting 

For Gn ndmolhcr or Grand.Ulther 
Hcatinr blanket Footwarmer 

FlubJigbt Rc::adinir lamp B<d wanner 
Hearin& device !Udiant beater 

For the Buaincsa Woman 
Grill H air drier Touter 

Chafing diah Tron Table 810\'C 

F or the Boy 1t College 
Clock, electric alarm Radian t heater 

llluminot<d •havini; mirror 
Desk !:imp Sh;avinr mug 

For the Girl 11 Collere 
Boudoir kl Corn popper 

Sc" in(I' l:>mp Vibr.ltor Chafing dish 
LamJ>.dc:alc, table er novelty bmp 

U:tir drier To .... tcr 
Curlinr iron and comb 

For the Invalid 
Ft> t amwr Hnting 1'3d 

Thcrape<JUc l:imp Violet ray out1it 
Ue:itinll' bbnk<t 

Radiant beater Vibntor 

F or the Schoolrirl 
Toy l'lllll!C n .. 11 ... itb rltttric eyes 

Doll'• bou,., electrically lill'ht<d 

For the Schoolboy 
Battcry Bicycle lamp 

Enl!'in•'o dcc1ric Fh1•hliirht Train 
Wirrle>J p..rta .Bcll or buucr 

Do;au, electric Consuuction sets 
M otor Win:lcss outfit 

Then ue the first and third pages of a folder aun;estinr dcctrlcal Chriatmu presents. 
If any dealer wishes to carry OUt this idea in his own business he Cln have hill ennter 
jte t • "linecut" ma<k from the decoration shown above, and has the permission of 
Electrical Retailing to do so. 

Thnnksglving and began dislrlbut
ln;; the folder on the first business 
clay alter that holiday. 

Did it pay? Well, Lhe dealer 
snys lhat so many people came 

lnttl his store with the folders 
marked ror gilts lhal he expects 
to work the so.me plan again this 
year. If it worked tor him , would 
it not work tor other dealers too? 



New Code Rule N ow R eplaces 
Famous "660-Watt'' Limit 

Tivefre Ou tlets per Branch Circuit and Fift een Ampere 
Fuses Are Permitted by National Code 

FOR the information o! elt•t·tri· 
1·al 1·ontructors who hnn1 nol 

yet had an opportunity to look 
over lhe 1923 ctlltion or the Na
tional Electrical Codl'. jusr 1r::med. 
Electrl•·nl Rel.a1ll11g rPprlnts h••
l<'w the uew requlrument whkh 
ha!' lwen i-ull!ullutt-11 for 111 .. ol£1 
660 wait nile. It Is .\rticlu SOi, 
whkh permits 12 ou1Jet!I on n 
Ko. 14 w re brunr.11 cir<'nit pro· 
tected by u 1li umpen• fn~e. It 
rollow!I 

807. Fuses for Branch Cfrcuits. 

:i.. I· ur thr J11UJtt ~c <•I thi" 1ce1ion du.'! 
term• ••branch clrruit1"' nnd "outlcis" :ir~ 
dcJiuoJ as follm.., :-"Ur~uch Circuh" i1 
that I" .rtim1 nf a "Iring ~y&1rm r•ta1Jin1t 
l"'Y<>"'I th~ fimal ~I o! 1u..:s or circuit 
brc;tJ.ttg J>ff\t<Chng h, and lit roinU Oh 
wh1cli C1trttnl IS !:lkrn tn SU(lpJy nxluret, 

lampt. hc:u""rs• mnwn and current c.on 
,uming dr•-icrs gcncnll;: such po1n11 arc 
dai5:0:ttrd :u .. outltt1. " 

b. Dy pt'nnisli-Jn of 1he i1up«tiun tic• 
partm,.:it, "'' ITlltmS h:i•,ng a i;roundcd 
ncutul or having one side groundnl, and 
whrrr 1hc grounded conducior It 1dmti6..-d 
and proper!~ co11n<e1cd, 1'1<0-" in: branch 
circuus mar be pro1cctcd by a i~ in 1br 
ungrou..dc:d wire, no fuse being placed 1n 
the groundnl ,.·irr. 01h.,,-wi5<-. twn-.,.it" 
branch circuiu r.l;.:lll 1,,.. pro1..ct<'d hy 11 !use 
In r:acb wire. 

~. 'JDrtt wire br:u1clt cirruit" ma, lie: 
run ft, m <! . c. or 1in11lc rhn•c a. c. sys 
l<'m• havmg a gro1111r! c1I neutral, in which 
Cl!<C 1he ncu1ral1 •>I 1hr loranch circuin 
sh•ll nnl hr {u..,.) . The nc11tr3)9 oi 1ud1 

drcuil~ 1h:ill nut he 1ntcrcon11rctcJ <'<~Jll 
al tl11! t..·rntcr of rllatrihutiou . 

d. Rranch drcuill i11 am<'ral, and <X· 
Ct'Jll a• t]"11<r1bccl h<lll\1, th!tJI be: Jlruk.:kd 
by ru.es oi 110 ~r.11.r rattd c.1par11y 1han 

15 amperes-at US •·uh• or lc.u 

10 1.mpc:r<:L-. :&l 126 In :!50 volt& 
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e. F aturc """ or d ex1lilc cord of S o. 
18 or ~a. 16 g'3C.:?e shall lie conwlcrrd no 
(tropcrly ('rCtrt!ed b7 I 5 Ampere iU!fi. 

R<ecptll.Clt-s i;,r :.tuchmcn1 rlup 
(co:n·cnience e>udtts) ~r~ &tr<·ni:l:r 
r<Wmm<:ndrd in • rdtt to 12dlu:u• the 
U•f" e>i dttlnc:tl :ip11li..n~ 91·bich, 
"thtr-. i<c:. mu.!ll i,,, connrcl<'fl t.1 sock· 
<U doi1111«1 1•rimarlly only a• lamp 
holilc:-.. 

r. On ~ two-wire branch circuit nnd on 
tither side oi ;a thrtt-wire branch c1rcu11, 
the number ot outlca ahall uol exceed 
1wclv<: (12) ~ctpt by pttmi111<1un ol the 
tno;pccliun ticpartmBtL 

I{. Brauch circuil~ ~uppl) in11 only •ock· 
Cl' or rt-CrplAcl~~ o f 1111: mogul tYP<" shall 
luvc the wire> pmtc-ctcd by fu ts ha,;ng 
" ratrd c:ipaciry nol gre-.itc-r tlum,-

40 am!l<'tt5 ... _ at 123 \'ohs or lrss 
20 amvere... :at 120 10 :?SO volts 

h. Ii protected by 40 or 20 amprr" fuses 
a. abovr, trirc not ~lier than Xo. 12 
slull be used ior "Vin!! 6xturrs with 
mo!<lll soc:lcev• aml tt«-pl.2clc1 and rn11r 
"1w be u~ for tap• .not over 18 inchu 
fona from tbe circuit .-ires 10 tbr roints 
oi suipen ... ion oi thr iixturt"S. 

i, Tl:-: numbc:r of mopl aockc~ on a 
:?·wire br.mch cncuu and on enhtr aide c£ 
a 3 • ....;.., bnnch orcuit 6hall not exceed 
C'!:?ht (I>) o:cqit by puminion of \h.c in · 
tpe-1 '0~ Jl'J)artm<11L 

H. S. Wynkoop, in chargn o. 
electrical lnspe(•tion, dty of =-:ew 
York. says, "It ougbt lo be far less 
dln:Icult now lban in tltP past to 
persuade customers to inclullP 
convenience outleu; in theh· 
schedules or housl! wiring. Fulurl! 
bids may include three or four 
t·onvenience oullels on a circuit 
where none would hnve been iwr· 
mlned in the past owing lo Lhe 
wattage limitation. The Industry 
has gained immeasurably by Lbe 
change." 

Gifts That Teach Her How to Do 
Holiday Cooking Electrically 

A "\\"O:\LL'X, oC C:OUr!'P, do1•s Lile 

l'ooklm: in th1• home. The 
thousnnrls of retailers of tolet:trkal 
goods arc crying to teach her :o 

It lhe J 'tililP(S or dl'drlc, I 
goof!>- are to tlo their hit in mnk· 
Ing .\mcrka n nation of ••lt>drk:tl 
hOlllP", anil if th1•y 1ir1• going tu 

Whrn you try to ""'" a table stove, do no1 utlk meu1l, Talk so tha1 your prospcc1 
will picturP a <eenc of happiness. uy on the morning aftPr Chr"1ma., hltc this acme. 
Stan 11 woman cooking dainty electrical brcakfHU anrl •h• -.·ill snon be a prospctt for 
oth<r 1pplioncu 1han the table stove 

t·ook elf!<'lrically. lmring tltP hull · 
tlnys she ha" mor"' cooking 10 110. 

orclinanly. than in any other sea 
:-cm nC llw year $0, why not 
teueh hel to tlo ber botirlay cook· 
Ing PIP<'lrh ally and lay sb·ess rm 
I htt I lPal"hing rluring the vre-boli · 
flay -..pa~on ~ 
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al'!1lPV» th is <•1111 durtn~ t It•' 11re.; 
Put SC!Ot>rat Ion, I hey will us» 
e''ery opponunlty tu g1•1 acl'O"~ 

th" Iden of P(Ortrl1·nl t·ooking. 
What better lime than thi· !leason 
wbeu 1•lcwlrknl n11111lnn<·Ps arP 
111os1 dcsirubln as Chrit11mns J?ifts'! 
"A'k t hPm to huy." TQ It. 



WalTle iron •ml toaster belong to the breakfast table. and frequently to other mula. 
When a woman has been persuaded to .ae the greaR!eu and smokdaa waffle iron, and 
the panc•lce att•chment, ahe ia well on the W1IY to cooking othtt meals with other elec• 
trial appU..nca. 
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The dee trlc•I 
lircl~s cooker hH 
• winninc way, u 
eVUJI Wom&n will 
testify who Ml 
given this splendid 
appliance a fair 
trial in her home. 
Not only does it 
save time. but u 
also cooks food de
liciously. especially 
the c:hcaper cuta 
of meat which 
usually bold •PJle
t1Zlng and nouriah
ing juices and 
other food valuff. 
U a prospect Ml 
• toaster .• wamc 
iron, and 1 table 
stove it ;, almost 
a sure bet tb•t !he 
cilll be interested 
10 the 6rele11 
cooker too. 

t 

Prubably women 
do nor need to be 
taught th•t there 
ia an •PPI iance 
that will make cof
fee as they do; 
that the percolator 
Is a means to i>e't
tcr coffee. What 
the cardul de1ler 
sells is not so much 
the appliance it
self as a good cof
fee: M.f'Vl~~ .. Be !iutc 
1h1t the purdaser 
ts taught how to 
use the pa-colatOT. 
Th•t is iust u im
portant u selling 
the device itvlf. 

-and rem ember , ".1sk them to buy". 
That's 1l1e good word f or /10/ida )• sales. 

llowcver great the ~vice and npeclally the holiday cookinP. Ktvicc that may be 
rendered by the other heating •pplianc!OS. the range ia queen of them all when it comes 
to electrical cooking. What more acc:cptahle gift can be made to the woman who cooq 
in the home thlln an drctrical range? C. it too mucli to aay that every home owner 
who can afford an electrical washer can afford an decmcal ran1el 'Ihit appllanc« de· 
krvcs considcnation especially by the man in the home who wants to do ··1he handsome 
thine:•• for wife oc mother. 

SJ 



lt is not within the scope of our 

merchandising plans to unneces

sarih stock the electrical dealer. 

We ha,'e effected a merchandis

ing policy that makes the \Vil

Jiamson Line of Electric Light 

Fixtures the logical one for elec

trical dealers to handle. ''re light

en ) our load by not putting a 

load on your !-.helres and there

by creating a hen~ in\ estment. 

Here's why our plan is a ~uccess. 

R. ':\7ILLl -\~1SO~ & CO. 
C'hirago 

• 

t' 
I 

\ 

I 

Williamson Electric Light Fi\:
tures are sold e~clusivcly tbru 
electrical jobbers. These jobbers 
enjoy fast turnovers due to the 
popularity of the Williamson Linc. 
You get maximum tu rnm ers from 
your sample line .. \jobber near 
.vou carries a complete stock of 
\'' illiamson Electric Light Fi\.
tures. You draw from these stocks 
as demand dictates. Realh- it's 

3 policy that assures economical 
sen ice and quick deli' eries. 

R. WILLL\.\ ISO~ & CO. 

I 



You Must 

The Home Electrical 

Prfra per Issue of 

'"l he Home 
Electrical'' 

t..hri,,.tma~ i.!!~uei.;. 11 or I:! 
Paclr.lgeo1 l1nct" ~V"<ial 

10,UIJU co op10 'S.!~IJ.l)f) pnt'r:'lo 
30 (Hll1 COJ11e5 150.0(J lm 

1,0110 C• IJHCS ,15,0il Luger 
2511 C1,.1pir~ JO.Oil quanlttlt.~ 

.\II r rin!l f.o b. :':t·\'\'. y-11rk 

.V m•t•11rb1·1 l<J.!3 

Sell Them. 

/,1 f/- l '01•1 r rif r Jt1·1,•I mu., 
(;tff Ml1Jtft ..,fitHI •..:.'-JU 

11111111.t r 11. 

.l_l>r11·,-I't>t'1 r of 111:,\flt 

1111111/ur 12. 

l 

El.F.~TIUCA.1. R~JAILl~C 

Quickly This Christm.as 

cl11USTA!A~ -hoppcl" \\C•ulol 
not !{ct any shopp111g dom· ii 

lhl') read a ll l11t· rirc11l,1r,,, hook
lc1s and kttcri- 111 thl' 1ll'l1tt.?e 0£ 

ad\ ertisiul! matter they rece1n:. 
So most of it do"sn 't get n·a1I .11111 
th~ ad\•ertisirtl! i- a <lead lo•-. If 
you don't want your Chrisunas 
~ales mt·--agc to KCt lo~t in the 
<.hufflc- if you want it to rcad1 
your prosp,•ns' br;uns autl not JUSL 
their l.:th:r box..,,., ynu must 1, 11 
them Lhe story in a fa,ter, m"rt· 
111 tc r cs1111g way than cold type. 
You rnu,.t use pictures, becau,.c 
your pro~pcds may he too hurried 
and too hulL 111 Lcrc~Lcd lo rca1l 
orrlinary advertising, bu t they will 
never lie ahlc to rcsi,.t looking at 
pictures. 

SELL with pictures this Chr i~t

=~ •ca<:ou. St:nd your pros
pects. and give them in your store. 
the t\\O Christmas Gift ;>ll!:!{l::>lio11 

numbers oi ''Tht: Home Electri
··al." These two issues of till~ 
popular pictorial are ideal Chri,,t
mas sale<: tool!: tor you because 

lit•) Mt ltllcd \\ ith pie tun·, oi 
l'.lecti-ica l ChrisLmas g11 1,. that ap
)lt':1I to t'\ t'T.\' Oil<~ l ccl ri(·a I 
l·hri .. 1111:1" gifts ~uch a ... Y<llf ,eJ I. 

J'hesc l\10 Chri ... tma ... (;iii pk
Lorial' will it1l'r<'aSl' your •ale• ju't 
as otht:r issues Jw \'C: i11creascd the 
-<de:. nf '11' h companici- ,,, thl· Lt·t' 
Electric Compau~ ui [S.-clioril. 
Iowa. This compau~- savs. "'The 
Home Elcctrk&I' i11.-r ... 1,.ccl our 
appliam <' <.1Jc ... t•\'cr ;,o P• r <'t•ut 
the hrsr week after mailinq-.' 

O RDER a •uppl\' of holh 

Christmas Gii1 numhers oi 
'The Home Eh:clrical." One j..,. 

.SUt'--llllllliJcr lJ-j., flllhlishcd in 
anracu,·e rotoc:-ravun:. 11 hile the 
other- issue nmnbcr 1:!- is beau
tifully printeJ in two colors. Be
cause 1hesc pictorials arc pr·~<luced 
Ill such large: quantities. the cost 
•o ca1 h purcha~cr is very small. 

Or<l1.:r your ~upply totlay-thl· 
results oi distributing tJi, • .,t' two 
sales-building p1c1ori:ils in in
creased ,:ale~ " ill mor1: than sati~fy 
you. 

The Home Electrical 
477 Tenth A1•erwe, Neu York Cit}' 



Electrify the Child 's Room 
SOMF.TL\ll~S 11arcu1i:. may hn 

Jlf"f!!IHU\NI to try somethin~ 

for tlHl .:aht• nf thP(f • hlJ1heU that 
Ibey woulrl not tr) for tlwm,;eh·cs. 
At any rat•• wh•'n l\Plllne n c·om
p letl! •'lectrii'ul ""n·u•c to the 
llomt>, clu nut fori:"t the C'l11ldren 
and tht•i r room . Helt1\\ are pk· 

No11ce that a 
r~diant heater 15 
al'<> provided. In 
thi• home the !teat• 
er w;u p~ccd on 
top Of ll low 5Ut 
It might bet t e r 
have bttn rtaced 
on the floor. Thr 
room was care· 
fully lighted and a 
lirtbting swhch 
placed convenient • 
ly ntar the- <"n· 
trance door. All 
the furnuurc wa1 
"chi l d's $lie, " 
W ould a child be 
deli&h<ed with ~u<h 
a r oom a1 a Chri,.t • 
mas gih? Ask the 
man wh o h•• Jone 
It. H e kn ow-. 

Sii 

111 rel! I wo \ iew" uf a ..:), ild" room 
111 t he honrn electrical that wui; 
r .. c·.-nllr 1>xl1ihit•·rl In River For· 
esr. 111. This room was t:ro\\ dt!d 
witl1 hap11ilr ~w-11rl,..ecl \'lt<ltors nil 
th<' cim<' the hunn• was open to 
rlw 11uhlk, an•l thi- •·hlldr.-n .-ahl, 
":\!other. I ''ant one, w11 ." 

A boudoir lamp 
and a fan on the 
child's dre,,.cr c•n 
easily be conne«· 
cd ;at the convcn .. 
icncc outlet on the 
wall 111 the ri&ht 
of the drcs.cr. h 
11 assumed. o f 
course, that the 
clllld who"" room 
1s thu• equipped 
b:u been uo ught tn 
keep " hands 0 rr·· 
1ua1 •• the hu 
b•en t aug ht t o 
keep hand s ofT of 
thr conk 1tc>ve nr 
iron or washer 0 1 
vacuum clean c r 
when 1hew tlt~ in 
U !lf'.. 

l 

Employees' Better Electrical 
Service League 

Herein We Hold Our First Meeting for Employees 
of Electrical Retailers and Contractors 

Chairman: 
"Always It is a great da y in the 

life or a young ruan or a young 
woman when he or she decides 
t o g ro w. For 
growth afte r all 

" I am going to give the noor to 
a numbt!r or you In turn. Remem
ber, we mus l speak brie fly a nd to 
lhe polnL ~r. B. F • .-\rthur, who 

calls himself an 
old-lime ti nner 

Is large ly a mat
ter or ]lersonal 
(·holce. a nd the 
dt:!CISIOll lo put 
forth one's best 
e trorl In climb
ing upward and 
forward ls evi
de nce ot r eal 
manhoo d and 
wo m •. n hood. 
When a young 
man de tertn.ln es 
to flt himselC for 

Ladies and Gentlemen 
and whos e fa
vorite song when 
he Is away .trom 
his homo state 
Is ' Carry l\fe 
Back to Old Yir
glnla," will tell 
11 1> about his 
latest llun ch on 

Last month we announced the 
organization of an Employees' 
Better Elec trical Service L eague, 
to meet m onthly within l.he pages 
of Electrical Retailing, with the 
assistance of Uncle Sam and his 
little scamps. The idea has al
ready caught l.he interest and co
operation of scores of employees. 
So we will now call the first 
meeting to order. 

Getting 'Em 
into the Store 
Mr. Arthu r: 

the next big job 
ahead of hlm, he Is set ting a jour
ney before him at the end of 
whlch Is profit and honor the 
measure or wh ic h h.e cannot some
limes foresee. Sometimes hi!' re · 
wards are larger lhan be drea ms. 
Some times his achievements do 
almosL equal bis visions. 

"Since we announced the Em
ployees· Bet ter Eleccrica.l Service 
U>ague, s ome oC you men and 
women who are today working as 
c> mptoyees for el ectrical retailers 
ru1d contrac tors have pledged 
your co-operation In this worth
while movement. Some of you 
have brought your questions to 
Lhls mee ting. Some or you have 
brought a s uggastlon, a policy, a 
p la n, a method which has been of 
value to you and which you be
lieve w ill be of value to the other 
man who wan ts, as an employee, 
·o Improve himself and Ws work. 

S!I 

" I was very 
much Impressed 

with the Idea of an Employees' 
Bettor Elec t rical Se rvice League. 
Eve ry electrlral e mployee, It 
i;eums to m e, ought to gmb hold 
or thls Idea and make the mo!<l 
oc It. America needs the best 
brains In our buslneo:s. a nd our 
bus ine ss needs the bes t bra ins It 
can deve lop. Se lf-Improvement is 
a great declslo11 Cor e very young 
man or young woman. 

"May T tell you, pass on to you, 
my latest s uggestion ror ge tting 
people into the s tart ? T hl.s ls an 
idea which any e mployee can s ug
gest to hJs e mploye r. 

"Bi re a n a ppre ntice I insmith , or 
much bette r still. train a young 
woman how to uae an electric 
soldering Iron. Train her to do 
slm1>le things like mend ing holes 
In tinwa re. repuirlng b roken ba n· 
tiles to pots and ket tles or any 
metal utensU that can be solde red. 
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"Put this girl to work ln your 
show window on certain days and 
advertise that she will stop lea.ks 
In any piece ot tinware tree. Wiil 
this gel new and old customeri. 
talking about your shop? Wby, 
the housewives will flock to ~bis 
rree exhibition and free service. 
and ot course will come In. Tbrn 
push your demonstrations of. wash· 
ers and cleaners and other appll· 
ances. Dollars LO doughnm.s. It l~ 
a big booster ror your business. 

Chairma n : 
"AS tar as 1 can find out nobod}' 

ha.s ever tried out this scheme of 
Mr. Arthur's. It ought lo work. 
lf anything Uke this bas been 
done in stores and shops where 
you are emllloyed. please tell me 
about ll before our next. meeting. 

"A young salesman out in Kan· 
sas bas asked me this question: 
'Can a salesman get anywhere by 
trying to do both store selli.ng an~ 
outside selling in the same da~. 
So I want to speak for one mm· 
ute on 

Dividing the Salesman's D::iy 
Cha irma n : 

noou The woman ln the home 
can be sold appliances, but a wir
ing contract must be sold to the 
man In the bouse. In the after· 
noon his wtle octen can arrange 
better for an evening interview 
wilb him lllan she can in the 
mom Ing." 

":\Ir. Frank J. Toley, who comes 
from Philadelphia, wants to ask a 
ti.uesUon." 

What Can You Say to TWs? 
Mr. T oley: -

"A man gives an estimate on a 
motor job. He advises I.he custo
mer as to the kind and size mo~or 
h~ needs and makes him a prlce 
on the motor. Then along comes 
the manufacturer trom whom the 
contractor buys, and sells the 
motor direct Can this be pre
vented, and lf so, bow?" 
chairman: 

"A number of central stallon 
sales managers whom 1 know be· 
lieve that the proper division of a 
salesman's day is an import.ant 
element in his success or failure. 
They have found that a ~alesman 
can frequently spend his mom· 
lngs to good advantage in selling 
appliances In the homes and bis 
afternoons in selling In the store. 
Often the women met in the morn· 
ing's outside selling, shop In the 
afternoon anu come Into the store 
for demonstrations of the appli
ances discussed In a talk with the 
salesman in their homes. Also, 
salesmen who are selling outside 
all day find ll worthwhile to sell 
appliances in the morning and to 
sell wiring contracts in the after-

"I must confess that this Is as 
dlJTicult a question as could be 
ai;ked in this meeting. In a way 
it concern;; employers much more 
than it does employees, but every 
wldeawake employee knows that 
tills queetlon touches one or the 
most difficult problems in the 
selling of electrical goods. If 
nnybod'' in this meeting can sub· 
mil a helpCul suggestion on Urls 
question before our December 
meeting, by all means do so, and 
I shall then o!fer the best sugges· 
lion tor consideration. . 

:\fr. Ralph a. Woll. of Mtners
,.111P. Pa., bas an interesting pr.?b· 
lem to meet. Re has the tloor. 

Where Can He Get 
This llelp? 

Mr. Woll: I 
"First of all, let me say that 

think this idea or a Better Elec· 
trlcal Service League, meeting 
monthly ln Electrical Retailing'. Is 
a wonder[ul idea, and offers a kind 
of help that some of us have been 
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wanting for a long time. 
"We are wiremen in a small 

town or about. 8,500 l)opulation 
with about 3,000 01ore within a 
radius ot two miles. Our Indus· 
tries are coal mines and our peo
ple are mostly o[ foreign birth. 
Many or them own their own 
homes. The best business we can 
get In our locality is wiring al
ready built houses. There are 
many new homes built in our sec
tion, but the wtrmg never 
amounts to very much as the 
building contractors put this work 
out. to lhe cheapest bidder and we 
have to work very cheap to get 
lhls !rind of job at all. 

"I have found thal most or our 
people after being convinced oC 
the necessity of good lighting, 
want a Calrly good wiring lnstal
lallon and some fairly good fix
tures and some appliances from 
us. But unless you know these 
foreigners personally ll Js very 
hard to get an Interview with 
them. They simply will not Lalk 
to an outside salei;man. But if 
they gel anything by mail they 
examine It with great care. They 
read ever) word or have It read 
lo them. I must reach these peo
ple by mail In my selJlng and gtve 
them a chance to consider alee· 
trlcal service. 

"What I want to know Is Uui;:: 
Where can I gel sales help liter
ature that will tell these people in 
the most simple language all 
about Lighting, fiueb switches, 
two-way plugs. convenience out· 
lets. cord sets, and other simple 
wiring devices. I will be grateful 
to anyone who can help me on 
lhls score." 
Chairman: 

'Unless I am very much mis· 
taken, the Society ror Electrical 
Development, 522 Fifth Avenue. 
Xew York. has prepared a booklet 
on 'Wby Js an Outlet?' and I 

think they have otber literature 
covering the other devices that 
l\Ir. Woll has mentioned. At any 
rate I am sure that the Society 
can make some worthwhile sug· 
gesUon to him. Any helps that It 
offers can be obtained at a nom
inal price. 

"A young \\'Oman salesman 
down ln New York, one who is 
just beginning her work In an 
electrical store, calls attention In 
a letter to me, about 

What a Young Saleswoman 
Ought to Know 

''She says: 'One or the first. 
things I have discovered In my 
selling is that it ls wise to ask a 
customer whether the appliance 
she Is buying Is to be used in our 
town or elsewhere. Very often 
these appliances are to be sent 
away as gilts and It is Lraglc I! 
the girt will not work elsewhere 
because of a dllference in kind oC 
current and voltage. So when a 
customer tells me that ehe Is send
ing away the appliance she wants 
to buy, l ask her the necesi;ary 
question and tell her why It ls im
portant. Nearly always sbe ap
preciates this service and if she 
does not know the currPnt and 
voltage lo I.he town to which the 
appliance is going she finds out 
somehow and comes back to get 
the right appliance. Also tbis 
service brings orders for other 
appliances.' " 

Chairman: 
"Before we meet In December, 

I hope I 1>hall receive word from 
many more employees that they 
wish to be members of this Em
ployees' Better Service League. 
Also. ple:l.';e let me know what 
your suggestions are for our next 
meeting and what subjects you 
want discussed then. We stand 
adjourned." 
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SeasonabJe Radio Sales 
A dealer in discussing radio 

selling said recently: "All thls talk 
about radJo being a !'easonable 
proposition, makes me tired. It 
won't be long before radio Is sold 
all lhe year round; even If there 
are handicaps t-0 Its use in 
·•static" days. I secured real re· 
sult:; by going alter tall and win
ter JnstallaUons in summer. I can 
get boys lhen who are out of 
school. I get them to go out after 
their chums and schoolmates. The 
way to sell radio is via the boy 
and the young man You'd be 
surprised at the number of travel
ing outfits, or portables. I've sold 
Lbis year. As an lnducemenL I 
otter to lnstall the equipment free 
(in some cases) and l am seri
OU!lly considering selling during 
the autumn on a basis of a small 
down payment, with the rest In 
later easy payments in the late 
Iall and winter." This merchant 
pushes the "money back guaran
tee" on radio, handling the better 
type outfits. 

Retaining Summer Sales 
.il Sioux City electrical retailer 

whOse store was unrortunately on 
a side sti·eet, but who uetermined 
to retain his· summer business, 
arranged wilh a large tlry goods 
store co cooperate In a washing 
machine and dress goods drive. 
Ile placed machines In the dry 
goo<ls !'tore, and arranged Cor a 
window demonstration. A ma
chine wa;1 operated la the wln· 
dow. "ashing out dresses. Signs 
polaUng to tbe desirability of 
having plenty or neat, con1fort· 
able, pretty house dresses were 
pla<.'ed In tlle window, along witl1 
signs incllcatlng how quickly, 
easily ancl thoroughly the Blank 
ell"ctric washer cleaned them. Ar· 
rangement was made for the elec-

trlral dealer to follow up all leads 
and do the selllng, whlle the dry 
goods store mailed notices of. the 
window display and the dress-and
wasber sale to its complete mall· 
Ing list. Sales proved it paid. 

A Live Follow-Up 
An East Orange, N. J., s tore 

worked out a plan with an enter
prh;lng washlng mal'l11ne dlstrlb· 
utor whereby special housto-LO· 
house 1111lesmen were put Lo 
work, covering "leads" developed 
from a special malling folder 
which was sent lo each store cus· 
tomer. The washer was sold on 
the regular terms so far as list 
went, but the monthly price of 
$2.80 was the "inducement." A 
small down payment was re· 
quired, which was ten to the op· 
tlon of the salesman. The elforl 
of the advertising was to pull the 
"leads" and the folder had a re
turn card requesting "full Cree In· 
formation," rather than a "demon· 
stration." In lhls way more leads 
were secured. The store main· 
talned a continuous demonstra
tion ot the washer first in the 
bai;ement, and later upstairs. 

A salesman of the company 
came across a clipping in a New 
York paper "hlch sllowea Lhe ad
vlimbillly o.t' wearing clean and 
fresh clothing during t.be winter, 
and made a rather humorous com
parison between bathing, and 
wearing white clean garments, 
changing them otteu. It pointed 
out the fact that Mark Twain al
ways wore whlto linen, and gave 
the idiosyncrasies of other great 
peo11le on the subjecl Ile se
cured ai; many copies of the paper 
as he could. marked them In blue 
crayon, and u:;ed them lo follow 
up prospects. Several sales re· 
suited. 

MINUTC' ME:"~~AG-C

Why He Wins a Janitor's Reward 
By Frank Stockda le 

E of the easiest things in the "orld to prove is that a 
man gets paid for the kind of work he doe<. 

. r n spi_te oi this, a great man) re tad mcrchan~s spend their 
llt~e do111g tl~e t:hrngs wl~1ch desen e small pay in,tead the 
th~~gs that bnng worthwhile re" ards. 

I he man who does only the work of a janitor or an office 
boy, cannot expect the reward of a merchant. 

The profits _in ret~1Ling come from management, and man
agement cons1st5 01 plannmg "hat to do and then hol<ling 
"ales, s.t~cks, mark-up and expenses under srnct conu-ol. 

Retailmg todav is mainlv a battle of bra1·0 , Som · . • . , . c one 1n 
eYel) .retail store must do the thinking. and thinking requires 
l>otJ1 ume and effort. 

!he secret of_ retai.1 succc .... s i~ as much in choosing the right 
thmgs to du as in do111g each thing well. 

The merchant_ ,,·ho ~ea,·es the 5mall pay jobs, an<l the details 
t c.1 others and gives his best thought and effort to the jol> of 
management can make bis business pay. 
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Selling a Hundred Small Motors 
in Sixty Days 

This California Dealer Succeeded in Making 
Small Motors a Household Convenience 

I
N TRE MIDST of a recent dis
cussion on the difficulties of 
selling small motors and the 

almost impossibility or making 
money in the operation, there 
arose a wide-eyed, square-jawed 
little man from Southern Cali· 
rornla who remarked quietly that 
he had sold a hund.red small mo· 
tors within the preceding sixty 
days. On the immediate further 
questioning of those present. it 
developed that thls was not the 
unique condillon or one lilJt:1.:tal 
drive, nor was it a freak demand 
which was being met. 

F. H. BroUes of lhe Interna· 
Uonal Electric Company o! Los 
Angeles, sells small motors week 
in and week out, summer and 
winter, boUday season and In be· 
tween. He sells lbem to the 
housewife and lo the home owner 
for use in the thousand and one 
small tasks about tbe bouse. now 
he does it by the application oC 
the simple principles of good 
merchandising plus a wide awake 
imagination focused upon the 
problem, makes a story wbich is 
worth llstenJng to in Mr. Broiles' 
own words: 

The man wbo is willing to 
spend from $100 to $150 for n 
washing machlne or a dishwasher 
for bis wile ought to be willing lo 
spend from $25 to $60 for some 
e lectrical equipment for himself. 
A m erchandising consultant from 
one of the national manufacturers 
gave me that Idea. I admit t was 
ske1itical but decided to install a 
window display which he suggest· 
ed just for the sake ot a trial. 

The idea of mel'chandising frac
tional horsepower motors was 
new but I thought it possessed 
possibilities. 

W indow T rim Big Asset 
As soon as the window trim 

was in people began to stop and 
look. The window was good ror 
it suggested immediate uses for 
lbe motor, uses which would ap· 
peal to a man. Although our 
store is situated In what might 
be called the wholesale district 
or the city it is strategically lo· 
cated. We are between two stage 
stalions serving the rural districts 
outside the city. By actual check, 
one company carries 3.000 people 
daily while the other carries 
1.500. Practically all of these 
people pass our windows and 
nearly every one of them is a 
prospect tor a small motor. They 
are ranchers, small merchants, 
sl1op owners and the like coming 
into the city lo buy. 

Inquiries Sugges t Attachments 
Inside of the first few hours we 

bad inquiries. Then we began to 
seU, sometimes one In a day, 
sometimes two or three. Several 
purcl1asers asked about attach· 
ments for U1e motor, drill presses, 
emery wheel, grinders, bu!Iers 
and the like. That gave me a 
new idea. For some time past, 
we had been handling a little 
cast-Iron saw block, with pulley 
attached, for use with such a n:o· 
tor. These had been bought 
from a sma11 manufacturer, bul 
be llad gone out of business. We 
bad patterns made In a local shop 
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"Aside &om the 
fact that we learn
ed we can mer
chandise small mo
tors. our campaign 
proved that it is 
easier to sell frac
tional hor5epowcr 
motors if you have 
some accessory to 
go with th~m..1' 
says F. R. BroUes, 
of the Internation
al Electric Com
pany of Los An· 
gel.:., whose shop 
is pictured at the 
right. 

and had another shop make u11 
the block for us. Il was arranged 
so that an emery wheel or buffer 
could be attached to the end of 
the shaft opposite the pulley. By 
attaching a small chuck It could 
also be made into a lathe. 

The window was changed and 
a display put in featuring the mo· 
tor, the saw block and the at· 
tachments. We quoted prices as 
follows: motor alone, ~5; block 
alone, $35; motor and block, S60: 
emery wheel, sander and bu:IIer. 
$10 addillonal; chuck, $5 addi· 
tional. Sales were immediately 
stimulated to an even greater ex
tent than before. Not only that 
but each so.le now averaged dou
ble that ot the motor alone and 
the profit on the block and at
tac11ments was much greater than 
on the motor alone. Two-thirds 
ot the motors we sold during the 
campaign were sold with the saw 
block. Undoubtedly those who 
purchased the motors alone will 
come back tor the attachment at 
a lat€r date. 

We clid not do any special ad· 

vertising during the campaign. 
unless a circular letter we sent 
out a few weeks before the cam
paign started, can be called ad· 
vert!slng. We send out such a let
ter to about 5,000 prospects every 
six months. It carries with it a 
return card. The letter C'lnsists 
of a four-page circUlar Illustrated 
and describing our service. 

We changed the window dis· 
play every time the number of 
people stopping to look at It be
gan to drop off. The campaign 
cost us lfttle. except for a tew 
window cards for the Window 
trims and the time ot the man 
who changed the window. 

Major it y of Sales to Home s 
In classif}'ing the sales during 

the campaign. we found that 
slightly over two-thirds of the 
motors went Into homes for use 
in the home machine shop, the 
kitchen or by the boy ot the 
house. The popu1arity of teh 
automobile has had something to 
liO with that, for their are many 
men who like to spend fheir spare 

(Comiuued on page 88) 
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Carry On, Young Man, Carry On 
Charles P. Steinmetz. bas laid down his great work and 

has gone on to his long rest. In the passing .o~ Dr. Stein· 
metz. the electrical industry has lost one ol its greatest 
thinkers and teachers, America has lost one of its foremost 
citizens and mo<lern civilization has lost one of its most 

a<lvance<l leaders. 
To the public he was known as the "elect~ical wiLar~." 

and tales of his flight from Europe as a penmless and cnp
pled immigrant, of bis difficulty in gain~ng entrance to 
America, of his rapid mastery or the Engl1_sh_ langu.age, of 
his won<lcrf ul achievements in science, of his mYent1ons. of 
his glimpses of future scientific achievement, ~f his supposed 
fahulous salary, oi his philosophy and of his lovable per
sonal qualities have been told man} times t~ the cager youth 
of America. Today thousands are readmg the story of 

his life. 
Not once but several times in history, civilization has 

travelle<l forward and climbed upward on the strength of 
men physically handicapped bur equipped "With masterful 
minds. \:Vith such men, men who refused to be bound by 
their physical limitations. J?r. Steinmetz takes an honored 
place. I Ii story may give him first place. 

Somewhere in America today there is a young man, per
haps two or three, who must tomorrow take up the work 
laid down by such men as Steinmetz. This young man today 
may be a wireman, a clerk, an errand boy. It matters not, 
but what does matter is that he dream <lreams, that he sec 
visions, that he set a goal before himself that will be worthy 
of a man of Steinmetz' mind and mettle. 

To such a young man it may be that pr. Stei~met1 wou~d 
say, "Carry on, young man. carry on.' For htm the smil
ing future waits with oucstretched bands. -----==--==•ta¥ 

"Assistance Acceptance" 
Out oi the great mid-west has come a new term to be 

added to the vocabulary of the man selling electrical mer
chandise. To Ainslie .\. Gray. of Chicago, we are told, 
belongs the credit for the phrase "assistance acceptance." 

By this term lVIr. Gray means the willingness of the elec
trical retailer to accept the assistance proffered him by the 
manufacturer through the medium of sales helps. Refusal 
to accept and make use of <lcaler helps has for many years 
been a source of unmeasured loss to electrical manuf ac
turers. 

This condition, ~Ir. Gray bclie,·cs, is passing. It has 
been his observation that during the last t\vo years espe
cially there has been a marke<l change in the attitude of the 
electrical dealer towar<l the sales helps that have been 
offered to bim. This much-to-be-desired change has come 
about largely through the excellent work Jone during the 
last four or five years by the Society for Electrical Develop
ment, the General Electric Company, the vVcstinghouse 
Company, the \Vestern Electric Company, and many other 
manufacturers an<l jobbers. 

Proof of l\fr. Gray's belief can be found in the sixteen 
hundred dealers who b;wc recently responded to a window 
display sen·icc fathered by ::\Ir. Gray. in the remarkable 
results that have attended the work of the :Xational Lamp 
\Vorks in the now famous "four-star" campaign, and in 
similar happy results that can be presented by other manu
facturers and their representatives. 

The point of the whole matter as far as the dealer is 
c:oncerned, lies in the fact that where there has been gen
erous acceptance by the dealer of the assistance offered to 
him the consequent result in sa.les has been surprising and 
highl} satisfactory to the dealer. 

_\t last we are learning to mix brains with dealer helps. 
".\ssistance acceptance" is the happy result. It is a good 
term because it carries a force to help us go forward. 
Thanks Brother Gray. Let's ha,·e another. 
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Start Now to Plan 
Your Christmas Windows 
Careful Management Will Display a Compelling 

Window in Time to Catch the Early Buyers · 

LTOGETHER Loo many deal
ers In electrical goods, and 
this applies to contractors 

as well, do not give much thought 
lo their Christmas windows until 
after the Thanksgiving feslh•al 1~ 
over. This ls a irnrlous mistake, 
as many retailers have discov
ered to their regret ''hen it was 
too late to mend the situation . 

Go.;I! management In retalllng 
c&lls rot foresight. It calls also 
for careCul thinking and the same 
kind or plaru1ini;. In this day 
when retailers of all kinds are 
on the jump to ll:et the consumers 
Chris tmas dollars. lht electrical 

windows must compete with the 
windows o! all other kinds ot r e
tailers. But It need not compete 
al a disadvantage, for I.he elec
trical man hos a body of merchan. 
rllse as attractive and as deslrabl<' 
for gilts as 11ny other retailer. and 
he has the etlg1> on most of U1em 

T oo often illf' electrical man's 
udvantall:e Is offset because I.he 
other fellow is a better merchant 
and that means that he springs 
h1s Christmas window early in 
the game and gets the dollars of 
the early shoppers. It should not 
and need not be so, especially 
when so man) al!;encies are at 

• , • • ,. -.,. I~~--... , , - • --.~:: "" • 

Like this Christmas window> Good one. lm't it? And yet all the wooden box di.
play pedestals, aimminJS, cards. and "snow" and glitter need not exceed twenty-five 
dol!.n in cost. This window was arranaed last year by an cxpat window drc9er for 
the Commonwulth Edillon Company, Chicaao. bc:fon a meet:inc of the Chlcaco dalen 
and contnC1ors. It meriis study and duplication. 

68 

EL1£L TRlCAL RET \IL!.'.'IC 69 

• For human interest and appeal this Chnstmas window 11 exceptional. ft won a prize 
an the H oovu con.test f!"" Chris1ma1 windows in 1922. All the figurrs shown were 
cutouts or models. 1.11clud1ng the man >t the left.. 

work to tell Lhe consumer about 
the charm and cleli~ht tn electrical 
girts. 

A window lhal wilJ compel the 
Christmas buyers to come iu need 
not be an expensive window. Let 
the dealer keep th1s fact in mind. 
When he looks at lhe windows of 
the big stores which employ hl~b 
Ro le.rled experts to trim their 
'\\' lndows, he Is tempted to say, 
'How can I compete with that 

C<llow?" It can be done. And 
e,·ery electrical r<'tniler can. IC he 
will, avail himself of expert O.!l· 

~1stance employed for his benellt 
Thls help can be obtatned from 
the Society for Electrical Develop
ment, whose Christmas service to 
the Lrade Is described on page 88. 

Further, here are some things 
to remember when planning your 
Christmas window· 

First. Plan a window that will 
h~ dltl'erent and which Ill compel 
nttt•n tlon and interest and talk. 

Secon<I. Emphasize the useap. 
peal or the appllances shown. 

Third. Work for simplicity of 
idea. 

Fonnh . l\Iake it neat 
Fifth. Obtain completeness by 

:fini..<;hfng nil minor details. 
Sixth. De !lure the arran~ement 

is pleasing. 
SevcnU1. Reflect the Christmas 

i;pirlt. 

Eighth Everything lo the win
dow should be a possible gift. 

Ninth. Use well-lettered, easy
io-read price cards and posters. 

Tenth Keep windows clean, 
and well lighted at night. 

Eleventh. Change displays each 
week unUI Christmas. 

Twelfth. 'fie in your displays 
wlth your advertising. 

These suggestions tollowed out 
as fully and as faithfully as pos
sible should bring surprising re
sults. 



Gettlnd l)own to nr• Tnrl<s-

What Is It That Pulls Profits? 
Here's One Dealer at Least Who Knows Why His 

Greenbacks K eep Piling Up 

By Frank H. Willia m s 

A PARTICULARLY successful 
~electrical dealer upon being 

usked to give the method& 
wblrh put his store o,·er Lo such 
o. good success, summarized bis 
melhods as follows· 

F irsl. Always has in 11i:e in his 
home all of the home electrical 
appliances carried b~· hls store. 

"Ono of the important Lhlngs 
ror ev<'ry electrical dealer, in my 
opinion,"' said this electrical mer
chant, "ls to demonstrate com· 
plele Callh In lbe electrical appli· 
ances he Is handling. How can 
the d1>aler Pxpect to sell appll· 
anres unle::;s he has sufficient 
:faith In Lile appliance!: to use 
them hlmselC? Con11e<1uently, I 
always see to 1t that one ot each 
kind or household electrical appll· 
ance handled by m> store is in· 
stalled and in regular use at my 
home. Then I can alway., tell cus
tomers from actual experience 
Just wbal the appliances will do 
in the way of making work light· 
er and In lhe wa~· or making home 
more comCortable. 

Second Xever tries to force 
the public to ta.ke goods In which 
it does not have any Interest. 

Thl.s means, ln thP final analy
sis, that the store cloes not buy 
goods ror its stock unl<'ss assured 
of the popularity or the article" 
with the buying pnbltc 

Thf!I sort or buying kf'eps the 
store Crom stocking u11 with a lot 
of unnlable stuJI which must 
eventually be sold al a loss and 
keeps the store away from the 
sore spots which are too often 
caused by makJng people take 
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things which they do not want 
nnd which lhPy become dlssal!s
flcd with aftPr purchasing. 

Thlrd. Xevf'r gives credit un· 
le:-s the store U; absolutely as
i1ured of gelling payment In the 
thnl' specllled. 

Th.ls policy has been responsJ
blP for thP store losing some sales 
and driving ,;ome trade away, but 
Lhe store owner is of the opinion 
that his establishment Is much 
better oJ! without having made 
s11d1 eaes and without bnvlng 
:1nd1 patronage. He ls o! lhit; 
opinion because Jn Lhle cases 
where trade was ost and rusto
mcn; drh'en nv.ny there was a 
grave quPslion ns to whether or 
not the people woud llRY their 
hills without trouble if credit was 
l"Xlended 10 thf'm and If they did 
not pay their bills the store would, 
ot cours" be out the sums ln
\'Olved and would have real losses 
which It wouhl take a i.umber or 
other sales to make up. 

The storf' keeps as much ot Its 
business as possible on a cash 
basis by making ii bard for peo
ple to get credit at the store. It 
makes the people who want to gel 
<·redlt t.ake lhe proposition up 
wlth the ID!\JUlger and In such 
cases the manager always makes 
them wait a little while before he 
can see them. And then the man
ager makes tbem specifically state 
jui;t wben payment will be made 
ancl just why credJI Is asked for 

All th.is makes It cUlrlcult, as 
bai; been said, to get credit and, 
consequently, most of the people 
who come to the store prefer to 
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"I .ca.n alwaya tell custamcrs from actual 
C><pcnencc Jim what the applianceti will do 
ui tJir way of making work lichtcr and 
making home more comiortable." 

pay cash rather than to go to lhe 
lrouble of at;klng for credit. 

The store operates on the prin
ciple that where credit Is eais\' to 
get u lost of people will ask f~r it 
:<Imply becaui;e it can be easlly 
secured, but that where it Is bard 
to get credit u very large percent
age of the folks who would other· 
wise ask ior rrcdlt pay cash raLh· 
er I.ban go to au the bother in
volved in getting credit. 

Also thJs store goes after ~ucb 
:wcounls ns nre allowecl credit the 
mlnute they bl-'come duP- nntl .if 
payment Is not made at Ute time 
agreed upon, the store wants to 
k.now why and wants to know 
when payment will be made and 
Is not sallsflctl until a sausrac:tory 
arraugernent for the payment of 
the account Is made. 

Fourth. Keeps the adverlislng 
el.11enditurcs within 4 per cent of 
lhe annual groR:: receipts of the 
business and sees lo it thnt everv 
dollar SPNtl for advertising bring~ 
in full return. 

'fhls store concentrates llrn ma. 
jor portion of all its adverll.sing 
expendirnres on newspaper pub· 
lidty, be(levlng lhal prinlcNI' Ink 
is the very best posi;lble medium 
ror gerting business. ll uses some 
1llrect mat atlverUaing, bul does 
not use any billboard ad>ertlsing, 
c .u- card advertising or Creak ad
n :rt!sing of any i;-0rt. 

Filth Ts always prepared to 
deruonstrnte every article lhat is 
offered tor sale ln the store. 

"I alw;iys feel," said the pro
prietor in speaking or lhh.• feature 
of his merchandising method, 
"that once a customer can be got· 
ten enough Interested in an artl· 
<:le to a::;k for a demonstration, 
that the sale is ju;it aboul halt 
made. Con~equently, It Is hlghly 
important. to my mind, to have 
lhe store arranged so that demon· 
strotlons Of all the goods can be 
made quickly and easily and with· 
out any fuss or flurry. Formerh 
we weren't so careful about hav
ing arrangements made for in
stant demonstrations as we now 
are and ln those old days rve no 
doubt that we lost a number or 
sales by ren.son of noi. boing able 
to make demonstrations. But now 
with demonstrations easily made 
we have cut down sale,; resistance 
very mnh,rially and are putting 
over many sales all the time which 
would never be made wlthoul 
demonstrations." 

Of course there are other mer· 
chandlsing methods in use at the 
store ln addition to these, but 
these are the most Important and 
striking ones and tho ones whlcb 
are consldered responsible, by the 
storn proprietor. for the major 
portlon or the establishment's sue· 
cess. 



Too Much Talking Loses 
Many a Sale 

In Selling Limit Talk to Essentials and Get 
the Prospect to Ask Questions 

By Elliot Church 

A
CRE~' of saleswomen were 
out covering a section of 
the city, demoni;lratlng and 

making sales of vacuum cleaners. 
One ot these women had just 
about reached the point where a 
sale was assured when the man 
havtng charge of the crew en· 
ter ed to do the actual closing. 

Be asked her if she had made 
the thread demonstration and she 
admltted she had nol. According
ly be laid a piece of thread on the 
rug and tried to pick ll up with 
the cleaner. Be !ailed to do so 
and as a result lost the order. 

Jn thJs case the sale would have 
been made U the salesman had 
been satisfied with the work that 
had already been done. Up to 
this point the prospet'l bad been 
very favorably impressed. Tn fact 
she was on the point of giving the 
order but as soon as she saw the 
machine had Its llmllalions she 
decided It would be better to look 
around a little more and try to 
find a cleaner that would be a llt· 
tle more satisfactory 

Many a sale is lost by this over
doing ot the selUng. It is neces
sary to stop at the right point. 
One man who was very success
tul as an electric motor salesman 
made It hls policy to talk about 
his goods only enough to make 
the sale. Be also made It a point 
to dwell only upon those points 
which be saw really Interested 
his prospecl As soon as be saw 
the prospect seemed to be sut
ficlenUy Interested. be would be-

ow, When I Co Fishing 
And when you go fishing, too, 

for that matter, neither of us 
makes a prnctice of jerking the 
hook and bait out of the fish's jaws 
after we have "hooked him," do 
we? O f course not. And yet I 
have listened to salesmen and 
saleswomen also who have talked 
me out of all notion of buying be
cause they did not know when to 
quit. What we call "overselling" 
has cost many a salesman the price 
of a good shirt, perhaps several of 
them. A wise old man once said 
to me, "Son, when you have said 
your say, then just quit right then 
and there." 

The Editor 

gin talking about something else. 
!'fgn up the order, and leave. 

Jtarely did this man tell all he 
knew about his product. Ile al· 
ways had some point In reserve 
to bring up after the sale was 
actually closed but even then did 
not use it unless conditions re
quired that he do so. The sue· 
cess of this mau was due 111 no 
limall measure lo this policy of 
:;aying as little as possible to 
make the sale. 

Limit T alk to Essentia ls 
Anyone who is selling anything 

naturaU}• must absorb as much 
lntormation about It as he can 
but he does nol have to tell e v
eryone he talks to all he knows. 

(Continued on page 86) 
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Seven of These Men Sold 
345 Hoovers in 30 Days 

On \ larch ~1st this )c:ar, there.: was a flooverin..:vt:ry 
fourth wired home in the area sern.d by the Danbury 
& B·:chcl G.&E.L. Cu., Danbury, Conn. 

D uring tht: next thirty sdling days, a sales drive by 
seven salesmen placeJ Hoovers in J+5 addition:d 
homcs- hringing up the average to a lToover in t:very 
Jhir I wired home! 

Subsequent sales have been brisk- proof that the 
more l foovers thcre arc in a locality, the easier it is 
to sdl l loovers. 

Case~ such as tliis prO\'C clearly the possibilities exist
inir for the sale of I loovcrs. Get the latest details on 
th~ Authorize,{ Hoover Dealer<>hip-it's beJter 1'1an 
er:er! Send for a Hoover representative today! 

THf'. ll oo\~ER CoMP\:..'Y, )\°oRrn C\:-1To:-<. 01110 
Th.- oldn1 a11d l.n·tnt ma«~s of ·lurrir cl~a"" 
rho Hoo.r.r •• . 1 .ud• in C.Uoh. at ll •molt.,,,, O,.un 

9heHOOVER 
It BEATS .. . as it Sweeps as it Cleans 

Say you • aw It In El.BrTUJCAl Rm;TAIJ.INO 
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HEMCO DEAL S! IMPORT ANT! 

UST OF PRIZES· 
h i 

lllth .... 

MAIL A SLOGAN 

• S250.00 
150"'1 

100.04.> 

50.00 

125.00HrJ 

ISt., " 
• l<tOO. -

WIN A PRIZE 

' DHIS is the last mon th of the Big HEM
t CO Slogan Contest. If you have not yet 

taken advantage of this opportuni ty to 

Watch for o ur 
special direct- by . 
mail announce
ment of HEMCO 
Week-November 
19-24. Cash in Oil 

this week by put
ting in a special 
HEMCO window 
display. 

increase your sales and to start more people 
talking more about your store, do so now. A 
window display of HEMCO Plugs and Health 
Pads, a nd distribution of our special contest 
cards will double or triple your HEMCO sales. 

Contest closes November 24th $1,000.00 in 
prizes. In case of tie equal awards will be 
made. Clip and mail this coupon to us to 
day for a supply of contest cards and display 
materials. -. 

t•••················ ········· ················· ········· ······ ·· ···· ··· ········ .;••························ ············ ············ ·························" .. .. . . . . . 
: : I want to enter your big National HEMCO Slogan Contest. Send :: 
: : me a supply of your contest cards and your display materials. • . .. .. .. .. .. . . .. .. .. .. .. .. --·- ...... ------------· ----·-··-··--·-~-·· ·-··-- -··---·-·· .. 

HEMCO Products stand for quality-for satisfaction to custo
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Making Want-Ads Pull Sales 
Some Secrets Touching the Use of the Classified 

Advertising Section in Newspapers 

By John T. Bartlett 

ON one dav of the \\eek. in 
your town or cit)', I.lie best 
local ad vcrtising m e d I u m 

bas an out-or-town or rural route 
circulation much greater lhan on 
other days Maybe th!!! is Sun· 
day Many Sunday newspapers 
have larger circulation In the 
country than In the home town. 

Using the classified secllon ot 
this Issue, lbere is an Interesting 
lltUe experiment tor the electrical 
dealer to try. Let hlm review his 

Even the manufacturer recocnues the 
value of want-ad advcnising DOW and then. 
This one is carrying an ad in order to 
speed up hiJJ turnover and clear out an 
accumulating stock. 

sales for the past month, and de
termine a half dozen excellent 
seUers in articles r equiring only 
small sums. He may have, for 
example. a certain popular-price 
Iron whlch Is selline: unusualJy 
well; possible a percolator; cer· 
tain battertes: etc., etc. Without 
any special attempt to push these 
within the store. they have sold 
unusually well 

The dealer get:; u11 a want-ad 
ot eight or ten tines-11erhaps a 
little longer IC more words are 
required-and runs it 1n the "For 
Sale-Miscellaneous" cla1<slftcation 
or the newspapers. 

Now, the writer doP-s nol here 
guarantee that the dealer will 

get results, Cor all trade terr! 
tories are not alike anu not all 
newspaper want-ad mediums 
grade high. Most medlu~ do 
grade hlgb, however, and what 
typically happens In such an ex· 
perlment Is a gratifylnir number 
of traceable orders from the coun
tn· bv mall, and more business 
rr~~ ~lbln the city. The cost 
Is trifling. The electrical dealer 
decides to adopt classified adver· 
tlsing as a permanent part of bis 
advertising system. 

The local mail order possibili· 
ties of a Sunday want-ad section, 
pulling from the rural routes out 
of the city and, in the case of ex· 
tensive country circulation. Crom 
numerous out-of-town points, are 
not suspected by nineteen out of 
twenty retailers. They are the 
firi;t ot the classified section 
"c;ecrets" tbe writer wishes here 
to reveal. The electrical dealer. 
or course. cloes not wish to go In· 
to the mall order business. Wbat 
he does wish is to gel his share 
or city and cou.ntry patronage, 
and one proved method Is tbe 
classified advertisement wh lcb 
much more than pays for its way 

Ao electric company and a radio [an 
find places clOAe to ca~h othtl' in ¥• co~
umn ia an effort to dispoae or their radio 
aoods. 
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as lt goes, In traceable !'ales, and 
lncidentall) Is conllnually male· 
Ing friends for the store and mak· 
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Ing ft known to a widening num
ber of people. 

Why Want-Ads Pull Orders 
As a supplement for display ad

vertising, classified ads are beln~ 
adopted by a rapldl>• growing 

This ad was classiflcd under "Household 
Gooda," a column which has many close 
readerL Ia some newspapers electrical 
appliances au listed in a separate section 
under thu ~ 

number of wide awake retailer:; In 
all lines. Classified advenlsing 
Is exceedingly inexpensive. Prac
tically all newspapers quote very 
attractive rates on It markedlv 
below display rates. The fact that 
little display is permILted gives 
the small want-acl a chance it 
would not have otherwise. A large 
proportion or want-ad followers 
are "regulars," nml tbey find the 
thing that interests them, U1ongh 
lt occupies small space. 1t Is 
practical for any retailer to tn· 
n it classified advertising at very 
llttll' OUllny, exiierlmentlng to find 
Just tbe methods which pay best 
111 his particular case. 

The methods which pa~· best 
h:n·e been pretty thoroughly e~
tabllshed in re tail ei-perience_ 

One may not favor bargain prices in 
selhnr appllanc:a that are offered by the 
=nufacturer to the public at a list price, 
but the fellow who runs an exchange 
U!Ullly b wideawakc when it comes to 
l<><:al advertising . 

\\'ho reads the want-ads, anyway? 
lt is Import.ant. to have this well 
In mind. To realize what the 
"market" Is, many times, Is lm-

modlatel.v to see posslbllltles in it. 
As a class, want-ad readers are 

"bargain" buyers They have 
learned that one secret or good 
buying Is to be willing to spend 
some lime hunllng. So they hunt 
-regularly scanning the want. 
ads, feeling quite content though 
they find nothing which appeals 
to them to buy, quick to respond 
If they spol an OI111ortunfly, Like 
most bargain buyers, price counts 
mon with them Ulan quallt~·; for 
a small saving, they usually find 
It easy to minimize some deft. 
cieucy of quality or grade. They 
will go out or their way, to a 
strange store, to buy what ap
peals to them. Out on a rural 

For 90mC rcuon the advcnUcr leaves 
his name out of this want-ad. bur it is a 
safe bet that _he sold mac:hin~ by this 
method, for thts ad appears frequently in 
a cert:un paper. 

route or in the country, they are 
not deterred by the necesslt) to 
order by mail 

It 11< a tact that many or these 
people nre more receptive to an 
advertisement in the want-ad sec
tion than to an advertisement 
anywhere else In the newspaper. 
The want-ad section is where 
they have often round genuine 
bargains. Here's another! That's 
their attitude. 

Tried Want-Ad Methods 
Here are a bunch of want-ad 

methods which reta il experience 
bas demonstrated most elUclent. 

1- Advertise more than one ar
ticle In your want-ad. Before the 
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wrltl'r ls the Sunday wanl-ad of 
an enterprll:ing barcl ware store. 
Jn all il quote~ over thlrl) difier
ent items. OC these. several are 
!rom the elettrical 1lepartment
a11 electric bread toasttir. offered 
al $4.25, electric bell~ al 65c; 
electric heaters at $6.!18; and high 
tf'st batteries at 33c. 

And here'• a bunch of b~rcain prices; 
but even then the dealer who liaruilcs 
standard ma,hines ~uch. as those ~d 
here but who maintains tut prices has JUU 
aa cood a story to tell 1n a want-ad a1 
any other dealer in washing macruncs. 

The Inv• oc averages. of course. 
Is the rumlamental principle here. 
Translated, that means. "A list 
o! articles will find more inwr
psted reader!:! than an>' single one 
of them" ~Ir Cook, reading tbe 
want-ad m~ntioned abO\'e, might 
not have thP slle:htest lntere:;t 
in a bread toai;ter-he has a good 
on<' In use nlready. Dut balter
lcs al Lhal price bavp bis racullie' 
l·oncenLrated on the matter ut 
once. Sam lllll Is not Interested 
In either. but the doorbell hits 
hlm wher!' he bas a need Tile 
C'lassitled a1h·erliser hi overlook
ing oni> oc his best bets when he 
nd-vertises only a sin!:lP article. 
To list one or severo.1 more wlll 
ac1cl very 11Ule to lbl' co!'t, antl 
will put, usually. a ver)' !liff~rrmt 
complexion on thP arithmetic or 
advertisine; cost divided b) sales. 

2. Concrete tacts ar<" n.t a t>re
mium, [ancy phra.c;o!' al a discount 
tn prevailing slang, "money talks." 
In lhP classllied section. "prices 
talk.." With mo!:lt article<; -vPry 
lllllP description is Dl'eded. and 

or U1at description the price is d e· 
cldedly lmport:rnt, lnasnmch as it 
will puL OY<'r the sale, if a sale 
Is put o-ver 

Quote odd dollar and otltl·cents 
prices, Ir posnlble. Mull order 
houses can not get along wllhout 
odd·cents and ocld dollaril, neither 
can most dt•partment stores. The 
odd-price suggests the bargain. 
Also there Is the psycbologka.J 
llluslon lnvolved-makine; $3.98, 
for example, seem tremenclously 
.. mailer than $1. Odd-figures 
prices are "olfl stuff," but they 
are indispensable to numeroui< 
successful a1lvPTtisers. They helt> 
the want-ad along, too 

3. Pkk art.lcles or <·urrl'nt p0pu
lar demand, already selling well 
al the store. Sell articles calling 
(or relattvel)' smal1 exp!'ndltures. 

4. rse the issue of the week 
l'arrying the large!'l volume of 
wnnl-ads. This is prat?tlcally ln
var"lably the Issue wWcb will get 
by far the best results. 

5. Washers, cleanen;, etc., call
ing for large aggregate expendi
tures can be advertltiNI well by 
quoting, lnstl'Bd ot Ille total price 
not mentioned, the terms, wb.lch 
will seem ellpecinlly easy 

G Several electrical dealers 
bn~e made repair and rental de
pnrtmenls very prolllal>le lJy pro
molin~ them with want-ads. 

'.\Jam· retailers do not Line the 
classIBed section up as a buslnes11 
aid because they feel such acl
vertising lacks "dlgnJty." Suell a 
criticism does not hold today. 
Many leading stores In 'all tra!le" 
are turning to want·ads. They 
are not a substitute tor the Ills· 
11lay columns, but a supplement. 
Many retailers have round lt easy 
to make them pay, by using thn 
principles here outllnNI. 

When He Pulls Off His Screens and Fires His Furnace-

• 
tJ e e 1 er ~ ce 

Four Tested Suggestions for Getting 1\-fore 
Orders for Better Wiring 

By W. B. Stoddard 

~ the autumn £>\'Pry provident 
J.~ouseholder Is paintln~ and 

renovating his home, gottlng 
U1lngs ship-shall<-' for wlntar, and 
It is therefore an Pxcellent. oppor
tunity for all electric deah:r" to 
open up a campalim or publlt·ltY
telllng the- advantages O( elt>c
trlclty to tho1:1e who have not in
stnlled It already; anrl urdn-; 
more outlets and more complete 
wlrlne; to those whoi<e houi<es are 
\Vired. 

One practical method of adver
tising the arlvantages of complete 
wiring was that adopted by a 
progressive electrical concern In 
Minnesota. The compRny in
serted a small ad In lite paper 
informing the public that a book
let or much lntere!lt to lhP housP
holder could be obtained by call
ing at the store. This booklet 
discussed house wiring in a sane 
uud sensible manner. It was de· 
\'Oii! of the elaborate wirini; out-

61.s; was wrlttnn In the lane;uagc 
o! lhe layman. and quoted prkes 
wblch would come within the 
rucuns of Lhe averaire cltlzcm. 
.\rnong the points brought out 
were: 

''The usual metl1ocl employed by 
the average citizen when wiring 
h1s home ls to summon thP elec
trician, walk him through the 
roomit or bulldlnit, devoid or furni
ture. and 'spot out' a light b.ere 
and there. Then when the family 
moves in il Is often found, too 
late. lbat the piano ls in the 
sballe, and the c;o!a in the glare 
Of the light; while the one one.let 
in the kitchen Is safely concealed 
behind the r!'frigerator. What 
shottld have been don(' was this: 
the householder to haYe prepared 
a roul!'h chart. with U1e assist
ance of his wife. showing the ap
proximate pla~in~ or all the heavy 
pieces of !nrnllure. Thi!< should 
ba Ye been submitted to the con· 

Sicul>oard advcrtbinc is just b<gi1111ing to find la•'Vt with electtical merchandisers. 
Wiriac can be aold by this kind or advertising jUlt as easily a1 fixtures or appliances. 
Aad it is not acccaary that all 111t1boarda be H elaborate u this one. u$ed to advan
taCe by a Detroit 6.xtutt dealer. 

19 
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tractor-<lealer, who would then 
have been In a position to indl· 
cate the best location for each 
outlet." The booklet then went 
on to describe the most approved 
wiring for every room In the 
house. 

The booklet was not written by 
an electrician, but by a household
er. wbo knew whal she was lalk
log about, and wrote with an eye 
to cost, beauty, utility and safety 
combined. Her picture was used 
in the book, and a mere glance at 
the competent. matronly features 
was enough to inspire con
fidence. The booklet clos('d with 
the statement that lhe author 
would be glad to advise any pros
pective user of electricity regard
ing lbe lighting and wiring of any 
room or suite of rooms. Anybod~ 

desiring information could either 
call on her at the storl?, or ad 
dress a lellPr to her, in care of 
lhe store. 'l'he plan worked ex
t'eptionally well. 

Early in the tall they arranged 
a window clisplay that brought 
the question of wiring to the at
tention of hundreds or passers by. 
The background was bun{! with 
sweeping curWns of dark ueen 
silk. against wh.lch was tbl? life 
size cut out or an alert business 
man bearing a card "ElleclriCy 
Your Home NOW." He was point
ing to a Large card on the wall 
showing a modern house, with 
arro"'·s running from each room to 
.. boxes" below and above the pic
ture. Each box told ot the neces· 
sary number of outlets !or that 
partlcu.Lar room, together with 
the appropriate lighting fixtures, 
and the electrical conveniences 
for that room. At the botlom of 
the card was the slogan "Do It 
Electrically." The floor wll!' 

partially covered with billows or 
dark green velvet, on which were 

a number of coils of wire, plugs, 
and aU the minor parts used In 
wiring a house. 
Window Messages Tell the Story 
Another company that used its 

flhow window very etrectlvely 
was the Prest Electric Co.. San 
DPrnadlno. Calif. A lar~e squaTe 
or waU-board was equipped with 
battery and outlet. with a hal! 
rlozen wlr('!I exlendlng from the 
tatter to a number of push but
tons-showing the manner in 
wh.lch the wires were Introduced 
into each room. On the wall-board 
was printed "Our wiring more 
lban passes Inspection. Our fix
tures ba\•e quality, as well ~ ap 
pl'arance." There was a three
panel card, showing a workman 
lnstallin~ eleC'tric wires in a 
house equipped with a number of 
ouUets. and the panels at either 
i;l!le read: "The completely wired 
house rents and sells more eas-
11)'. It attract~ home seekers be
C'ause they appreciate the ad
i; antages of electric service. Your 
present home can bt> modernly 
wired," and ''The completely wired 
home is the most convt>nJent. It 
permits the use of every electric 
nppUance Let us help you plan 
the correct wiring of your home." 
Down In front were displayed coils 
or wire, and all the small electric 
parts necesflarr 1n the wiring or a 
home. 

Appealing to the Woman 
In appealing to a man It Is on!~· 

necessary lo convillce him that 
the Installation of electricity will 
Increase the value or his prop· 
erty, but In getting the attention 
oC the women it is more advisable 
to convince them of the conveni· 
ence ot electriclty in helping them 
to perform their dally tasks. An 
excellent example of effective pub
licity along thJs line was the news
paper ad or the Nebraska Power 
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Hc:re is ~~er slcnboard. used by_ another Detroit de~cr. Notice ltut it is wdl 
eqwpped . wit,h bc~ts. for seITonc by mgbt. Prosput$ drivinc a.long the road can not 
escape lhia sicn night ar day. 

Co., Omaha, Neb. There was 
plenty or white space. !lo that 
the cuts and print stood out clear
ly. At the top was a modern 
home and surrounding il were 
electric conveniences for every 
room rrom laundry to boudoir. 
The ad was captioned· 

~11\T<E YOUR HOME A DETTER 
HOME 

Think of the ConvenJence of 
Electric Servico. 

Electric Light-clean and bright. 
nt the tonch ot a button. 

Ironing-done electrically In a 
few pleasant moments. 

Wash.Ing-a. whole week's accu
mulation out o! the war in an 
bour with an electric wa!lher. 

CleanJng-none or the dirt and 
work of the broom-the electric 
cleaner always ready 

Cooking-table apptlances avail
able tor delicious toast, tempt
ing cotree, appetizing luncheons. 

Comrort--clleery electric heaters 
eagerly awaiting the call to 
service to chase aw·ay the chill. 

"Electricity ls cheapest in 
Omnha." 

Could any woman read that ad 
without at once taking the matter 
up w1th ''hubby" regarding the 
wiring o[ their home? 

nut el!ectlve as are newspaper 
and window publicity there is a 
new form or acl'l'ertising that iD 
1:iome places ls proving decidedly 
trade catching, and that ls sign
board advertislnE?:. ID this age or 
automobiles people are getting 
out In the open rar more than thev 
ever dld before, and as a cons~
quence all the bouJen1rds and 
roadt< !Padin~ to a town are dolled 
with signs, more or less nrtistir. 
But to achie\'(' !lucce.<:s "Ith lhl" 
form of publlcity special pains 
must be taken There must be a 
colorful picture to arrest the eye. 
and lbe readln~ matter must he 
reduced to a minimum, as the en. 
tire message must be taken In at 
a ~lance. An excellenl example 
or a trade pulling sign is that of 
lho Phipps & Rankln Ell'ctrlc Co., 
Los Angele!!, Cam .• who ngnlnst 

nn ivory wh.lte background showe I 
a tniical Callfornia bungalow. 
Across the entire top of the board 
were the words "Electrh· Fix
tures" while beneath it waa "wir
ing, alterations, lamps, a!)pliances, 
repairs"' closing with the name, 
ntldress and telephone number of 
tl1r Orm in large letters. Here is 
the whole sum and substnnce of 
electric service in a few words
and it gets results. 
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Radiant Heat Through a Blast of Wind 

Racfuint heat usily penetrated a poworlul blast of air in tlua uniqu.e experiment. 
Spectaton declared they could feel no difference in the degr« of heat when the blut 
!tom the fan was blowing apinn &t. 

A STRLKING Illustration of 
some o( lhe qualities of 
radiant beat was given in 

the Electrical Show which ran at 
the Grand Central Palace from 
October li to 2i Although elec
tricity Is In common use for beat
ing purpose~. It Is not generally 
known e\'en In electrical circles 
that Its rays can be thrown right 
through a blast or wind without 
beln~ turned aidde. 

Roger Williams, NPw York man· 
ager of the Simplex Electric Hen.t
ing Company, bas convinced him· 
self by stud> and eicprrlmentaUon 
extending over several years that 
radiant heal Is cloiiely allied to 
the ncllnlc rays of the sun. The 
sun's rays, according to Mr Wil· 
!lams. pai.s through the air with· 
out warming It. This appears at 

the outset a somewhat sta r tling 
statement. Mr. Williams explains 
it th.us: 

"The sun is an enormous body, 
millions or miles away from our 
Uttle earth. If It had to warm 
the space through which Its rays 
passed to reacil us, It would have 
some job. The radiant beat. of the 
sun. which l bellevP to be the 
same as the radiant beat of elec
tricity, warms only the solid bod
ies upon wblch It !alls; In other 
words, there must be a target be
fore heat results. This Is proved 
by our winter and summer sea 
sons." 

In the eA-periment staged at the 
show, a giant. elect.rlc healer was 
set up at right angles to a 6-foot 
12-blade cooling tan. The heater 
was turned on continuously, and 
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nne i;tllndine: as close to It as 
c·ould be b1>me comfortably wai; 
asked to observe carefully the 
Ptrects or I.be turning on and otr 
of the tan. In no instance did 
Lhose taking part In the test feel 
an~· diminishing of the warmth of 
the beater when lbe blast or wincl 
from the Can crossed the rays of 
radiant hrat. 

This peculiar action of electric 
hrat In passing instant!~· through 
air and warming only that which 
gPtS In Its path explains why the 
hou11<'holt1 beatrr creates an ln
o;tanl bot spot when it is turned 
nn In a cold room. One standing 
h1•fore the beater is warm imme-
1lftuely; even ll1ongh the room 
may be ky in temperature. fol 
lnwin~ a night or heat turned on: 
a111I open windows, it Is possibly 
to create by the use of the beater 
• pl'rfacUy warm place in which 
t" dress. The warmth from elther 
Ft.-.nm or hot air heating plants 
,. nnot create immediate comfort 
u111lPr ihe same conditions. The 
1':1rmth from the heater is not 
di:i~lpated through the aJr; It 
warms only that which upon 
which It rests. 

" Thimble, Thimble. 
Who Has The Thimble?" 

By ~larle Anderson. 
A jewelry store in Pasadena 

1rlves a Cree thimble to ladles on 
;\!others' Day, but the Southern 
EIN·trlcal Company of San Diego 
mnkPs rree gifts or thimbles every 
dny ln the year 

These a. I u m I n u m thlmbles 
hnvo the company name upon 
them, and huv _, proved to be an 
P>;r• llPnt advflrtislng method. 
'l'hP 1>11 lesmcn carry a supply of 
thrm In their coat pockets. and 
prns .. nt them in the following 
monner: 

"Good morning, madam. I wish 

to give you a lreo thimble Crom 
the Southern Electrical Company. 
ThJs ls just a lllUP n>membrance 
ror our many cu1;tomers." 

"Oh. you are not one or our 
customers?" very surprised. ""•ell, 
we are sure yon soon wlll be one" 
smilingly, "so wP. are glad to gl~e 
It to you." 

This affords opportunlly ror a 
plea11ant beginning, and quickly 
tollowed by the renrnrk, "You are 
fully equipped with all the elec
trical conveniences of the home?" 
leads immediately LO prP~cntatlon 
o( the selling rA1.:ts regarding such 
appUances as the housewife then 
admits Utat silo Is without. 

Some or the salesmen prerer to 
present the lhlmble upon leaving, 
feeling that thl' honsew!Ce has be· 
<'Ome so bitterly skepLlcal of 
"somcthlng ror nothing" that she 
instantly assumes a dMensive at· 
tilude. 

This has been left as o. matter 
ot lndlv1dun.1 choice wllh the 
salesmen, and a knowledge of bu· 
man nature judged at first air 
pearance. helps som~ salesmen 
decide whether to hand over the 
trifllng gift at arrh·lng or depart
ing. 

A thimble Is really an excellent 
souvenir, b"cauee It Is pretty sure 
to be used. As a woman sltii and 
11ews the name on the thlmbl be
comes more and more Impressed 
upon her "unconscious mind," and 
any thinking person or today 
recognizes the Important part 
played ln human behavior by the 
things stored away In thot hJdden 
part of the personality known a11 
the unc·onsclous min<!. A woman 
takes her tbJmble lo afternoon 
sewing clrclts, and a lbimbie 
with a name upon fl wlll soon be
come a. topic oc conversal Ion. 
"\YllerP did yon get It? Ob, J 
know that compooy, J boughL my 
electric washing machlne there." 
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Four Things That 
Lose Profits 

Good sales are lost by lbe sales
men neglecting to Impart infor
mation which the cuslomcr needs. 
For example: With a two-way 
plug an electric toaster could have 
been used with the socket in a 
certain bre.ak!ast nook. The clerk 
did not thJnk or this and so lost 
Lhe sale of both plug and toaster. 
With a little Instruction, often by 
good exampll! alone, salesmen can 
be trained to a point where thelr 
knowledge will be sought by 
many a customer. lL Is this type 
of salesman or whom It is most 
often remarked-"1 v.111 ask So
and So. Ile knows." The result 
Is usually a !>Ille. Sud1 a reputa
tion is a s tore as!!el. lt will not 
only prev<'nl the loss of many a 
sale but ll is actually creative of 
new business. 

Depreciation 

Neat, inexpensive covers ran be 
bad whJch will effectively protect 
s ilk and parchment lamp shades 
t rom fading, dust and Hies. Open 
shelving can be provided with 
curtains which can be ea;:;lly hung 
nt night and will hulp preserve 
the freshness or np11llances and 
olber goods carried there. Glass 
tloor and wall cases ore the best 
proteotlon of all ror a grPal many 
articles of elecrricol merchandise 
and will eventually 1iay tor them 
selves. In gener.il proteclion of 
the kind noted will :.uhstantially 
reduce lbe depreciation of goods 
o.nd malntenauce coi;ls 

Cost of Lost Time 

ot prompLness in walling on cus
tomers, using the spare time ln 
keeping lbe stock In order, I n 
checking with care new goods, 
making collections. looking up 
prospects and other work of this 
kind will tum spare lime to ac
count and substantially strength
en trade. 

Bad Accounts 

Bad accounts mean loss of In· 
vestment, net profits reduced. 
clerk's time wasted, Ute cost 0£ 
a ttorney's tees. and increased 
overhead expense. By Investigat
ing your customers' character and 
record before extending credit, 
and by exercising promptness ln 
making collections, much ot this 
loss can bo avoided. Another 
thing-do not carry bad account!> 
over from one year to another on 
your books ru; live assets, but 
keep aiter them as they may be 
collectable In part later on. 1n 
your records carry them as a Joss 
until paid for false prosperity ls 
dangerous. 

More Ways to Use 
" The Home Electrical" 

1. A Minnesota dealer mails 
it with a courteous letter of wel
come to families just locating In 
bis town. 

z. A Seattle dealer gives a 
copy of It to each lady who visits 
his store during special sales and 
demonstrntlom;. 

3. Tbe house-to-house can· 

Introduce a little •·t me-study'' 
in your business. See if your 
salesmen or office employees are 
losing time. or spending it un
wisely. Thirty minutr~ Lost dail}' 
by each ot your employees will 
Jose you several hundred dollari; 
in the course of a year. A policy 

vnssers of a Mlssourl dealer are 
giving "Home Electricals" as a 
goodwill builder at the close of an 
interview. 

4. An Omaha dealer bas been 
sending It to customers who are 
ren1odellng their homes or plan· 
nlng to do so. He gets ·valuable 
leads Irom painters. paperhang
ers, plumbers and contractors. 
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The 

ELECTRIC CLEANER 

is in Great Demand Because 
-1l• otanlinaly low price (which ..um., you 
an ample profit) i• Wlthin the reach of every- ~th the •ttachmcntl, it rorms 8 complete 
one at on)! time. homr cent dearuna eq111pmc:ut for the 

-;-thio price malteo It the lowest priced no 
~o~~!,.~d_ertiled.1tandard ciualitycl.;,.n~ 
-it ~ no special expensive &moo t:ra
t:ion. Your unciua46ed iiuamntoc-wb . cb 
\'OU arc a ble to pve throuab the auaran;tts 
of both the ~ufoct\ll"CJ' and the J obbcr
n:movcs all risk t o customer. 

dlt lb1
1
exceptionl!llY effideot, convenient and 

~a . c, embrac1na the very latest modem 
clus!U:: ~~e::::.._ <kvelopmc:utl and many ex-

-it i.• widely and itronaly advcnittd to the 
pubhc, ,and has the hi&hcst reput.ntlon battd 
on N nuonal u.sc for many yean. 

CONSUMER $J9 .. 1s 
PRICE 

Ask Your Customer 
" WHY PAY 

MORE? " 

B IRTMAN ELECTRIC COMPANY 
Dept. 8-511 

LAKE AND DESPLAINES ST. CHJCACO 

The Bee-Vac 
is Sold Only 
Through 
Jobbers 
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Too Much Talking Loses 
Many a Sale 

(C'ontinu!'d Crom pnge 72) 

One advant.al?e and a vPry deci<'led 
1111vantage In the sales tnlks used 
h' the old Um<> map, book and 
nlher companiPs that r.mploy col
le~e studf'nl~ to !'ell their prod· 
ucts during the summer vaca· 
lions was thal these talks were 
limited to the rssentials. 

'fbe pro1·e!'i< of worklnc: out 
these tnlks was very practical. 
Through experiment rather than 
the.on· It wns uelrrmlnPll just 
what Information anrl arguments 
would be most likely tri make 11 

!'air. These were th ... n arrangecl 
Into a couclc:e !lales talk the new 
recruit was requlrf'd to learn by 
lH•art. ArL••r hP hail Jrarned It 
he was n>hNn::;ecl until be wa" !Pt· 
t!'r perlet•t. .'\l cermiu points in 
the talk he wa« ln«trnrted to ~n· 
1li>avor to close the snlo. 

These talks wer<' 11nvl'r lonll. 
ll never rl'qulred more than a 
fpw minulf'!:> to give thf'!m. If they 
tlld not rci;ult in a ealf'! there wa!I 
suJiplementnry mat<'rlal to use but 
the ohjert was to obtain lhe ordt'r 
with lhe fpwest pos11lble words. 
Follo'ldng this conr,;e enabled thP 
men to make the ma:clmum num· 
ber of calls a day and also to 
rlose the maximum number or 
!'ales. ll wa" almost beyo11d the 
bounds of belief the amount of 
money some or thO!"P men would 
earn durlne; a short summer \"O· 

caUon vf'ry largel y bccuuse thPy 
cl id not on~rdo the sl'lllne:. 

When to Stop Demonstrat ing 

sold on the Installment basis 
there are i:olne: to be many cases 
whl'n It wlll be necessary to r e
sell it and It even'thlng about ll 
has been demonstrated bctore the 

11ale was made, It naturally fol
lows that there ts nothing mor e 
to say about It and a11 a r esult It 
may be neressa ry to take it back 
nimln. 

Ther e ls a tailing as seen by 
the person to whom attempts a re 
made to sell appliances that Is 
common to a good many appliance 
Halesmen. They are too slow In 
coming to the point. Some will 
spend so much time talking abou t 
what they havP that tbe prospect 
~ets tired bf'fore he Is asked to 
buy. 

On lhe 0U1er extreme there are 
those who say practically nothin~ 
nbollt what they bavP for sale 
and try to i:et the ordPr without 
making any real sale~ el'!ort. There 
Is a point In between these ex· 
tremes whJch results 111 sales. 

Good salt"smanshlp requires thal 
just enough be said to acquaint 
the prospect with what lF- belni; 
o!fered for sale and then the dis· 
covering of the obJertlon tho 
prospect bai; to buying, If he does 
not Immediately clo!le. Some
times these objections are exceed· 
lngly simple and easily explained 
away 

Why He Old Not Buy 

It Is a mistake to l?:O too far 
In the dPmonstratlon or any el!'c· 
trkal appliance. II llJ better to 
secure thP ordE'r j11st as soon as 
It possibly can be securtJd and not 
trY to tell the prospect all theM 
Is to be told about IL ll ll ls 

A man selling electric power 
for a central station called upon 
a prospect wbo had been soUclted 
cor several years. There seemed 
no renson why lhe vrospect should 
not buy power but It had not be~n 
possible to get him to do so. F lll· 
ally the salesman asked him why 
be. did not pur chase rather UHlD 
generate bis own current- T he 
answer 11howed that he dld not 
understand lbe central station 
rate. A lot of time had been gtv· 
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en to showing Lbls man Lho ad
vantages ol purcbased power but 
no attempt had previously been 
made to ascertain the real objec
tion he had to purchasing. When 
the objection was learued It re
quired but a rew minutes to s:ive 
him lhe information lhal wa" 
needed to closo the sale. 

Thi!! was a case of over·!wlllng 
and lack of effort to learn what 
t ho man did not really understand 
about the proposltloa Sellin~ is 
In reality a ca!'le oC teaching. .\ 
system which has brought goon 
results in teacbinll; is to give the 
11lgh spots of U1e subject to the 
clai;s, <'nough about it so that the 
!'tudents can a!lk lntellleent ques
tions and then to start them ask· 
lni: questions. ln thi!> way a grf'at 
deal or ln!ormaUon ls brought out 
that might not be i! quesllon" 
were not asked. The .-tud ... nt:> 
baYe explained to them what the• 
do not understand On the other 
hand If they are asked to listen 
10 n long and morP or less tPdlon" 
lecture they are pretty 1:;urt1 not 
10 grasp It all and very orten mli;s 
,;ome or the most Important parts. 

Strive to Get a Quick S ig nature 
Some men who are making a 

remarkable success in sellln£ will 
run over tbe good fPature-; o! 
wbal !.hey have tor i;ale. and rov
er Lbcm in as rew a10 possible 
worili;. Then they try to close 
the sate. The prospect IN f!iven 
p,·ery opportunity to sign 1111 then 
,md there and save the tlmP oC 
hoth lhe salesman and himself. 

Tr t he sate cannot be clORPcl at 
111111 point, he asks the prosp!'ct l! 
there Is anytblnit about tlle pro110-
sitlon Uiat has not been mad~ p>'r· 
1 ·ctly plain or that he does not 
understand. l n U1ls way the sales
man Is given a lead. He might not 
he able to get In any other way 
aml I,; kept on the track of talk-

lue: along lines and about things 
which seem or the mosl import
ance lo lhe person to whom hf' is 
t.-elllng. 

Get Prospect to Ask Questions 
Just the moment the pro>11>ect 

be~ns to ai;k 11uestions thf' Rales 
re-.li>tance lie t·an muster begins 
to \\'t>Dktn. The more que~tions 
be asks llle morl' lnterestwl be t• 
golnJ' to get in Iha snbjcrt pro· 
viilNl these questlous are I ritelU· 
gently and t•orrP<•t!y aru;wered. 

On the orher band iC thr sales
man keeps rie:ht on talking and 
demonstrating uncl does not per
mit till• prospt'l'l to gel a woril in 
.:clc;ewayi; thl' prospect is bound LO 

lo. e Interest an1! may bct·ome 
nctu:11ly rllsgm;ted. under these 
condltl•>ns tbp sale is quite llkPI) 
to lw lo::;t. It l.i not ta lk that 
mnkes sales but luleresl. 

Get a per,,on to the point where 
he bec:ins to ai;k questions about 
convPulence oullc>ls, for p:1.a111ple, 
and lt becomos easy lo sell him 
Ul!':il' f'XlTa OU tie ts 

The prospect who asks ques· 
lions and then makes a purchase 
Is i1rL>tty rcrtain to be satisfied 
with what he 11as bought. rt ls 
irnr!L•cth· ob,!0111; to him that he 
has not bern untluly infiuencetl. 
He has asked Cor and reedve!l the 
information that has enab}Pd him 
to make a wise decli;lon nn1l after 
be has made thnt decision ht' is 
satisfied 

Any system of personal s!'lllne 
that does nCll Sl'IVe the prospect 
ample onportunlty to ask ques
!101111 anll makP him Ceel tbal hE' 
ha~ formed bl!< own judgment is 
a cnse or what ma~· rkbtly be 
rallcrl over-selling and Is wise to 
avoid. Let the prospect do a ll 
thP selllng It Is possible to have 
him do This Is the easiest and 
almost always ihe quickest way 
to make sales. 
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Selling Small M otors 
(Cominued from page 65) 

time tinkering with their car. A 
motor with attachments such as 
we offered can be of great use to 
them. The other third weot to 
small manufacturers with a few 
to merchants. Manufacturing jew
elers, garment manufacturers, tai· 
lors, bakeries and grocers and the 
like took them. 

Aside from the fact that we 
learned we can merchandise 
small motors, lhe campaign 
proved that il Is easier lo sell 
tracl.lonal horsepower motors lf 
you have something to go with 
them such as a drill press. lathe 
or band saw. Your prospective 
customer is more open for a pur
chase If you can show blm what 
the motor wil l do even though be 
does not buy the attachemnt. 
Moreover the margin of profit on 
yonr motor is small Anythin~ 
that can be sold at the same time 
means just so much more money 
to the business. For the dealer 
who handles motors alone, It Is 
imperative that he carry a full 
line of belting, pulleys, and 
everything else pertaining to mo· 
tors and motor drive. 

This may seem extraneous but 
one of the best advertisements a 
dealer can utilize Is his servic· 
tng departmenL Bring that into 
your sales argument. but not so 
strongly that your customer will 
thtnk that the motor will not 
stand up under work. Carry a 
full ltne of parts and be ready to 
make repalrs In the quickest pos· 
slble time. 

Fractional horsepower motors 
can be profitably merchandised. 
Stnce the campaign closed, we 
have been selling tblrty !4-hp. mo· 
tors a month over ,he counter, 
and I am convinced thal we will 
continue to do so. If sales drop 

off, we will put on another cam· 
p:llgn. working ln what we have 
learned. But we don't expect 
sales to drop off. We have cre
ated a demand and every motor 
we have sold Is a first class ad 
!or us. Don't let anyone try to 
tell you that 31.l·hp. motors are not 
a staple line of merchandise jusL 
like a percolator, a toaster or a 
box of lamps. They are. Our 
:sal~.:s records have proved It. 

Christmas Selling Helps 
Under the slogan, "Give Some

thing Electrical," the Society for 
Electrical Development, 522 Fifth 
Avenue, ~ew York, has prepared 
an assortment of selling helps 
that cao be used Lo 1uh•antage In 
holiday selllng by almost even· 
rlealer In U1e rountry. 

These helps include a window 
display screen. counter display 
cards. stringen;, Santa Claus cut· 
outs. poster stamps, 11heet posters, 
booklets, folders and lantern 
slides. 

The Santa Claus cut-outs are 
worthy of special mention. They 
are lithographed tn four colors: 
red, green, black and gray. In 
an assortment of Lhese figures 
three point to tho left, three to 
the right, and two downward. This 
arrangement provides for direct 
emphasis on a spccl1led single arti
cle or a group of articles. The 
faces of the figures beam with 
cordiality aod bid welcome to all. 
Each figure has an easel for stand· 
ing. 

These Santa Claus figures can 
be used not only tor window trim 
purposes but also as souvenirs to 
be given away Lo children when 
father or mother buys an elec· 
trical present In the store. There 
is no advertising on the figure ex· 
cept the single line, "Give Some
thing Electrical." 
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In ff,r-awav 
JAPAN affd-

-in Europe, Africa, Suuth America and Austral.ia, 
Ohio 1\Iotors are making nnm;ual records for relia
bility and durability. The) are ideal equipment for 
appliances sruppe<l far away where trouble-free 
performance is a prime nece::.~ity. 
Ohio Motors are ball-bearing; they \\ill run satis
factorily for many year::. \\ ithout other oiling than 
they receive when lea' ing the factory. The .un
usually simple starting switch is a guaranty agamst 
trouble. 

The washing machine, ironer, or oLher home appli
ance equipped with an Ohio ~lotor always has 
dependable power. No nee<l to worry about ser
\'icing troubles from that source. 

Designed originally ior mechanical app~iances, Ohio 
Motors are particularly well aclapce<l tor home ap
pliances. 

THE OHIO ELECTRIC & CONTROLLER CO. 
CLEVELAND, OHIO 
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OHIO MOTORS 
" Modern Motors f or Modern Appliances 11 
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About Sellin!t Fixtures 
and Liith tin!t 

Though his particular specialty 
ts appliances. P. J. Wiiiiams, a 
salesman tor the Post-Glover Com· 
pany, Cincinnati, Is also keenly 
Interested In llghllog because It 
is such an lntlmate part or elec· 
lrlc service In 1he home. 

"The trouble wllh most of us 
when ft comes to lighting," he 
said, "ls that we tall to distin
guish between lighting and fix· 
tures. ll's perteclly all right to 
sell a set of fixtures lhat looks 
well and harmonizes with turn· 
lsblngs and all lhat, but we oughl 
to remember that tbe first thing 
fixtures should do Is give light 
and give 1l right, and certainly 
some of the freaks designed by 
interior decorators Instead of 11· 
tuminallog engineers won't do 
lhaL" 

Io bis own home he ha!! In· 
stalled Lndlrect equipment In ev· 
ery room except dining room and 
kitchen. Ile Is not sold on the 
present side-wall bracket [ashion. 
and Is particularly vehement 
about lhe use of bare gas-filled 
lamps. 

"The children who are being 
forced to read nod study under 
these lamps are going to <'arry 
the etrects of glare through the 
rest of lhelr lives," he declared. 
"and every dealer ought to make 
It a part of his job oC selllng 
good llghllng to stop this sort of 
Uilng." 

He Insists on attracth•e displays 
of merchandise not only in show 
windows but on sales floors as 
well. "Too many dealers think 
they have done Ule whole thing 
when they dress their windows," 
be snid, "but that's only the first 
step. U you're preparing to en
tertain guests you don't just clean 
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up your front yard and a show 
window is no more than a !root 
yard. So see that the arrange
ment o! goods on the Ooor match 
es the window display." 

When be was asked what be 
considered the dealer's greatest 
selllng handicap, he replle1l 
promptly, "A Jack of cooOdence. 
I know dealer after denier, good 
men, sold thoroughly, and heart 
and soul in their work, yet as soon 
as they face a prospect buck Lever 
gets them and they're losL I 
su11pose it's due to the tact that 
they know lhe prospect too woll 
in some cases. But the only real 
cure I know of is for a mno to 
become so eotbuslastlc about 
what he's selling that he forget::; 
all about who's listening and just 
talks." 

He does not fayor the short 
hlgh·pressure campaign. ·'There 
is too much of a slump after· 
ward,'' he said. "Nobody can 
st.and such a pace for tong. The 
best kind or a campaign ror re
sults is a twelve months' cam· 
paign every year." 

Pacific Coast Office 
Opened by S. E. D. 

To render a more pen;onal nod 
lntiJilat.e service to the cJectrlcal 
industry of the PaclOc Coast. the 
dlrectors o! the Society for Elec
t rkal Development have author· 
ized the establishment of an o!Ilce 
al 527 Rialto Building, San Fran· 
cisco, Cal. :\Ir. Sam11PI H. Tu~·lor, 
formerly vresideot o! the Electric 
Railway and )1aou!aclurers Sup· 
ply Company o! San F'rancleco, 
ha.s been appointed Pacific Coast 
manager. Mr. Taylor wlll con· 
Unue to serve as secretary ot the 
PacUlc Coast Eleclrical .<\ssocla· 
Uon. 

"p " ioneer 
Variocoupler 

• $7!!!. 

1011er 
ASALE is not completed until such time as the 

customer is thoroughly satisfied. 

Profits are not made on goods which a cus
tomer returns-or upon which he requires an 
u nusual amount of service. 

These t;-vo faclors we feel enter into the suc
cess of P10.neer sales. Not only do Pioneer 
Products satisfy the customer but the service re
quirements are nil. 

The customer who buys a Pioneer Vanomelcr or Vario
c~upler not only ia satUfied-but 1he mechanical and elec
lncal excellence of the produci. are such that the cu1tomer 
docs not retu,rn .them for even minor repairs which take 
up the dealer• bme and cat mlo his profits. 

f.:ast aca5?n we could not begin lo fill all the ord..,8 we 
re~e1\'cd-1his ~e;u we have doubled our capacit}. We 
wtlJ fill orders m rotabon H rece ived and would •ug"e'll 
you get yoor order 10 a~ early aa poa&ible so .. to enable u• 
lo make prompt ah1pmen1a. 

~ 
flONE~~- 'OR:::Oil 

,,,~ 

J02Pioaeer Ave, C.leabur1r. lllinoi• 

S a y >·011 • aw It In E1 fl "TR!C.\I, fiP.TA!t;t llc; 
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This quality premium will enable you 
to turn your merchandise into cash 

tau .. 

Put on • strong drlv~ on washing 
chines, ironing m.tthincs, vacuum 

~ners and olhe!' specialties, with 
the PEASE CLOTHESTR!i:E u 
the clinching premium: It wi~ uke 
with your prospecu Just u '\>did 
with J 100 women for the W.eat ~ 
Power Company lllld Philadelphia 
Electric Company. 

WRITE TO US NOW! 
The PEASE CLOTESTREE, 5 

ft. 10 in tall, is pufectly made to 
1,.~1 a lifetimL. It has 36 anm. one 
or all of which can be used at o!1ce. 
Revolves ; roll~ anywh~e. Ooes into 
any space 35 inches Wldc, has 40 ft. 
han~g ~ea. At'm$ fold up when 
not in UK. Fits well with your other 
goods makes tbe doubting buyer act. 
GET' CIRCULAR ANO PRICES 
NOW. 

H. G. WOOD MFG. CO. 
Depl X~ DEXTER, ME. 

Tltis !\ew lamp 8ives 
the dealer exfrd]!!:P/lt§ 

M Clamp Lamps In odd 
Display a few oon h;ui no idea of buy· 

positions and P.eople w~ k d BUY-it's so 
ing a lamp will stop, o an ch a baraain. 
diffa-ent, elev~, useflikule :'!.~v~lty Sells on 
A ttracu attcnnon • 
ata wide ~ulnas.. . . . 

Get this lamp on _dlaplay while 11 as anll 
new. Dealer price 11 

Each lamp in Individual canon; 12 
to ahippinc pacQce. Write for sam
ple paclr:aa-e. 

WilSOI\. 
Utensil Co. 

Daytol\.- 01\_io. 
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Write for discounts 
if your ] obba

can't aupply you 

Tunable Phones, Loud Speakers and 
Straight Line Condensers. Also Popular 
Priced Rico Head Set- List $3.50 
These widely ad1•urist!d R.ICO 11>«ialtiu will 
bring )'Ou blfl radio proji111 Striltint display 
cards •ent u1>0n requeu. 

. ' i 

"Rico" Scralth t L.tne Condens.,,
Rcplmce the old cwnbtrs.ome 43-pla t~ 

or 2J-plue corulcn•a-. u- two-thirds 
1.,.-, 5!'3tt, wonderful for th e homr
b uil t set. Order nowl List $1.'lS 

1 'RJco"' Tuned '-.l:.;."'""'U... Metoton~ 'o. UO Sf>('tlkera 
So wo ndel'fully docs Its adjustmcnl 

work 1h:u any sound ,·olume or quality 
can in>t.'1nta.nrously be obuaincd. Com
pare it •l'ith any bigb pric<'li speaker. 
No. 250 _ - -·- $6.00 Complrte 

••Rk:o'' 
Dou bl a 

Phooodapter 

A pair uf ttteivcrs plu.t this Adapter 
maktt your phonograph a loud-spe;Uc. 
C'1' ! W ill 61 any make of phunc 
No. 132 Double __ ---- --S .15 
No. 131 Sin ate . SO 

I 

~llto 
INDiJSTRIES 

CORPORATION 
1Sl Duane St., New York Clt)r. 
Cable A.dtlttu: Rleotrade, .N, Y. 

" R ico" Ticodp.bon e 
No. ~2000 Ohm Slllldud._ $3.SO 
No. 7-3000 Ohm. Sta,ndar<L. .. - 4.00 

No. 25 ·-·· .. _ __ __ - Now $3.SO 
· ·IRlcoj"• Tuned Rocel\era 

The only practical tunable rtcciver 
oo the market I 

By means of new exclusive features, 
you ca.r1 achlcve aupu-scultivity not 
pouible with other phones. 

List 
No. 20-2000 Ohms Adjustable......$4.50 
No. 30-3000 Ohms AdJuStllblc._ S.50 

Sny 1ou aaw It ID E J...ScntJCAL R&TA1LINO 
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Show them and they're SOLD! 
These 4 Coto Compact 
Leaders Sell Big 

The four mos1 intctestinc and salable 
n cna of radio apparatus on the llUU'ket 
this year Live d ealers arc displaying 
them prominently an windows 10 "get 
' cm In.. and on coun trn 10 staJ1 big 
sales. 
(l J New Coto Compact Air 

Condenaer with Vernier 
Only 2Va inchca square. but splendidly 
cfficienl With positive delicate vernier 
A ll plarca soldered in place .OOOS Mid 
SS. .001 Mid. $6. 
(2} New Coto Compact 

Variometer 
In p<>lishcd brown bakdn<- Sue 3 ,x· 
I ¥.x3h in. Range 200 to 600 meters. 
H oneycomb wound stator Pigtail con· 
ncction to rotor. Base or panel mount
ing T~ 8000. $5.00 
3 New Coto Compac t 

Variocoupler 
A companion piece of the Vanometcr. 
Sue only 3~4x3xH4. Ranre 200 to 600 
mctera. Pjatail conne"ion to rotor. 
Paftel or base mountin1. Sells on sagb1. 
T ype gooo. ss.so. 
(4) Coto Special Audio 

Tranafonner 
Turn ratio 3 to l Made to Kil ar a 
popular price but wodanonsbip and ma
terial 1be belt. Pully cuar.uuced. Type 
4500. $2.SO. 
W rite today for Folder am! Pncc Lisi. 

Also enclose Jobber's Name. 

1111n11nn 1111" • • "• 
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Something 
new! 

Marve lite No. 999 List Price $10. 
The !-'Teat. nation wide rcco i . . treatments as a health build ~ llOJl .or the val1:1c or therapeutic 

MARV ELI'..fE Thcrnpcutic 'I·;i;:;~yrrcd us to bnn~ out this new 
Already, tl has taken its I I . \.ibralor a~ an c..xcccdin 1 P ac_e a ongs1d.c. the \ 101ct Ra)• and 

lrical lines. • g Y prohtablc addition to retailer:>' elec-

Though ~ellinf{ for ~10 oo "t h . chanically as well as -cl~ch-i:all ~s ltei; c;1retully_ dcsiirne_d, me-
aJummum and embodies ~e , 1 ) ·. t f1s made ot one piece oi 

'"Marvelite Jr •• f •. • vcra unique e:atures .. 
for Si.00. • ., o ,,mailer size for beaut)' parlor \\Ork c;eJls 

".rite us today for ,,illustrated folder describin~ "t in detail! 

Big Sale 
for this too! 

The 'Supcr-?.farvel" Violet 
R.ay h 1tC1.Wl!l7 the bi""' 
,...Jue 1ou can offer. and tbe 
Lnn1ts1 money maker ol all 
\ aold Ray outfiu ! Com 1.cte 
"'th 3 tl.,,,trodet, in sillc f;,.cd 
ca~ for $12.50 liat. (On the 
b:w1 or other Id on thr 
marlc~1. $12 SO mil(ht • ·ell be 
tbc wholesale pri~). 

95 

Eastern Laboratories Inc 
223- 21") E. J 8ch St. Sew Yo~k Cf~ 

Say you aaw ll ID ELaCTl.llCAI. R&Till.UiO 

J 



96 ELECTRICAL RETATLINC November 1923 

0 ne dealer found 
it so profitable 
that he assigned 
6 salesmen on it f 

• The FASHION FLOOD. 
LITE will fiood the win
dow with colored or white 
light and at the same time 
concentrate a powerful 
spot or light on any article 
you may desire to bring 
into promfoence. 
The opportunities for strik
ing lighting effects are un
limjted. 
Every store in your terri
tory is a live prospect. 
There are sizes and types 
for every need: 

FASHlON FLOODLITE 
complete, Including wire and 
plu•, $13.25. 
Color unit with live shttts of 
colored gclatine-$3.25 extra. 
The F ... SIUON FLOOD· 
L!TE JR. complete with 
wire and plur-$10.SO. 
Color unit with 6-ve shttu of 
colored gebtine-$J.OO extra. 
Our lateU model-the 
FASHION FLOODLITE 
] R.-is idc:al for uoe ill small 
wi.ndo•u. 
:Both out6ta u.sc a 1tandard 
200 wa.tt lamp. 

Write for particulars and 
discounts on our entire line. 

Briel off :Mfg. Co. 
Dept. 18 

119 Lafayette St. , N. Y. C. 

Whatever other lamps 
you carry-YOU CAN 
PROFITABLY SELL 

Champion 
"BRITER- LITE,, 
ALMOST UNBREAKABLE LAMPS 

To break the filament you 
must break the glass. 
Will stand jars and more 
knocking around than any 
other lamp on the market. 
Especially adapted for gar
ages, shops, kitchens, etc. 
25 or 50 watts-37c each. 
In packages of 5 lamps 
Special prices for quantities. 
Send for full details and 
quantity prices. 

GREATER Sc:Rv1c£ Et.ECT1t1c Co. 
S3 Halsey Street, Newark, N ]. 

You'll sell this 
New Cord Set 

Put up in 
aunctlvc 
individual 
cartons. 

It's priced 
RIGHT! 

]ult what you need for a big tcllmg 
Xmaa specialty. 

Qualit:y throqbout-aU American 
made. Saoppy lookinablacln1nd~I· 
law asbestos cord and 2-ptece attach
ment plua. 

Very attnlctive clbcounta to jobbcn 
and d.ealcra. Write for details todcy I 

Reben Elec. Mfg. & Supply Co. 
32 Union Square New Ywk City 

SaJ JOU aaw It ID EUCTlllCAl. RnAILINo 
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Euminc thi1 Toas1-o-Grlll without the price Iii • • 
say it ought to sell for SS.00 to $7.SO. It atand~ ~~m' 1 a:i~d n yo~ 11 
the but hot .plat~ made at these prices yet 1,hc list ii o~y S~.OO~th 

-i:"oast-o-Grill is introduced to you at the start of the yur' b · 
selhnc season. To neglect this ~portunity for im ortan s h •c_gest 
profit1 is to overlook the biggest thing offered the c1:Ctricalt ~lid~y 
ycan. • '" 

Get lull information on Tout-a-Grill now Or let 
119 

d 
for. full test •~d .comparis!''.' with other 'makos. But ••:ct yo~c':Je 
while we arc suU in a poSioon to guarantee prompt delivery q M 1.1 
the coupon now. • aJ 

ATLAS APPLIANCE CO:\lPANY 
64? W. Jefferso n Sueec ~ 
DETROIT, =--=-----
AllCU . ~~ 

fPt 1-'"·s a"l). ''°'l 1urh.. CO"'pat'-'""" 
ATl·"' ~..tt,:r-1D !il • ,,., UriU fM tr!U1 -"~\ •aloe. 1'\l 
6'1 \\ ~o4 .,,~·~,.~"':l.~ ~r~·:r~~ 1'\\ ~\uru t. 

0 11 I U ~..,-1t1• .ol .. 
,..n 1\ f! a,f'.1 ",....,, JOG 'D -' T __ .,0 .ttr\\\, 
\n r. 4-79 f ,nnoumi "°' 

CLIP 0 ~n·\ me fufU1<'r ln 

AlVD ~~-

MAIL THIS 
COUPON-NOW 

YI 



ELJ::L"Tl(ll.'.\L H.1:·1 \lLl.:\• . 

''Bobby'' s3~ 

" J arnp" 
$2.00 
list 

l"'ll ,., .9 .• .,,,. , .. , " 
wull "r M111 k b11utdlH •IJ 
...... t aa.rri..lrol r!M"\~ l 
- 1-t1 .,." 

" Mar•• Ant•ht•tt•" sa.oo 
!".a.mt" atM•l M • 'itt" q .lTIN" f"arL· 
td la 'Mi~" 1 M.b•t ttu .alns tar 

Willi De ta cliob/e Plug irt H a nd lP 

Holiday Profit 
Insurance! 

That'• what the SLluchttt Line of Quality 
Irons brine• you. Her•'• ~he reason 1'.h• 
three iron• ahown hen ewe you a pncc 
ranee to suit every buyer. No need to Ile 
up cood money in a doun different slow 
moving branda. 

Funhermore--we Will gladly exc:hanfe. at 
any time, unsalable numben for 1hor.e which 
you have found move moM rapidly m your 
loc:abon. 

And for the pnce asked. each one is an 
unbatable value. That iruiures quick sales 
and quick profit&. 

Writt todll' few tomplete _data on the 
Slaughter Quality Line. Do It now while 
a•ocb arc complete and we cart cuaranttt 
prompt delivery. To delay action may mean 
sorne good profits gone Htray. Wn 1e now. 

SLAUGHTER CO\IP\"'Y 
\f..-.u(edw ,,., ~ E.ledtk Cut/mt /rOIU S1rxc 1911 

Jill S. ~UcliJQOn Ave., Chlcuito 

SLAUGHTER 
Q~~ 

M\fb\IDmmtnIDw\ifl\~~~ 
\ 1011 II! i.:11•· BJ(' R l:T UI ' 
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f"ATDCll:D 

CORRECT DISPL'AY 
BUILDS THE BIG STORES! 

Do you want your store to be a /eaderr 
Do yo u n·ant to see your business gro"' steadilyr 
Do yo u wont m ore projirsr 
Do you want easier profitsr 

'"f RE retail mrrchant cf tocby bu learned that be can have cortect clioplay u wdl 
as the bi& powerful drpartment s1orc or c:bain of atores. Wuh a am.all investmcnl 

any rc~I dealer can P.ut into hie 1t0tt the same selling power that maket> the baa 
•• .res b1g-1nd dom1n1u ng. 

You can bne conect display in yo!"" store by ~n.r Ute Dayton Displar PiztllTe. 
Thousands of urnes 11 ha• proved that 1t wtll rcvolu11on1ze n:uil selling It will do for 
you what it has done. and ~ dolnr for other~ • 

ti you want to pve the public what it today expects And d..mand~ood1 fully dla
played and 1cccuil>lc-and make money by dol"i: it, place a "DAyton" in your s tore. 

.Groc..-1. Druggats, H1rdware Dealtts. Own..-s of Specialty Shor-all kinds of re· 
t11l~t.berc IS a pn>pcr display for your atore that will make you money. 

h coSt:S you notlJ!.ng 10 ~d out about cortcct display, and how easily it ;s 1«ured 
"'Ith the Dayton Duplay Fnnurc, 

Let us hear from you. 

f7h~:ba!!!f!~gJtiJplay:fli¥11~@ 
1820 WES T THIRD STREE T 

~AY ynu 1w It UJ ELrrTruc..i. RrTAJLJSG 
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Haupt' s-The Original Refiector
wm add profits to your sales 
of Xmas Tree Lighting Sets! 

t. Absolutely fire proof. 2. Will ~o~ short circuit. 3. Bar: 
monioualy combines numerous brilliant colon: 4. A won 
dcdnl additlon to any Xmas &e:t. S. Sells o n 11ght. Macy 
attractive desiam. 

An eaJtY scllcr with bltt pro:fits 
-gel busy now! 

JEWEL 
Electric Fountains 
-easy to sell because ad
vertised in big national 
magazines. 
Jewel Electric Fountains are port· 
able and do not require an~,;'J~!~ cs~ 

aubstanlially 
constru cted 
that they give 
perf cct s e r
vicc for years. 

W e manu· 
(acture 8 VBr• 

ied line of 
elec:tric roun· 
taina.Scnd to
day for full 
details a nd 
apecial og'cy 
proposition. 

Jewel Electric 
& Manufac-
turing Co. 

4.505 Rayon•· 
wood Annue. 

CRICACO 

A Big 
Proposition 
for Jobbers 
and Dealers! 

Llt-upwhb 
Bliupt Reflectors 

Be ready for the unprecedented de
mand that is bound to come this Xmas 
-ACT AT ONCE! 
Send for a sample double gross or write 
for full details and sample today. 
Please name your jobber. 

B. HAUPT, Inc. 
&tabllshed 1888 

l 038 Broadway, Brooklyn. N. Y. 

ttSfANDARIZEb" 
P atent Applied foe 

COIL RESISTANCE 

Made in two diamcten to meet every need. 
F or voriona wotta11es simply cut lcn~ u 
indlcaled on lhe spool and stretch toreqwred 
lellll"th. Aak: y our jobber or write us. 

Industrial Heater Co. 
6 Reado Str-t 128 N. Wells SL 
NEW YORK CHJCACO 

Aho ori/lin<1lor. of tits 
"STANDARDIZED" Flat-iron Unit 

Say you saw ll In ELECTBlCAL RETAILING 
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A Good Motor on Household Appliances 
Increases Dealer Profit by Reduc-

ing Service Expenses 
A household appliance with an 
inferior motor is as unreliable as 
a watch with a defective main
spring. And the dealer who sold 
it bears the brunt of criticism and 
the expense of servicing. Look 
-then-to the quality of the 
motor in the appliances you sell. 
Be sure it is dependable, ample 
in power, economical of current. 
Be SUC"e it is as "neglect-proor• 
as a motor can be made--for it 
must bear both neglect and 
abuse. And remember that ex
perience proves that most of 
your servicing expense is due to 
"motor troubles" that are really 
"motor bearing troubles"-that 
are anticipated and guarded 
against in motors built as motors 
can be, and should be, built. 

FRACTIONAL H. P. MOTORS EQUIPPED WITH 

••t:1VRMA'• 
PRl!CISIVN 
BAU. BJZllRI GI 

Require the Least Servicing 
Because they are free from the 
bearing troubles which cause 
two-thirds of servicing e..'l:pense.. 

Use Less Current 
Because they have a higher elec
trical and mechanical efficiency 
-lhe least bearing friction. 

Are Largely "Neglect-Proof" 
Ilecause they have "magazine 
lubrication"-Lhe bearings are 
packed with lubricant ample for 

long periods with out renewal. 

Are Cleaner 
Because the lubricant-packed 
bearings do not throw oil. 

Are More Easily Maintained 
Because they can be quickly 
opened up, inspected and cleaned. 

Last Longer and Do More Work 
Because the unfailing lubrication 
prevents excessive friction and 
wear. 

A booklet will be 11ent on request. And our engfoeen 
will welcome ctn opportunity to be of ctstri11tan ce. 

Anable Rvenue LonqlslandCitq New York 

llRl.L, RQU.ER Al(D THRUST BERRINGS 

Say :rou saw IL l.n ELl!:CTJm:.u. R•TAILINQ 
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l 
Free D~monstration J 

offer~ 
Hot wai<r inatantly!- .ind ccono"Dkally I 
That't the popular HOT-FLO I 
Wc"ll tiend you one on }re~ trial •I thC' S"J>C· 
rial introductory price uf SIJ.50. 

Siic it upl Try ie 
forlOdaysl Return 
it at our opcruoe if 
you don't t.htnk it'• 
a live wire, red hot 
a ales proJ>Ofti lion. 
N--1n time for 
Cbriotmas oales
wnte Ill a l anttl 

Coupon •• • •··•••••·· 
· ·n~~ .i-~1~ · Ei~~nc ' o , 

SJS S<-•·cmh A" , 
N .. w \' ork Cit>. 
~,.,, DJ• • f'f'l'tJlar W (If) ff.ll ,,., •t tt.ir •rrrla.l 
lauodullf10J'J JIMtt I 111 :.0 I •lll 41f'p»ll r.ha 
a mnaflt •i~ 1.lllllban ~ d• )'"1• h I• und•r
•lood t.bM I nn rt"Wm Ua• baur • Ualn H, 4•• • 
aa.11 • ' wU1 , .. rwict ""'" prn-1\,J 

Name-
_\1Mr~• 

rlt)' 

~~'; ~tuh oc.- H'lll flo ca;;;-_..d co Hdii t1••"' 
; J " l!lW'flal prln ard•r ma:M br IM'~L11v-a111"4 l') 

'"'"'m 

THAT 
ALSO 
BAKES 

KILLARK 
BELL-RI~G~G 

TRANSF0Rl\1ERS 
Approved by the Under· 
writers. Guaranteed by 
the: Manufacturers. 

Write for Booklet 

Killark Electric Mfg. Co. 
J'M0-18 F.anoo Ave • St. !Auls, Mn. 

Pri12 $1S.OO 
Color-Lite $3.50 

Flood-0-Litc, Jr .. Ill a 
panablc interior Sood 
light With tcientifical· 
ly-$hapcd silvercd-glua 
rr.Hcctor. cu.ar~nieed 
fur live ycara again11 
chcck.ing and peeling 
Write for complete de· 
scription. 

ELEC'IRlC \.L Rt l ,\lLlNG 103 

'CT/le Zift Stores 
use Rootl-Oilte, JI: 

Many small stores use it and hundreds of 
others need it The price is so reasonable 
that it is within reach of all. 

Here is your chance to sell beuer lighting 
equipment to the big stores in your town and 
the smaller stores as well. Flood-0-Lite, J r., 
is the ideal equipment for display lighting. 

Put a Flood-0 -Lite, Jr., under your arm and 
demonstrate it to the merchants; install a 
Flood-0-Lite, Jr., in your display wintlow 
and show other merchants how to use it. Let 
Flood-0-Lite. Jr., sell itseH and your other 
merchandise. 

M a i I t h e Ii a n d )' c o u p o n 
R.£Fi.·Ecr·oit a· r;;Lt.JM·i N.ATiNG. co.: •••••••••••••••••••••••••••••••••••• 
S7l W. Wuhini(on St., Chicago, Illinois. 

Pita"" KJJd us salea data on Flood-0-Li•e. Jr., and your libtral clis.:ounll to dealers. 

Same •• _ 

Addr~ __ 
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In 3,682,494 
homes-

Tile December 15th issue 
of the Saturday E vening 
Post will carry a double 
page spread to broadcast 
the story of the new Bran
des Table Talker. 

Six other national maga
rincs will tell the same sur
prising story. 

More than three and one
half million families will 
be told about the n ew 
Table -Talker-just in 
time for Cbrist:maS sltop
ping. 

C. BRANDES, Inc. 
237 Lafayette Srreet 

New York 

November 1923 November 1923 ELECTRICAL R!';TAlLrNC 105 
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New Goods fo1· the Retaile1· to Sell 

. For the ~ewest good~ on the ~ket re~d these pages. Pencil each 
item on which you deSJJ"e further information. Cut out the items and 
!11ail ~ your letterhead ~o the manufacture.r. He will send you the 
information you want. Wnte now for prompt service. 

Loud Speakes--.. Sound rile., Jc uJ 
-1<aker is connructcd with a stem 
,. hkh prcJ\;d<a not on!) lor a lull 
rnlume of sound, but which al$o 
c.ircs for the proper d111triburion ol 
sound.~~htnte Co., Bloomfield, 
~. 1 

Floodlight - "Flood O·Lite, Jr.," 
~·<>rm C, produces a concentrated 
•pot ol light, and "Flood·O·Li(l:hl, 
Jr., Fonn I, a less iotf!n~ illumm:t· 
tion - Rdlectm- & Illwnuu.tinir Co., 
S65 West \Va.shingum St., Chica&O. 

I roner-Small <nough to lit into the average 
kHchcn :end large cuough to do a ll the work 
that a larger ironer c::ui do. Ifas open end 2s~ 
roll ; is r~bJ. , made in o ne siitc only ; fnun.c 
LS finished in dull gny enamel with blade 
m.uncl CO\'er and recci.-ing board.-Wcstcrn 
Electric Comp:111y, 195 l.Jmadway, New York. 

Violet Ray Machine--Tbia new modd is in· 
tended 1lrictly (or home use. It I• sold in an 
inlaid c:irrying cue, silk·lined, and i1 equipped 
complete with a N o. 10 & :ner.rtor and three 
clectrodcs..- M aster Electric Company, l lJ S. 
Jeffcnon St., Chicago. 

Please mention Electrical Retailing when you write. 
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Electric Hoi!1-
011"' man can opa 
cmte this '" to I 
"" capaci1 r eli:c· 

tric hoist. Runs 
o'°<"Thca<I 
track 

De<>i!tficd for us" 
1 u factnnes, whole
&3lc hou~es and re· 
tail stores. Jeno" n 
"-'th• "Lihahout-" 

-Shqi:utl El<'ctrlc Cr.me & IToict Com· 
~~;· 

1
4;; S<:huykr An .• ::lfnntom t'all•. 

Chrl.stmas Tree Lighting Reflector.
Ring• of the new rctlcctDrs ar<' smaller 
alld only one-half ns thick :is tlir mod· 
ob offered b7 thi. company 13~t yc:tr, 
Uua making it easier to screw lhe bmp 
into the •ocket. \\'ill not !1hur1-circuit. 
-B. lfaupt & Company, 1040 Broad· 
way. Brooklyn, N. Y. 

Safety Raxor Thi' intrnstiu~ nc\\ 
rlrncr i~ nut (in ly au t•k1.:tric s.a.fc:l\' 
raror. Lul it i"5 alto an elcctnc ,·1hrator. 
··1wrl-in.,1ne." !lath rulol><:r cup and 
hard k.uuh art" 11rto\. iJ"iJ for ¥ihr.catnr use:. 
01l<!ratc& oll :my current ar n•hage. .\ 
~x~ir-01 cord i ... JlN-Vidc.."<L llt'\'it~ i.., <.t:1lt1 
m 3 jcwcl•r's ro~c.-Tlle KcnuC) Elcc 
1ric Comp:ioy. 13.• Drriadw;iy X'e'" 
York. 

Ada.pier Cap
E4uipp<tl w ti h t w • 
parallel bl:id.,,._ heavy 
-..·.;irnpo~iii.t•n bndy m•i 
i:uilding metal •crew 
•hell. standnrd b(l.St'.
~l;i1111U3 Electric Co.. 
l m;., G...,.,11wicl1 ;i.nd 
Jlebrosses Sts., N cw 
~·.-irk. 

Rang~Fc:llurcs oi this new rnngc 
:ire; one !Jllll :md 1,.0 medium 1101 
plates. higr ~peed o•cn, white enamtl 
spl""h"rs, OV1'D and broiler door p:ine1', 
broiler pan, met•I rustpro'! oven lln· 
lnll"', mercury lhennomcter, reciprocat· 
Ing switchca, sm.:ill appliance :mach· 
mcnt plug :utd cltan-uut pnn..-Rath· 
bone, Sard .S. Company, Aurora, Ill. 

Please write to the manufacturer for additional information. 
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DC5k Set and Elcc:tric Lamp-Two wise little 
r;w)• • iai;n the dccor3tlvc touch for the arn511c 
comb=tton d.e.~k iet and electric lamp known .,_, 
mod<!! 800/5.. The lnmp is (inished in bron~e. Tt r•ands dl2~ '": high and has ll base 1hat is 9 ... 

B
cmg an 4f~ m wi1k-'\Vridlicb Bros. Mfg Cu.' 

ndgepori. Coru1. ' 

Rccdvil!&" Sct-:-Cou~i!.t< of tbrn ~ar· 
?te unns. tn ge!'ume sohd mahogany C:Ib· 
t nel.S, 6nis!1ed u1 113tural color, and h:uul 
r'-!!Jbcr. finish. P..tncls an blnck formk:t 
with high ip-ndc di.mi 3 in. in dinmetrr, 
~IJWP!lfti. with .latob• and binding I ~St>. 
fhc tumng unit, dr.tcctor unit and two 
~lllge nmplilication unJt arc equipped "lth 
all the 11J!tt3S.U'Y det'ic~ 111 p.;nni t ~Y 
~ sbsf:rctory operation. The three 
umts v_cnml the use oi a l .. u·i "l•""kcr r.,,. 
c!rtcrtnirunnrt purpo•e.•.-Jll;un lfadio c;.., 
t:leveland, Ohio. .. 

Radio H orn-This 
horn is 3.8 in. 1011~ 
with a 19 111. bdl, but 
is so cun·cd that It 
S!Jlllds only 21 iu. 
hri;h. Four models :trc 
made. All arc fin· 
i>hed in ebony black. 
- Winkler· Rt:iclunrum 
Co., -1801 So . .\!organ 
St., Chicago. 

Electric W asher 
This wn.shinir mtLcluuc 
rits into uuy ordinaxy 

mL>h tub. It i! of tlie 

Wuhine Machine-Thu 
neY.: vacuum type \V3.Shct is 
ei1mpped with 11 belt-driven 
worm gear, Y.hich i.s can
•!TIJ~red to hliminnte ail pas
~1b1hty nf mol"r burninic out 
tn .case C!( ovc.rloading. 'l"be 
VtTmg-er ts oue-p-icc~ oi cast 
alumm,um, i• tlrhcn with roll
!" clinms. nnd nray be swung 
tnlo !our Jmsitions.-Victor 
Jiff~. C•>., Lcav~nwnrih. Kiln 

~gi~t~ type :tnd ean be plac~ in a st;ition3ry tub. "uh boiler 
t atk • or any dther large Site container. Tbe action is claim;;;! 
t~ erpl!hl.tterT"'b clf'JCothcs in circulation and 10 clearurc ;ill clothc.s 

rou y.- ur ax rp., 54 W. 23rd St.. New York City. 

Please write to the manufacturer for additional information. 



Ask the man JflhO sells the 

SAVAGE Was nd Deyer! 
The ruanu!at·turer or a washing machine 
may be pardoned a natural prejudice and 
pride in liis prodncl. But the seller i 
bound by no such tiec::. He has had ex
perience with many makes and types. In 
the final analysis his judgment and pret-
erencc> is more to he relied upon than that 
of any maker. conc::cicntious as he may be. 

'fhe fact that the Savage .Arms Corpora-
tion buil<ls every part. and piece of the 

avagc establishes its quality. But the 
fact that these foremost wai:hing-machine 
distributors 11ave chocien Savage after 
careful test and analysis establishes some
thing more important to you: the profit
making possibiUties in lhe Savage and the 
or,ganizalion behind il. 

Revcr1o.ing the usual custom or asking you 
to \Vrile lhe manufacturer, we ur~e you 
to write or vii:.il the nearest of th<>se Sav
ag<' distrilmtor:;. Solicit lheir . opinion, 
their jndgment,-then acl accordmgly. 

Distributor• 'ftho sell SA' A er 

Buudctte & Graham Co .. 
915 Borhton St., 

ll eati1111: & Appfuno Co., Savage Washer & Dryer 

Boston, }.!au. 

Bucke,e Appliance Co., 
'4Z The Arcade, 
Cl~chnd. 0. 

Ddt Dt'Vicct Co., 
16'40 Markel St , 
Pbiladelphi.I, Pa. 

Il'&ie5 Home Appliance 

1427 °Bro11dway, 
Detroit, Mich. 

Inc.. 
:?:?4 Ccnestt St., 
Utica, N. Y. 

Uomc Elrc:tric Specially 
Co .• 

610 So. Olive St •• 
T.os Angeles, Calif. 

Jamestown He:iung & 
\pplian~ Co., Inc., 

H otel Humphrey- Bldr., 
Jamestown, N. Y. 

Judd Co., 
209 No. Michig:i.n Blvd., 
Chicago, DJ. 

Co .• 
3003 Jen~ Arcade, 
Pittsburgh. Pa. 
A. Schlueter & Co., Inc. 
131" Washington SL, 
Oakbnd, Calif. 
Schlurtcr's, 
2748 Mission SL.:. 
S:in Fr=cisco, 1,,aliL 
Schlaeter's, 
743 So. Figueroa St., 
Los Angclcs, Calif 
L . C. Warner Co., 
305 Occidentnl Ave. 
Seattle, Wash. 

SAVAGE ARMS CORPORATION 
DEPT. D-8 a-.1-A C. LL ,. CA UTICA, N. Y. 

I Q T 
or TIU WQ9LO'• FlllUT FIA!;ARll5 

1'11e. 011lv 11Jas11er in tlte wo,.la lmilt witlio11e a 
8~r11111. <?nly live major units : The Tub, 
either po!Jshed an? lac~uercd i:oppcr (heavy 
gau~~) or galvanized iron; the Spinner or 
washing basket, 0£ heavy, solid aluminum· 
the Pedestal, or Driving Unit, in which ar~ 
au 8icars. the automatic oiling device, and all 
dnvmg pa~ts; the Base, or Frame, of pressed 
steel, 3-pomt arch construc11on-strong 
e!lougb to h?ld a safe, and the Motor, de
signed cspec1ally for Savage, made by fore
most motor manufacturer .... 

Showing spinn..- ia 
washing: position 

(One way wllSbing action) 

A higher lift :trul !all ol 
I he washing than any 
nthtt type. In this posi· 
tlon Savage wa.'lh"l! 10 
lb•. of dry washing or 
·~vcn full ahccu. 28 com· 
lll~te r.p.m. of the con
tamcr basket. 

Showing: spinner In 
dryiae- position 

(No wringer nocded) 

A toush o! the band 1biit1 
tl1c 1pmnc:.r from w;l.Shlng 
to drying po•ition, auovc 
t.he wa,W watCT; 521) 
r.p.m. spin the entire 
~ubing dry for the. line 
~ one m1autt:- ·for tmn· 
mg In 10 minute•. 

S.•~e d~s Ml>l"e of 
rbc work, and a {lrml· 
u 1'1/l.n of work, th3n 
any other ""3Shcr. It 
d~ the rinsing:, blu
ing and dr:rina. wbcn
as wi1h other machines 
!hi< it ~D!'C by band; 
11 dOC"S at tn one tub if 
desired . It washes and 
drit"• errr11111fn(J, from 
u ,., ha.ndkeTcliid to 
hea• iesc blankets, cot
ton •tuffed comforters 
leather pillow•, rag'. 
rugs, etc .• 1ellhout fo. 
;11,.,,. 
Sava1:<" bu no wring
er. Therefore there 
:ire no broken buttons 
or fancnen; no WTing
cr creases to be ironed 
nu1; no painstaking 
feeding of wet clothes 
-;-nu rolls for llaht 
p1ecca to wmd around. 
All o p crn rlona or 
w u1 h l n j\. rlna lnl\, 
b l uing u n d d ryi ng 
o.re done ln lho S1w-
11ae wi thout the user 
puttJnA h t-r ba n ds In 
to 1h1> w11ter! 
Sa•-:a11e it 11nipltr, as 
well ,,. 10/rr. There 
arc no ltvcrs to '<hilt 
or •hdc, no sprinp, no 
rods, ere. O ne ewltcb 
con trols a 11 opera
t ions of .....W...g and 
drylna. There II no 
o lUnll! 
Sange tJ light but 
atW'dy The /lgllk" 
•asher made, aad the 
llnmgc.t. Weight i• 
all low down. One 
ltl<ln can demonstrat" 
and handle it easily. 
h ia cuy to move 
arou.oJ. The tight fit. 
11111r top (which C3n 
I.le used u a table) 
keeps the water boi. 
C;l~Jld~ Sa.v:ige sin>
J•lin1y u shown in 
thH-C picture1, .. itb all 
01brr types. This SBv· 
•ar •implicity i• rour 
nnswcr lo the question 
(lf servicing I 
NOTE-

On damp, rainy w~5h 
days So.vaac don the 
whole job of washing 
and drying: fndoor11. 
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Bindusc Post-In :ippunncc this ""'" 
bindinir f<>\I loon like a mi11i2ture drill· 
chud< wuh a hi11h po1 .. hcd nickd finish. 
It is uni,·erul in d~i~ and will :accrpt 
all r~lar c\ittS of phone cord ups and 
di1'«1 wire c::onnections from No. I Cl to 
:-<o. 14, al"> fork IYJ>" or spade tip tct• 
minat.. Corinec::tioos arc mnde by plug
Jring 1lrai11ht in, similar to " tdephooc 
1•<1<, and mad• pum.o.nc-nt by a slight 
t,. isl ul th< knurled c;&(l.-C.lobt Phm1< 
!.Iig. Cu., ltcadin~. ltus. 

Strip Heater-The-< bcMt:rs :ire 'laid to 
be rmctic;11ly ind .... tructible a.s they Oll'c 
•uh~tlltltl:Uly constructed. bcin!I completely 
enclosed nnd moisture Jlfl'n{, with ler· 
minab on one side P"t"mittinir clamping l o 
•mooth turfaccs [I is m:ide wrth watt 
ag~ rangin1< from 2'0 to 1500 for bnth 
IJO .uid 220 _.,1~-1':1hd11 1- \\'ic({:\ll•i 
Ca .. P ituburgb, Pa. 

lroner-Tbc di!.tinct lr:uun oi this DC\\ 
iroucr 11 a push-butt.on contTOI which i• 
desi1111ed to elimin:ue the former foot 
pedcll armngenent for tral15mitting pres 
sure to tbe . roll In 11cncral design the 
machine is sunilar tO the company's former 
model A "aimchafr" ironer.-Utcnsil.s Co .. 
JOS £. Columbia SL Fort W:a}'llc, lnd. 

Electric Cream Whipp«-Altho1111b pn· 
m.arily J..,Ji;ncd as 3 cream whipper, that 
oleorice c:m also be u•ed for milCing m.o.yon· 
naac, be:uin. ~•'S and other lli;ht o!*<
atinn<. The 6-pl. con1:Uncr will bold one 
'Juart of wb1p1'1ng cn:run :md Lh"1'tlotc the 
i c:vice can bt U-\t:d in hotcl.s, rtlUluranu 
.ind •od:t {ount.ains. The moLor is con· 
uru~ted to opcr:itr "" bo 0th out and in anJ 
1lircct cu:rttnt. JI it mounttd. with con· 
t ... ocr, on a bluk cnamcled b;i,,c. A ~It. 
1<0 iee1 01 cord. switch ;ind :uuchmcn1 
1•IU1f .uc furn4ltcd with the wbippcr. Thi' 
dc\·tct is known a• the ... Dumntr" \Vhip
pt'1'.-Wi>e<1usi11 1-:kttric Ca., ll:lcin~. Wr<. 

Safety Sw11cb- Bumcd out motor• arul 
blown fus.., .1t't' wd 10 be impouible on 
clrctric washen cquil'J)<'(i with thi• new 
s:Uety owitch which chminarn entirely the 
•lip-clutch. ln•idc o! the fool·prool hous· 
inir arc two diuincL switches that inter· 
Ioele. They are mounted < n oppo~itc aides 
of :a panel. On one Jide of the pand ir 
an ordinary snap-switch for st;,rttug and 
atoppinf· On the other ,.ide is a thenno 
~iatic circuit lircakor that protccll again:aL 
ovc-rloads. llollt '1re cuntroll<d by one 
opcr.aLion by snaJ'Plng lbc curren t oJf or 
..n.-Domcstic Elccnic Co .. CIC\·daod, O. 

Please write to the manufacturer for additional information. 
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Sell 
Electrically 
Wired 
Furniture 

Service Maid 

Lady Maid 
T r alt cookla1 •l'rh•-°' • 

Here's Our 
New Line 

WE ca~ give you a com-

9"TTW .. ,,,,.. n ... rADY 'kl.Ul IAU 
h 11 ,,. .. r It pf1r,p 

plete lme of electrically 
eqwpped furniture. Great
est interest creating units 

made .today. Dealers who handle 
~ur wire~ furnicure find an actual 
~ncrease in their heating and cook
mg appliance sales. 

These are fast sellers. All up-to
date electric shops stock 
and seJI them, or will soon. 
Place your order now for 
holiday trade. 
We want dealers to wnte us at 
once for full information, pnces 
and our attraCO\'C offer to the 
trade. l t's worth your while. 

Write today 

Nichols Electric Furniture 
Company 

Be.nntntcon. Venno.oc 

Say YOll aaw ll lo ELJ:CTillCAL Rn.uusa 
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P otentiomctcr- \ Vhen 1bia p<>tenliometCT 
is connected prop<!rly to the ".-\" battery 
in any of the circuits u"1n' a I" ttntiom· 
etcr a VCTY tine ~.-ruicr action is obGlintd 
on the net:!ll tivc low side, thereby giving 
full control of the amplilic:11ion.-Scholos 
Radio & Mfit. f'orp., J:? .. 16 W. H!lb S1., 
New York, X Y. 

Waver-A "Nichrome" clement. hil(h 
mc:kel finish, separablr pluo:, :uid ebonized 
bandks, arr amona the fcat un"S of this new 
electric hair waver. The m111ulacturcr 
claims th:ll any wom:in u.Wg tbis Wl\ver 
can ach.il!'\'c any o( the r~ults that arc or· 
dinarily obtain«! in the high<! ss beauty 
ahops.-Cold Seal Electric Co., 1270 On 
1uio St., Clevel:tnd, Ohio. 

P oTtable Radio Set-As tl1is set bas a 
nnac of about 500 mila which, under 
cxcrption:illy ~ condition,., m;ay be 
extended to 1,000 miles, and &! it folds 
up compactly and it ~ily carried in 
suit·ca5C fashion, it •hould be a iavorite 
wab campers •ho wish to keep in touch 
with all the entertainment provided in 
the usanl city radio prognms.-.-\mcr
ic:an Radio & Research Corp., Mtdford 
Hillside, Mass. 

V .,.!ohm-This new radio device is a 
vnriablc high resi5tance ran_ging from 
I/ I 0 to 500 ohms. AZJ.Y rcaistancc be
tween these limits is available by simply 
1uming the knob. No sliding cootllcu 
play over the TC$latance element itself. 
Enc:a.kd with lhto variohm i• a standard 
mica condcn•er of cornet and ~mt 
cipacity. Thto device is said to be 
moisiurc proot-Elec:trad Corp. of 
America, 37 Howard St., N"'w York City. 

E lectric Horn-A 1cicntificatly-deter· 
nuncd combination of vibn>tioos is said 
to aive thi. e lectric bom a far-reaching 
tone which can rf!tdily be distingnished 
from other horns. Instant action and 
low C11Tt'Cll consumption are 13.!d to bto 
two of the Important features of thi. 
horn.-Robcrt Bosch hb gncto Co., Inc., 
123 W . 641b St., New York City. 

Please write to the manufacturer for additional information. 

E LECTRICAL R£TA.rt.INC 

PRoor 

''What has become of the 
service calls-
since w e took on the Woodro1v?" 

11 3 

T hat :-vas the query of one of Appel H igley 
Electnc Company's "trouble shooters" who 
has graduated into a "floor man" since the 
began selling Woodrow Washers. Y 

The fact that every member of this aggressive 
organization is 100% for Woodrows has made 
it possible for them to sell over three hundred 
of them this year. 

You are sure of your 
profit on every Wood
row you sell . Write 
the Woodrow Mfg 
Co., Newton , I owa 
for full particulars. 

THE T UB TILTS 
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proof 
that a loud speaker 
can give volume 
without distortion 

"Standard" radio horns are 
lundamcntally right. . 

They are made by engi
neers " ith expert knowledge 
oi acou<;tic~. proper dcs1crn 
and materials-pluo; . twt-nty 
vcars' expcr;ence in horn 
ma~n~ . 
Tc~t a "Standard" _against 

anv other horn. Let 1t speak 
roi itsel£! • 

The horn shown above 1s 
the ~cw Gem "Standard"-a 
brand new design-remark· 
ably true and cle~r .in to~e 
With 11 in hell, n 1s H m 
high. It sells for S7.50-
wit.h a good profit for the 
dealer. 

Our complete lino lllso 111 
clud& tllrrc mode/a : Xo. 18, 
itft. t.tll, llO In. 111g11, Llat , 
$1.50 . ~·o. 11.$, 1.;-111. bell, 
!-I in. ltfglt, Liit, Sl9,00 
Vo. 1' " ·I" ftcl7, .14 '"· h•'JI• 
Lt3f .f. f! 

STANDARD METAL MFG. CO. 
24 1 Chestnut St. 'ewark, ~. J . 
10 ,,..,,· apulm<t frt 1".rn r'l&nufodutllJl 

ft1t6\Vbi tlWb1tl\Vb1f'l'.\W\Vl\VbVJ 

I · 111. 1 1 n R \I \'II' • J 

A distinctively 
new combination 

gift lamp 
-the very newest in decorative 

FLOR.\ LA\IPS! 
Tht .on warm aiow from within 
throw• the beautifully band pamt· 
eel gla., mtD h1ah rtlie(, wh1.le up 
lhrouah the fern• and art16c1al 
nowen 1ift pleanng r11.Y9 thot ncv· 
CT fa.ii to appeal to the artiatk 1i~e 
of gift hunten. Combined.~ 1th rt 
,, a howl filled Wlth •ltr11ct1ve arb· 
ficial fruit. 
In the home ll lcn<h charm to. the 
1urroundinga, c:ttJltinc mt artubc 

• touch while krYin&, loo, u a read· 
lni: lamp. 
It will cive your window or ehow· 
room an ''at:mosphcre 0 --and a 
•tron& attraction. 
Now-while lhe line la ne.,._rite 
for iUuatrated cataloc at ontt I 

M.ETROPOLlTA.'I ART GLASS CO 
Fru:rory ond Salesroom 

127 Buter Sr., New 'ork City 

Sny you uw It In t:;1 . .:c·•111 ,\L RtrAJLt:-i:i 
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A Percolator that's Different 
Giving Il1gh Priced Pcrcol. tion 
AT A POPULAR PRICE 
Mad~ of h~a\•y gauge alam11 um. 
Special design-two ~•zcs 

S-56- 8 CuP-List $7.50 
S-61-12 Cup-List $8.50 

pur patented h~ating element 
msures. almost 1nsta11t action, 
produc1n~ a bc\·erai:i:e with less 
current. consumption than any 
compet11or. 

Satt,fy ynur trade with practical 
percolators from one of the old
est manufactur<:rs oi coffee-mak
mq appliances. 

EMPIRE TRANSFORMER CO. 
3821 No. ASHLAND AVE. CHICAGO 

S PECIAL If\TRODUCTORY OFFER 

DYMAC PRODUCTS 
6~o~1G8 HEADSET ~~~LTW.s TRANSFORMER 

Write us for our 
R a d i o Booklet. 
Yours is ready for 
you. No charge. 
1000 Stores Sell 

Them Now 
Our guarantee 
p r o t e c t s every 
dealer. They arc 
quality units at a 
popular price. 

BOTH TO YOU FOR 
$ 2 9 S POSTAGE 

• PR£PArl> 

We are placing these two Qual
ity DYMAC (trade name) prod
ucts on your desk at a total cost 
to you of $2.95 (we arc even 
paying postage) because we want 
you to try them out and convince 
yourself of their superior merits 
so tlat you will place a quantity ordCT later. There is no 
obligation on your pan however to buy more •nd even 
tbesc two arc sent with our positive absolute l'tarantee. 
You must be sa.tiafitd. 

••• ELi:tCTR.rCAL •• PRODUCTS. MFG· .• CO.: •••••••••• 
69 Spra""e St., Providence, R. I.: 

Here ia mv check for $2. 95, the total COS! to me for 
one DYMAC Headat and one DYMAC Audio Fre
Qt,tcnoy Tntnsforme:r. You an: to send thcae prq>aid 
wub your abM>lute guarantee of &1.tllfactio11 to me or 
money rd urulcd.. 
Name 
Street _ -· 

Place - -- --- --·-

S:i~· you llAW It. In El-ECTlllC.\L Ra:TAII.lSli 
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H EREisa new Item ofFrost
Radio that is selling like 

wildfire all over th.e cou~try. 
D ue to its splendid design, 
fine finish and superior work
manship it offers set. own~rs 
maximum socket sa1isfacuon 
81 minimum cost. Panel or 
table mounting. For C-299 or 
uv-19 9 tubes. Ph o sphor 
bronze cont.a.e t springs, nickel 
plated binding postS and best 
g rade maroon moulded bake
lite construction throughout. 

Theire .,.., other fllOST· 
RADIO .acket.a for ...... ,. 
purpose. &5 well ~· ~' 
intere•tina new atema m 
this famoua line. Aak youT 
jobber' aaalesma.nl o aup11ly 
l'OU with them. 

HERBERT H. FROST 
/n~rporatad 

154 West Lake S treet, Chicaso 
30 Church Street. No~ York 

l 0 th & Grand. K...-. C.ty · Mo. 

Ta:o11u1: 
11in. 11nd 

17m 
di11mt11r 

Sells 
Itself 

Dt.>lttS evCT)'Whrn get quick ~es ac· 
. 1. Flcctric Fountam llnd non o~ I 115 • Christmas item. 

Ilunudifitt. A real 
Set one up 1n operation .in your store. 
U e it with dcn1oru<trallons. lts ap

s . Exttemdy dee· 
peal 1s mst~taneou.s. for rcsidcnti.i.I 

~=d~fiC3ti~:~q~~~ts ."•ith ~ighting 
circuu. ~o pipding req~r:t-;-'~!·u~ 
w1th wata an turn sk about 
Write for particulars. Also a 
our cc ·ppcr lanterns. 

FRIEDLEY-VOSIL'\RDT CO. 
733 Ualsted St. ClilCACO, ILL. 

Reorders are 
~'RUSH'' 

Dealers 
pushing our 

500 
LINE 

arc making 
big profits 

Five attractive 
finishes. 

Full line of 
glassware if 

desired. 

P rices that 
will appeal. 

Write for Sample Set Today 

Illuminating Supply Corp. 
164 Fifth Ave., New York 
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on this$ 5.00 
PERCOLATOR 

H ere is the biggest E lectric Percolator 
Bargain ever offered to the trade I A sol id, seamless, pure aluminum 
8-cup Lifetime P ercolator complete wilh 6-foot cord, 2~way plug 
and N ichrome Wafer wound heating element I All backed by a One 
Year Guarantee and selling for the popular price of $5.00. 
Never before have you been offered such an astounding bargain I N ever be 
fore have you been able to l'eap such generous profits on such a high grade 
a rticle. This handsome guaranteed percolator sells on sight. 

And it comes to you at just the right time of year to CASH IN BIG. 

Examine this Lifetime P ercolator at our risk. J udge for yourself its 
profit possibilities. Theo if you don't like it send it back-at our 
crpense. Thus you have nothing to lose and l!l'eT)•t/ling t o 
gain. T ake advantage of this opportunity while it lasts. 
Mail in the coupon below rig/11 now. 

ALUMINUM PRODUCTS CO. 
LaCrsoge, lllinol• 
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Profits! Ready 
to Fall in 

Your Pockets 
Tm years' spcciali..z.ation build1nc o~y 

F .p Battery Charcers hu resulted 111 
a product so nolllbly perfected that 
you and we can back them to the limn. 

Oi,tincu~ features embodied lo each 
p.p Charccr have cs1ahlishcd tbclt en· 
viable rcpu1a1ioo ..,. the mMt sati!fac· 
tory charger 

Many. <ftany thousands o,f satisfied 
customers gai ncd over a period or ten 
years, have created for lt a trcmcn· 
dous good will 

The importance to you ~f. the utcn· 
Ave national F .p adverllSJn& of the 
preacn1. coupled with the accumulated 
dfcct oi many past years advcrusm1r. 
needs no comment 

All tbell«--tn a product th.It b.u the 
most annictivc retail price. llld .the 
wide utiliiy, ilnd the assured rcllabilny, 
dcm&Jldcd by dil<:rimllllltinc buyers--

Arc your pockets open? Ready to 
receive the hantlsomc rcturna that arc 
)IOU?S for the handling of F-F Battery 
Chargers? 

Wire or writ• iminedialely for 
fu.11 particlllara 

The France Mfg. Co. 
10t36Berea Road,Cleveland,O. 

OldHt !tfanulacturcr of the F l r•I 
Suc:c:euful Mechanical Charrcr 

This Complete 
Soldering Outfit 
Only 2 .oo List 
'I; 1 :m c·rd1nary "ldmnc ir •n hut ., 

complete 10ld~nr outfi1-hii:h grade 
iron-,\llcn so"1mn1< paste: .>nd .aldtt 
-all p3ck«I m .w atrn<ll•c box. 
ready to u<r, f.,r only $2.00 ll•t. Th" 
ir"u ls l':trdully mrulc !roll) accurate 
•lirs :wd i< fullr smr.m1.-<d 1nr a y~ar. 
Thi• a <'DI" C>I th iC fast <tlJUll( i!<Clal• 
1irs tb"t's a rnl money makrr. E•-C-Y· 
one ntt<b 1t--1b th.. h ~hop-
¥;1.r:u.:~"' hae~c1 au occ:tnoual n-p3lr 
pb has to ~ dnnc. Wri11· 1•~1'11 for 
rull ''"'" uU I ·i;t.1 quonutv llflCt'S autl 
•Ii l0hUU~ 

OLEADON-Dt,;1' COM PA~Y 
213 So. Peorla ::it . CHIC \CO. ILL. 

Highest Quality 
Armature Winding 

\. acuum Cleaner Armatures re· 
wound, $3.50 net each. 

Ford Generator Armatures re
wound, $1.!15 net each. 

Other types, Two-Cnit Gener
ator Armatures rewound, 
s 1.os net e"lch. 

24 H ours Service 
Fully Guaranteed 

Write !or Catalogue 

H. M. Fredericks Co. 
Arnuiture Winding Spec:ialub 

LOCK HAVEN, PA. 

i:;ay )"OU w It lu ELEOTBtCAL RETAILIJ<O 
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The only collapsible 
Home Clothes Dryer 

()pm, .. shown hc:rc, 
Sunny011,Yhaaa7ahttt 
eapeclty. Cloaed. If 
tokes up no more room 
than a ltitrhen chair 

119 

R UNNY DAY is one of those "Year 'round" ~sellcrs-prolitahle of ways. But right now when 
dark and gloomy, chJIJy, ramy clays make outdoor 
clothes drying a hateful task-right now i.s the best 

time of all to cash in on Sunny D ay-the only c;oJ. 
lapsiblc home clothes dryer. 

E very woman who dOC$ or has her washing done at 
borne needs and wonts Sunny D ay. It solves com
pletely the clothes drying problem regardJess of 
weather. It's safe--sanitary--casy to operate. I t's 
hea~cd by gas so clothes dry quickly F orced vcnti
lat1on msurcs pruper drying. The low cost puts it 
w1thm reach of everyone. G et full data on this 
money malcer nou.. The coupon is for your convcn-

1cnce. Mail it today. 

> :> 
Clip and 

Mail today 

? •••••••••••••••• •• •• •• .••• •••••.•••••••••••• ••• ••••• , 
! £. JV. Krieltard Co •• 

C,,dar Ropit11. Ta. 

Nome 
10 • 

E.W. KRTEKARD : 
co. 

Addr~ss 

(;edar Rapids. fa. . --- --- . 
·····•················•···········•·················•• 
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,., ,.. ... ... 
C a n• ry9lo -f1ma-"' 
Suns:et glo · ,.nr .. 
Gol~Hglo r>+l 
.... ng l• - U• ....... ,,, ... 
Sofl• I• • '7 
Wlc • ato - - rl•m"' 
M ,-rtleglo - - lflirU 

Stimulate Your 
Fixture Sales _. 
Glocolored bulbs pofilt ively sell your 
fixtures and Boor lamps. 

G locolors do not fade. 

D ries quickly without current. 

P lace trial order today. 

ROS CO LABORATORIES 
Lamp Coler l .11pe rU • In •• t9t2. 
1 t e Butler It., O.ROOKLYN. N.Y. 

Complete with card, two-piece pluc 
and sdf.flwtinr solder. 

RETAILS F OR $2.50 
A real live sdler for you. 

This ucw round type electric soldering 
iron is more auitablc for general rcpalrd 
work. as well as being sp«ia!J:,: ad~ptc 
for the riulio fan. The .b~dy u b1chllc.y 
filtiahed in nickel The up is nmovab 
A ruarantecd Rhamstine• Product. 
Order throuah your jobber or cllrect. 

Manuf1tcturcd by 

J. THOS. RHAl\ISTINE* 
Beaubien at Woodbridae. Detroit, Mich. 

• Maker of Electrical Product• 

Not•cmbcr 1923 
ELECTRICAL RtTAll, JNC 121 

Cash Savings Dealers Can Add 
to Their Holiday Profits 

Height, 14w. Shade diamcta. 5H. 
Finished in Ivory llnd Blue
Dccoratcd glass &bade to match 
bau. Shade fitted with wire 
aprinr, allowinr it to be adju1tcd 
to varioua an&:lcs. Key aoclret. 
No. L12J8 Eacb- sz.oo 

Think of it ! Thousands of items to 
choose from ; all s tandard advertised 
radio goods, electrical appliances, 
novelties and supplies, at price sav
ings tha t enable you to add a tidy 
sum to your H oliday profits. Two 
typical bargains are s hown here. 
There are 2000 more as good. Cen
t ralize your purchasing of s tandard 
goods. The Co-op Monthly is your 
guide. Get your copy now. Savings 
assured. Every item guaranteed. 
F ollow the example of 8000 other 
dealers and make money. 

No. 3085 Each 
I a lots of 3 each 

Xmas 
Candle 

Wreath 
4t lut anal Slf~l
.JUluaun•t~~,...ath 

U...t • fo.1 rroif a.ad 
•hmluta i,. r I •k. 
lt..t• o t t-t roptiir 
•n.t nri-n ht lly '1.·w 
plcilA wlt}J r'At11tl1t •nJ 
i:-. •&U 111• Uh-~ """ ,.._... """• • t1.. cnns •nit au.wt •• 
••nl pl.er. ta 1e.t 111 
lf·lly~ 

S2. l 0 
2.00 

Mail Coupon Today 
Write today for Co-op M onthly whlcb ezplairu 
all detaila and lista 2000 waaderfuJ electric •od 
Radio baraaiaa. T he book ia / rec. M ail coupon 
toda.v-NO W. 

Get this 
FREE book! 
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, 

U.S. Tool 
Conden~er..r 

Vern er with Knob and Dial 

Meet Public Demand 
Over 200,000 now in use I 

That's how U. S. Tool Con
densers sell 

Radio fans know 0£ their 
range, sensitiveness, depend
ability-and demand them. 

Numerous dealers are cash
ing in on their popularity. 
Why don't you? 

Our discounts are attrac
tive. We can fill your order 
immediately. Quick turnov
er, quick sales, easy profits. 

Write today for details, 
price lists and discounts. 

Over 200,000 in use U.S. TOOL CO\JPA\IY, Inc. 
117 Mec:Jianic St. ,.,..,..rk, :-.. J 

Bell and Buucr 
with cover on 

COMBINED 
BELL AND 
BUZZER 

Two Uut:ruments tn one. Oixrat~ 
other with dry-~ or hvc curttnl, 
w1t.h transformer. 

Ideal (or door bell •nd dlnintt room 
table buucr or for any other bdl-and
b~ combuuition, 

e .. c and cover arc pressed from 
heavy ahrct steel. Conwcu arc coin 
~vcr. Gona ••alloy bell -mel81, heavi
ly 01ckded 

The cover ia locked on with two ttur 
dy prong., yet i• easily removable. 

Lo" U.t price and liberal quanttt;y 
di9eount ma kc 1 ilii 1 • n attract v c 
oumbct. 

Put 1t in y0ur I 924 eataJoc. We will 
furnish copy and cut:a.. 

Factory and Gcnual Offices 

1965 Broadway, Mcnonunee. Mich. 

At.L.nta, Bottao, Chicaao. Cleveland, Mioncapoilo. Montrral. New York, 
Pittoburab, San Franciaco. St. Loui1. Tot'CIDto 
Yau U I l ur lunt Jt.tl•JN• ln ,,111r ~111lf'pbOar •lll"llC'1lJf7 

Sar you ., IL lo ELJ:c-iuc.&.L R un.i:sa 

he only 
Clothes 

~~Washer 
backed by 
54years' 
electrical 
experience 

Important 
Announcement 



S ince. 1869 
_ mak(rS 11111/ di!111l111tors 

of clrclrical cq111p111cul 

-n.tN. 

nnounc1ng~ 
cA new Clothes Washer backed by the oldest 

elecfrical manzifach1rer 
C,\'•• } i;m&ch!nC'htttur .•1~ 

~ l;f> ...,. 'f bait tDcl(haaJsm ~Jf'd \\te'D ~n 10 the n-f~ Of 
.a ~,_ bo•"""'• ,.., • BG1X tncn lift.o 

rftTC'fTI:"JIU •h:ch rnsle mf" lrnta CC..0• 

""11~nu- •11.I QI~., "' c..prr.t•1o!l. 

to C"" ,.!wt Mal., <~n., UIJ 1ee b: 
h.i~~i,. do 1o..,,cJ.. ._ '"' orn.aincr.t to 
rt1u.r- bur .th\o > 

t 'uJ n 1 ·flli:"ltnn •'11.,.,., 1),1\ 1911 
111C'.te!rlolt!-~ J 1 ~V.'c-r.crnf~ 
\ \.., 1...,. - ~ •rJt. ,, r.rrtux 
"Ynr" 

If...,.,. , .... tin" a \\'nhcr •f •nkt:njc 
'JIJ"UllMet, 1t-11lusing ln1 ieol .1.ed c -.rlul 
mLlll'irri: 111 h~n; 1"Vh Mp :o Wit :Jen 
on ~f1.u"llhae. 

C'cmbina• ,..r--._ r~~. "'Ind -.r unpor. 
b'lt. YO&:. .,,,,< a tit\~ •Ch ..iJ tx 

«tm;rfl af '"•mwnun • l:uc:I'\ .... , a!W2fl 
t,faun~~ .. I cl1C' \\'ettlft'Tl l•lcctric m.&k~ 

\ \ 'cru:ni t- """'1C Wathtn tic MiD giY. 
~.ICt!YC'....,.i...cMt.n-oCLr:• '~" 
~ 5u:Trrtmrr: .. . ..,,,.of~ 
r.ca. For rtmcm!'xf. lhr rak ~--.'liq_ 
t~bo " r:- 11 ha.rd on • llfto(Or n oo 
'r'ow rnu..:let. 

Hin r n ""ll n.lr11nJ 1h1• 11 WCSU'l11 
fl<twc L'>oo!J W1IUf up UJIJ<t ti, .....i, 
.uu .. -en ...-t n,.. ~ ~-P'~ 
dacd b• mirnnn •ho~ 1k., ~ 
nea fr • ·n .. on!" Wuhc:r '1e-kcd by 
Si 'cau· rl<,rttCAI npc:ncncc.. 

F>ai ..OOU1 chc """' n>O<kl 
Tb.ouhh +-14 ,,, ... Wes:..:. tJa:rr:r 

CJadw, \\ niwJ :lrn m ~U"\na ll"Dllll 
tlw o!J. th< """°"" of _._ re
mamt. chc arnc 

11 o ft'Vo!\'1r~. tt~ltl "I rJa • 1f 
Ille '11•n: of ~i11 \\.Mhcr0 :.no. Thil tc:mu.._. 
u cd &ore l"f"OVC'd ,..;..ilt'.oc,-1torti.,,. tbc 
npl <=> 01 h~I Uptta L-.J 

Cc-•ttlt n.~k'"''n.~Clfmanr 
wand ·1\caa-n &ttr1c ~n. 

l ·.e &fr :i ·~m r•nrl1 an: t.a\ ,., cla.n. 
I e"t. to.:::.ird • J , cdurrmn tnJ rrocca 

die do;":an rum tONiblc mr t.1n trl1.b 

·~ 
The otrltlftt u.J -me~ ri:a;mo1 arc 

r.v1 Trot·1..-i.l1romanl )IJCOUhc \\' nbcr. 
t he mrtaf n ftllrr rrn t'ntl ( 1oma 

In• touch~r.c thr prrl01"IOOllL 

Tile \\ Hftrr " ~ hUf.,td OiG chr 
a.tr:~ rtu.a ,., can ""1irr a: 1111uh acirp
nr.m.J c:uir. 

lht F;nm I~~ 11 wttl•U-'lh ioo.1.1-& 
hlllJ~ lun.rrt 

nc od q 'lf'Rr.f1 • 11n:.1.SfM:d.. 

T m:ao~ ao-.."""-JM a 

Come ""'I !ICC et oo JaJ(1l11y 
\'ouwil br111•~.:J ·1u 1:r turrw.: 

., p~d an - -" I\ "llt 

&adJ11CWr~t..f'"'C! otnZlll(tcfriwwililOic: 
cun. A re.;; .... wr- •Iii rn"f' h•~ • b:r
brt·u u.:ct of '*'"t hu tlun l\h1n-tJ .in 
aupo iur •~J1vsc 11w .. h1neo J.rtlt"-

ror four tltft~U•tnC(' Ir: U.t wnJ UKl 
tk auac nod~ .. ti;::~ narnr 

~':'iq~~~r~-:~:-\~~r 
In t ourm1"4', CfC 1·'ir::mtt I • rl1(1', f 

tii11hand111'1111" lq.!i nH"Afr!w1IJ fi t il'llO,lllUt 

1ehonr c.l la1 r.Jai r ~ l ::.c:hitn f11mtt~ r.!lo. 

n.,.ri..l t- lw!p(u!l""'""'ooc.Ot
~ '..I ~41\"UtC \\ :Ettn t Jcanr 
\\ unrr '- ti tu uuo tour tchtrnc of 
hoatc'tloc-k. 

·'><•J for 1/111 1-lin 
t• :l!Mf ftf•-1 nd •la 

f'ri.,., liooli d1,r WI~ fl'U"nl1111 
..,.. t•llfhsrl th• ~iWr.-ea. ,,,. 
Ll'~b..,..l-t1'MO,,~ 

~•tell ho• .. ~ .._ '*" 
\\'1rftdl.••f'• 1rflll:!llf• 

fnrm.lbtt ... , .... '"' .arW ,.,.._ 
"'' .. ~" l 'J!6 '"' -~~1 ·ll lh• 
\\•u~ra El , 111t Cl.irh~1 

"""' fk..,.. .. , ... ·r:i.. °""' 
\\ntt-1•\\- lf'CT'!"W" 
r ... 1 • t bft~ l°',..y .. 



Some special features 
that mean quicker sales 

l n seUing this new model you ca n 
have the confidence tha l its basic 
pnnciplcs are the same as in former 
Western Electr-ic Washers. H ere an: 
some changes, however, in the 
nat ure of refinements, which you 
will find convincing talk ing points. 

Con venient Cy linde r Co ntro l. 
See t op illustration. T he lever is so 
placed t ha t 1l can be reached from 
auy side of the W asher. 

A Wringer tha t won' t go 
wron g. T he Western Elect ric has 
an arrow on the wringer cont ro l 
which points m t he direction the 
clothes will go. 

A 5-potsition Wrin ger . N o 
m atter how the t ubs art arranged, 
the Washer can be placed so that 
the '\\'linger opera t e!> conveniently 
The~c feat ures anti several other~ 

will htlp you sell this new cab:.net 
Western Electric Washer. 

wesrer11 Electric 
Offices in All Principal Cities 

N ovcmbt•r I9.!J ELECTRICAi Rr:TAJLI xc 12i 

'~£Pfaal 
- the Most Successful 

Non-magnetic Instrument 
Second year. T housands of enthusiastic users 

have been spreading its fome. Now backc:d 
by na rional ad vertising. Fine-looking 

and efficient. Heavy aluminum. 15 
~=---..11t.. inches high. I ron sound chanuels. 

Made in two types, for single or 
double phone connections. Your price onl) $5 oo. 
ft gets the speaker business. Write for sample. 
Mention jobber's nnme. 

WILSON UTENSIL CO., Dayton, Ohio 
M1U1u/odurm Moon Oamp Lemp-St/ta M-. c..tin1 C:.trd!Mlittlt 

A Radio Necessity ..... . 

VACUUM 
TUBE 

PROTECTOR 
PRICE 50 CENTS 

Sm•es the Tubes Saves the "B" Battery 
Only one needed for the entire Mounted on a ttractive counter 

set . display cards, 36 on each card. 
AE rapid seller. Special discounts to Dealers aod 

very set owner a buyer. J obbers. 

EVERY ONE TESTED AND GUARANTEED 

Neon Lamp Works, Inc. 
64 W. 14th SL, New York City 

Mfr1. .J N oon Simp/u Rtt•p/M 
.nJ ""'" .... pni.U. 

•... ................. .. ........................ 
: NEON LAMP W ORKS, lNC. 
• 66 W. 14th St. , New York City. 
• Please acnd ua a trUl card of 36 N•on Tube Pro-

tec tors at $10.80. If not satUfactory money to be 
..-.funded. 
Name_ 

A ddress._ - ---- ·--··-----

Sa y r ou u w It lo Et.ECTR1c.u. lh :TAll.L"c 
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rv'fs 0 c..Jr(anuf act ur er: 

W <O>uJkll 1{ <0>1Ul JP err Hruf m <C elDltt 
T 0 Meett m JP>ro®}Pecttirve 

<C1l.ll®lt<0>mer? 

\Ve are in a position to introduce 
\ ou to more than 30 ,000 potential 
~ustomers of yours for less than one
half a cent apiece-giving you a full 
page for } our story· 

Random publicity seldom sells elec
trical goods. It may occasionally 
strike the prospect target, but 
manufacturers who make records 
are chose who find the range and 
train their ad,•ertisiog so chat every 
shot counts. You will find a true 
aim through this publication. 

ELECTRICAL RETAl LING 
O .o CoLosv Bu1LD1>1c; 

CHlCAGO 

Su YOU ~· .... ll In ELKCTillCAL R I T..uLJS(l 

- a new library for electrical 1vorkers 

T ITIS li brary contains the Largest collection of prac tical 
methods ior electrical repair and mainLenancc men ever 

put together in book form. Here you will fl nd the best modern 
practice in repair work. T he authors ha,·e ilra\\ n not onJy 
irom their own e~-tensiYe experience, but from the experience 
of electr ical repairmen in large and sma ll repair shops and 
manufacturing plants throughout the countrJ. 

Electrical Maintenance and Repair 
5 volumes-1736 pages- 1818 illus trations-library binding 

I
~ thc<c booh "ill l><' found an~wrrs t<> 
practically all the repair and winding 
prollltms that th .... 1cctrici:io will meet 

in actual pr:actitt.. 
The books discuss Ji:rtt1 and altunatin~ 

current windinl{S-r~pair shup methods for 
rewinding :>rmnlur~mmutator mn· 
nt"Ctfon-the testinir oi armature wind· 
mo:r-lhe t~ting • f induction motors for 
fault-pr;u:tical ways of rcconnrcting in· 

duction motor........-commutator repmn--cor .. 
rr<:tini: brush troublCJ, de. 

They tdl you bow 10 inspect and n:p;iir 
mot"r ~l:rrter< Jnd generator-bow to di· 

agno c motor and gcneratvr troubl~ow 
to fiirure new windings for old cores OI\ 
l0duc1ion mnaors. They give you sco~ 
oi 1•rattic:al methods used by ~ectrial re· 
pa.irmcn to wive si-ccial problems. 

The books conlJlin hw1drm of photo
grnph1, diagr.ams ""d tab\C!l. Tb~ arc 
wirinit diagnms co.-criog A. C. and D. C 
gcicnl.OTI. fttdtn. tr.imionn~. potential 
RgUlators, synchronous converters. batter 
ics 11.11d boo•tcr•. substation" lamp mecb 
:inism connce1ioM. rh~tats and c ntrol 
lers, lightnin1r arresten, automatic switch· 
es, r~ilway contrellen, ere. 

Free examination - no money 
down- small m onthly payments 

If you keep these books after lookinir lhcm ovtt 1<nd u• $.?.Oil in ten day<. The bal· 
;uitt may b., p;iKI in monthly inst..llmenu or $2.0 unbl 1bc pric:.. •i the tibrar}'-$14.00 
-is p.iuL Srnd for the book. today. Fill in and mail the coupon. No m• ncy d >wn
no ngcnts. You simply agree 10 return the book,, postpnod, in ten days or r"mit for 
1bcm on our convcnicnt monthly payment pla.o . 

.. ;.; ~o;.;;:Hill ·s;:k ·c~.: ·i~c:: ·110· s~~th· A;:..: ·N;; · Y~~· · · · · · · · · · · · · · · · · · · ·' 
GcntJcmen: 

Send me the LIBRA.RY OF E LECTRICAL MAINTENANCE AND REPAIR. 
(ahipping charges prepaid) for : O d:an Fro. Examin.,tion. If oati•i~ 1 .. ry I will 
send $2.00 in tcn d:ay• and $2.00 per month unul the SJ"'.Cilll rncc of $H.OO bu bttn 
paid Ir not wanttd I will wntc you for return shipping IMtructaon•. (\Vrite 

~1::~ 6~~ all~-> _ _ -· _ 

H ome Addru...__ 
Clty and St4tc 
Employed br 
Occupat:ioJ, 

E.R ll ·Zl 
···············• ······ ················································· J 
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The "POCKET-BOOK" is a monthly 
net price catalog of Radio, Electrical 
and Lighting aupplies. All good dea
lers should have a copy. C•hn our -1lln1 
~ ,.UI. N• Mlit.U... u,. "°"' ldtalwul 

HARRY ALTER t} CA 

November I923 

W E SELL WHOJ.ESA LE O NLY 
()(;OEN BOllL~ CARl&Oll AV.• CHICAGO - --
4•0 L\ ~>>-. 
75C £1..AJA SOCK ~fUGS$1.00E>.. 

TWO o• TMaU c6°NNl.CTKUC.S "" • OME SOCJ(t'T 

Le• ·n • UMtt '" • • 111•• ll'lteftd•• PeNllll fU UH et 
Orclllna ry StlM• •141•r• ScN""• IPno di R~mclu 
W H.h•"1 l"t tint W iOt O"r-IHSIST AJAX 

• 
"MAID" 

Less than 50 
50 to 90 
100 and over 

30o/o 
35% 
40% 

F.O.B. any jobbing city 
in the U. !:>. 

Free window display on re
quest. Order direct or through 
your Jobber. 

Ajax Electric Specialty Co. 
ST. LOUIS 

Electric Curling Iron 
Iron is highly nickel plated. Handle of polished rubberoid. 
Completely equipped with Rcxible cord and attachment 
plug. Curling iron with its element fully guaranteed for 
one year on voltage not over 110 or 120 a. c. or d. c. 

Nichrome 
Element 

A Serviceable 
Iron at a list 

price or $1.50 

EDWARDS ELECTRIC COMPA!~Y 

713-717 Utica St., Toledo, Ohio 

EL(C'l'RIC.\L Ri::T ... ltr!\C 
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The low priced set 
that's selling lik 

Complete 
without 

tube 
Thousands of 
Testimonials 

A.\I PLI FIES AS IT DETECTS 
o-.L\" O!'iE co:-.'TROL 

Entirdy new circuiL One 
tube i>erionna the double func. 
tion ol radio frec1ucncy :unpli-
6er •ntl detfi:tor 

Tlte )£0N'OOYNE era. 
Ct;IT is one ol the most radiClll 
>d\•ances in ndio engineering 
since tl1e adocnt ol the Ann· 
<trong Circuit. Parts hereto. 
lore coruid<t'cd e!l"Cnli41 are 
omitted ond one simple tuning 
~n.trol gi'·CI! a •elcctivit1 rqtnl. 
iI not •uv--nor, 10 that oi seu 
costing hundrct!s o l dollars.. 

Here is the low-priced set 
deal= hare L<-en praying ior ! 
The most practical one tube set 
that has only One TunUlg Dial 

All wave lengths 

to C'<>ntrol. Just '"""' thou. 
"1ndc of peoplt who ..-ill n<'lt 
.. iu:n" w1th a complicaud, cost .. 
ly ei have bem w:aiting for. 

Dealers <lrt' re:aping unprtc~. 
dc111rcl 11rolits :ill over tht 
t.UUntry 

You're onl)" tapping your nwn 
ra<lio m~rht now! With the 
.\!0="0l>Y~E )'t.IU c:an go 
;mer and rntt'T~t an 80 per cenc 
rr .~tc-r rit"lu. 

W rite us at once--or wire a1 
our expen~or literature and 
dlsc:oun11. Do it no~dore 
7our competitors beat you 10 
It. It's an opportuni ty 100 big 
to take a chance on missing. 

.....,. I R"'Tf Dll/>.L 

/1 co!o~A~!\ t 
Atlnlctive 

Propo•ition ror 
Live Jobbcra 

llDd 
Diatribu1on 

- _.,. 
,~.;i .. ·~· · ··~~-~~ ................. .... ....... .......... .. . 

NATJO~Af. URPUOXE CORP., 
2Z Il u<Uoo St., 1\ cw York City. 

Send me nt <>n~c full infonnation •nd di•.-ounts nn tlie new $10 
l!ONODYNE tul.J" rt! 

Nam., _ _ 

--·-------- ---
Add reg_ --·--- ·---·--·- ---



132 Et.E.CTRIC/\L RETAlLL"'>G N01:c111ber I923 

Get It Now Before 
Electrical Retailing 

ALREADY the rush to accept our remarkable offer of 

"Electrical Retailing" for three years for $1.00 has re

sulted in such a rush of subscriptions that the offer is to be 

withdrawn January 31st (as soon as we are sure that all 

readers learn of that fact). 

N O publication containing such costly features of so 

much value to contractors and dealers would long 

continue such a generous offer, no matter bow huge the 

financial power of the publishing house behind it. We 

never promised to make the offer permanent-we never 

meant to do so. Each of the advertisements run bas plainly 

stated in its headline "Three Years of Electrical Retailing 

If You Subscribe NOW." 

F URTHERMORE, no reader of Electrical Retailing can 

be sure, without subscribing, of getting it at all in the 

future. No one but a subscriber will receive it regularly. 

N O offer of "Three Years of Electrical Retailing for 

$1.00" will ever be made after January 31. 1924. You 

know the value of Electrical Retailing. You know that 

every month it is packed with ideas that enable you to get 

November 1923 Eu:cIRICAt. R£TAILJNc 

The Price Advances 
3 years (36 issues) for $1.00 

133 

more business. There's no need to tabulate content 
snow. 

:o~ know tha~ it is published by the largest business pub-
hshmg house in the world. and that every issue for three 
years will be a better one than any preceding it. 

T HINK what ~tis going to grow to under these circum-

stances! Think what you will be getting later on, as 
"Electrical Retailing" gathers more and more headway. 

There will be many single issues of the coming 36 that will 

be worth more than the price ($1.00) for which we now 
offer to send all 36 to you. 

E LECTRI~AL ~TAILING will grow. The concern 
that publishes 1t has grown from tiny proportions to be 

the largest business puQlishers in the world. You don't / 

think for a minute that we intend to stop growing, do .·:··· 
' w .... you . e spend $750,000 a year on one magazine .·~'" 

I ·~o a one-you can judge by that what you will get ... ~ ... 

in Electrical Retailing during the next three .·~>''° 1:uwrn10L 
.• ~' Rh"T Ul.HH, 

years. Pin a dollar bill to the coupon •• •, '"' n•; .... , Bltr 
.• (~ f'blcun 

and send it today-right NOW while • • • ?" a.." ., "'"'11. 
••vv· ''' t r th~ nnL I 1ur• y ou have the matter on your .··~' 

. ··t><>;-mind. 
••• '!it.}' & ,.. - --

. ··"00 
.•, ""' 

··~"<:"' 
•• ··,q, rr-u..____~ 

.. ·· 
---------------~~-----------=--=--=---=-=w. 
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This ,our Color Display C'"• Free 
With Order for 6 L<rmp1 

"Grip-0 -Lite beats them all 
for quick sales," the exact 
words of a Chicago electric 
dealer. 
" You don't have to sell Grip-
0 -L ites," writes an~t her 
dealer. "J ust set the display 
case where it can be seen and 
the lamp sells itself." 

GRIP-0 -LITE 
grips anything, ~ps .anywbe.re
-swivels every direcuon-adJust
ed instantly. An unsurpassed bed 
lamp-beats anything for ~aving 
-nothing like it for the pian<>--:'I 
decoration anywhere. Heavy solid 
be-ass reflector-8 ft. of cord- sep
arable attachment plug. A won
derful Christmas item. 
Six lamps cost you only $11.40. 
Retail $3.00 each- your profit ~6.60. 
Order only six lamps today. Then 
put the display case on the counter 
and you will be back posthaste for 
more. 

Send your order now 

A. B. Stewart & Co. 
225 W. Huron St., Chicago 

Improved Xmas Tree Outfit 
No. 80-PROPP- No. 80 

Flexible PracllcaJ Up-to-d&i.. 

SEASON'S BEST S£.LLE.R 

C•••ltcu~ •nl ..._ f"f'l{Vft' •ho.r-nac c-mPl•" t ar
lrt.J M ~ Lampe and otb., J1ropp l"'rodurt. 

l.IOf'llUl.1 LIU.llE DCS<l'OU1fT ITllro Toor Jobbttl 

THE M. PROPP CO., Manufacturcra 
5%4-SU.-521 Broadwa7 New T erk City 
i.. 1 · ur ua d1111111• t •• 11 --. bf- rtqU;...-& 

~llJ'l'A'& l.Df' llaaatad"f*'l'1 1\'Ull a Jobbu Pw 

AJAX 
(ST. LOUIS) 

QUALITY RADIO PARTS 
No. 18 Multi Plue 
for Jacks. I.ht 
$2. 00. 
No. 18-A Connec· 
tor for B i n d i n C 
Po1ta. List $1.75. 

One t o F our 
Alwa111 in series 
without an7 extra 
loops or pans or 
an7 kind. 

Patent Pending 

Nothing Els e 
Like AJax Multi 
Plu&a and Con
nectors. 
AJAX-8.P.B.S. 

ln•ubtod Top. For one 
or two Tenninals. 1.n7 
kind. 

I.lat $7.50 per 100 
LIBERAL 

DISCOUNTS 
Write for New Fall 
Pricea on Complete Line 
Radio PanL 

Ajax Eleotrlo Specialty Co. 
ST. LOUIS 

Nm:rmbrr 19.?J ELEC rRKAL Ru rn.rnc 

Display 'em 
4a you'll 
sell 'em! 

A most profitable 
line to carry! 

So widespread has become the 
demand for the Violet Ray 
and Vibrator that they arc no 
longer "specialties." 

Almost universally, dealers 
arc finding them as great a 
source of profit as their reg
ular electrical lines. 

Doctors, recognizing their 
therapeutic value, arc strongly 
recommending them. Beauty 
parlors arc popularizing them. 

As a result there is a big de
mand for quality in this type 
oI merchandise ; and SHEL
TON sets ore dominating this 
field. 

A variety of models to fit the 
pocketbook of every prospect. 

Write tocbr for new complete 
ataJoi. 

Mention 'fOUT jobber' a name 

Shelton Electric Co. 
JS£. 4Zad St., Ne .. Tork 

~ £. ltaodolph St., O.h,. 

Say you ~aw It lo EU:CTllJCAt. RJ:TAil.JNa 
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Ring-Rite Bell 
Non-ru.stablc and ao conatructcd as 

to prevent interference with adjust
ments. Works on two dry cell1 or 
tra~former. 

The ideal bell for homes, apart
ments or whe:rcvcr an cl£idcnt bell 
is wanted. 

Sound-Rite Loud Speaker 
LTST $13.00. Will easily match up ia 
cleameu and taac qualil;y with any on 
the market hatin& from $2S--S30. 

Complete with loud 
speabn1unit. Tbeideal 
loud q>cakcr ror the 
home. 

The Lightrite Co., Inc. 
169 Bloom6eld Ave., Bloomfield, N . J . 
M onufoctura• and Dut.lbutor• of 

..ti t, p .. of incandeacent lamp• 

items for 
fall business 

STA-WARM 
Heating Pad 

There's one safe way of being 
sure of quality when you buy 
Heating Pads. Just specify Sta
Warm and you can't go wrong. 
Shapes, sizes and pnces to suit 
everyone. All good values and 
fast sellers. 

I • 

S~y you -nw It ID Et.•CTBJCAL RE<AILJSG 
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One Pair 
that makes a 

Full House 
SHAMROCK fills your 
store with customers .•.• 

180 Variocoupler $3.50 each-Double Duty Variometer 

Absolute guarantee--Satisfaction or money back with
out questions. An individual guarantee in each carton. 

Advertising-Our 1924 consumer campaign carries lib
eral space in the leading fan publications. 

Dealer Helps-Attractive window and counter displays 
- Descriptive leaflets for your dislributfon . 

Fan Contest-The radio fan magazines will soon pub
lish the details of a Shamrock contest-25 prizes that 
must arouse interest. 

Ask your jobber about 
lhe attractive discounts 
or-if he doesn' t handle 
them-send us his name 
and address and we'll 
give you the information 

314 MARKET ST .• DEPT. c. NEWARK N. J. 
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SEARCHLIGHT SECTION 
EMPLOYMENT - SURPLUS STOCK - BUSlNESS OPPORTUNIT£ES, £TC. 

l .._1>1!'l'L.\YED 
P .. •1hflllt n tart.I'd .. I eenu 1 •'Ofol. nunlmum u.:, ea IDlmlac. p111blo ID aJro.oCt'. 
PN" 1en1 1 .,..,., and all ()lJ'wr clulft.caUGAI. 
10 .,..,11 a WW\!. minimum t1.&r1• ll u 
l><t<•""' <,( 11~ I t ,.,. -"""' Is m1•I• In 
•dta.nu (Gr rout eoalCnlll\e lruertlona ol an 
undU~lofd ""'•rtlnmt'!•t 

SALESMEN WANTED 
W ANTED-Retail hi?"htin~ fix-

ture salesman with knowledge 
and ability to handle spedal de
sign large building ins1allatiom. 
Also: Retail saksman to sell com
mercial fixtures to stores and in
dustrial lighting plant~. !::>ome 
knowledge of illuminating engi
neering desir;i bit'. The San horn 
Electric Co., l ntlianapolis, Ind. 

Business Opportunities-Deal-
er-Agcmls wanted for ne\\ 

Briler-lite almo-.t-unhrcakable 
electric bulbs. Attracti\·e prop
osition. Greater Service Elec. 
Co., 53 Halse\• 51., .:\e\vark, 
N. J. . 

B >1 s-t><n la an ol &117 ,( our Clftl..,.. 
_,.,I It 'r ,nJ adcl!Umial ID 1111 lllrlll&J.J a.Jo. 

DISPL.\u:IJ 
1', l>Ut ••••• S I.ti l 1>1.n •••• • Ul.10 
!.O P&S•· ...• tt.H .a " .. " •••• ~1 . n~ 
'i .. ce .•••• !l.H C r>&a •••• $%.01 
'> P•C•· •.• H.11 l! _,. •• • • JI.GO 

BUSINESS OPPORTUNITIES 

F OR SALE-Established elcctn-
cal coa.tracting and appliance 

store. In business 13 years; Cl'll· 
tral location, one competitor, have 
l.:ase. Good reason for selling. 
Anthony T .. Rein!, Heinl & Nagel 
Elec. Co .. \\ apakon~ta. Ohio. 

WANTED-Vacuum cleaners, 
etc. \Vill pay cash for any 

quanuLy oi elecLric varuum 
cleaners or other appliances, 
old models, o;hop worn, etc., 
that you wish to dis11ose of 
at attractive prices for cash. 
G. .:\kClain. 14.5 E. 3Hb St , 
Xew York. 

Yours for the price of a newspaper 
You pay h\O or three c<.nt:. ior your daily newspaper. After you 

ha,·e glanced through it you throw it away. You ieel you"vc had 
your money's worth. 

Now we offer you this magazine, "Electrical Retailint:?." ior the 
price of your daily newspapcr-36 issues for one dollar-less than :ic 
each. \Ve don't have to tell you a lot about the value of ''Electrical 
Retailing." You knO\\-you'\•e been receiving sample copies of it 
from time lo time. You hold a copy m your hand now. 
....................... .............................................. 

PIN A DOLLAR BILL HERE- MAIL AT OUR RISK TODAY 
•.•••••.•••....•........••••...•...••••..••...••••••.........•••....• 
ELECTRICAL RETATI l'S"G, Oltl Colon)' Bulltlli:ii', Chicaito. 

Send me "Eh:<:ITical Retailina" fur three yc:ani. 

Narnc: - •. .-------. ----·- ---- ---_____ ., __________ _ 
Addrc5tl ···-··

Ci ty - -··-- ·----· -···· - - -- Stat•-

Cimpany _ -- -·-- ---- ······-------·--- Titl"--- ··----

~foturc of 8u1inc , ______ ·-····· - ··- ---

Nci1c111brr 1923 ELECTRICAL RETAJLINc 

Junior 

cAmerica's Fastest Selling Loud Speaker 

THE instant success that the Am
plion has achieved in America is a 

repetition of its performance abroad 
when it virtually took Europe bystorm. 

The striking thing about the A mplion 
is that it accomplishes those things 
which are vital in a good loud speaker, 
in a more positive and effective \Yay 
than they have ever been done before. 

The explanation is that the Amplion 
is an Electro-Magnetic and acoustic 
device adapted for radio reception. 

The principle is not new, it has been used 
successfully for over 30 years in all pans of the 
world. It is made by the oldest manufacturers 
of loud speaking iastrument.s. 

Made in several styles to suit all occasions 
and pocket books. Send for illustrated folder . 

The Supremacy of Ille •• A ,\-f PLTO/\'" is 
the Suprmuzcy of Actual PerJorma11cc 

Palmtus: AL.FRED GRAHAM & CO. 

SIGNAL ELECTRIC MFG. COMPANY 
Sole U nited States Distributors :: Mct\otn.inee, Michigan 

BUR."IDEPT OF CANADA, LTD. 
Canadi:mDi.sttibuton-172. King St. \V .• Toronto 

Say you saw It In Et.l«'TBICAI. R£T.01L1!>a 
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$1. 

ELECTRICAL RETAILING 

You Can Sell a Lot of 
These New 

Noz·embcr r923 

MURDOCK PLUGS 
$1. 

All you ha' e to do is put them on your counter with the 
new display card we iurnish an<l you'U sell them to all 
your radio customers. Every radio owner ·wan ts one so 
he can connect four headphones at one t ime or rus loud
speaker and phones. Onler a stock today. 

MURDOCK 
H eadphones 

M URDOCK 
Loudspeaker 

The fastest selling hcadµhorn.:s 
on the market. Known the 
worlcl over. You can always 
count on them to give long, 
satisfactory sen•ice. Now re
duced in price to retail at 

Still the sensation in the Radio 
field, a pranical loudspeaker 
at a low price. Sold complete 
wilh loudspeaker phone unit, 
aluminum tone chamber, fibre 
horn and moulded base. A 
wonderful value to retail at 

$4.00 and $4.50 $5.00 

My jobber is. 

Wm. ]. Murdock Co. 
355 Washington Ave., Chelsea. Mass. 

Sa les Offices: Chicago and San Francisco 

STANDARD SINCE 1904 

would like 10 know more about the 
Murdock. Plug 
M urdoclt Loudsp;:nlcer 
M urdoclt fleadphones 

3od bow to make money on radio. 

Nam<--------·------.. --·--00
-·

00
- ---

Address__ -~-·----·---

Say you saw IL In Eu.:C'l'.IUC.U. R:s.TAJL11'G 
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You Will Find These A dvertisers 
In This Issue 

Ajax Elcc. Specialty Co. 
Allen-Br.ulley Co. 

Page 

130. 134 

Aller & Co., Harry _ ---· 
Aluminum Produds Co. __ • 

130 
117 

Anylite Eleetric Co. - - .. - ·-·-- 19 
Arnold Elearic Co. __ 2Z 
A tlu Applianu Company _ --····-- 97 
A utomatic Electric Washer Co. 
Beardslee Chandelier Mfg. Co. _ 

25 
23 

Bcavu Machine & Tool Co. ___ _ 
- --- ·-·-------· l nsick Front Cover 

Benjamin Electric Mfg: Co. _ __ 27 
Bfrttnal1 Electric Co. ... -· __ • 85 
Bleadon·Dun Co. _ 118 
Brandes, I.nc., C. ___ ----- 104 
Bricloff Mfg. Co. __ ····-- __ 
Bryant Electric Co. _ 

Bussmann Mfg. Co • . -··--·--··--
Co-opei:ative Elee'I Suppl)I H ouse . 
Coto-Coil Company ... -·----
Dayton D isplay Fixture Co ... -·- -

96 
6 

17, 18 
121 
94 
99 

Dayron Fan & Motor Co .. __ ·-·.. z 
Dover Manufact:utlng Company __ 

·-····---.. -- _ __ Jnside Baek Cover 
E astern Laboratories, I nc.. - ·- _ 95 
E dwards El«tric Co. -·- --·--.. 130 
Edwards & Co., I.nc. _ 142 
El•ctric Vacuum Cleaner Co. 7 
Electrical Products Mfg. Co. J IS 
E mpir e Transformer Co. --·- US 
Estate Stove Co. _ .. -·--·---.. .. S 
France Mfg. Co. ---··-- _____ 118 
F redericks Co., H. M . ·- _ __ !18 
F riedley·Vosbardt Co. . __ _ 116 
Frost, Herbert H. _ .. ___ 116 
Galnaday Electric Co. 13 
General Electric Co. _ 30. 31, J2 

Greater Service Electric Co. -··- .. ·-- 96 
Greist Mfg. Co. . .... ___ 26 

Guth Co., Edwin F . --- .. - - - 9 
Haupt, l.nc., B . ... _______ , .. 100 

Home Eledrkal, The -· ·- - - - 56, 57 
H oover Company ·-- __ 73 
H orton Manufacturing Co. 20, 21 
H ot-Flo Electric Co. -- _ .. ___ 102 

H ubbdl, Inc .. Harvey ----·· .. -- 4 
Hyman & Co., Inc •• H enry_____ 12 
Illumina ting S upply Corp. . ·····--· 116 
Indn.stria.J Heater Co. - -- __ 100 

Page 

Jefferson Company __ ---14, 15 
J cwd Elecnic & Mlg. Co. 100 
Klllark Electric Mfir. Co. __ 102 
Kriek\rd Co., E. W. 119 
Liberty G;iuge & trurn-umcnt Co .. _ .. __ 3 
Lightrite Co., Inc. _ __ 136 
McGraw.Hill Company. Tne ..... - ..... 

128, 129. 132. 133 
M etropolitan Art Glass Co._ .. ___ 114 
Moc-Bridges Co. 28 
Murdock Co. W m. J. 140 
National Afrpbone Corp. __ 131 
National Stamping & Electric Works 102 
N<0n L•mp Works, Jnc.. _ 127 
N1cbols Electric Furniture Co. 111 
Norma Company of America. 10. II, 1()1 

Oakes M•nufacturing Co. _ _ .. __ 120 
Ohio Electric & Controflcr Co_··-··- 89 
One Minute Mfg. Co. _ 8 
Plonett Radio Corporation 91 
P ropp Co., M. ·-- _ 134 
Radio Industries Corp.. 93 
Rcben Electric Manufacturing & Sup· 

ply Company -· _ 96 
Rellcctar & llluminaung Co .. - ... ·- _ .. 103 
Rhanm:inc, J. Tbos. .. _ .... - - .. ·· 120 
Richards & Co ., Gcori:e .... ____ 74, 75 
Rohnc Electric Co. __ _ __ 136 
Rosco Laboratorin ___ 120 
Russell Electric Co. Back Coqer 
Savage Arm:; Corporation _ 108. 109 
Searchlight Section J 38 
Shamrock Manufacturing Co.------ 137 
Shelton Electric Co. __ ·--·--·- 135 
Signal Electric Mfg. Co ..... ·-· - 122, 139 
Slaughter Company 98 
Standard Metal M!g. Co. ---- 114 
Stewart & Co .. A B.. 134 
Sunbeam Electric Mfg. Co. 16 
Toledo Cooker Co. _ 29 
U. S. Tool Company, lnc. 122 
Western Electric Co .. - 123, 124, 125, 126 
Williamson & Co .• R. 54, SS 
W ilson Utensil Co. _ 92, 127 
Wokott Mig. Co .. Frank E. 24 
Wood Mfg. Co., H. G. 92 
Woodrow Mfg-. Co. 113 
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ANOTHER 
Edwards device giving the utmost 
quality and neatest appearance 
at surprisingly 

MODERATE PRICES 

THE SAN-FER-ANN 

! 
White enamel, sanitary, steel case annunciator· 
Though moderate in price it contains the famous 
Edwards gravity drop that is positively locked. The 
equally famous Lungen, double adjustment buzzer 
is the audible signal. 

AND THIS IS ONLY ONE OF THE 
l\IANY A-~NUNCL.\TORS :\IADE BY 

?\EW YORK CITY 

<:: '1 rou aw It ln K1 .. cratCAI. Rr.TAJJ.nm 

The Dover-Dornanco Iron 
Takes No Mark Downs! 

Dealers throughout the country tell us 
that th~ Dover-D omanco I ron- selling at 
$5 00 t l/J 0 -BURN-OUT ef-

a 

DOE 

Why1 I' today 
idespread demand 
has created? 

Write for our interesting sales plan on 
the Dover-Domanco Iron. 

Fl•e Factora o f 
Do•tt· DOYAN CO 

Supcriodry 

............. " ..... .................. _ ...... ,,... ...... .... ..... " ....... 
_...,_.... .. .i .. ==-....,.." __ ... 
....... -,_. --_,..,...,.. 
.......... ftfllt .. ... 
•·•.lil--.i ... .... -----·· _,.. .. _.... 

t::..'.::.~ .... :-.4~.., 0:: 
....... r1-.l I• ...... .,_.. II•••• 
.... 11--tt ... llf"-"t° ...... .,. ..... 
.-... .... -&M .... .... 
......... -.i-~ ..... 

T he D over M anufacturing Company 
Dover, Ohio 

Lar~I E.xclwice Iron Manufac.lutu Sinu 1893 



Flat Irons Waffle Irons 

Grill Stoyes Percolato1s 
"" 

( rroasfers Marcel Wavers ates 
I I 

\ Hair Dryers Cuders and Wavers Immersion Heaters 

WITH HOLD·HIEI 
Christmas 1s giff time. And nothing makes a more suitable gift 
than a H old-H eet electrical appliance. R etail appliance sales for 
t he last quarter equal the first three-quarters. The big season is 
at hand. Cash in this Christmas by gearing into the certain 
H old-H eet demand. 

Last year scores of dealers waited too long to place their H old
H eet orders with their jobbers. D espite our heavy stocks we were 
compelled to disappoint a number of late comers. D on' t you get 
caught I B usiness is going to be good this Christmas-/ or those 
who go alter it wit h Hold-Heet . 

Your profits are insured because the H old-H eet line means quick 
turnover and certain customer satisfaction. E very year the sales 
come faster and bigger. I t's a winning line! It moves! It agitates 
cash registers! 

M ake up a H old-Heet stock order on 
your jobber now. E arn the maximum 
discounts. I twill make you money .Act! 

RUSSELL ELECTRIC CO. 
Ma na/acturen of H old-Heel Applio:nc:u 

340 W. Huron Street , Chicago, U. S . A. 


